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WHEN THESE THREE 
Get. TOGETHER... 


There's no stopping 
short of success 


ORGANIZATION 


It's little wonder that the Webster 


Franchise is the talk of indepen- 
STANDARD- 


IZATION OF dent stationers—for when these 
“<<a three > > > Organization, Stand- 
ardization of complete line of 

Products,and a PLUS-Value-Sales 

PLAN > > > get together and 

SALES PLAN mesh smoothly, nothing can stop 


them from making the Dealer's 
Franchise a possession that is 
truly prized. 

How well Webster dealers 


know this! 


rae WEBSTER - CO. 


338 CONGRESS STREET, BOSTON, MASSACHUSETTS 


BRANCH WAREHOUSES: CHICAGO NEW YORK PITTSBURGH 
SAN FRANCISCO PHILADELPHIA MILAN PARIS LONDON 


AMERICA’S PIONEER DEALER HOUSE 








4 OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 


OFFICE 


APPLIANCES 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 


chinery, office devices, office PUBLISHED ON THE FIRST DAY OF EVERY MONTH _imduities and suggestions, to 
furniture, office supplies and pens es it will give a 


the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 


The Office Appliance Co. 


417 S. Dearborn St. 


Chicago 





> 








§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 

ed manuscripts will 
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United States. It also 
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1601 Pershing Square Building, 
Phone As 


100 East 42nd Street, New York 
hland 8319 





upon application — only 
articles of office equipment 


fifty-four other countries > or directly related products 
who deal in American office eligible. 


equipment. 


by personal checks, drafts 
on New York or Chicago, 


{ No person, firm or cor- 
poration, either directly or 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
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Adding Machines 


Barrett Desk Machines... ..243 
Burroughs Adding Mach. Co. 304 
Elliott-Fisher Co. ........ 294 


General Office Equip. Cp 294 
Lanston Monotype M'ch,. Co.243 
Sundstrand Add. Machine.. .294 


Adding Machines, Kebuilt 
Reliable Typewr. & Adding 
CD: 6 in 6 oo welas 296 


Adding Machine Rolls and . 

aa exwell- Barnes Co ‘ 

Lace Paper Works 

Y 4.4. Paper & Spec. Co 
Adding Typewriters 

Burroughs Adding Mach. Co 304 

Elliott-Fisher Co. . . .294 

Nat'l Cash Register Co.. i22 

Underwood Elliott Fisher 

ae. Oies 294, Back Cover 
Addressing Machines 

Addressograph Co 177 

Amer. Multigraph Sales Co 203 
Adhesive Tape 

Quality Park Env. Co 
Adhesives 

(See Inks, Adhesives, etc.) 
Analysis Machines 

Nat'l Cash Register Co.. 
Arch and Clipboards 

Baxter, R. H., Sales Cp.....270 

Free Hand Binder’Co ..248 

Globe-Wernicke Co 

Rock well-Barnes Co. 
Associations, Trade 

Wood Office Furn. Assoc. . .231 
Autographie Registers 


mit 


2°29 


.196 


Multi-Print System Co.....298 
Nat'l Cash Register Co.. 123 
Ball Bearings for Metal Off. Furn. 
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Bankers’ Note Cases 


Art Steel Co...... 237 
Cole Steel Equipment “Co 256 
General Fireproofing Co 151 
Globe-Wernicke Co »-- 420 
Ravenswood Off. Spec, Co. .298 
Van Dorn Metal Furn. .142, 43 


Billing Machines 
Burroughs Add. Mach. Co. .304 
Elliott-Fisher Co. ... ; 2094 
General Office Equip. Cp 294 


Nat'l Cash Register Co.. 122 
Underwood Typewriter Co. 
SHtedavh ced beeen Back Cover 
Binders, Catalog ant Periodical 
Aigner, G. J., C , soe cee 
American Clip Co ; ....201 
Blackboards (Framed) 


N. Y. Silicate Book Slate Co.297 
Blank Books 


Boorum & Pease as 289 
Nat'l Blank Book Co occ cme 
Rockwell-Barnes Co o- eee 


Wilson-Jones Co 227 
Blanks for Bonds and Stocks J 

Kihn Bros. .. 298 
Blotters ai 

Wrenn Paper Co. . 168 
Blue Print and Plan File Cabinets 


All-Steel-Equip Co 241 
Berger Mfg. Co 142, 43 
General Fireproofing Co 151 
Globe-Wernicke Co 125 
Van Dorn Metal Furn 142, 42 
Yawman and Erbe Mfg. Co_109 
Bond Boxes 
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Corry-Jamestown Mfg. Corp 153 
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Steel Equipment Corp ' 131 
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All-Steel-Equip Co. . 241 
Art Metal Construction Co.249 
Globe-Wernicke Co. . 125 
Gunn Furniture Co . 268 
Macey Co.. The : .138 
Quigley Furn. Co ; 283 
Van Dorn Metal Furn. .142,. 43 
Weis Mfg. Co.99, 100, 101, 102 
Yawman and Erbe Mfg. Co.109 
Book Covers 
Baxter, R. H., Sales Cp 270 
Book Ends 
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American Clip Co 201 
American Electric Co 202 


Book Kings 
Carpenter, E. W.. Mfg 
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Burroughs Add. Mach. Co. .304 
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Nat'l Cash Register Co.. 
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Bulletin Boards 
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Business Shows 

National Business Show Co.302 
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Art Metal Construction Co.249 


Mfg. Co... .239 


Slate Co... 297 


General Fireproofing Co... .151 

meee On., The... ....ccce 138 

Toledo Metal Furn. Co..... 206 
Calculating Devices 


Meilicke 
Reliable 


Systems, Ine - 282 


Tw. & A.M. C....299 





Caleulating Machines 
Barrett Desk Machines ‘ 
Burroughs Adding Mach. Co.304 
Lanston Monotype Mch. Co.243 

Caleulating Machines, Rebuilt 
Reliable Typewr. & —_—— 


Machine Co. ....... 299 
Calendar Pads and Stands 
Defiance Sales Corp....... 240 


Carbon Papers 
(See Ribbons and Carbons) 
Card Cases, Pocket 
Gardner, P. A., Leather Wks.296 
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Wiggins, The John B., Co. .293 
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Bentson Mfg. Co ’ -- 200 
Cole Steel Equipt. Co . . 256 
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Diemer, John F.. Co. oe 
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Hoffman, L oo ean 
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Standard Mailing Mach. Co.149 
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Yawman & Erbe.......... 109 
Costumers 
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Quigley Furniture Co......2 283 

Sanymetal Products Corp. . . 264 
Cuspidor Mats 

,. + Jaa 204 
Cuspidors 
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Cole Steel Equipment Co, . .256 

Detroit Metal Spec. Co... ..235 

Wassen Beet. Gian ccvawcess 247 
Cutters, Paper and Card 

Ideal School Supply Co... .272 
Dating Stamps 

Amer. Number Mach. Co... 98 

Fulton Specialty Co....... 292 

Meyer & Wenthe.......... 288 

Stewart. BR. A.. & Co...... 132 
Desk Calendars 

Baxter, R. H., Sales Cp..... 270 





here, 


CLASSIFICATIONS 


For the benefit of the subscribers the lines 
advertised are here classified. 
requirements of the modern business office are 
represented. Should subscribers be interested 
in any article of office equipment not listed 
they are cordially invited to communi- 
cate with the service bureau, through which the 
information will be promptly and cheerfully 
furnished by letter, without obligation. 


Many of the 





Macey Co., The.... 
Pressteel Engineer Corp... .228 


eee 8 aS 144 
Shaw-Walker Co. ........ 265 
Wagemaker Co.. The.. 171 
Weis Mfg. Co.99, 100, 101, 102 
Yawman and Erbe........109 
Cash Boxes 
Ane Goes’. Ge.. Bae. «0k ososs 237 
Cole Steel Equipment Co, . .256 
com Registers 
Nat'l Cash Register Co., The.122 
Casters, Shoes, Ete. 
Faultless Caster Co. ......254 
Gem Beer OS. oss. ose bs 118 
Chair Lrons 
Gilson-Bolens Mfg. Co... ..286 
Chair Mats 
Edgewater Mfg. Co ove eeee 
Polar Mig. Co eS 
Chair Pads and Cushions 
Economy Products Corp. ..298 
Fox. Geo. E., & Co . 167 
IN. - Ti: any. omees 6.60 230 
Polar Mfg. Co 204 
Sainberg & Co.... 144 
Sun Rubber Co...... 118 
Chairs 
Brower Furniture Co......205 
Colonial Chair Co......... 257 
Crocker Chair Co 264 
Do/More Chair Co . 415 
Fritz-Cross Co. ej We ee 
General Fireproof ‘Co. 151 
Gunlocke, W. H., Chair Co.179 
High Point Bend. & Ch. Co. 282 
Jasper Chair Co Te 
Milwaukee Chair Co . .165 
Newark Chair Co. sad . 259 
New Indiana Chair Co.....194 
Pierce, 8S. K., & Son .247 
Sikes Co. - +128 
Sturgis Posture Chair Co 103 


Toledo Metal Furniture Co.206 
Vanderbilt Mfg. Co.... 
Wark-Beacon Steel Furn. Co.2 

Check Protectors & Writers Mire. 
Hall-Welter Co. . 
Nat'l Cash Register Co.. 
Safe-Guard Corp. 

Todd Co, . 

Check Protectors and W riters, Used 

CS » 


Reliable Tw. & A. M.C....2 99 
om Signing Machines 
Nat'l Cash Register Co.. 122 
Cc heek Sorters 
Kohlhaas Co., The........ 230 
Checks, Stamped Metal 
Meyer & Wenthe.......... 288 


Stewart, R. A., & Co. 32 
Clips, Paper (See Paper Clips) 


Coin Bags, Trays and W rappers | 
Art Steel Co.., en: rr 37 
Downey, The C. L., Co..... 299 

Copyholders 
American Clip Co......... 201 
American Electric Co...... 202 
Endure Mfg. Co.......... 229 


Defiance Sales Corp....... 240 
Desk File Racks 
Impr. File & Rack Co..... 206 
Desk Pads, Blotter 
Boorum & Pease Co....... 289 
Fox, Geo. B., & Co........ 167 
DOORN: Ek avs is & eee & < . 230 
ee EE are 144 
Sum Buvber Oe. .....066s. 118 
Superior Office Spec. Co... .244 
Desk Pads, Glass 
at, Gee, Be. Gs ce veces 167 
iG? a oak aw & 204 
Ravenswood Off. Spec. Co. .298 
a” EC Sea 144 
Desk Pads, Linoleum 
Edgewater Mfg. Co........ 263 
Fox, Geo. E., & Co...... .167 
OS > ae eae 230 
A Ge Ga ne 0 os 60-0008 204 
Ravenswood Off. Spec. Co. .298 
ee a 0 ee ee 144 
Superior Office Spec, Co... .244 
Wagemoeker Oe. .....2+2::. 171 
Desk Pending-Letters Holders 
American Clip Co......... 201 
Desk Sets 


Edgewater Mfg. Co....... 263 
Desk Signs and Tablets 

Davenport-Taylor Mfg. Co. .252 
Desk Trays 

American Electric Co...... 20° 


Art Gteel On... BOG. 2.05%: 237 
Automatic File & Index Co.129 
Baxter, R. H., Sales Cp... ..270 
Berger Mfg. Co....... 142, 43 
Cole Steel Equipment Co. . .256 
Fox, Geo. E.. & Co........ 67 
General Fireproof. Co..... 151 
Globe-Wernicke Co. ....... 125 
Imperial Methods Co...... 281 
Jamestown Metal Desk Co. .169 
ee are 138 
Metal Office de Sarge Pc adess 189 
Sainberg & Co..... +s dine 
Weis Mfg. Co. 99. 100, 101, 102 


Worcester Wire Novelty Co.276 
Desk Work Distributors 


Bristow, Stanley R........ 295 
Currier BG. Ge... 0c sccves 283 
wom, Gee. Bic GOs cv sccese 167 
Globe-Wernicke Co. ....... 125 
Horn, W. C., Bro. & Co... .2305 
Kohlhaas Co., The........ 230 
Lyon Metal Products...... 161 
SRO BO BOs. 050 ctosce 144 
Superior Office Spec. Co. ...244 
Desks 
Aime. Mee Wes bess ss > aks 218 
Art Metal Construction Co.249 
Auto. File & Index Co..... 129 
Bentley & Gerwig Furn. Co.164 
Berger Mfg. Co....... 142, 43 
Clemetsen Co., The........ 199 
Columbia Steel Equip. Co. 
Scepoweds Ves Vacs ee 232. ss 


Corry-Jamestown Mfg. Corp. 153 
Dietz, J. F., Co 181 





Englewood Desk Co....... 2 


Reiner’s Rotaprint, Inc... ~ 


Safe-Guard Corp. 
Standard Mailing Mach. Co. 


imeo. Serv. Bureau...... 


Duplicating Machine Supplies 


E; elets one Eyelet Fasteners 
he Cp... .87 


Baxter, 


Sibley, Edw. Mfg. Co. 


File Boxes, Nolan paible Ce. 


Rockwell-Barnes Co. ......2 
Filing Cabinets, Metal 


Evansville Desk Co........ 207 
General Fireproof. Co..... 151 
Globe-Wernicke Co, ....... 125 
Gunn Furniture Co....... 268 
Hoosier Desk Co.......... 145 
Imperial Desk Co......... 106 
Imperial Furniture Co..... 278 
Indiana Desk Co.......... 195 
Invincible Metal Furn, Ge. « 
PP SPE - 173, 4, 5, 6 
Jamestown Met. Desk Co... 169 
Jasper Desk Co........5.: 245 
Jasper Office Furniture Co. .253 
Leopold Co.. Tihe.......+. 258 
Macey Os., FMOs. css ccvses 138 
Metal Office Furn. Co...... 189 
Myrtle Desk Co.......+.+. 219 
Olsen, O, C. 8.. Co......6. 256 
Gomes TE Bee. sc avccedsc 162 
Quigley Furniture Co...... 283 
Shaw-Walker Co. ........265 
Steel Equipment Corp..... 131 
Steel Fixture Mfg. Co...... 290 
Tell City Desk Co......... 242 
Van Dorn Metal Furn. .142, 45 
Wagemaker Co. ........--. Kf 
Weis Mfg. Co.99, 100, 101, 102 
Western Furn. Co......... 267 
Yawman and Erbe Mfg. Co.109 
Diaries 

Baxter, R. H., Sales Cp... ..270 
Dictation Machines 

Ediphone, The .........+. 234 

Edison, Thos. A., Inc...... 234 
Directory Boards 

Davenport-Taylor Mfg. Co. .252 
Display Card Holders 

ricker Corp., The........ 260 
Display Fixtures 

All-Steel-Equip Co. ....... 241 

Berger Mfg. Co....... 142, 4: 

Onken, The Oscar, Co..... 299 

Orthwine Mfg. Co......... 148 

Service Steel Products Corp.278 

Tyler Sales Fixture Co..... 206 
Drawing Materials 

Baxter, R. H. ay Cp.. 270 
Drinking Cups, Pa 

Orthwine Mfg. io. ae Sesosuwe 148 
Duplicating Machines 

Addressograph Co. ....... 7 

Amer. Multigraph Sales Co. 20% 

Canode Ink & Off. Supp. Co.217 

Dick, A. Bi. GO. ccccvcsses 93 

Mimeograph, Te ci casper 92 

Multigraph, The ......... 203 


149 


Duplicat. Machines, Used, aoe 


anode Ink & O. 8, Co..... 217 
Dies, A. Ba Die ivcsvdesss 93 
Illinois Paper Co......... 154 
Shallcross . 287 
Envelopes 

Baxter, R. H., Sales Cp... ..270 

Bushnell, Alvah, Co....... 170 

Diemer, John F., Co....... 255 

Globe-Wernicke Co, ....... 125 

Nat'l FiberstoK Envelope Co.269 

qeaite Park Envelope Co. .196 

8S. Envelope Co........ 41 

pantanen Celluloid 

Markilo Co. ..cccsscccecs 296 
Envelope Sealers 

Office Appliance Co., The. ..271 

Standard Mailing Mach. Co.149 
Eradicators, Ink 

Collins, H. H., Ink Erad. Co. 294 

Ink-Out Mfg. Co.......... 299 
Eradicators (Sin ~ Fluid) 

Ink-Out Mfg. Co.......... 299 
Erasers (Blackboard) 

N. Y. Silicate Book Slate Co.297 
Erasers (Chemicai) 

Collins, H. H., Ink Erad, Co. 204 ; 

Ink-Out Mfg. Co.......... 299 
Erasers (Rubber) 

Auto. Pencil Sharpener Co. .124 
Faber. A. W., Inc....116, 285 
Roberts, Weldon, Rubber Co.281 

Exhibitions 
Nat'l Business Show Co... .302 
Expense Books r 

-ach Publishing Co...... 295 
Defiance Sales nay? So ate Wl 240 
Harvey. Fred W., Co....... 295 


Bankers Box Co.......... 04 
Kay-Dee Co, .cicccccccces 288 
File Boxes, Metal 
Art Steel CO. ccssesesvces 237 
Auto. File & Index Co..... 129 
Cole Steel Equipment Co. . .256 
Currier Mfg. Co.......... 28: 
Pressteel Engineer. Corp. . 228 


All-Steel-Equip Co. ....... 241 
Art Metal Construction Co. .249 
Ast Geeek GO. oo 0o60022¢08 237 
Aurora Metal Cabinet Co. ..282 
Auto. File & Index Co..... 12 
Bentson Mfg. Co.........-+ 200 
Berger Mfg. Co....... 142, 43 
Columbia Steel Equip. Co. 

6 6064 © ood baeles erne 232, 33 
Corry- Jamestown Mfg. Corp.153 
General Fireproof, Co...... 151 
Globe-Wernicke Co. ..... 125 
Imperial Steel Cabinet Co. :277 
Invincible Metal Furn. Co. 

éeésse chessesaene Ge. @ 








Jamestown Met. Desk Co. . .169 
Macey Co., Th 1: 

Metal Office Furn. Co es 
Pressteel Engineer. Corp... .228 
Service Steel Products Corp. 278 
Shaw-Walker Co. 4 


Steel Equipment Corp..... 131 
Stee! Fixture Mts, Co.....300 
Steel Furniture Mfg. Co... .184 
Terrell's Equipment Co... .303 


Van Dorn Metal Furn. .142, 43 
Yawman and Erbe Mfg. Co.109 
Filing Cabinets, Wood 
Auto. File & Index Co 129 
Globe-Wernicke Co........ Bt 
Imperial Methods Co... 23 
Macey Co., The.. 
Shaw-Walker Co. 
Wagemaker Co. .. 1 
Weis Mfg. Co.99, 100, 101, 
Yawman and Erbe Mig. Co 
Filing Supplies 
Aigner, G. J.. Co 
American Clip Co. . 
Auto. File & Index Co 
Balto. Index Mfg. Co 
Baxter, R. H., Sales Cp 
Bushnell, Alvah Co 
Dunleavy Co., The 
Filing Equipment Bureau 
General Fireproof. Co 
Globe-Wernicke Co ‘ 
Guide System & Supply Co 
Imperial Methods Co 2 
Invincible Metal Furn. Co 
i173, 4, 5 6 


M acey ‘Co.. The... ate .138 


Nat'l FiberstoK Enve lope Cc 0.269 
Oxford Filing Supply Co 111 





Quality Park Env. Co 196 
Rockwell-Barnes Co 277 
Simonson, R. A.. Co. oo on 
Steel Equipment Corp 131 
Wabash Cabinet Co 119 
Warshaw Mfg. Co., Ine 244 


Weis Mfg. Co.99, 100. 101. 102 

Yawman and Erbe Mfg. Co.109 
Finger Pads, Rubber 

Sun Rubber Co 118 
Fountain Pen Engraving Machines 

Simplex Gold Stpg. Press Co.287 
Fountain Pens 


Carter's Ink Co., The 238 
Conklin Pen Co...... ..126 
Parker Pen ge . 112. 13 
Sheaffer, W. Pen Co..136, 37 


Fountain Pen- Pencil (Combined) 
Parker Pen Co... 112, 183 
Sheaffer. W. A., Pen Co..136. 37 

Furniture Bumpers 


Polar Mfg. Co...... ooe - 906 

Sun Rubber Co... - 118 
Furniture Polish 

Globe-Wernicke Co. ... 125 


Van Dorn Metal Furn. .142, 43 
Gold Stamping 

Aigner, G. J.. Co... 206 
Gold Stamping Presses 

Simplex Gold Stpg. Press Co.287 
Gummed Cloth 

Aigner, G. J.. Co 206 

Gummed Tape & Devices Co.297 
Gummed Cloth Rings 

Baxter, R. H., Sales Cp 270 

Warshaw Mfg. Co., In« 244 
Gummed Ta and Sealers 

Gummed Tape & Devices Co.°97 

Seymour Products Co.... "51 
Hotels 

Fort Shelby Hotel "40 
Index Card Signals 


Cook, H. C.. Co ‘ 191 

Graff, George B.. Co —_ 213 

Macey Co., The : 138 

Moore Push-Pin Co... 243 
Index Tabs 


Aigner, G. J.. Co. 





Auto. File & Index Co 

Balto. Index Mfge. Co 

Baxter, R. H., Sales Cp 27 
Executab Corp 183 
Guide System & Supply Co.114 
Simonson, R. A.. & Co "95 
Warshaw Mfg. Co.. In 44 


Inks, Adhesives, Ete. 

. anode Ink & Office Sup. Co.217 
Carter's Ink Co 24 
Davids, Thaddeus, 

General Eclipse Co 


Ink Co 





Higgins, Chas. M.. & Co ‘ 

Luther Ink & Stamp Pad Co.280 

Penene Corp. . ‘ . O7 

Sanford Mfg. Co.... 223 
Inkstands 

Bachrach Specialty Co 710 

General Eclipse Co 248 


Sengbusch S-C Inkstand Co.193 
Labels, Law Books and Number 


Aigner, G. J.. Co.. 296 
Lamps 

Faries Mfg. Co , 247 

Greist Mfg. Co.. . 139 

Silverglo Lamps, Inc 178 


Lead for Mechanical Pencils 
Faber, A. W. Inc 116, 285 
Sheaffer, W. A., Pen Co.136, 37 

Losther Goods 

Nat'l Brief Case Mfg. Co. . .239 
Van Sicklen Corp... 214 
Leather Upholstered Furniture 


Brower Furniture Co 205 
Gunlocke, W. H., Chair Co.179 
Vanderbilt Mfg. Co... 147 


Leathers, Upholstering 
Lackawanna Leather Co...286 

Letter Distributors 
Bristow, Stanley R.. 
Globe-Wernicke Co, 








Imperial Methods Co..... 281 

Kohlhaas Co., The....... 230 
Letter Trays 

(See Desk Trays) 
Letterheads 

American Embossing Co. ..291 
Lettering and Show Card Pens 

Bridgeport Pen Co.... .239 
Library Equipment 

General Fireproof. Co.....151 

Globe-Wernicke Co.... - 425 


Linoleum Desk Tops 


Fox, Geo. E.. & Co...... 167 
Polar Mfg. Co.......+++s: 204 
Sainberg & Co. aeheenms 144 
Wagemaker Co. . sane 
Lockers and Storage Cabinets 

All-Steel- Equip ih a's écare we 241 

Art Metal Construction Co. .249 
Art eee Ge. cesses . -2a7 
Aurora Metal Cabinet Co. . .282 
Berger Mfg. Co... 142, 43 
Corry-Jamestown Mig. Corp 153 
General Fireproof. Co... 151 
Globe-Wernicke Co. 135 


Invincible Metal Furn. Co. 
20enn 6008 taves* 173. 4.5. 6 
Lyon Metal Products, Inc. .161 


Macey Co., The...........138 
Quigley Furniture Co . 283 
Steel Equipment Corp. seaeneee 
Terrell's Equipment Co... .303 


Van Dorn Metal Furn. .142, 43 


Yawman and Erbe Mfg. Co.109 
Loose Leaf Books and Systems 
Accounting Devices Co..... 123 
Boorum & Pease Co....... 289 
Endlok Parts Co., Inc.....299 
A} Serre 134 
Grand Rapids L L Binder Co.152 
Lloyd, y. &. Co. oes 
Nat'l Blank Book Co. 2-207 
Sheppard, The C. E., Co. ..192 
Stationers L. y Co 96, 121 


Wilson-Jones Co. .. 
Loose Leaf Covers, Emb. & ‘Decor. 
Aigner, G. J., Cx 206 
Loose Leaf iEavelopes, Celluloid 
Markilo Co. 96 
Loose Leaf Metals 
Carpenter, E, W., } 





Endlok Parts Co.. - - san 

Loose Leaf Metals Co..... 275 
Mail Distributors 

Bristow, Stanley R........ 2095 
Map Tacks 

Graff, George B., Co..... 212 

Moore Push-Pin Co...... 243 
Mage. Globes, Ete. 

feber Costello Co........ 213 


Matched Office Suites 
Art Metal Construction Co.249 


Clemetsen Co., The........ 199 
General Fireproof. Co...... 151 
Gunn Furniture Co........ 268 
Imperial Furniture Co..... 278 
Leopold Co.. The........- 258 
Dy Gin Bee ccaccecese 138 
Quigley Furniture Co...... 283 
Memorandum Books 
Boorum & Pease Co....... 289 
Memorandum Devices 
Bristow, Stanley R..... . . 296 
Currier Mfg. Co. — . -283 
Fox, Geo. E.. & Co ..167 
Seymour Products Co......251 
Moisteners 


Bachrach Specialty Co.... 
Baxter, R. H., Sales Cp 
Sengbusch 8-C Inkstand Co.19: 
Seymour Products Co ee 
Uttz, William, Mfg. Co. 
Numbering Machines 
American Number Mach. Co. 98 
Force, Wm, A.. & Co... 190 
Roberts Num. Mach. Co.155, 56 
Office Partitions and Railings 





Globe-Wernicke Co. ....... 125 
Oil, Office Machine 

CT Ti caaencencues 235 

Defiance Sales Corp. . 240 


Order Books, Duplicate, Triplicate 
Kalamazoo Stat'y Co...... 
Pads, Columnar 
Boorum & Pease Co.......289 
Kalamazoo Stat'y Co......187 
Pads, Figuring 
Baxter, R. H., Sales Cp - 270 
Paintings, Etching 8, Ete. 


Blum, Emery, Inc... oes 
Paper 
Veston, Byron Co......... 160 
Wrenn Paper Co.......... 168 
Paper Clamps 
American Clip Co.. aoc 
Auto. Pencil Sharpener Co.124 
Esterbrook Pen Co........211 
Fricker Corp., The........260 
Paper Clips 
American Clip C o ooo Ol 
Baxter, R _ Sales C p 70 
i i Min TE . en cane hae 191 
Graff, ae B. he « aa wien 213 
Rockwell-Barnes Co. ..... 277 
Tip Top Mfg. Co.........298 
Paper Fastening Machines 
Acme Staple Co...... .182 
Auto, Pencil Sharpener Co.124 
Bump Paper Fastener Co. .236 
Defiance Sales Corp....... 240 
Eveready Mfg. Co. of Boston. 130 
i? i Chinas 26 66 «oe i 172 
Hotchkiss Sales Co........ 146 
Krants Mfg. Co.......... 223 
Parrot Speed Fastener Corp. 262 
Rockwell-Barnes Co ...... 277 
Sibley. Edw. L.. Mfg. Co...198 
Paste 
(See Inks, Adhesives, Etc.) 


Pen and Pencil Clips 
Defiance Sales Corp....... 240 
Pencil Sharpeners 
Auto. Pencil Sharpener Co. .124 
Graff, George B., Co.. coc 
Hunt, C. Howard, Pen Co. .166 
Pencils, Cedar 
American Pencil Co. . ao une 
Faber, A. W., Ine 116, 285 
General Pencil Co......... 266 


Reliance Pencil Co........ 294 
Swan Pencil Co.. . 293 
Pencils, Thin Lead, Magazine 
Autopoint Co. ...... .157 
Listo Pencil Corp.... 298 
Parker Pen 2: , 112, 13 


Sheaffer, W. Pen Co. 1: 6, 37 


Pens, Lettering ian Show Card 
Bridgeport Pen Co........2: 39 
Esterbrook Pen Co........211 

Pens, Steel 
Esterbrook Pen Co........211 
Hunt, C. Howard, Pen Co. .166 
Miller Bros, Pen Co....... 294 


Turner & Harrison Pen Co.296 
Picture Hooks 


Moore Push-Pin Co 243 
Pictures (Framed) 

Blum, Emery, Inc.........252 
Pins and Pin Containers 

Defiance Sales Corp.......240 


Oakville-American Pin Div.140 
Platens, Typewriter 

Amer. Writing Mach. Co. . .250 

Ames Supply Co.......... 108 
Postage Machines 

Nat'l Cash Register Co.. 
Postal Scales 

Baxter, R. H., Sales Cp... . 

Hanson Scale Co.......... 18: 

Pelouze Mfg. Co 27 

Triner Scale & Mfg. 
Publications 

Bridges, F. W., Ltd....... 

Buro-Bedarf-Rundschau 

Business 


a < wor 


ee eee 
Punches 

American Clip Company... .201 

Baxter, R. H., Sales Cp... .. 270 

Boorum & Pease Co....... 289 

Defiance Sales Corp....... 240 

Globe-Wernicke Co, ....... 125 


Push Pins 
Moore Push-Pin Co....... 243 
Ribbon Dispensing Machine 


nn GE eesccecceceses 293 
Ribbons and Carbons 

Bee Se Gs Sec cesenseoent 2R0 

Ault & Wiborg....... ee 


Buckeye Rib. & Carb. Co. .279 
Canode Ink & Off. Supp. Co.217 
Carter’s Ink Co., The...... 238 
Columbia R. & C. } 
Crown Ribbon & Carb. Co. .259 
Int'l Prtg. Ink, Corp...... 105 
Little, A. P.. Ine 
Manifold Supplies Co 
Miller-Bryant-Pierce Co. ...27 
Mittag & Volger 
Neidich Process Co... . . 
Old Town Rib. & Car. Co..158 
Pacific Car. & Rib. Mfg. Co. 209 
Peerless Carb. & Rib. Co. ..297 
Phillips Rib. & Car. Co....272 
Queen Ribbon & Carbon Co. 285 
Rochester Ribbon & Carbon 
Gk ashaweenébscesesens 24 
Rockwell-Barnes Co, 
Shalleross Co., The...... 
Storms, H. M., Co.... 
Tybon Corp. . 
Union Ribbon & Cc arbon. Co. 2s 


U. 8. Typewr. Rib. Mfe. Co.2 

eee, I. Gh, Gn ceceeces 
Rubber Bands 

i 2. Ui. serene 116, 285 
Rubber Stamps 

Meyer & Wenthe.... 288 

Stewart, R. A.. & Co..... 132 
Rulers and —— 

Baxter, R. , Sales Cp.....270 
Safes 

Berger Mfg. Co....... 142, 43 

Diebold Safe & Lock Co... .215 

Gen. Fireproof. Co........ 151 

Globe-Wernicke Co. .......125 

Invincible Metal Furn. Co. 

oCnNCAn Onde eed vi 5. 6 

eee Gh, Weis 56 up 0 and os 38 

Meilink Steel Safe Co., The. 296 

Steel Equipment Corp 131 


Van Dorn Metal Furn. .142, 43 
Yawman and Erbe Mfg. Co.109 

Safety Deposit Boxes 
General Fireproof. Co 151 
Invincible Metal Furn. Co 
173, 4, 5, 


Se eseesecosecec 6 

Scales 

Hanson Seale Co...... : 185 

Pelouze Mfg. Co... ‘ 37 

rriner Scale & Mfg. Co.....268 
Scrapbooks 

Horn, W. C., Bro. & Co....295 
Screens, Office 

Pe A, Ws 6 tec eeamens 204 
Sealing Machines, Gum Tape 

Gummed Tape & Devices Co. 297 

Seymour Products Co...... 251 
Sealing Wax 

Davids, Thaddeus, Ink Co. .279 

Luther Ink & o amp Pad Co.280 

Sanford Mfg. Co.........-. 222 
Seals, Notary and Corporation 

Meyer & Wenthe.......... 288 

Stewart, R. A.. & Co...... 132 


Shelf Boxes 
All-Steel-Equip. Co. .......241 








OFFICE APPLIANCES 


Dee BO Gis 6 6t see os canes 
Berger Mfg. Co....... 142, 
Diemer. John F., Co 
Globe-Wernicke Co. . weed 
Lyon Metal Products, Inc.. 
Shelving 

All-Steel-Equip. Co. 
Ast Gteel GO. .ccceccess b 
Berger Mfg. Co.......142. 
General Fireproof. Co..... 
Globe-Wernicke Co. 





Invincible Metal Furn. Co. 

ot eameee 0ee aie 17 4.5. 6 
Lyon Metal Products. Ine. .161 
Steel Equipment Corp.....131 


Van Dorn Metal Furn. .142, 43 
Sign Markers 

Fulton Specialty Co........292 

Hellesoe, Hans H..... — 
Signs 

Davenport-Taylor Mfg. Co. .25* 
Slip Sheeters, Dupl. Machine 

Modern Mail. Equipment Co.180 
Sorting Devices 

Currier Mig. Co.....-e-:. 283 

Kohlhaas Co. 
Stamp Pads 

Davids, Thaddeus, Inc Co. .279 


Fulton Specialty Co.. . 283 
Luther Ink & Stamp Pad Co.280 
Meyer & Wenthe.......... 288 
Mun-Kee Products Corp... .284 
Peerless Carb. & Ribbon Co.297 
Stewart, R. A., Co........ 132 
Stands for Office Machines 
Adiustable Table Co...... 236 
Harter Comp. .cccccccsses 216 


Searles Elec. Weld. Works. . 260 
Sherman-Manson Mfg. Co. .221 
Toledo Metal Furn. Co. : 
Stationery, Embossed, Engraved 
American Embossing Co.. .291 


Wiggins, John B., Co. 293 
Stationery Racks 
Imperial Methods Co...... 281 


. Desk Co... 169 


Jamestown Met 
Co. .298 


Ravenswood Off. Spec. 
Stencils 


Meyer & Wenthe......... 28 

Stewart, R. A.. & Co...... 132 
Stenographers’ Note Books 

Boorum & Pease Co....... 289 

Rockwell-Barnes Co. ......277 
Stools 

Crocker Chair Co... —— 


Sturgis Posture Chair Co. ..103 


Toledo Metal Furniture Co,.206 
Storage Cases 

Art Steel Co... cecccscess 237 

Bankers Box Co.......... 104 

Cole Steel Equipment Co. . .256 

Kay-Dee Co., The........-. 288 

Rockwell-Barnes Co. ...... 277 


Store Equipment 
Service Steel Products Corp.278 
Swinging Typewriter Stands 
Amer. Writing Mach. Co...2 
Globe-Wernicke Co. .. » aie 
Weis Mfg. Co.99, 100, 101, 1 
Tables 


Berger Mfg. Co. 5 a anh a ae 
General Fireproof. Co.....151 
Globe-Wernicke Co ‘ . «125 
Lyon Metal Products, Inc. .161 
Macey Co., The.......... 138 
Quigley Furniture Cikiawees 2a5 
St. Johns Table Co... 159 
Van Dorn Metal Furn. .142, 43 
Tablets 
Rockwell-Barnes Co. ......277 
Telephone Accessories 
American Electric Co......202 
Baxter, R. H., Sales Cp... ..270 
Colytt Laboratories ....... 297 
Thumb Tacks 
Baxter, R. H., Sales Cp... ..270 
Graff, George B., Co....... 213 
Moore Push-Pin Co........ 242 
Transfer Cases 
All-Steel-Equip Co. ..... 241 
Art Metal Construction Co. .249 





Art Steel Co., Inc... 
Aurora Metal Cabinet Co. . 28° 


Auto. File & Index Co .129 
Berger Mfg. Co.... 142, 43 
Cole Steel Equipment Co. . .256 
Columbia Steel Equip. Co. 

O06 eeecnceetacese 232, 33 
General Fireproof. Co.....151 
Globe-Wernicke Co. . -e 125 
Invincible Metal 


Furn. Co. 
173 


Macey Co., The........ 38 
Shaw-Walker Co. : occ cBOD 
Steel Equipment Corp err 131 


Van Dorn Metal Furn. .142, 43 

Weis Mfg. Co.99, 100. 101, 102 

Yawman and Erbe Mfg. Co.109 
Trimming Boards 

Ideal Schoo! Supply Co o eBte 
Type, Typewriter 

Amer. Writing Mach. Co 250 

Ames Supply Co...... .108 
Typewriter Cleaning Material 

Amer. Writing Mach. Co. 

Baxter, R. H., Sales Cp..... 

Clarotype Co. 





Gies, Walter G., Co....... 29° 
ht i en teeee bene ae 297 
Sanford Mfg. Co.......... 222 
We, Ie ie Gn ccccese 2 


Typewriter Cushion Keys 


Munson sag A Co. 120 
Peerless Key Co.........+. 133 
Speed Key Mie. “Go yer -299 


Cisfd. Index to Adv. con't 
opposite page 








NOVEMBER, 1930 





> WANTS AnD FOR SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


SALESMAN WITH TWENTY YEARS’ EXPERIENCE, seven 
years with leading manufacturer of filing equipment, calling 
upon dealers in New York territory, is available for new con- 
nection to represent manufacturer selling to the trade or to the 
consumer. Experience has been in selling high grade merchan- 
dise only. Will consider any location. Particularly interested 
in filing equipment or office furniture but will consider articles 
for office use other than machines. Address Z-107, care Office 
Appliances, Chicago. 


COMPETENT OFFICE FURNITURE MAN seeks new connec- 
tion in the South or in California as manager of store or office 
furniture department. Can sell personally and develop sales 
ability in others. Eleven years’ experience with one of leading 
southern retailers; four years as part owner of enterprising 
business. Best of references from leading office furniture man- 
ufacturers, Address S-104, care Office Appliances, Chicago. 








FACTORY SALES representative experienced in the sale of 
wood and steel office equipment, in the field as well as in execu- 
tive capacities. Am well acquainted with the trade in the 
Central West and Southern territories. Have specialized in the 
promotion of new lines, establishing new agencies and working 
with the old accounts. Can produce results. Box V-69, care 
Office Appliances, Chicago. 








EXPERIENCED STATIONERY AND OFFICE FURNITURE 
salesman seeks connection with responsible dealer in South or 
West. In advertising business at present but formerly man- 
aged office furniture department. Excellent references from 
previous employer. Competent to develop real business on 
quality lines. Address T-72, care Office Appliances, Chicago. 
COMMERCIAL STATIONERY MAN, over 25 years’ experience, 
seeks new connection; has acted as buyer, salesman and win- 
dow trimmer; forty-five years of age; married; two children. 
Will consider any desirable opening with established retailer, 
inside position preferably. Address T-73, care Office Appli- 
ances, Chicago. 

WANTED, SITUATION. First Class mechanic, six years’ ex- 
perience all makes typewriters and adding machines. Neat ap- 
pearance, good education. Unquestionable references. S-105, 
eare Office Appliances, Chicago. 

GENERAL OFFICE MECHANIC wants connection, exchange 
or branch office; prefer Central West. Ten years’ experience 
all makes typewriters; also selling. Address O-103, care Office 
Appliances, Chicago. 





SALESMEN WANTED 


OUR HIGH-GRADE TYPEWRITER SPECIALTY is being suc- 
cessfully and profitably sold by typewriter salesmen, repair 
men, supply and specialty salesmen. This is a golden oppor- 
tunity for anyone calling on office trade. Territories are being 
allotted now. Write for details and selling plans. Address 
K-66, care Office Appliances, Chicago. 


SALESMEN WANTED—Part Time—Old established manufac- 
turer of Loose Leaf Equipment, including Visible Record 
Books and Form Printing offers very attractive commissions 
to sales agents handling other office equipment. Central, 
Southern or Eastern territory. State lines now carried. Box 
B-158, care Office Appliances, Chicago. 
SEVERAL SPECIALTY SALESMEN wanted to sell accounting 
system direct to users in several Northern and Eastern cities. 
A simplified system which is economical and convenient in 
actual use and quickly develops real interest. Address V-68, 
care Office Appliances, Chicago. 


SALESMAN WANTED to represent furniture specialty line in 
Texas, Louisiana and Mississippi. Prefer one now selling office 
furniture or furniture accessories. The commission possibili- 
ties are big for salesman with enterprise. Address X-157, care 
Office Appliances, Chicago. 
































SUCCESSFUL STORE wants an experienced man for general 
store work; prefer one with some outside experience; good sal- 
ary and opportunity for steady position with advancement. 
Write, giving references and experience. Box N-91, care Office 
Appliances, Chicago. 





DISTRICT MANAGERS AND SALESMEN experienced in the 
visible index field to sell “Visblex,” a visible loose leaf equip- 
ment. Exceptional opportunity for experienced men with an 
old established company. Henry Conolly Co., Rochester, N. Y. 


JUNIOR SALESMAN, preferably with loose leaf experience, 
wanted for direct work in Chicago. An excellent opportunity 
for salesman with some knowledge of accounting methods, Ad- 
dress W-70, care Office Appliances, Chicago. 








SELL ENVELOPES—A profitable side line for salesmen now 
handling any kind of office appliance. Exclusive territory. 
Write fully to Outlook Envelope Company, 1001 West Wash- 
ington Street, Chicago. 

SIDE LINE SALESMAN for nationally known line coin wrap- 


pers, pass books, bronze name plates and other bank supplies. 
Liberal commissions. Zimmerman Bros. & Co., 4020 Michigan 


Ave., Chicago. 











DISTRIBUTORS WANTED 


PROPRIETORS OF WELL-KNOWN BRITISH ARTICLE sold 
to offices and exported to almost every part of the world wish 
to open up in America. They desire to get in touch with an 
established organization or are prepared to consider the for- 
mation of a new company, Address L-74, care Office Appli- 


ances, Chicago. 


SALES ORGANIZATIONS, wholesalers or distributors now op- 
erating sales forces soliciting business from stationers and kin- 
dred lines can secure exclusive sales connection in any of the 
following territories. Established product, favorably known by 
leading dealers. Organizations wishing to increase lines to 
take in additional items can make high grade profitable con- 
nection immediately in 








Atlanta Baltimore Detroit New Orleans 
Boston Cleveland Dallas Pittsburgh 
Buffalo Chicago Denver Portland 
Birmingham Cincinnati Minneapolis St. Louis 


Address W-/1, care Office Appliances, Chicago. 








SOLE DISTRIBUTOR for your district, or would consider sole 
United States Distributor, for the cleanest, most attractive, 
most efficient and longest life soft rubber base stamp-pad in 
the world with a hinged cover and patent self reversible; guar- 
anteed to anges to all classes. anufacturer, 1349 O'Farrell 
Street, San Francisco, Cal. 


WHOLESALE STATIONERS OR SALESMEN calling on retail 
trade wanted to handle sale of a Bidding Table for Contract 
Bridge. This table gives bidding in a shorter, simpler and 
more exact form than anything else written on the subject. 
Royalty or commission. P. Bjorn, 109 Arundel Road, Burlin- 
game, Calif. 











REPRESENTATIVES AVAILABLE 


SALESMAN with twelve years’ experience representing leading 
manufacturers of loose leaf, ribbons and carbons, and filing spe- 
cialties, desires to make new connection as representative for 
a single manufacturer or for two or three companies with non- 
competing lines. Territory includes all the Southern states. 
Has wide acquaintance and following. Equipped to handle any 
line which is sold through stationers. Address Y-69, care Office 
Appliances, Chicago. 


SALESMAN who has been calling upon Calif., Oregon and 
Washington dealers several years as associate of representa- 
tive of eastern mfr., is establishing own business to continue 
in same field. Offers first class representation to any line sold 
stationery, office equipment stores. Excellent reference, past 
connection. Can develop volume in any en line of merit. 
M. D. Brooks, 311 Hobart Bldg., San Francisco, Calif. 


SALES EXECUTIVE seeks two or three meritorious stationery . 
lines to be sold to the trade in the Pacific Coast states. For 

many years has had charge of sale of stationery specialty 

items. Well acquainted with dealers throughout California, 

Oregon and Washington. Best of references from leading 

manufacturers. Address R-66, care Office Appliances, Chicago. 

OFFICE SUPPLY LINES WANTED—We are opening an ex- 

clusive office supply store in new office building contaming 212 
offices (all occupied) in city of 200,000 ye gy What lines 
have you to offer on strictly consignment basis? Address R-67, 
eare Office Appliances, Chicago. 

EXPERIENCED OFFICE EQUIPMENT REPRESENTATIVE, 
traveling the Middle West States calling on office equipment 
dealers, desires connections with standard manufacturer's lines 
A exclusive territory. Address P-86, care Office Appliances, 
Chicago. 


Wants and For Sale Advts. continued following page 
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Wants and For Sale, continued from preceding page 
BUSINESS OPPORTUNITIES 
OWNER OF SUCCESSFUL TYPEWRITER AND ADDING 


Machine agency located in southern city, 100,000 population, 
seeks active partner with sales and executive ability, good 
reputation and able to make investment Good rental, re 


pair and supply business Agency for well known typewriter 
and adding machine, also for rebuilt typewriter and for auto 
matic. Close investigation will emphasize merit of this propo- 
sition. Address N-90, care Office Appliances, Chicago 

TYPEWRITER EXCHANGE FOR SALE in New Jersey, 


estab 


lished twenty years Owner wants to retire Reasonable to 
quick buyer Owner will stay with party interested reasonablk 
length of time, if desired Address O-104, care Office Appli- 
ances, Chicago 

IF YOU ARE LOOKING for a real typewriter, adding machine 
and equipment business write for detailed information Ad- 


dress R-65, care Office Appliances, Chicago 


BUSINESS OPPORTUNITIES WANTED 


WANTED To buy typewriter 
medium sized western or 
Office Appliances, naming 
desired, et« Will pay 


and office supply business in 

middle western city Write M-72, 
agencies held, territory covered, price 
cash 


SERVICE REPRESENTATION 


AGO SERVICE DEPARTMENT 
plan enables you to guarantee prompt and efficient service 
without usual service department overhead We are prepared 
to function whether client has Chicago sales office or not 20 
years’ experience in office appliance services H. H. Hill, 440 
S. Dearborn St., Chicago, Illinois 


LET US BE YOUR CHIC Our 





BUSINESS OPPORTUNITIES 


The detailed inquiries which follow have been received direct from 
readers of Ufice Appliances. They are tangible business oppor- 
tunities which are well worth following. 





Wanted Here at Home 
Brooklyn, N. Y..-W. B 


to take on new lines of stationery 


Faustmann, Inc., 46 Flatbush avenue, wishes 
novelties, to add to office appliances, 
ete The company moved recently to enlarged space on Flatbush avenue, 
in one of the best sections of the city Four large windows provide ample 
space for displaying the lines handled by the company 

Central West \ with fourteen years’ experience in the sta 
tionery field wishes to represent high grade manufacturers on a straight 
commission basis in the central west Is now selling for one company, 
but prefers an arrangement to handie two or three non-competing lines, 
such as leather good metal specialities, lamps, aibums, rubwer goods or 
any other stationery items for distribution to dealers He has a large 
following in Ohio, Michigan, Indiana, Illinois, lowa, Missouri, Nebraska, 


salesman 


Minnesota and Wisconsin Address SeM. 25, care of Office Appliances, 
417 South Dearborn street, Chicago, Il 
Eastern An office supply store has been opened recently in a new 


office building containing 212 offices, all occupied This is in a city of 


200,000 population The store wishes to secure lines on a strictly com 
mission basis Address, SEM. 24, care of Office Appliances, 417 South 
Dearborn street, Chicago, Ul 

Flint, Mich.Harold K. Schaefer, office equipment engineer, 521 Har 


rison street, is bringing his catalogue files up, to date, and wishes to re 
ceive catalogues and price lists from manufacturers and jobbers He has 
moved into a new, larger and better store at the Harrison street address 

Hornell, N. Y. Arthur J. Harris, 336 Seneca road, sells direct to offices, 
manufacturing plants libraries, banks, ete He wishes to secure 
additional office equipment and supply lines for his territory of Western 
New York He expects to enlarge this territory as business grows 

Richmond, Va.-Cole, Harding & Davis, Inc., 28 North Ninth 
has been organized recently as a corporation to deal in commercial fur 
niture and stationery lines The company wishes to receive the latest 
catalogues and price lists from manufacturers 

San Francisco, Calif._-_S. H. Leavick seeks meritorious lines, stationery 
items or paper specialties, for distribution to dealers on the Pacific coast 
He had been sales manager of one of the Zellerbach Paper Company spe- 
cialty departments, and severed that connection recently 

Waterloo, lowa—-The Beck Specialty Company wishes to add new lines 
of specialties which have a market in offices, banks and to county officials 
The company manufactures and jobs bank and office specialties 


a 
Commerce Department Trade Opportunities 


schools, 


street, 


Inquiries sent to the U. 8. Commerce Department from represen- 


tatives abroad Recognized business establishments can secure 
names and addresses on appl ation to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 


opportunities wanted 


Appliances, office, Cocanada, India No. 48,215; purchase and agency 
contemplated 

Appliances, office, Sao Paulo, Brazil No. 48,033; agency desired 

Appliances, office, Toronto, Canada No. 48,187; agency desired 





gency desired 
18,187; agency 


Canada Ne 18,187 


loose leaf, Toronto ) 
Toronto, Canada No 


Equipment, filing, and supplies, 
desired 

Equipment, office, Stettin, Germany No. 47,901 

Equipment, office, Toronto, Canada No. 48,187 

Ink wells for desks, steel pen points and ash trays of 
position materials, Rio de Janeiro, Brazil._-No. 47,900 

Ink, writing, Tenerife, Canary Islands No. 48,091; agency 


Devices, 


agency desired 
agency desired 

glass and com 
agency desired 
desired 





Machines, for numbering and pasting cloth, Gronau, Germany No 
18.267; purchase contemplated 
Machines, office, and apparatus, Berlin, Germany No. 48,189; pur- 


chase contemplated 
Machines, office, Kon 
Novelties, office Berlir 


7,993 ; agency desired 


Germany No. 47 
18,114; agency desired 


sberg 


Germany No 


OFFICE APPLIANCES 


PATENTS SERVICE 


We develop, pat- 
today Inventors 
Hartford, Conn, 


your ideas away! 
Investigate, write 
488 Prospect Ave 


INVENTORS! Don't give 
ent and inventions 
& Mnfrs. Tecn. Service Co., 


sell 


POR SALE AND WANTED TO BUY 


bookkeeping machines bought 
508 S. Dearborn, Chicago. 


ELLIOTT-FISHER billing and 
and sold Maloney, Gilmore Co., 


NATIONAL CASH REGISTERS, all styles, sizes bought, sold 
and exchanged We can save you money Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, cor. Van Tromp 
Street, Albany, N. Y 

ELLIOTT-FISHER machines bought, sold and rebuilt Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 

SAFES AND CABINETS, largest stock in the country, slightly 


used Send us your inquiries Acme Safe Co., 216 Centre St., 
ee a> 


ALL MODELS ELLIOTT-FISHER billing and bookkeeping ma- 
bought and sold. Robt. Novak & Co., 537 S. Dearborn 
St., Chicago 


chines 


ADDRESSING MACHINES, Comptometers, Dictaphones, Edi- 
phones, Kardex cabinets, Mimeographs, Multigraphs, bought 
and sold. Hanover Office Equipment Co., 58 Greenwich St., New 
York City. 


DERBY LETTER M ACHINE, hand model, complete set of type, 


chase, ribbons, ete Perfect Fuel Oil Journal, 420 Madison 
Ave., New York City Phone: Wickersham 8993. 
FOR SALE AT SACRIFICE—35 sets 100 division celluloid 
tabbed bristol board indexes 3x5 Make offer. Glens Falls 
Commercial Sal s, Glens Falls, N. Y. 
Novelties, office, Stettin, Germany No. 47,901; agency desired 
Pads, desk and chair, Toronto, Canada No. 48,187; agency desired 
Paper, blotting, and envelopes, Cocanada, India No. 47,985; purchase 


and agency contemplated 


Paper, writing, Wellington, New Zealand No. 48,118; sole agency de- 


sired 
Pens, fountain, Sao Paulo, Brazil No. 48,116; agency desired 
Stationery, Trinidad, Bolivia No. 47,935; purchase contemplated 
Supplies, office, such as pencils, pens and ink bottles, Cocanada, India 
No 48,215; purchase and agency contemplated 
— ee 


Trade Code Tinkering Opposed by Association 


The American Trade Association Executives, in session at Niagara Falls 
in September, declared against the proposal of the Federal Trade Com- 
mission to revise or reject certain of the trade practice rules adopted by 
trade and industrial associations Revision and rejection have caused, 
and will continue to make disturbance among trade and industrial groups, 
and add to the unstability of the present business situation 

It was stated at a session of the organization that 110 business or trade 
groups have expended time, energy and a large amount of money in se 
curing the adoption of trade practices and conference rules. These rules 
have been approved and accepted by the trade commission as proper defi- 
nitions of unfair trade practice 

The resolution adopted by the Niagara conference protests against the 
proposed revision by the trade commission by the method and in the 
manner it has proposed The commission is urged to abandon such pro 
cedure and to adhere to the policy upon which industries for ten years 
have been encouraged to depend The commission is asked to adopt the 
policy of making specific interpretations of such rules, if, as and when 
the commission is called upon to interpret or adjudicate them in con 
nection with complaints 

By resolution the statement was made that the Federal Trade Com 
mission should in no case promulgate any revised or substituted rule as 
the rule of any industry until such revision or substitution has been ap- 
proved by the industry 


- —<— 


Rumanian Market for Steel Pens 


United States Department of Commerce] Steel pens are not manufac- 
tured in Rumania. The demand is supplied by imports, which come prin- 
cipally from Austria and Great Britain The total annual consumption 
of steel pens in Rumania is estimated by leading dealers at twenty tons 

According to official statistics, imports of steel pens the first six months 
of 1929 were 5,840 kilos; imports the second half of the year are usually 
more than double those of the first half Rumanian dealers are interested 
in American pens, and believe that a worthwhile market could be devel- 
oped in that country. 

Following are the most popular brands on the market: 

Carl Kuhn (Vienna), Lei 45 per gross of twelve dozen 

D. Leonard & Company (Birmingham), Lei 30 per gross 

George W. Hughes (Birmingham), Lei 60 per gross 

The leu is worth $0.005961 in United States currency 

A list of the leading importers of steel pens may be obtained on re- 
quest from the commercial intelligence division of the United States De- 
partment of Commerce, or through the district offices 


—_—>—__- 


Government Publications on Latin America Listed 


The division of regional information, United States Department of Com- 
issued a ‘“‘Selected List of Bureau Publications on Latin 
This is Special Circular No. 161, and is sent on request to 
lists titles under various headings, 


merce, has 
America.’’ 


those interested in export trade It n 
including ‘‘General,”’ Railways and Highways,’’ ‘“‘Commercial and Eco- 
nomic,”’ Finance.’’ “Commercial Laws,’’ ‘‘Handbooks,"’ ‘‘Special Trade 


Information Bulletins.”’ 


— --. —S>——— 


Annual Report on Nicaraguan Customs 
The 1920 report of the Collector-general of customs and High Commis- 
sion of the Republic of Nicaragua has been received. This shows the re- 
ceipts and expenditures under the customs receivership, and lists the in- 
dustrial developments of the country last year 
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No. 1,775,979. Duplicating apparatus; patented September 16, 1930, by No. 1,777,736. 
Ludwig W. Wagner, San Antonio, Tex. (assignor to A. B. Dick Company, New York, 


Chicago, tll., a corporation of Illinois). 
No. 1,776,365. 
More, Spokane, Wash. 
No. 1,777,165. 


Serial No. 423,607. 


669,525. 
No. 1,777,212. 


1,776,794 Typewriting machine Lewis C. 
Myers, Freeport, N. Y. (assignor to Royal Type- 
writer Company, Inc., New York, N. Y., a cor- 


Filed Janurvry 6, 1928 
Serial No, 244,915 


poration of New York) 
Granted September 30, 1930 

1,776,800. Calculating machine. Otto Weis- 
kopf, Erfurt, Germany Filed May 1, 1926 
Serial No. 106,111, and in Germany May 5, 
1925. Granted September 30, 1930 

1,776,828 for card fe-ding 
machines Scott C. Bartholomew, Pittsburgh 
Penna (assignor, by mesne assignments, to 
Remington Rand Inc., New York, N. Y., a cor- 
poration of Delaware) Filed March 27, 1926. 
Granted September 30, 1930. Serial No. 97,920. 

1,776,859. Binding post. John Johnston, Lia 
Crosse, Wis. Filed August 10, 1928. Grented 
September 30, 1930. Serial No. 298,722 

1,776,880. Envelope label holder. Ernest A. 
Barfield, Macon, Ga Filed May 14, 1929 
Granted September 30, 1930. Serial No. 362,988 

1,776,899. Feed mechanism for autograph'c 
registers. Louis Fred Hagemann, Nisgara Falls, 
N. Y. (assignor to American Sales Book Com- 
pany, Limited, Toronto, Ontario, Canada, a cor- 
poration of Ontario). Filed July 11, 1928 
Granted September 30, 1930. Serial No. 291,804 

1,776,900. Strip feed for autographic registers 
Louis Fred Hagemann, Niagara Falls, N. Y. (as- 
signor to American Sales Book Company, Lim- 
ited, Toronto, Ontario, Canada, a corporation of 
Ontario). Filed July 11, 1928. Granted Septem- 
ber 30, 1930. Serial No. 291,805 

1,776,965. Pencil sharpener switch. Raymond 
E. Bruss, Charleston, S. C. Filed August 16 
1928. Granted September 30, 1930. Serial No 
300,084 

1,777,006. Loose leaf binder 
ter, Milwaukee, Wis. (assignor by mesne assign- 
ments to The Stationers Loose Leaf Company, 
Milwaukee, Wis., a corporation of Wisconsin) 
Filed May 21, 1928 Granted September 30, 
1930. Serial No. 279,513 

1,777,031. Magazine pencil. William Francis 
Filed October 12. 1925. 
Serial No. 61,926 


Stopping device 


Adolph G Lot- 


Bull, New York, N. Y 
Granted September 30, 1930 


Serial No. 235,934. No. 
Calendar: patented September 23, 1930, by William R. 


File cabinet; patented September 30, 1930, by William No 
H. Day, East Haven, Conn. (assignor, by mesne assignments, to Reming- - 
ton Rand, Inc., New York, N. Y., a corporation of Delaware). 


Pneumatic operating mechanism for typewriters; patented 
September 30, 1930, by James R. MacPherson and Paul E. Hill, Chicago, 
ill. (assignors, by mesne assignments, to American Automatic Typewriter 
Company, Chicago, Ill., a corporation of Illinois). 


1,777,892. 
Royden Peirce, 


Serial No. 229,069. 
1,778,167. 
Serial No. = Serial No. 742, 762. 
No. 1,778,423. 
Minneapolis, Minn. 
No. 1,778,542. 


Serial No. 158,451. 








PATENTS 


Copies of patents herein listed can be ob- 
tained from the Commissioner of Patents, 
Washington, D. C., for ten cents each in 
cash, postoffice money orders or certified 





check. Stamps and personal checks not 
accepted. 
1,777,055. Power mechanism. Russell G. 


Thompson, Rochester, N. Y. (assignor by mesne 
assignments to Electromatic Typewriters, Inc., 
Rochester, N. Y., a corporation of New York. 
Filed July 21, 1924. Renewed January 9, 1930. 
Granted September 30, 1930. Serial No. 727,220. 

1,777,134. Hand marking and printing means 
Eugene R. Weber, Van Nuys, Calif. Filed April 
21, 1927. Granted September 30, 1930. Serial 
No. 185,541. 

1,777,165. File cabinet. William H. Day, East 
Haven, Conn. (assignor by mesne assignments to 
Remington Rand Inc., New York, N. Y., a cor- 
poration of Delaware). Filed October 19, 1923. 
Granted September 30, 1930. Serial No. 669,525. 

1,777,212. Pneumatic operating mechanism for 
typewriters. James R. MacPherson and Paul E. 
Hill, Chicage, Ill. (assignors by mesne assign- 
ments to American Automatic Typewriter Com- 
pany, Chicago, Ill., a corporation of Illinois). 
Filed January 3, 1927. Granted September 30, 


1930. Serial No. 158,451. 
1,777,328. Loose leaf book. John Schde. 
Holyoke, Mass. (assignor to National Blank 


Book Company, Holyoke, Mass., a corporation 
of Massachusetts). Filed March 23, 1929. 
Granted October 7, 1930. Serial No. 349,329. 
1,777,430. Typewriter calculating machine. 
Christian Emil Arno Claus, Chemnitz, Germeny 
(assignor to Wanderer Werke vorm. Winklhofer 


& Jaenicke, A. G. Schonau, near Chemnitz, 
Germany). Filed March 9, 1927. Serial No. 
174,018, and in Germany March 11, 1926 


Granted October 7, 1930. 
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Fountain pen; patented October 7, 1930, by James Salz, 


N. Y. Serial No. 183,247. 

Sorting machine; patented October 7, 
New York, N. Y. 
Machines Corporation, New York, N. Y., a corporation of New York). 


Caster; patented October 14, 1930, by Mayo E. Roe, 
Elyria, Ohio (assignor to The Colson Company, a corporation of Ohio). 


1930, by John 
(assignor to International Business 


index file; patented October 14, 1930, by Robert H. Kells, 
Serial No. 221,236. 

Hectograph copying machine; patented October 14, 1930, 
by William Erastus Williams, Wilmette, Ill. (assignor to Ditto, Incorpo- 
rated, Chicago, Ill., a corporation of West Virginia). 


Serial No. 215,381. 


1,777,452. Filing envelope. George Seelman, 
Jr., Milwauke2, Wis. (assignor to George Seel- 
man & Sons Company, Milwaukee, Wis., a cor- 
poration of Wisconsin). Filed April 9, 1930. 
Granted October 7, 1930. Serial No. 442,789. 


1,777,465. Type bar actuating mechanism. 
Max Garbell, Chicago, Ill. (assignor to Victor 
Adding Machine Company, Chicago, Ill., a cor- 
poration of Illinois). Filed December 5, 1927. 
jranted October 7, 1930. Serial No. 237,596. 

1,777,466. Type bar actuating mechanism. 
Max Garbell, Chicago, Ill. (assignor to Victor 
Adding Machine Company, Chicago, Ill., a cor- 
poration of Illinois). Filed December 5, 1927. 
Granted October 7, 1930. Serial No. 237,597. 

1,777,468. Calendar attachment for writing 
instrumentalities. Samuel Stanley Liss, Bronx, 
N. Y. Filed February 11, 1929. Granted Octo- 
ber 7, 1930. Serial No. 339,112. 

1,777,499. Tab index for envelopes and method 
of making same. Robert N. Lupfer, Springfield, 
Ohio (assignor to The Springfield Leather Prod- 
ucts Company, Springfield, Ohio, a corporation 
of Ohio). Filed June 24, 1929. Granted Oc- 
tober 7, 1930. Serial No. 373,153. 

1,777,692. Calculating apparatus. Herbert 
Fuss, Neubabelsbarg, near Berlin, Germany. 
Filed April 20, 1925. Serial No. 24,481, and in 


Germany April 29, 1924. Granted October 7, 
1930. 

1,777,731. Push pin. Anton Pavelka, Ber- 
wyn, Ill. Filed May 27, 1929. Granted October 


7, 1930. Serial No. 366,172. 

1,777,736. Fountain pen. 
York, N. ¥. Filed April 13. 1927. 
tober 7, 1930. Serial No. 183,247. 

1,777,871. Lead pencil. Bernard C. Becker, 
York, Penn. (assignor to The Yoder Pencil Com- 
pany, Cleveland, Ohio, a corporation of Ohio). 
Filed August 18, 1922. Granted October 7, 1930. 
Serial No. 582,800. 

1,777,882. Sorting machine. Alvin E. Gray, 
Detroit, Mich. (assignor to The Tabulating Ma- 
chine Company, Endicott, N. Y., a corporation 
of New Jersey). Filed March 16, 1927. Granted 
October 7, 1930. Serial No. 175,743. 


James Salz, New 
Granted Oc- 




























































10 OFFICE APPLIANCES 
1,777,890 Automatic speed changing device - ° 
for tabulating machines Ralph E 4 Bing land Filed October 17, 1927. Serial No. 226,- 
hamton, N. Y. (assignor to The Tabulating Ma- Gos, and in Great Britain October 29, 1926 
chine Company, Endicott, N. Y., a corporation of The SERVICE BUREAU of Granted October 14, 1980 
New Jersey) Filed June 23, 1925. Granted Oc- d z 1,778,167. Caster. Mayo E. Roe, Elyria, Ohio 
tober 7, 1930. Serial No. 38,977 Office Appliances is for the (assignor to The Colson Company, a corporation 
1,777,892. So q “hine . . , of Ohio). Filed October 10, 1924. Serial No 
Polen law You ke ce — Exclusive Use of Subscrib- 148.768. Renewed March 26, 1928. Granted Oc- 
national Business Machines Corporation, New . oe » 1900. 
York, N , & corporation of New York). Orig- ers and Advertisers ; ee Fountain pen George Moses, 
inal application filed April 17, 1922. Serial No > exec a : ‘ishers Island, N. Y Filed June 11, 1929 
554,245. Patent No. 1,674,660, dated June 26, Ry + ‘onlts upon prac- Granted October 14, 1930. Serial No. 370,055 
1928. Divided and this application filed October tically every member of the staff. It 1,778,283. Loose leaf binder. Nicholas H 
27, 1927. Serial No. 229,069. Granted October answers by personal letters all in- Stuart, Buffalo, N. Y. (assignor to Remington 
7, 1930 quiries upon matters germane to the Rand Inc., Buffalo, N. Y.). Filed March 13, 
1,777,903 Pencil sharpe ner James A Tay = RY we pan A gy SK 1999. _ Cranted Geteter 36, 2508. Serial Ne 
lor, Cincinnati, Ohio Filed June 14, 1927 names of manufacturers of any article yo 
Granted October 7, 1930. Serial No. 198,837 wanted, puts man and job together 1,778,423. Index file. Robert H. Kells, Min- 
1.777.947 Process and apparatus f ' prepares advertising copy, furnishes neapolis, Minn Filed September 22, 1927 
nating "perforated semanas maacties ‘enate — ~ desirable agents and dealers Granted October 14, 1930. Serial No. 221,236. 
Raymond Louis Andre Valtat, Paris, France ) F.., y we Mg Py Baw - , 1,778,506. Accounting machine. Walter J 
Filed October 31, 1927. Serial No. 230,198, and in many other ways performs useful Pasinski, Detroit, Mich. (assignor to Burroughs 
in France November 13, 1926. Granted October service, all without charge. Subscrib- Adding Machine Company, Detroit, Mich., a 
7, 1930 ers in every land have made, and are corporation of Michigan). Filed July 19, 1926 
1,777,994 Mechanism for actuating pivoted —— pws —T) yw g iy - a te age me ga 
ot awe ‘ “ é ac i _ y 0 acturers every sectio Oo 2 ie 77 5 ri > % t 4 ic 
type bars. Max Garbell, Chicago, Ill. (assignor have had ovidenes of x+y A sub P lg — er . oy; Ls — 
to Victor Adding Machine Company, Chicago, scribers’ requests for catalogues to 1925.’ Serial. N “ 890 m fe aan J ~ 30. 
a corporation of Illinois). Filed December bring their files up to date, or to re moet amg = 0,590. en une 30, 
9 Granted October 1930. Serial No place the file in case of fire or other 1930. Granted October 14, 1930 
form of destruction, are broadcast in a 1,778,542. Hectograph copying machine. Wil- 
: 4 bulletin which is mailed frequently to liam Erastus Williams, Wilmette, Ill. (assignor 
1,778,155 Punching and indexing appara- leading manufacturers. to Ditto, Inc., Chicago, Ill., a corporation of 
tus for sheets, cards, and the like. William West Virginia). Filed August 25, 1927. Granted 
Henry Hildreth, Old Trafford, Manchester, Eng October 14, 1930. Serial No. 215,381. 
Exports of Metal Office Furniture Sep end Band ond 
cabinets, safety Other 
United States exports of metal furniture by countries during August, fire deposit office 
1930. By the Division of Statistics, Department of Commerce : and vaults furni- Other 
burglar and ture metal 
Safes and Bank and Countries _ — No —_ ‘=a 7 ~ — "cae. 
cabinets, safety Other re ee ; : ; 
fire deposit office B. BE. Africa........ $19 $503 TCT ees 
and vaults furni Other Union of So. Africa 122 3,844 $878 $180 
. —— 3 and oe fs Se Ges cececese cece seer 85 ase 
' ling es proo equip and fix urni a Meee é 106 2,959 69 3,071 
Countries No No ment. tures. ture. Aig. & Tunisia..... ll 450 1,356 ait 
Belgium : i] 6 $350 $146 $108 eee Be Bec cae ssas 49 
Czechoslovakia 88 . = 468 18 7 . 
Denmark 67 2 30 723 77 BE. dueccnenses 4,623 $155,822 592 $48,394 $10,460 $63,919 $87,548 
oo. - ove on Shipments from the United States to: 
France at 23 900 3.040 287 EE Cn ccinetanns 79 5 $673 $4,920 $2,899 $7,328 
Germany 24 eS 280 Porte BRied....cccces 71 ae 9 $41 bees 3,721 4,178 
Greece 27 831 . —_>—_ 
Hungary ‘ , 82 71 
Setels ree Seats... ; 93 27 Cer STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 
aly .. 23 a1 i ia 245 277 ETC., ee ACT OF CONGRESS OF 
Netherlands 183 5,657 3 195 1,468 463 of Office Appliances blished — + * - ll., f Octot 1 
Norway : oe ar 1729 9 525 244 398 1980 ppliances, publish monthiy a hicago, , for October I, 
ay Danzig a. 1) STATE OF ILLINOIS, County of Cook, ss 
emeatihn ’ 16 3 Before me, a Notary Public in and for the State and county aforesaid, 
Spain 133 ; 57 1331 145 personally appeared John A. Gilbert, who, having been duly sworn accord- 
node rr} “oa8 ~~ - law, en , = says that he is the Business Manager of Office 
Switzerland 16 + oe 867 ppliances an that the following is, to the best of his knowledge and 
United Kingdom 192 a e243 9.186 o 708 elief, a true statement of the ownership, management (and if a daily paper, 
be ont 158 8 266 $2999 9'836 99 '624 the circulation), etc., of the aforesaid publication for the date shown in 
ag . " . = 99% 9, <9 004 the above caption, required by the Act of August 24, 1912, embodied in 
a re eeu 666 section 411, Postal Laws and Regulations, printed on the reverse of this 
‘osta Rica 1 8 ea 22 dees form, to wit: 
a mi : , Hs as — 1. That the names and addresses of the publisher, editor, managing 
7 —~ ; : as 41 298 editor, and business managers are: Publisher The Office Appliance Com- 
“ caragua 3 as bee ves 35 138 pany, 417 South Dearborn street., Chicago, Ill. Editor—Evan Johnson, 
oo 83 10 120 32 4,410 8 034 312 North Kenilworth avenue, Oak Park, Ill Managing Editor—Evan 
Salvador eT 9 247 124 346 Johnson, 312 North Kenilworth avenue, Oak Park, Ill. Business Manager 
Mexico... -.... 40 «11,119 282,102 12,343 4,318 John A. Gilbert, 310 Forest avenue, Glen Ellyn, Ill 
oe gh oy . rm : on “a. eae oan — ~ ~~ = — ~~ corporation, its name and address 
«A ee b 20! 85 r a and also immec ately thereunder the names and addresses 
27 . .. 357 1,149 of stockholders owning or holding one per cent or more of total amount 
Jamaica ceecese oe 6 196 2 75 70 389 of stock. If not owned by a corporation, the names and addresses of the 
Trinidad & Tobago.. } 200 60 re individual owners must be given. If owned by a firm, company, or other 
Other B. W. Indies.. pig : é a 147 unincorporated concern, its name and address, as well as those of each 
St asc knees 105 3,657 28 957 250 5.553 individual member, must be given.) The Office Appliance Company, 417 
Dom Republic 2 38 3 167 152 33 South Dearborn street, Chicago, Ill. ; Evan Johnson, 312 North Kenilworth 
Neth. W. Indies ; 173 S 71 751 74 avenue, Oak Park, Ill.; Donald C. Miller, 6901 Cornell avenue, Chicago 
F. W. Indies : ; aga 47 Ill. ; Cc. F. Malhoit, 6827 South Union avenue, Chicago, Ill ’ John A. 
Laer Rep of ) 303 5 335 59 Gilbert, 310 Forest Avenue, Glen Ellyn, Il Hobart W. Martin, 3763 
gin Islands . S ; ‘ asi oe North Kostner avenue, Chicago, Ill. ; Charles H. Everly, Mohegan Heights, 
Argentina ......... 735 25,186 Tl 3.265 473 2.984 Tuckahoe, N. Y 
Bolivia Fe 364 7! 3. That the known bondholders, mortgagees, and other security holders 
Brasil ........ 92 6.797 i 65 cies 794 1.357 owning or holding 1 per cent or more of total amount of bonds mortgages 
Chile 2 3,335 4 375 140 818 1.925 or other securities are: (If there are none, so state.) None. — i 
Colombia 154 4,997 14 849 160 1.548 4 That the two paragraphs next above, giving the names of the owners 
Ecuador 2 153 we 71 stockholders, and security holders, if any, contain not only the list of 
Paraguay 27 662 22 316 ee 215 stockholders and security holders as they appear upon the books of the 
Peru 86 3.204 6 939 208 19 432 company but also, in cases where the stockholder or security holder 
Uruguay 20 l >7Z_e ; nme 97 Mie appears upon the books of the company as trustee or in any other fiduciary 
Venezuela ...... ‘ 27 847 54 2,758 139 5,547 4,434 relation, the name of the person or corporation for whom such trustee is 
ge aR 27 1.840 8 1.046 1191 "wae acting, is given; also that the said two paragraphs contain statements 
B. Malaya........ 26 727 on ais embracing affiant’s full knowledge and belief as to the circumstances and 
COPIGR cccccccess 5 190 oe pe Sines 13 conditions under which stockholdefs and security holders who do not 
a 51 3.462 29 1.355 2 583 562 995 appear upon the books of the company as trustees, hold stock and securi- 
Java & Madura . 182 5 297 6 277 402 154 ties in a capacity other than that of a bona fide owner; and this affiant has 
Other Neth. E. Ind.. l 50 1 121 20 712 +40 reason to believe that any other person, association, or corporation has 
Hong Kong......... 6 297 9 122 he _ 554 any interest direct or indirect in the said stock, bonds, or other securi- 
EE sieéeeeensece 52 1,963 1 108 3,800 éii 4.763 «eS than as so stated by him. 
Kwantung ...... < a , "el 5. That the average number of copies of each issue of this publication 
Palestine ....... 19 342 i 297 ie ~ sold or distributed, through the mails or otherwise, to paid subscribers 
Philippine Islands 125 5.872 81 17.007 559 7 during the six months preceding the date shown above is........ (This 
Siam én 53 1,600 a) 165 ‘ information is required from daily publications only). 
Turkey . i 240 THE OFFICE APPLIANCE COMPANY 
Australia 5 239 ae : JOHN A. GILBERT, Business Manager 
F Oceanis. p43 Sworn to and subscribed before me this 29th day of September, 1930 
AB am nd + ane (Seal) | GEORGE R. BENTON, Notary Public 
: My commission expires May 4, 1934. 
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MEINTINGS 


A Page Dedicated to Progress 


. Principle is defined in the dictionary as the fundamental truth of all things. Man's 
' true progress comes through establishing these truths in his consciousness and direct- :' 
ing his thoughts, words and acts in accordance with principle. 











“So strong has been the belief of ‘Chris- 
tians’ in the truth of all Biblical stories that 
when their organization had the power to 
enforce its will, millions were put to death 
by stake and fagots, wheel and rack and 
other tortures for denying or for not accept- 
ing the doctrines of the organization. 

“Out of the claim of infallibility for the 
Bible grew many of the ills which retarded 
progress tor centuries. 

“There are those who still insist that the 
Bible is all true or all false and that it must 
all be accepted or all rejected. Those who 
take this position do more, unconsciously, 
than anyone else against the Bible. They 
insist that people shall believe that slavery 
is right, that witches exist and should be put 
to death, that kings are appointed by God 
to rule their fellows, that earth is flat, and 
many other things which have been proved 
to be fallacious. They insist that if these 
things, which no one, themselves included, 
accept as fact, are not true then the great, 
stimulating, inspiring self-evident truths of 
the Bible must be rejected. They insist that 
if the Book of Revelation with its “blood to 
the horses’ bridles’ which Saint Augustine 
of the fourth century, who did as much as 
anyone to formulate Catholic theology, and 
Martin Luther, of the fifteenth century who 
founded Protestantism, said, should not have 
been admitted to the canon, is not true, then 
the way of life expressed by Jesus of 
Nazareth can not be true. 

“The greatest friends of the Bible have 
always been those who know its history and 
its contents; who have disclosed the errors 
of its writers and their conception of the 
Universe, and whose scholarly and christian 
studies have made the great truths of the 
Book more luminous. For out of these 
truths have grown many of the finest senti- 
ments of the human heart. Their fruitage 
is love, reverence, gratitude, hope, faith and 
high aspirations for spiritual life. They ex- 
alt the mind, reveal true values and ennoble 
action.” —Selected. 

a 


“He who loves will love Truth not less 
than men. He will rejoice in the Truth—re- 
joice not in what he has been taught to be- 
lieve; not in this Church’s doctrine or in 
that; not in this ism or in that ism; but ‘in 
the Truth.” He will accept only what is 
real; he will strive to get at facts; he will 
search for Truth with a humble and un- 





biased mind, and cherish whatever he finds 
at any sacrifice. * * * 

“There is no more important lesson that 
we have to carry with us than that truth is 
not to be found in what I have been taught. 
That is not truth. Truth is not what I have 
been taught. If it were so, that would apply 
to the Mormon, it would apply to the Brah- 
man, it would apply to the Buddhist. Truth 
would be to everybody just what he had 
been taught. Therefore, let us dismiss from 
our minds the predisposition to regard that 
which we have been brought up in as being 
necessarily the truth. I must say it is very 
hard to shake one’s self free altogether from 
that. I suppose it is impossible.”—Henry 


Drummond. 
x * * 


“As the medical art consists in the con- 
quest of disease, so goodness consists in the 
conquest of the blind ferocities and untamed 
appetites of the human animal. I see the 
same law throughout: increasing emancipa- 
tion of the individual, a continuous ascent of 
being toward life, happiness, justice and 
wisdom. Greed and gluttony are the start- 
ing-point, intelligence and generosity the 
goal.”—Amiel. 

* * * 

“Among the multiple tasks incumbent on 
science, one of the most important is to con- 
struct the history of religions, to retrace 
their origins and explain their vicissitudes. 
These are very fruitful studies, which date 
but from yesterday, so to speak. The true 
founders of the science of religions, Mann- 
hardt, William Robertson Smith, and Max 
Miiller, have only been dead a few years; the 
teaching of the history of religions in the 
various universities is still in its infancy. 
But the need of it begins to make itself felt 
in every direction, the public is approaching 
it with marked interest, and there is every 
reason to suppose that our times will not fail 
to encourage studies which tend not only to 
elevate and instruct, but to liberate the hu- 
man mind.—Reinich’s History of Religions. 


* * * 


“By his thought and his word, man is con- 
tinually creating conditions, either adverse or 
constructive. These are the agents by which he 
establishes either peace or inharmony, health or 
disease, prosperity or poverty. Man’s condition 
today is the result of his thought and his word 
as exercised in the past.”—Unity. 
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E. Clifton Wilson, President 


of the National Stationers 
Association of the U.S. A. 


(See page 25) 


Photograph taken at the twenty-fifth annual 
convention of the association held in Detroit 
last month. Background, an impressive view 
of the Fisher Brothers building, said to be 
the finest office building in the world 








OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


a 
EDITORIAL 


THE STATIONERS’ NATIONAL CONVENTION 

Vo one can go through the report herein of the Twenty-fifth Anniversary Con- 
vention of the National Stationers Association held last month at Detroit without 
real.sing the growing influence of that organization. Practical ideas are suggested 
and developed. Plans for making the stationery business better and more profitable 
are brought forward. Discussions of means, methods and applications enliven 
every session. One must be dull indeed, who can listen to the papers and debates, 
visit displays and hear demonstrations without feeling himself broadened and bene- 
fited by the many fresh contacts he has made. 

Those who attended the convention owe a debt of gratitude to the stationers and 
manufacturers of Detroit for the fine hospitality extended to every visitor, so that 
one of the net results of the gathering was to enhance the popularity of Detroit 
as a good place in which to hold a convention. Everyone who came was made to 
feel himself a much wished for guest. The association badge was an open sesame. 

The proceedings of the convention, both business and social, were planned with 
skill and precision, and all the officers and committees who helped in the work de- 
serve a vote of thanks. 








— oy 
THE ANNUAL BUSINESS SHOW 

In New York City last month was held one of the most interesting and compre- 
hensive business shows which the National Business Show Company has ever put 
on. This exposition certainly showed no indications of depression in the business 
affairs of this industry. There was a large number of fine exhibits; in fact the 
exhibits were quite as numerous as at preceding shows, and the progress of the 
industry in the invention and refinement of machines for the facilitation of office 
work is nowhere better indicated than at modern shows of this character. The 
larger attendance noted may have been due in part to the fine weather which pre- 
vailed during show week, but the keen interest manifested by the visitors indicated 
that the show was not dependent on outside conditions. The attractiveness of the 
show was enhanced by the elimination of high signs heretofore used on the booths. 

A report of this event will be found on succeeding pages with a wealth of pictures 
of the different exhibits. 

a ed 
THE OFFICE EQUIPMENT INDUSTRY 

Anyone who turns the pages of this issue of Office Appliances must be impressed 
with the startling extent and variety of the activities recorded. Chief among these 
in this number are the comprehensive, illustrated reports of the Twenty-fifth 
Annual Convention of the National Stationers Association, the Annual Business 
Show and the Annual Convention of the International Stamp Manufacturers Asso- 
ciation held at St. Louis. These three principal reports are supplemented by the 
usual run of interesting material throughout the field at home as well as abroad. 

Our industry has the advantage of being essential to all other businesses. There 
are and there will be little shots of sluggishness even in this active industry, but on 
the whole it is very much alive and is refreshed by constant streams of constructive 
thought and invention. Office Appliances rejoices in the fact that it has been able 
to serve this industry for a period of more than a quarter of a century, partictpat- 
ing in its activities here at home, and portraying month by month its progress and 
development throughout the world: making some constructive contribution, we 
hope, to its advancement. 

/t is a great satisfaction to look back over the period mentioned, and anyone who 
for any length of time has been engaged in the office equipment industry may well 
feel proud of his calling. No business is conducted on a higher plane. 
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has ever held and those of the membership from other 


Association was one of 


best attended meetings the association 


cities who had the good fortune to be present at this anni- 


feeling of gratitude to the 


versary meeting entertain a 
Detroit stationers one and all and to the trade in Detroit 
encrally for the perfect hospitality extended every mo- 
ment of their stay in that city 

The convention was well planned and went ahead 
smoothly and without a hitch. Much credit for the excel- 


to President Arthur J. Walker 
Charles P. 
successful. 

convention began on Sunday, October 
forenoon of the national execu- 
presided over by President Walker. In 
was a meeting of the board of gov- 
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governors, 
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ind Secretary 
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discussed and plans were made | _ Reports of Officers— 
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Silver Anniversary Happy 
Event—Detroit Meeting 
Brings Out Representative 
Attendance—Fine Business 
and Social Programs Mark 
Proceedings Notable in 
Many Particulars 


by the fact that many had registered by mail before com- 
ing to the convention. 
devoted to exec- 


Clifton Wilson, 


sessions, Monday, were 


The morning 
retail division, E. 
manufacturers’ 


conferences of the 
presiding; 


utive 
division, 


third vice-president, 
and field 


Edward L. Little, first vice-president, 
division, William E. Smith 

The retail division held its initial meeting at ten o'clock 
More than one hundred twenty- 
present at this meeting. Problems of 
stationers 


presiding; 


presiding. 


on Monday morning. 
were 
as affecting retail 
ical retail outlet for a great many 


five dealers 
distribution 
The stationer is the log 


were discussed. 


lines of merchandise. This fact is apparently not under- 


stood by certain manufacturers who accept other outlets 
for their lines. A committee was appointed, headed by 
Charles A. H. Thom of Gregory, Mayer & Thom of De- 
troit, to formulate the ideas of the retail trade on the sub- 
ject and to present them to a committee of manufacturers. 
Mr. Wilson read the following report on the efficiency of 
inside salesmen: 
Mr. Wilson’s Analysis 
1930, Bulletin No. 39 was sent out by the 
General Manager’s office from 
— the Retail Division to all of 
the Retail Dealer members. 
| This bulletin was a question- 
| maire on inside salesmen, the 


“On July 3, 


Committee Reports— 
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for the coming year EEE? ssccaccscced 42 Laon renter —_ 43 purpose being to get informa- 
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On Monday morning, Octo- BOGUS scccccccceece 38 Necrology .....-.e+e+e 43 t ee ae , . 
hoe 6 the cen any efficiency. The following ques- 
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the direction of Lynn B. | etshammer : : cdi" hyde aint ata hetie : monthly salary for inside 
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Laughlin, William Schmie- Business Control—E. Clifton Wilson 48 | What are the average 
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air Schaefer .. Pagans Pactnilandicact . 49 men? ' 
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, How to Apply the Harvard Bureau Figures to Your Busi- ] r sale ade by i 
from the general manager's ness—By Richard B. Towne : pacha aan eee ver Of sales made Dy your in- 

, side salesmen? 
office and Detroit stores and ‘iling Supply Campaign—By O. H. Eisenlohr ive ee ; , , 

A A Filing Supply ampaign y nlohr _ » & ‘There were forty-four (44) 
othces acting as typists In Development of a Furniture Display By Roy Thompson Fy 4 | firms w ho re plied to the ques- 
the meantime, the rece ption Recent Developments in the Trade Conference—By Henry | tionnaire Seventeen (17) of 
committee, headed by Charles vowler ' = them, however, could not be 
\. H. Thom. chairman. was What Should the Retailer Do During the Coming Year? _ used. Some reported they did 
’ t lk ' , By Elmer Pape : ... 53 not have inside salesmen 
uusily at work, meeting anc : » gave . ‘neide 

5 The System Retail Stationery Salesman—By Irving Fell- Some gave the te tal inside 
reeting the incoming dele- | ner pint ‘ 54 sales and salaries without 
ty Carl Schutz ‘ 5S 


Summing U Dp the Progr am 


Nor was the ladies’ re- | 


ates 


Highlights of Running Story | 


specifying the number of sales- 
men the figures covered. Oth- 


ception committee, headed by . ‘ : . 
ot . : “oe aided Me Able Executive Heads The National Stationers Associa- ers frankly admitted they could 
rs. Che Ss , ho > BE aceaecece os : ‘ 25 ; pa 
roniung OG, SEES not answer the questions. 
Harry W. Balch and his greet- |} Annual Banquet and Other Entertainment Features..... 26 ‘Twentv-seven (27) firms re- 
ers committee put in some Greetings from the President of the German National ported their average inside 
St oners Associatio aH | 
lively work throughout the ee er Bi salesman’s monthly | salary, 
Entertainment for the Ladies 28 ; oy Py To SQ 
convention as did the other lo ; Ww hic a — irom $80.00 to 
The Golf Tournament 29 $158.7 making <; average 
cal committees already named ‘ , . =. ane 
r aes a Convention Asides 33 salary for the twenty-seven 
1e registration went oO 7 - r 19 = 
S $ 5 
led 164 “- . .Women—Registration—Men 164 | (</) firm ory 120.6. 
aides C'wenty (20) of the twenty- 


smoothly and rapidly, 
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P. F. WEBSTER 
Fourth Vice-President 


Cc. P. GARVIN 
Secretary-General Manager 


seven (27) firms reported their average monthly sales and 
salaries The monthly sales ranged from $600 to $1,512 
per salesman, making an average of $1,049.58 for each 
salesman. Their monthly salaries averaged $117.85, which 
makes an average salary cost on sales of 11.2%. 

“There were sixteen (16) of the above twenty-seven (27) 
firms who reported the average number of sales, the aver- 
age amount of sales, and the average salary of each of 
their inside salesmen. The average number of sales ranged 
from 426 to 1,117, making an average of 739 sales made by 
each salesman. Their average monthly sales amounted 
to $1,097.86. Their average salary was $118.40. The aver- 
age salary cost to make a sale was 16 cents. The average 
size of each sale was $1.48 and the average percentage of 
salary cost on sales was 10.8%. 

“In further analyzing these reports, we found six (6) 
of the firms reporting served from 800 to 1,117 customers 
These same firms sold on an average $1,152.80, with an 
average salary of $126.75. The average sale was $1.15, 
with an average percentage of salary cost on sales of 
11%. 

“The group of ten (10) who reported serving 650 or less 
customers had an average monthly sale of $1,068.80, with 


salary of $113.40 and an average sale of $1.83, 


an average 











Cc. A. STOTT 
Treasurer 





~ 


F. B. GIBBS 
Auditor 


and an sales of 


10.6%. 

“From this analysis it would appear that the group of 
six (6) firms who are serving the most customers are do- 
ing the poorest job of selling, having an average sale of 
$1.15 against the group of ten (10) with 650 or less sales, 
making an average sale of $1.83. It was the thought of 
the Retail Division Committee that this information 
might be worth while to you. We trust you will find it 


so. 


average percentage of salary cost on 


The manufacturers’ meeting was presided over by Vice- 
President Edward L. Little, with William H. Greenleaf 
as secretary. General Manager Garvin made a brief re- 
port showing steadily strengthening retail support for the 
association. He appealed for a response on the part of 
manufacturers when general sales and manufacturing in- 
formation is called for. President Walker was invited to 
be present and gave a short address, emphasizing the work 
being done by the retailer and its reaction to the benefit 
of the manufacturer. He stated that the stationery busi- 
ness is improving its methods of operation and pointed 
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out that manufacturers should encourage the work of the 
stationer in all its phases. Mr. Greenleaf’s report as sec- 


as follows: 


OFFICE APPLIANCES 


to the Retailers, presenting any suggestions to be offered 
by the Manufacturers Division and inviting any sugges- 
tions from the Retailers which might be brought to the at- 





retary continued 


tention of the Manufacturers Division. 


Vice-president Little read his report to the manufac- It was moved, seconded and carried that the Chairman 


turers’ division, a copy of which is available elsewhere. appoint such a committee. The following members were 
The subject of industrial advertising or dissemination named: Wm. H. Greenleaf, Harvey H. Rockwell and H. 
of sales intormation by groups within the Manufacturers’ Elmer. 


Little. On motion the meeting adjourned until 2 o’clock Tues- 
Chairman day afternoon. 


The travelers’ 


Division was brought up for discussion by Mr. 
It was moved, seconded and carried that the 


appoint a committee for the consideration of this general Smith 


presided over by W. E. 


division, 








REPORT OF RESOLUTIONS COMMITTEE 

The report of the Resolutions Committee, O. H. Spencer, Chairman, consisted largely of amendments to the By-Laws of the 
Association, and each section was adopted as read by the Chairman: 

Pursuant to the provisions of Article XIV. of the By-Laws of this Association having to do with amendments, notice ts 
hereby given that the following amendments to the By-Laws will be offered for adoption at the forthcoming annual meeting of 
the Association to be held in the city of Detroit during the week of October 6th: 

ARTICLE I11., SECTION 1.—The portion of this section reading: “The annual meeting of the Association shall be held on 
the second Monday of October of each year at suc h place as shall have been named by a resolution passed by the Executive Com- 
mittee on or prior to March rst of each year,” shall be re-worded to read: “The annual meeting of the Association shall be held 
at a time to be selected either at the annual convention or by the Executive Committee at such place as shall have been named by 
a resolution passed by the Executive Committee on or prior to March 1st of each year.’ 

ARTICLE Iil., SECTION 4.—The portion of this section reading: “To facilitate the transaction of the business of the Asso 
ciation at its annual meetings, conferences may be held by the retail de alers, wholesale dealers, manufacturers and field members 
prior to the joint sessions which constitute the annual meeting proper,” shall be re-worded to read: “To facilitate the transaction 
of the business of the Association at its annual meetings conferences may be held by the retail dealers, wholesale dealers, Com- 
mercial Furniture Division, manufacturers, field members and any other division now existent or organised in the future, prior to 
the joint session which constitutes the annual meeting proper.” 

The third paragraph of this section which now reads: “In like manner the wholesale dealers and retail dealers may meet in 
conference, and their respective recommendations shall take the same course in all respects as above indicated. The Second Vice- 
President shall be the chairman of the conference of wholesale dealers and the Third Vice-President shall be the chairman of the 
conference of retail dealers. In like manner the field members may meet in conference and the Fourth Vice-President shall be 
chairman of the meeting,” shall be re-worded as follows: “In like manner the commercial furniture dealers and retail dealers may 
meet in conference and their respective recommendations shall take the same course in all respects as above indicated. The Second 
Vice-President shall be the chairman of the conference of the Commercial l'urniture Division. The Third Vice-President shall 
be the chairman of the conference of the retail dealers.” 

ARTICLE VI1., SECTION 1.—That portion reading: 
bing stattoner,” should be re-worded to read: “The Second Vice-President shall 
commercial furniture and accessories or office equipment.” 

ARTICLE V111., SECTION 3.—‘Duties of the Secretary: The Secretary 
the Association, and it shall be his duty to keep a record of all meetings of the Association and generally to advise in the conduct 
of its affairs. He shall make a written report at each annual meeting of affairs of the Association, so far as relates to his office.” 
This shall be re-worded as follows: “It shall be the duty of the Secretary to keep a record of all meetings of the Association and 
generally to advise in the conduct of its affairs. He shall be empowered, under direction of the Executive Committee, to employ 
suitable legal counsel where it is needed. He shall make a written report at cach annual meeting of affairs of the Association, so 
far as relates to his o ffi e. 

ARTICLE VI111., SECTION 4.—“Duties of the Treasurer: 


“The Second Vice-President shall, if possible, be a wholesaler or job- 
be engaged either in retailing or manufacture of 


shall be an attorney who shall act as counsel to 


It shall be the duty of the Treasurer to receive all moneys due 
to the Association and to disburse such amounts as may be authorized by the President or General Manager; to keep an account 
of the finances of the Association, and to make a report of the same at the annual meeting. He shall keep the funds in a bank 
approved by the Executive Committee in the name of the Association and make all payments by check; and give such bonds as 
the Executive Committee may require. The fiscal year of the Association shall begin October 1st and end September 30th.” This 
shall be re-worded as follows: “It shall be the duty of the Treasurer to keep an account of the finances of the Association and to 
make a report of same at the annual meeting. He shall countersign all disbursement checks issued by the General Manager and 
shall receiwwe from ea General Manager a monthly report of receipts and disbursements. The fiscal year of the Association shall 
begin October tst and end September 3oth.” 

ARTICLE V1ll., SECTION 5.—That portion of this section reading: “He shall keep the records of membership, receive 
all money due the Association, and pay the same over to the Treasurer,” shall be re-worded as follows: “He shall keep a record 
of the membership, receive all money due the Association and deposit same in a bank approved by the Executive Committee in the 
name of the Association and make all payments by check, which shall be countersigned by the Treasurer, and give such bonds as 
the Executive Committee may require.” 

ARTICLE 1X.—Section 4 to be added as follows: “There shall be a Retail Division of the National Association whose pe 
siding officer shall be the Third Vice-President of the National Association. This Division shall also have a ag from each of 
the Regional Districts, who shall be a retailer. This Board of Directors, together with the retail officers of the National Associa- 
tion, shall constitute the Board of Control of the Retail Division. The Retail Division shall devote its ene rgies to the considera- 
tion and development of strictly retail problems. This Division shall have a meeting at least once annually, preferably at the 
National Convention of the National Stationers Association. T e¢ Directors shall be nominated by the regional meetings in each 
district and confirmed at the annual meeting of the Association. 

Resolutions were adopted thanking Henry P. Fowler of the Research Department of the S. Chamber of Commerce for 
assistance rendered to the Association's pasine ss office, and for his speec hes and advice on pertinent subjects. Thanks were also 
tendered to Fred P. Seymour and C. C. Carpenter for their efficiency in handling the litigation fund and for their fine and 
unselfish cooperation at all times. A final resolution was passed reaffirming the faith of the membership in the Association and 
tendering to the incoming administration the full support necessary to carry out the aims of the organization. 








in the absence of Fred. Christiansen, reported a fine year 
of work under the leadership of Mr. Christiansen, fourth 
vice-president. At every regional meeting travelers have 
stood shoulder to shoulder with governors and officers in 


subject. The Chairman appointed Messrs. Price, Tussing 
and Frank Towne 

The Chairman brought up the subject of sales meetings, 
having particular reference to the open night usually 
scheduled for entertainment at the Regional Conventions. 


It was moved, seconded and carried that the Manufac- building up regional meetings and taking part in them, 
turers’ Division recommend that an evening be set aside doing much of the hard work necessary to make the con- 
regularly at Regional Conventions for sales talks ad- 


bt ventions successful. 
sales people. 


whether a Good Will 


dressed primarily to retail 

The question was raised as to 
Committee should be 
ers’ Division carrying a message of 


The General Session 


appointed to confer with the Retail- 
cooperation 


friendly The general session of the convention opened at 2:45 
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P. M., being called to order by Secretary and General Man- in making ready for the convention. He referred humor- 


ager Garvin in the Crystal room of the Book-Cadillac ously to some of the advantages of the city of Detroit in 
hotel. Mr. Garvin, after a brief preliminary talk, pre point of location and seriously to its many wonderiul in- 
sented a gavel to President Walker. The gift was greeted Gustries, 

with applause The president then took charge and an The Secretary and General Manager of the association 


Robert W. W< 
cation, whereat the 
W oodroofe invoked the 


convention and its work 


was next called upon and presented two resolutions, one 
to the effect that the combined convention dailies of Gey- 
er’s Stationer printed October 15, 1929, be approved as 
the minutes of the twenty-fourth annual meeting and the 


that the Rev. Dr odrooiz would 


pronounce the inve 


nounced 


convention rose 


and Dr Divine Blessing upon the 


Following the prayer, the pres- 


ident appointed Harry Koehn of Detroit as sergeant-at- other being that the October, 1930, number of Geyer’s 
arms and then introduced Charles A. H. Thom of Detroit, combined convention daily be approved as the minutes of ‘ 
who presented the address of welcome on behalf of the the twenty-fifth annual convention of this association. 


Both resolutions were adopted. 
The secretary then announced that the president would 


Detroit 
its growth 


stationers. Mr. Thom spoke in praise of his city, 


and its wonderful industries. Likewise, its 


people 
present would enjoy his stay in Detroit and would embrace 
the 
back such ideas as members find applicable 
Detroit, h« 


make his annual report, but before giving the president 
the floor, Mr. Garvin paid a high and deserved tribute to 
the work of President Walker, who in a time of business 
depression that demanded the personal attention of every 


wonderful He expressed the hope that every one 


visit stores and factories 


the opportunity t various 


and to take 


) man to his own affairs, has been willing to give the asso- 


in their own businesses said, 


would try t 
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HOTEL IN DETROIT, SURROUNDED BY SEVERAL FACES 

Howard Hunt Pen Co., Camden, N. J.; T. W. Norris, 
New York; Geo. H. Thom, Gregory, Mayer & Thom 
Charles P. Garvin, General Manager, The 
Oak Park, Ill.; P. F. Arnfield, Store Furni- 














BEAUTIFUL VIEW FROM A WINDOW OF THE BOOK-CADILLAC 
FAMILIAR AT THE CONVENTION Left to right, top: E. L. Snyder, C 
Columbian Art Works, Inc., Milwaukee, Wis. ; Henry Maedell, Eagle Pencil Co., 
Co., Detroit; S. Guy Norman, Hoosier Desk Co., Jasper, Ind.; lower row, left to right: 
National Stationers Association, Washington, D. C.; F. L. Coggin, Boorum & Pease Co., 


ture and Fixture Division, Lyon Metal Products, Aurora, Ill.; Roy W. Turner, Advertising and Sales Promotion, Duluth Show Case 
Co., Duluth, Minn l”. F. MeLaughliin, F. S. Webster Co., Boston, Mass 
reciprocate for some of the entertainment which Detroit ciation the major part of his time and efforts throughout 


the year to put the organization in the position it enjoys 
Mr. Walker was received with applause, the con- 
His report, as well as other reports 


stationers have received at conventions in other cities 


He stated that entertainment had been prepared for th« today. 


ladies as well as for the men and he hoped that everyone vention standing. 


the enter- 


would attend the party that evening and enjoy and speeches of the convention, appears on succeeding 
tainment and dance pages 
At the conclusion of Mr. Thom’s remarks, President Following the president’s report, Secretary and General 


Walker introduced Woodson P. Waddy, former president, 
who responded to Mr. Thom’s invitation, accepting on be- 
half of the association, the generous hospitality graciously 
extended by Mr 


the convention, he 


He expressed the sentiment of 
that 
Detroit the 


He paid a tribute to the 


Chom 
glad to be 
twenty-fifth 


work of Mr 


said, every one was 
annual 


Thom 


here and to celebrate in 


convention, 


Manager Garvin, read several communications which had 
been received. The first one was from the general secre- 
of the Stationers Association of Great Britain and 
Ireland, Herbert R. Marsh, who expressed keen regret 
that the association had been unable to send a delegate 
this year to the twenty-fifth annual meeting. The gentle- 
man selected for that pleasant duty, he said, had been 


tary 
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PART OF DETROIT’S SKY LINE, FROM WINDSOR, CANADA, WITH CONVENTIONITES ABOVE AND BELOW.—Top, left to right 
Cc. M. Conger, Vice-President, Wilson Jones Co. (Irving-Pitt Division), Kansas City, Mo. ; H. B. Elmer, Sales Manager, Eberhard Faber 
rencil Co., Brooklyn; Chas. Reynell, Oxford Filing Supply Co., Brooklyn; N. t&. Gaskill, Washington, D. ¢ W. R. Dieht, Diehl 
Office Equipment Co., Columbus, O Lower row: H. A. Prescott, Associated Stationers Supply Co., Chicago; R. C. Moore, Co'umbia 
Ribbon & Carbon Manufacturing Co., Kansas City; H. L. Nicho s, Weis Manufacturing Co., Monroe, Mich B. O. Schmaling, Gen 
eral Manager, Aurora Metal Cabinet Co., Aurora, Il L. H. L_vy, Treasurer, J. Meyers Stationery & Printing Co., New York 
obliged to postpone his visit and could not officiate in be Charles A. H. Thom, William Schmiederer and J. O. Davis. 
half of the association. Mr. Marsh extended the sincers Following the naming of the foregoing committees, 
good wishes of the council of the British association for President Walker introduced Henry P. Fowler, who spok« 
the success of the work to be done by the National As n the subject, The Recent Developments in the Trade 
sociation Practice Conference. Mr. Fowler’s address, with others, 
The next communication was a cablegram from Mr appears elsewhere in this issue. 
Jacobsen, president, and Mr. Marsh, secretary of the Sta rhe report of Treasurer Charles A. Stott, Washington, 
tioners’ Association of Great Britain and Ireland, offerin LD). C., disclosed the fact that the balance in the hands of 
hearty good wishes for the success of the convention and the treasurer, September 30, 1930, amounted to $5,597.50, 
congratulations on reaching the twenty-fifth or silver at being somewhat more than the amount put in the hands 
niversary \ telegram was read from Fred Christiansen of the treasurer on October 1, 1929 
regretting inability to attend and requesting that W. E On motion, the report of the treasurer was received and 
Smith be appointed to officiate in his place placed on file 
\ telegram was also read from J. Ogden Pierson of Mr. Garvin then read the report of the auditor, Mr 
New Orleans stating that illness prevented his being pres Gibbs being in poor health and unable to be present. The 
ent and extending best wishes secretary, before reading the auditor's report, suggested 
Charles L. Mitchell of Topeka wired congratulations to that a message of good will be sent to Mr. Gibbs. The 
President Walker and Secretary Garvin for accomplis! motion was made by Mr. Lent and seconded by Mr. 
ments during past year He expressed sorrow that he Gardner and carried The secretary presented some 
was unable to be present gures showing that the association is considerably better 
B. A. Tuttle wired greetings and best wiskes for a su ff now financially than it was a year ago. Mr. Schmie- 
cessful convention and regrets that he could not be derer moved the adoption of the auditor’s report as it will 
present ppear in the minutes The motion was seconded and 
The president next appointed certain of the commit carried. The report of the auditor was presented through 
tees, naming as the resolutions committee O. H. Spencer, Wayne Kendrick, certified public accountant of Washing- 
chairman: Ivan Allen, William R. Diehl, Richard B. Carte: t 1D. ¢ 
and August Hunn Si tary and General Manager Garvin then presented 
For the nominating committee, the president named report, which appears on another pag The secretary 
Charles C. Carpenter as chairman; Charles M. Marshall é a number of graphic charts to illustrate his report 
Sterley | Jeruc Donald D. Macdonald and Leslis ind to emphasize the high spots during the past year 
Gardner The s etary announced that the Rotary Club would 
As the nect committee, the president named W meet at the Statler hotel Wednesday at 12:15 and invited 
liam H. Greenleaf, chairman; I F. Childs, William | Rotarians to be present 
Smith and H. L. Murdoch President Walker then called for new business 
For a budget ttee the president named Eberhard Mr. Lent suggested that a message be sent to Past 
Faber I Br NX \ chat il Ralph » Bau r, Presidents R bert D. Patte rson, J Ogden Pic rson and 
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IN THE CENTER WE BISCERN A FEW OF DETROIT’S DOWN TOWN SKYSCRAPERS 
Ph ladelphia; G. B 
Emery, daughter of Lynn B 
City; Mr. and Mrs. H. H 
Mass. ; Mrs. W. R 
Mrs. D. D 


Keon, U. S. Pencil Co., 
Miss Betty E 


Modern Stationer New York; F H 
Grant, MeMillan Book Co., Syracuse; 


Thom Co., Detroit; C. M. Conger, Wilson Jones Company, Kens s 
Lower row Malcolm Dresser, Standard Diary Co., Cambr'dge, 

Co F. H. Fargo, Bridgeport, Conn Mrs. F. H. Fargo; Mr. and 
President, Shaw-Walker Co., Muskegon, Mich.; E 
Millington Lockwood, expressing the regret of the asso 


\ mes 
Memphis, who 


ciation that they were not present at the meeting 
Clarke of 


time, 


sage was also sent to Eugene 


was ill in the hospital at the 
\ resolution of thanks and appreciation was extended to 
Mr. Fowler for his co 
At the mn of Mr. Copeland, the 
W. Bailey of Boston 


the past 


yperation and his timely address 


suggesti name of Frank 
was included among the names ol 
presidents to whom messages were to be sent 

Regret was expressed over the absence of former Presi 
dents Charles L. Mitchell, William Henry Brooks, Fletcher 
B. Gibbs, W. Neill Stewart, William J Ogden 
Pierson, Theo. L. ¢ Falconer 

Mr. Koehn grand ball 


held at Book-Cadillac, the as- 


sociation being the Detroit Stationers Club. 


Kennedy, J 
Gerry, and Charles E 
announced that the was to be 


Hotel 


guests of the 


nine o'clock at the 


Che dance would include, he said, a vaudeville entertain- 
ment of a high character. 

The secretary announced that at four o’clock on Wednes 
day in Parlor B 


different 


there would be a meeting of members 


from stationers’ clubs throughout the country, 


Netzhammer of Milwaukee, who de- 
local 


f experiences and to discuss the 


presided over by Mr 


sired to meet with representatives of associations 


for the exchange work 
of various clubs 


This 


1iternoon, 


concluded the work of the convention for the 


Second Day’s Sessions 


At ten o'clock in the forenoon of Tuesday, October 7, 


Secretary Garvin as chairman called to order the first ses 


sion of the Stationersalesforum His preliminary ob- 


servations in effect were that this sales forum is an effort 


to give members of the association attending the conven- 


tion some added value to take away with them other than 
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Top, left to right: A. B. Abrams, The 
Buck, The J. K. Gill Co., Portland, Ore.; D. C 
Emery, Detroit; H. J. Koehn, Gregory, Mayer & 
Herr, Ream’'s, Inc., Lancaster, Pa. 
Lovett; W. R. Lovett, President, Standard Diary 
Macdonald, New Haven, Conn.; W. H. MeNiff, Vice 


Vortman, Berger Manufacturing Co., Canton, O 


For that 
he said we have this stationersalesforum to give a picture 


the usual benefits of convention work. reason 
of certain definite things in the business with help in work- 
ing out certain problems. To accumulate the figures and 
studies to be presented cost several thousand dollars. At 
the beginning of the program he asked Fred Schaefer of 
the Sanford Ink Company to address the convention on 
the Open Display and Store Arrangement Bureau. Mr. 
Schaefer's remarks and illustrations of some of the. ex- 
hibits in the Bureau of Open Display and Store Arrange- 
ment appear on other pages. 

Following the remarks of Mr. Schaefer, the chairman 
read a telegram of greeting from the Rocky Mountain 
Travelers Club, District No. 10, 

\fter a few announcements, the speaker introduced 
Fellner, publishing director of System, who pre- 
sented an address on the subject, The System Retail Sta- 
Remarks of Mr. Fellner with the 


questions of the chairman, are given in the section devoted 


Irving 


tionery Sales Survey. 
to addresses and reports. 

Having covered the subject of store methods and retail 
salesmen’s methods, the convention approached the study 
of distributing costs particularly with reference to outside 
selling 

The chairman, therefore, introduced Richard B. Towne 
of the National Blank Book Company, Holyoke, Mass., 
who submitted a study of distributing costs, particularly 
as applied to outside selling. Mr. Towne’s address, ap- 
pearing elsewhere, was received with close attention and 
thoughtful consideration. At the 
marks, the speaker answered a number of questions put 


conclusion of his re- 
to him from the floor. 

remarks, the convention ad- 
2:40 P. M., when 


Following Mr. Towne’s 


journed for luncheon, reconvening at 
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MIDDLE SECTION SHOWS DETROIT’S ART CENTER 
and P. F. Grand, Grand & Toy, Ltd Toronto; H. B 
Leftwich, Tropical Printing Co 
Gary, Ind 
resident, Quality Park Envelope Co., St. Paul, Minn.; A. R 

Leonard & Co Detroit A. A 


President Walker presided. FE 


president, and president of the Wilson Stationery & Print 


Clifton Wilson, third vice 


introduced and pre 
How to Keep 


Che questions answered 


ing Company, Houston, Tex., was 


sented his Business Control or 


Minute Track of Your 


System ol 


Business 


by the speaker at the conclusion of his remarks were 
many and brought out the following facts: Mr. Wilson’s 
company takes an inventory every month for its stock 
records only and a physical inventory once a year. Ad 


ministrative expense means the offic expense including 


othcers’ salaries and all other items that go into that class! 


such as rent for the administrative department, 


office equipment, postage, etc. Mr, Wilson 


hication, 
taxes on the 
answered many questions which emphasized the points 
brought out in his address 

Waddy, Allen 
onduct the manufacturers’ committee to the 
presented through the 


division, William H, 


suggestions, Mr. Green- 


President Walker next reque sted Messrs. 
and Bauer to « 
secretary of the 


rostrum, which 


manutac turers’ Greenleaf, a message 


of good will and a number of 
manufacturers’ division, after a 
stated that the 


with enthusiasm and hoped it would not find a long hard 


leaf’s message from the 


humorous introduction, committee came 


road going back Che manufacturers, he said, realize that 
dealers and manufacturers meet on a common ground, but 
different angle The 


was to bring a 


view matters from a little function 


of the committes message of good will 


which fundamentally governs the association He men 


tioned the subject of advertising and other matters, all of 


which are presented verbatim in the section of reports 
and addresses. 

President Walker stated that the 
most happy to receive the statement of the point of view 
of the rs and that Third Vice-President Wil 
son had appointed a committee to wait on the manufac- 


( harles \ H Chom 


retail division had been 


manutacture 


turers, the committee consisting ol 


Top row 
Van Dorn, 
New Orleans; R. A. Jonas, Oxford 
Bottom row: R. R. Hengge, The Ault & Wiborg Co., Cincinnati ; H. H. Hughes, J. P. Morton&Co., 
Skibbe, Associated Stationers Supply Co., 
Herschler 


Filing Supply Co., 


S. P. Hawkins, L. E. Waterman Co., New York; Seymour Trent 
, and C. A. Orth, Jos. Dixon Crucible Co., Jersey City Austin 
Brooklyn; H. H. Kieinschmidt, “Tribe of K, 
Louisville ; L. G. Bigelow, 
Chicago; C. W. Leonard, 


and A. G. Bassett, Wahl Co., Chicago 
as chairman, and Messrs. Pratt, Davis, Roth, Stockett, 
Gardner, Clark and Ward as the other members of the 


that his committe 


happy to find the committee of 


committec Mr. Greenleaf stated 


would be very retailers 


and escort them to their destination. 


Third Vice-President Wilson then introduced Elmer 
Pape from New Britain, Conn., who spoke on the subject, 
What Should the Retailer Do During the Coming Year? 


Mr. Pape’s address is given elsewhere, 
Manufacturers’ Meeting 

The manufacturers’ meeting of Tuesday, October 7, 
came to order at 2:40 P. M 
Vice-President Edward L, Little, who appointed a nomi- 
nating committee consisting of Claude Conger, R. B. Car 


Mr. Fellner of System gave a short 


under the chairmanship ol 


ter and Carl Schutz 
address dealing with a selling survey for manufacturers in 
the association, and on motion it was ordered that a com 


appointed to investigate the points of special 
interest and to confer with Mr. Fellner. The committee 
consisted of Messrs. Sprott, Maish Bushnell. Mr. 


Ely of the Washington School for Secretaries, discussed 


mittee be 
and 


the possible tie-up between secretarial and educational 


work. 


named in connection with the subject of the 


This subject was referred to the same committec 


survey. A 
report was received from the retailers’ conference through 
a committee already named, covering in the main the gen- 
manutacturers, 


eral question of trade relations involving 


wholesalers and retailers. Following the report of the 


committee, considerable discussion ensued on the part ol! 
both and 


made for a conference between the retailers’ contact com- 


retailers manufacturers. Arrangements were 
mittee and manufacturers’ representatives in various im- 
portant lines at 10:30 on Wednesday morning 
facturers named on the committee included Messrs. 
as chairman, Elmer, Copeland, Maish, Hills, Robert Wood, 


Vail, Rockwell, 


The manu 


Price 


Palmer, Chase, Higgins, Carter and 
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THE BACKGROUND OF THE ABOVE PLATE SHOWS IN PART THE BEAUTIFUL MICHIGAN STATE MEDICAL BUILDING.— 


Top: George Brainard, President, The General Fireproofing Co., 
Cincinnati; C. J. 
Rosenthal, 
New York; group: C. A. Stott, Washington, D. C.; M. D. Southworth, Spring- 
Koehn, Detroit; L. H 


Counsellor, Wood Office Furniture Associates, Inc., 
Marymont, Vanderbilt Manufacturing Co., Detroit; right: H. E 
Harrie Copeland, Sales Manager, Boorum & Pease Co., 
field, Mass.; F. L. Adams, Syracuse; L. B. Emery, Detroit; H 


Youngstown, O.; J 


Y.; John Dornette, Jr., 
Center, left: D. J. 
Detroit; bottom, left: 


F. Hunt, Rochester, N. 
Nachtigal, Maul-Nachtigal Co., Detroit. 
Vanderbilt Manufacturing Co., 


Levy, New York; lower right: Jos. R. 


Kapp, American Loose Leaf Corp., New York. 


Kastner. President Little was named as an ex-officio 


member 


Vic € 
Chairman Price presented some remarks on edu- 
cational work, recommending that the officers of the asso- 
take the groups for 


further discussion 


ciation subject up with the various 

The nominating committee, reportin 
through offered the on 1 
Mathes of The Conklin Pen Company, for first vice-pres- 
ident of the The was unanimously 


Mr. Mathes being called on, responded with ap- 


£ 
] 
> 


Chairman Conger, name ; 


association. report 
adopted. 
propriate remarks 
Before closing, Mr. Little expressed his thanks to the 
manufacturers’ division for their cooperation during his 
term of office, and a motion put floor unani- 
mously and enthusiastically expressed the manufacturers’ 
appreciation of the good service which Mr, Little had per- 


from the 


formed during the year. 
Wednesday’s Session 

The first address of the continuation of the Stationer- 
salesforum was made by C. A. Netzhammer of Milwaukee, 
who spoke on the subject, Planning Your Work and Man- 
aging Your Sales. The work of the forum at this session 
was devoted principally to matters affecting the office fur- 
niture department 

Mr. Netzhammer’s talk followed a brief introduction by 
the secretary, who made some announcements before in- 
troducing Mr. Netzhammer in a vein. 
Readers will find Mr. Netzhammer’s remarks an another 


complimentary 


page. 

The address of Mr. Netzhammer with 
hearty applause and was characterized as the sort of in- 
formation that is worth coming to a convention to get. 

Carl Nachtigal was next introduced and spoke on Keep- 
ing Track of Sales and Prospects. 

Other addresses of the session included A Filing Supply 
Campaign, by O. H. Eisenlohr; Development of a Furni- 
ture Display, by Roy Thompson, and Summing Up of the 


was received 


Program, by Carl Schutz, former district governor. 

The final address of the session was followed by a few 
remarks by the secretary, after which the session ad- 
journed, 

The activities of Wednesday afternoon included mainly 
committee meetings and visits to local stationery estab- 
lishments. Ivan Allen of Atlanta headed the redistricting 
committee. Eberhard Faber was chairman of the budget 
committee, and the resolutions committee also met under 
the chairmanship of O. H. Spencer. 

National President Arthur J. Walker presided over the 
board of control. 

The Stationersalesforum adjourned about three o’clock 
and visiting members of the association were escorted by 
guides to the following establishments where unusual and 
attractive displays had been arranged: 

Art Metal Construction Company, Warren R. Carlin, 
manager. 

Automatic File & Index Company, Robert Anderson, 
manager. 

Berger Manufacturing Company, William S. Upright, 
manager. 

Duncan & Smith, Inc., W. J. Duncan, president. 

Gregory, Mayer & Thom Company, Charles A. H. Thom, 

W. B. Gregory & Son Company, Rex Brubaker, man- 
ager, 

George Marsh Manufacturing Company, Charles Hart- 
man, manager furniture department. 

Maul-Nachtigal Company, Carl J. Nachtigal, manager. 

National Office Supply Company, S. J. Price, manager. 

Remington Rand Business Service, Jay Howe, manager, 
system department. 

Richmond & Backus Company, Ralph Backus, manager. 

Shaw-Walker Company, W. O. Christenson, manager. 

Yawman and Erbe Manufacturing Company, George E. 
Leebody, manager. 
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BACKGROUND SHOWS THE GENERAL MOTORS BUILDING, DETROIT, ONE OF THE LARGEST OFFICE BUILDINGS IN THE 

WORLD Top row F. J. Koch, Koch Bros., Des Moines; R. M. Tussing, President, Victor Safe & Equipment Co., Marietta, 0 

‘ E. Dav Automatic Pencil Sharpener Co., Chicago; Mrs. Irma Maul, The Prompt Press Co., Detroit; H. J. Williams, Ryan & Wi 

liams, Ine Buffalo, N. ¥ rom Emerson, Sales Manager, The Conklin Pen Co., Toledo; C. B. Mathes, Vice-President and General 

Manager, The Conklin Pen Co. Lower section: R. V. Bishop, Treasurer, The Office Supply & Printing Co., Cleveland; P. A. Gosiger, 

Loose Leaf Metals Co., St. Louis; E. A. Meyer, District Maneger, E. Faber Pencil Co., Chicago; Leland S. Graff, Vice-President 

and Chas. W. Lipman, of the George B. Graff Co., Cambridge, Mass Phil. F. Webster, Fourth Vice-President, San Antonio, Tex 
Lynn B. Emme Ine Roy Thompson, manager, furni- tive nomines Mr. Connell seconded the motion, which 
ture department was carried by an unanimous rising vote President 
Thursday’s Session Walker then made a few remarks emphasizing the con- 
Convention came to order at ten A. M The president viction that the purpose of the association is an united 
announced that there was no report from the Grievance ne and that the evidence of the work it is doing is mount- 
Committee and called upon the chairman of the Budget ng to the point where there can be no doubt as to the 
(Committee to read his report The report, presented else justness of the caus¢ He then requested Ivan Allen and 
where, was adopted. Mr. Spencer then read the report of Leslie Gardner to escort the new president to the platform, 
the Resolutions Committee, presented at the head of this The convention stood while Mr. Wilson was brought for- 
report ward In acknowledging his election, Mr. Wilson said: 
In concludir | report, Mr. Spencer moved that it be ‘President Walker. Secretary Garvin, and Friends: I 
the sense of the association that its members affirm thei have been told that I have a weak heart, and if you could 
faith in the orga n and tender their support to the feel the way my heart is beating at the present time, you 
incoming administration to the fullest extent, in whatever would think it is pretty strong. I am not much on mak- 
action they ma meet ar bstacle. This motion ing speeches lt is rather hard for me to express my- 
was seconded by eral members and adopted by a ri elf, but I do want you to know that I appreciate the honor 
ing vote unanimou which you have bestowed upon me in electing me your 
The report of the Credentials Committee was next read president. I am proud of your confidence and trust. It 
and approved rl port sl ed a total of four hundred has been a great pleasure for me, my association in this 
sixty-five persons r tered In the number were on national oreanization work. 1 have met wonderful friends, 
hundred fifty-one dealers and one hundred thirty-six manu ind have tten a great dea! out of this Association. It 
facturers hard for me to understand why I should have been se- 
On motion of Mr. Greenleaf onded by Mr. Marshall lected and called upon to lead this wonderful organization, 
an expressior f appreciation was extended to Geyer’ but nevertheless I appreciate it more than I can ever tell 
Stationer f tl eration in preserving the records u. I realize that it is a big job, but I have every con- 
of the mecting dence that we will be able to go through this year doing 
A vote of thanks was also extended to the Book-Cadilla« methin continuing the splendid work that has been 
hotel for the peration and service given, and another done in the past. I have a wonderful set of officers this 
vote of thanks was extended to the Detroit stationers for " I know of no administration that, it seems to me, 
their wonderful entertainment and hospitality I had a stronger bunch of governors, a stronger bunch 
The Necrology report, presented by Mr. Greenleaf, is presidents, and I know that with their help we are 
published « her the present ur ng to be able to accomplish something this year, some- 
Chis was f d by the report of the nominating com- thing that you will no doubt be satisfied with. If I did 
mittee, at the 1 t f which Mr. Allen of Atlanta not feel that I had these men and Mr. Garvin with me, I 
moved that t rt be accepted and that the secretary issure you I would not even have thought of accepting 
cast th f the ! n for the respec ‘Some one has said that when I went out of office I 
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would be like Ivan Allen, Charley Marshall, Art Walker, 
Woodson Waddy, and all the others—either gray headed 
or baldheaded.” 

Mr. Connell: “You might be both.” (Laughter.) 


The President-Elect “It might be both, that is true, 


but, gentlemen, if I can accomplish and do what those men 


have done, I will be willing to go out gray-headed or bald- 


headed, or both, as the case may be 


“I do want you to know that if it is work, if work will 


accomplish anything this year, if sincerity of purpose will 
de anything, we will wind up this next twelve months hav- 
ing accomplished something. I have been associated 
as third vice-president this year with Art Walker 


I ac- 


enough 
so that I can realize there is work and plenty of it 
cept the office with the understanding, promise and pledge 
to you that whatever work is necessary, whatever I can 
do, it is going to be my pleasure to do. I feel that I can 


count on you men. That has been one great source of 


since I have been here in the last few 


glad 


around this convention room, that whatever I might need 


satisfaction to me 


days, is to get the hand, the assurance of men all 


from them, and any way they might help me, it was only 


necessary to let it be known. So that is a great comfort 


and carries with it a feeling of satisfaction l am going 
those 


[ again want you to know that it is with deep 


to call on men and get their assistance and wise 


counsel 
appreciation of the honor that I accept this office, and | 


pledge to you the very best that is in me.” (Applause.) 


“Will the newly elected officers, past presidents, newly 


elected governors and past governors, stand, those who 


are in the room? We want to find out just who are here. 


I am going to ask that immediately following this meet- 


ing, the officers and governors meet in the general man- 


ager's office for a short meeting.” 


On motion of Mr. Walker, seconded by Mr. Spencer, 
the convention adjourned 
——p~ 
Able Executive Heads National Stationers 
Association 
The selection of E. Clifton Wilson of Texas as presi- 





SEVERAL INTERESTING CONVENTIONERS.—Left to right: 
Jos. Dixon Crucible Co.; Mrs. C. A. Netzhammer, Milwaukee ; 


dent of the National Stationers Association is a happy 
choice. 

Texas apparently has a genius for producing able exec- 
utives. Mr. Wilson is the third Texan to be president of 
the National 
having made excellent records. 

Mr. Wilson starts out on his administration with the 
cordial liking and good will of the membership, who be- 
lieve in him, and who know something of the sincerity 
and sound judgment he has put into the conduct of his 
own business as well as the ability he has shown during 
the time he has held the regional governorship of his 


Stationers Association, both of the others 


district. 

On graduating from high school, young Wilson entered 
lumber where he remained for 
three years. This was followed by six years of service 
with W. H. Coyle & Company of Houston, as secretary 
and treasurer. On February 1, 1918, having purchased a 
bankrupt firm, Mr. Wilson laid the foundation of his pres- 
ent excellent business. The Wilson Stationery & Print- 
ing Company of Houston, with Mr. Wilson as owner and 
president, speedily achieved the favor of a large clientele 
in the community. Now there are fine stores and 
ninety employees handling the trade of that company. 


the wholesale business, 


two 


E. Clifton Wilson has been a member of the National 
S.ationers eleven served as 
lieutenant governor of the ninth district in 1924 and 1925, 
and for two years after this was governor of the district. 
In these positions he proved his talent for leadership and 


Association for years. He 


he was accordingly put in line for the presidency by his 
election as third vice-president last year. 

Mr. Wilson is a leader in social and fraternal circles in 
his city. He belongs to the River Oaks Country Club, the 
Kiwanis and Exchange Clubs and is a thirty-second degree 
Mason 

Mr. Wilson is fitted in every way to succeed Mr. Walker, 
who has made such a distinguished record as head of the 
organization. 


Mr. and Mrs. Wilson are the proud parents of a son 


and a daughter. 





Harry Harmon of the Eagle Pencil Company and Charlie Orth of the 
Miss Bessie Smith, of Chicago, and Mrs. Richard Towne, of Holyoke, 


Mass. ; Homer Miller, Dayton, 0. 
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THE CLOSING DINNER 


and Other Entertainment Features 


Che entertainment at the Detroit convention was varied 
and interesting, and every part of it was thoroughly en- 
joyable 

On Monday evening at 9:00 P. M., in the 
the Book-Cadillac, the Detroit 
ball in honor of visiting delegates and their ladies 


ballroom ot 
grand 
A fine 


consisting 


Stationers fave a 


entertainment was provided between dances, 


of many vaudeville features, surprises, etc. The 
orchestra was super-excellent and the professional talent 


The entertainment continued 


unique 


was of the very first-class 


until an early hour Tuesday morning and everyone left 


with the realization of a capital evening. 


There was no formal entertainment on Tuesday or 
Wednesday evenings, but on Thursday evening was the 
banquet and dance—a most enjoyable affair. This was 


the silver anniversary banquet and took place in the ball 
hotel, starting at 7:30 P. M. The menu was 


done on high grade stock in silver, commemorative of the 


room of the 
twenty-fifth anniversary. Toasts were given to the pres - 


dent, to Canada and to our Detroit hosts. The speakers 


at the banquet included Steve Luckett of Toronto, who 
took the place of Percy F. Grand, who was unable to b« 
present; Arthur J. Walker, past president of the National 


Association, and the new president, E. Clifton 


[he toastmaster was Secretary and General Man 


Stationers 
Wilson 
ager Charles P. 
his accustomed tact and humor 

Mr. and Mrs. Walker were presented with a beautiful 
silver service, Mr. Marshall of Atlanta being delegated to 


Garvin, who introduced the speakers with 


| Message 


Ma. Artuur |. WALKER 


President, National Stationers Associatior 
of the U. S. A 


On account of the 25th anniversary of 
your A ssociation-Meeting wt gives me 
much pleasure to convey best congratu- 
lations with good wishes for further 
prospering developments. I feel sure the 
several thousands of members embraced 
by our Associations much like to ex- 
change friendly feelings good will to de- 
velop friendship and find new ways for 
high cultivated business methods, through 
their Association heads. 


ident 


I am sending this message on behalf of 
the members of the German Nationa! 
Stationers Association (Reichsbund 
Deutscher Papier-und Schreibwarenhand- 
ler eV.) to all Members, Officers and 
Governors of your Association. By Ra- 
dio, Airship and Airplane our two Na- 
tions in these days have become much 
nearer, and it is needless to say if any of 
your members may visit this country 
they will meet with help and friendly re- 
ception. 


Very sincerely vours, 


signed) AgtTuur GUTHKE 


National Staticners Association 


President Germat 
MR 


Stationers Association 
of the U. 8S. A. 





perform the presentation, which he did in the manner usual 
to Mr. Marshall at his best. 
course of the evening, many of the old 


These included J. H. 


During the 
timers were called upon to stand. 
Hildreth of the Esterbrook Pen Company, who had at- 
tended every convention the association has held. He was 
the only man present who had that distinction. 

In his introduction, Toastmaster Garvin spoke of the 
joy there is in fraternity and of the privilege he felt it to 
be in starting the association on another twenty-five years 
said, to see so many friends in 


of service It is a joy, he 


so happy a mood, tinged with regret at the absence of 
who for various reasons were unable to attend this 


tele- 


many 
meeting. The toastmaster then read a number of 
crams and messages from friends and well-wishers in dif- 
ferent parts of the country and Canada. These messages 
Frank W. Bailey of 
Millington Lockwood 


H. Schermerhorn 


included letters and telegrams from 
Boston; Eugene Clarke of Memphis; 
of Buffalo; L. R. Kendrick of Denver; J. 
of Jersey City and several others 
Several charter members were next called upon to stand. 


These included Bill Wallace, Ed. Perry, J. S. A. Wittke, 
Mrs. Andrew Geyer, Mrs. F. P. Seymour, who had at- 
tended all but one convention; L. A. Hawkes, Evan John- 
son, J. N. Hobbs and L. F. Childs. 


[he toastmaster presented Steve Luckett with appro- 
remarks and Mr. Luckett re- 
Montreal to 
Alouette, 


priate and complimentary 
reque sting W F 
French-Canadian 


sponded, first Dawson of 


sing again the familiar song, 


from the 
President of the Ger- 
man National Station- 
ers Association, Re- 
eeived Through Office 
Appliances and Read 
at the Closing Banquet, 
and Reply of the Pres- 
of the National 


Mr. ArtTHUR GUTIIKE 

President, German National Stationers 

Association 

Our cordial good will and appreciation 

go out to you and to the other members 

of your important association for the 

timely and appropriate message you sent 

on the occasion of the Twenty-fifth An- 

niversary Convention of the National 
| Stationers Association of the United 

States. We heartily reciprocate the sen- 

timents of friendship expressed in your 

letter of September 8, and we agree with 

you that our respective associations have 

a mutuality of interest in the advance- 

ment of the stationery and allied indus- 
| tries. I am sure that exchanges of ideas 
| would be of great advantage to members 
of the industry in both countries. In 
associated cooperation we should find the 
means to effect such exchanges. To be 
able to cooperate with you to the advan- 
tage of all would afford us profound and 
lasting satisfaction. 

We extend to members of your asso- 
ciation a hearty invitation to visit us and 
to be present at any of our conventions. 


| Cordially yours, 





signed) ArtHur J. WALKER 
President The National Stationers Association 
of the I S. A. 


GUTHKE — _ 
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SURROUNDING THE VIEW OF THE 
to right: G. E 
west Travelers, Minneapolis; G. F. Malcolm 
A. Kraft, Michigan representatives of the same company. C.rcie, 
Globe-Wernicke Co., Cincinnati, and H. P 


Cushman, Secretary to General Manager, National Stationers Association 


bottom : Miss Bessie Smith, daughter of W. E. Smith, Chicago; Mr 
Automatic Pencil Sharpener Co., Chicago; R. C 
which created such enthusiasm in Montreal last year. Mr. 


Dawson sang the verses in good voice and with much ex 
pression, the entire company joining in the chorus. Mr 
He said that h« 
caine to look, listen and learn, without intending to talk. 


He brought, 


Luckett then made brief remarks. 


some 


however, greetings from the association in 


Canada and congratulations on the twenty-fifth anniver 


sary of the National Stationers Association. He said that 
in Canada local organizations have been formed in four 
of the larger cities and a spirit of fraternity prevails 


He extended a cordial invita- 
tion to all United States stationers to visit Canada when- 


throughout the Dominion 


ever possible 
The toastmaster in 
Arthur J. Walker, 
responded in happy terms 
Charles M. Marshall, the 


the organization’s sentiment for Mr 


felicitous phrase next presented 


past president of the association, who 
next called upon, expressed 
Walker and its high 
appreciation of his work during the past year 
Mrs. Walker for her helpful 
husband’s achievements. On behalf of the many 
of the past president, he presented Mr. and Mrs. Walker 


Che speaker 
complimented share in her 


friends 


with the beautiful silver service already referred to. 
Allen took the floor and in 
Walker with a 


which 


After a brief response, Mr 


a few humorous remarks, presented Mr 
Frank Waterman, 


the recipic nt. 


handsome gavel from Was ap 


propriately acknowledged by 
Toastmaster Garvin then read some letters from friends 

which had been sent to Mr. Walker. 

Clifton Wilson 

as he rose the delegates from Texas roared out the song, 


The Eyes of Texas Are Upon You. Mr. Wilson told a 
humorous story he had on 


President E was next introduced and 


illustrative of the feeling that 


rising to address the audience before him. He expressed 





GRAND BALL ROOM OF THE BOOK-CADILLAC HOTEL ARE THE FOLLOWING: 
Preston and John O'Keefe, The Ault & Wiborg Co., 


and Mrs. W. E. 
Huntley, General Manager Sturgis Posture Chair Co., 


cadillac ee 


— 
. 
_™ : 





Top, left 


Cincinnati ; R. C. Clarke, F. S. Webster Co., and President, North- 
Vice-President and General Manager, F. S. Webster Co., Boston; H. M. Pierce and E. 
top, 
Rockwell, Yawman & Erbe Manufacturing Co., Rochester, N. Y. 


right: H. H. Wittstein, Vice-President in Charge of Sales, The 
Center, left: Miss Rose 
Mrs. C. G. King, South Bend, Ind. Left, 
Stockett, Washington, D. C., and 8. E. Collins, 
Sturgis, Mich. 


Right, center : 


deep appreciation of the honor and said that he realized 
he followed a strong man and hoped to approach the won- 
derful record made by his predecessor in office. 

Mr. Walker then read a message of greeting from Arthur 
Guthke, president of the German Stationers Association 
and his reply. These messages are presented on another 
page of the present report. 

At this point the toastmaster declared that Detroit had 
set a new standard of hospitality. He paid a fine compli- 
ment to the work of Charles A. H. Thom and the Detroit 
committees, and called on Mr. Thom for a response. To 
this request the chairman of the Reception Committee 
replied appropriately and expressed the hope that all pres- 
ent would attend the meeting at New Orleans next year. 

Alfred J. Mayer and three other Detroit gentlemen at 
the conclusion of the proceedings presented a report of 
the golf committee, giving the names of the different prize 
winners. The list of winners is presented in another col- 
umn under the report of the golf game. 
report of the golf committee and the 
awarding of the golf prizes, the tables were cleared away, 
the orchestra tuned up and dancing proceeded until an 


early hour of the morning. 
* * * 


Following the 


There was a sightseeing trip on Thursday afternoon for 
those who did not play golf, the points visited including 
the Ford industries, Menlo park, the Edison Institute of 
Technicology and other points of interest. Box lunches 
were served at the Ford plant. 

There were several special dinners given outside the 
These are noted below. 

* * * 


regular program. 


Special Entertainments 
On Tuesday evening in the blue room of the Book- 
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Cadillac, William Hoge of The General Fireproofins \nother dinner was that given by Eberhard Faber at 
Company, Youngstown, Ohio, entertained over sixty mem the Book-Cadillac on Tuesday evening. 

bers of the association and their wives at a delightful . es 

dinner. Mr. Hoge acted as master of ceremonies and the Mr. and Mrs. Harrie Copeland entertained friends on 
dinner was addressed by W. H. Foster, chairman of the Wednesday evening in their suite on the eleventh floor. 
board; George Brainard, president of The General Fire- Among those present were: Ivan Allen, Mr. and Mrs. C. C. 
proofing Company; Charles A. H. Thom, Gregory, Mayer Carpenter, Mr. and Mrs. Fred Coggin, Eberhard Faber, 
& Thom Company, Detroit; Charles Garvin, and one or Leslie Gardner, Mr. and Mrs. Charles P. Garvin, Mr. and 
two others Among those present at the dinner wer Mrs. Harry Horder, Earl A. Kistler, Charles Marshall, 


H. B. Arnold, Mr. and Mrs. R. S. Bauer, Mr. and Mrs Mr. and Mrs. Al. Mayer, Preston Moore, John Ogren, 
H. F. Baylis, Ken Boyer, George C. Brainard, Pal Clark, Mr. and Mrs. Charles Roth, Mr. and Mrs. E. H. Sell, Mr 
Mr. and Mrs. C. F. Cody, Frank Dalberg, Mr. and Mrs. and Mrs. F. P. Seymour, Mr. and Mrs. Will Stockett, Mr. 
William Diehl, Don DeMay, Mr. and Mrs, J. E. Evans, and Mrs. Woodson P. Waddy, Mr. and Mrs. A. J. Walker, 
William H. Foster, L. B. Gardner, Mr. and Mrs. C. P and Mr. and Mrs. E. C. Wilson 


Garvin, Mrs. Andrew Geyer, Mr. and Mrs. R. W. Hamil Mr. Copeland is vice-president of the Boorum & Pease 
ton, George Hausam, Mr. and Mrs. C. G. Honeywell, Mr Company 

and Mrs. C. W. Honeywell, Mr. and Mrs. Fred James, ‘+ ¢ 8 

Evan Johnson, Mr. and Mrs. Thomas Joyce, Mr. and Mrs Guild members were entertained by W. L. Jaques of 


Karl G. King, Mr. and Mrs. Harry Koehn, Frank Koch, Jaques & Company, New York, N. Y., at a dinner one 
Mr. and Mrs. Edward L. Little, Hobart W. Martin, Mr evening at the Book-Cadillac About twenty members of 
and Mrs. A. J. Mayer, Preston Moore, Mr. and Mrs. James’ the Guild were present. 








E. Neary, R. L. Patrick, Mr. and Mrs. C. W. Roth, Ross . 2 
Sibert, Mr. and Mrs. O. H. Spencer, Ben Spicer, Mr. and On Wednesday evening Mr. and Mrs. F. W. Daub and 
Mrs. C. A. H. Thom, Mr. and Mrs. G. H. Thom, Mr. and H. U. Bittman of A. W. Faber entertained Mr. and Mrs. 
Mrs. Arthur J. Walker, and Mr. and Mrs. E. C. Wilson Harry Koehn and other friends 
ee 
nd SP 
AN OLD FASHIONED FAMILY Here is the likeness of a family that would have made gled the heert of 
Theodore Roosevelt This picture is the most important contribution to our illustrations obtained at the 
Detroit convention, although our camera had no part in taking it Furthermore, we maintain that this 
family represents the most important achievement in the stationery field of Detroit Here is pictured C. W 
Leonard, of Leonard & Co., with Mrs. Leonard and their twelve children Persons of a statistical turn of 
mind will figure out that for more than twenty years the Leonard family grew at intervals of two years, 
and that at some time in each of those intervals there has been a child about the age of the one seated on 
her mother’s lap The picture was taken a short time ago on the occasion of the twenty-fifth wedding anni 
versary of Mr. and Mr Leonard. The individual names are as follows Left to right, standing Neal, Edna, 
Harry, Charles, Charlotte, Jean and Donald. Sitting, left to right: C. W. Leonard, Jr Joh Mrs. C. W 
Leonard, Mary Ellen, C. W. Leonard, Sr., Philip, and Mrs. Rowe 
"s . . 
Entertainment for the Ladies 
On Monday afternoon Mrs. Gregory of Detroit enter of the visiting ladies at the Detroit Women’s Exchange. 
tained at a theatre party. Her guests included Mrs. Paul . ¢ 8 
\. Gosiger, Mrs. C. E. Davis, and Mrs. C. W. Leonard On Tuesday a large delegation of ladies, numbering 
. 8 8 ninety-two in all, were entertained at the Detroit Golf 
Mrs. Lynn B. Emery on Wednesday entertained eight Club, leaving the hotel in large busses. Mrs. Robert Ham- 
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ilton was hostess \n appetizing luncheon was served at 


the club, after which every one played bridge until late 


in the afternoon. The winners at each table were awarded 
prizes and had a choice of awards Among those who 
won prizes were Mrs. Frank Ryan of Chicago, fine onyx 


& M. Vernon 


won a hand 


desk set offered by Murray Vernon of 5S. E. 
of New York; Mrs. H. H 
diary with clasp, by the 
Mrs. J. A Detroit 

frame, and Mrs. W. R 
The 
ener Company, and White & Wyckoff Manufacturing Com 


Herr of Lancastet 


some Standard Diary Company; 


Frye of won a fine leather picture 


Carlin a handsome electric clock 


American Pencil Company, Automatic Pencil Sharp 


pany were among the other donors of prizes. 
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Nearly a hundred ladies were taken by bus to the Grosse 
Point Yacht Club on Wednesday for a luncheon and bridge 
party, where Mrs. Alfred Mayer was hostess. The Detroit 
Stationers Club and manufacturers donated a number of 
beautiful prizes. 

Among those who made high scores were Mesdames 


Horace Bieser, C. F. Cody, S. E. Collins, William R. Diehl, 
Lynn B. Emery, Paul Gosiger, H. H. Herr, H. G. Horder, 
R. A. Jonas, C. B. Mathes, D. C. Miller, J. E, "Neary, C. 


W. Roth, R. B. Sainberg, Ray Schumacher, E. H. Sell, 
George Thom, A. J. Walker, E. is Wilson, and Miss Dor- 
othy Greenfield. 

Mrs. D. D. Macdonald received a low 
the consolation prize, a handsome bridge table. 


score and won 


The Golf Tournament 











"TWAS A BIG DAY 

Des Moines 2. C. J. Nachtigal, Detroit 3. R 

>. William Scholle, Cleveland 6. G. B 

Urmston, New York. 9. J. E. Moir, Toronto. 10. A 
12. W. H. Foster, Youngstown, O 13. L. Tavernier, 


Benjamin Kulp, President, Wilson-Jones 


Ninety-two players contended for honors at the annual 
West-East 
October 9, at the Lochmoor Country Club, a magnificent 
institution Detroit. The 


cool and inclined to be foggy, was nevertheless excellent 


golf tournament held on Thursday afternoon, 


some miles from day, although 
in point of comfort and the players thoroughly enjoyed 
The tournament was under 
Mayer, the 
host to the players. A 
at the club the 
in. Much to regret, 


it was impossible 


their stay. 


Alfred J 


acted as 


every moment of 
the able 
Golf 


wonderful 


direction of chairman of 


Committee, who 


luncheon was served house, 


players partaking as they came our 


owing to the number of persons playing, 
time 


to get the group all together at one Therefore, a 


panoramic picture could not be taken. 





THURSDAY ON THE GOLF LINKS WHEN WEST WON OVER EAST.—1 
A. Maish, Framingham, Mass. 4 
Bingham, Cleveland 7. R. M 
Burkhardt, Cleveland 11. Donald McLeod, New York. 
Elizabeth, N. J., and C. C. 
Co., Chicago. 15 











F. J. Koch, 
Dick Healy, Santa Fe, N. M 


Tussing, Marietta, O 8. R. J 


Shee, Oakville, Conn 14 
A. J. Mayer, Detroit 


In the tournament, the West again retained the Eber- 
hard Faber trophy. 

The following announcement of winners in the different 
classes was made: 

Class A: First low gross, Frank Ryan; first low net, 
F. O. Dennis; second low net, Tim Phillip; second low 
gross, Preston Moore; third low net, M. Brown; third low 
B. B. Fields; fourth low net, H. H. Jones; fourth 
H. McPike; fifth low net, Murray Vernon; 
sixth low net, George Hausam; high gross, Harry Horder, 
and blind bogey, Charles Roth. 

Class B: First low gross, G. W. Pratt; first low net, B. 
J. Kulp; second low net, Larry Wolf; second low gross, 
T. H. Palmer; third low net, Andy Maisch; third low 


gross, 


low 


“TOSS, 








EAST VERSUS WEST, CONTINUED.—Read the same way as on opposite page: 1. G. D. Hills, A. R. Marshall, H. L. Nichols and James Phillips. 

2. L. H. Tavernier, Ray Weissenborn, C. C. Shee, Arthur Lawless and Murray Vernon. 3. C. A. Wolf, Albert McLane, Donald McLeod and Lynn 

B. Emery 4. W. R. Lovett, A. E. Johnston, H. L. Murdoch and D. D. Gray 5. George B. Wray and Richard Healy. 6. J. A. Power, George F. 

Pratt, C. W. Roth and F. H. Palmer. 7. Messrs. Honeywell, Coggin, Elofson and Dennis. 8. Don Hanover, H. C. Tenan and H. L. Welshofer. 

9. P. B. Buckwalter, Harry Keon, Sterley Jerue and Ray Urmston. 10. Roy Thompson, Arthur Lawless, E. H. Sell and R. H. Willis. 11. D. C. 

Miller and R. M. Tussing 12. George Hausam, George Brainard, W. E. Stockett, Jr., and Preston Moore. The mar with the camera tried to 
get a picture of the beautiful Lochmoor Club, but found that nothing but a panorama would do justice to it. 
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gross, A. Burkhardt; fourth low net, J. E. Moir; fourth 
low gross, Frank Koch; fifth low net, H. Nichols: sixth 


low net, G. Bingham: high gross, Herman Price, and blind 


bogey, E. W. Nelson 


Class C: First low gross, Eberhard Faber; first low net, 
E. B. Healy; second low net, W. Gregory: second low 
gross, E. Willoughby; third low net, Woodson Waddy: 
third low gross, J. A. Power; fourth low net, C. A. Wolf; 
fourth low gross, A. C. Atkins; fifth low net, Paul Buck 
walter; sixth low net, James E. Neary; high gross, Al 
McLain: and blind bogey, H. Buehler. 

Those who generously donated prizes to be given out 


at the golf tournament included the following concerns 


Acme Staple Co., Camden, N. J.; Art Metal Construction 
Co., Jamestown, N. \¥ American Crayon Co., Sandusky, 
Ohio; American Electric Company, Ine Chicago, IIL: 
American Lead Pencil Co., Hoboken, N. J.; Amity Leather 
Products ( West Bend, Wis.; Art Steel Company, Inc 


New York City, N. Y.; Automatic Pencil Sharpener Com 
pany, Chicago, Ill.; Bankers Box Co., Chicago, Ill: Berget 
Manufacturing Co., Canton, Ohio; Richard Best Pencil 
ompany, Inc., New York City, N. Y.;: Boorum & Peas« 
o., New York City, N. \ Buckeye Ribbon & Carbon 


( 
( 
Co., Cleveland, Ohio; Cardinell Products, Montclair, N. J.; 
Carter's Ink Co., Boston, Mass.: Cincinnati Art Publishing 
( 


o., Cincinnati, Ohio: Columbian Art Works, Inc., Mil 
waukee, Wis.; Conklin Pen Company, Toledo, Ohio: Erik 
Art Metal ( Erie, Penna.: Esterbrook Steel Pen Mf; 


Faber, Inc., Newark, N. J 
Fulton Specialty Co., Eliza 
Youngstown, Ohio 
Howard Hunt Pen 
New York City, 
Il.; H. G. Me 


Co., Camden, N. J A. W 
Geo. E. Fox Co., Chicago, II 
beth, N. J.; General Fireproofing Co.., 
B. F. Goodrich ¢ Akron, Ohio: C. 
Co., Camden, N. J.; Jaclin Stationery Co., 


N. ¥ Lyon Metal Products ( \urora, 





MORE “STARS’ 
-— i a 
Wolff, Lynn B 


born, General Pencil Co Jersey City 

B. Gregory & Son, Detroit ih. 

Fort Worth, Tex 6 H.C 

New York 8. R. B 
( 


McPike, Weis Manufacturing 


Sainberg, Sainberg & Co., New York 9. H. L 
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Fadden & Company, Inc., New York City, N Y.; The 
Macey Co., Grand Rapids, Mich.; Frank Mashek Co., Chi- 


Furniture Co., Grand Rapids, Mich.; 


cago, Ill.: Metal Office 
Dela.; Oak- 


National Vulcanized Fibre Co., Wilmington, 

ville-American Pin Division, Oakville, Conn Pelouze 
Manufacturing Co., Chicago, Ill.; Quality Park Envelope 
Co., Chicago, IL; C. F. Rumpp & Sons, nen ale 3 


Company, New York City, N.Y. 
Inkstand Co., Milwaukee, Wis.; 
Fort Madison, lowa; Smith Metal 


Penna.: Sainberg & 
Sengbusch Self-Closing 


W \ Sheaffer Pe n Co., 


Arts Company, Inc., Buffalo, N. Y.; Southworth Company, 
Mittineague, Mass.; Spencerian Pen Co., New York City, 
N. Y.: Stow-Davis Furniture Company, Grand Rapids, 
Mich.; Trussell Manufacturing Co., Poughkeepsie, N. Y.; 
[Typo Trading Company, New York City, N. ¥ Vail 
Manufacturing Company, Chicago, IIl.; S. E. & M. Vernon, 
Inc.. New York City, N. Y.; Wagemaker Co., Grand 
Rapids, Mich.; The Wahl Co., Chicago, Ill; Samuel W ard 
Mfe. Co., Boston, Mass.; Wilson-Jones Company, Chicago, 


Ill.: Work Organizer Specialties Co., Detroit, Mich.; L. 
E. Waterman Co., New York City, N. Y.; Whiting & Cook, 
Inc., Holvoke, Mass.: White & Wyckoff Mfg. Co., Hol- 
voke, Mass.; Gregory, Mayer & Thom Co., Detroit, Mich.: 
Richmond & Backus Company, Detroit, Mich.; Leonard & 
Company, Detroit, Mich.; Lynn B. Emery Co., Detroit, 
Mich.; Prompt Press, Detroit, Mich.; Ellman & Kinnie 
Co., Detroit, Mich.: R. H. Baxter, New York City; Chas. 
Orth (Jos. Dixon Crucible Co.); American Pad & Paper 
Co., Holyoke, Mass.; Standard Furniture Co., Herkimer, 
N. Y.: Wabash Cabinet Company, Wabash, Indiana; C. L. 
Downey Company, Cincinnati, Ohio; Victor Safe & Equip- 
ment ( Marietta, Ohio; Weis Manufacturing Co., Mon- 
roe, Mich.: Globe-Wernicke Company, Cincinnati, Ohio; 
Stationers Leaf Co., Milwaukee, Wis.; Sanford 


Loose 
Manuiacturine Co., Chicago, Ill.: Chas. M. Higgins & 


( 
> 


Company, Inc., Brooklyn, N. Y.; McMillan Book Com- 
pany, Syracuse, N. Y.; S. S. Stafford, Inc., New York City, 
N. ¥ National Blank Book ‘ Holyoke, Mass. 
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WHOSE LONG DRIVES DISAPPEARED IN THE MORNING FOG AND WHOSE UNERRING 
ACCURACY WITH THE PUTTER SENT THEIR BALLS TO THE BOTTOMS OF THE CUPS LR 
Hanover 
Emery 


A. Weisser 
Hoosier Desk Co., Jasper, Ind. 3. Rex Brubaker, W 
Inc.,. Detroit 5. Lee Coleman, E. L. White Co., 


Mich 7. Sam Libien, Libien Press 
Short, Columbian Art Works, Inc., 


Co Monroe 


Milwaukee. 10 J. Nachtigal, Maul-Nachtigal Co., Detroit. 11. H. C. Teneau, W. B. Gregory & Son Co 
Detroit 12. Arthur Schooley, Schooley Printing & Stationery C« Kansas City, Mo 13. R. H. Brown 
Brown Brothers, Toronto 14. Benjamin Kulp, President, Wilson-Jones Co., Chicago 15. L. P. Wingert 


Louis 16. C 
Kansas City, Mo 7. Ww. FP 
Cambridge, 


General Pencil Co., St 
the Wilson-Jones Co 
Lovett, President, Standard Diary Co., 


Jamestown, 


Conger, Vice 
Waddy, 
Mass is. D. D 


President and General Manager, Irving-Pitt Division of 


Richmond, Va Is. W. R 
Metal Construction Co 


Everett-Waddey Co., 
Gray, Art 
N. ¥ 


CONVENTION ASIDES 


Impressions 


Fine co- 


CONVENTION 


ordination of the 


Interesting and successful. 


several divisions. Tempo lively from 


start to finish. General and special sessions well attended. 
Lost motion minimized. Good measure of value for those 
who went with serious purpose. Some dissenting opinions, 
(Unanimity sometimes conduces 


Pleasant contacts which 


as there must always be. 
to static.) Delightful fraternity. 


while. 
* * 


alone make it all worth 


times, but 
The De- 
Generous in hospitality. No 


DETROIT. 
throbbing to plung« 
troit 


Fettered by the 


into action 


Dynamic, 
upon rc lease. 


group genuine in all. 


dissenting opinion about that. Unanimous. No disap- 
pointments. Pe oe 
WEATHER. A week of Indian summer out of calen- 


Perhaps a gift from the shade of Pontiac in mem- 
brought to Detroit. 
One morning a 


dar. 


ory of some famous conventions he 
A gentle rain one day to dispel the dust. 
like a veil, changing 
proportion, displaying the high 


Then suddenly lift- 


fog thrown over the city thin per- 


spective and towers of 


downtown Detroit as spectral forms 


ing with the effect of deluging the city with sunlight. 


STIRRING INCIDENT. Singing Alouette at the clos- 
“Bill” Dawson of Montreal on the platform, 
Reminiscent of 


ing dinner. 
No orchestration. Big chorus, 


Pleasant. 


leading. 


the Montreal dinner a year ago. 
* * ~ 


DELIGHTFUL. A motor ride eastward up through 
Grosse Point, along the river and Lake St. Clair. A slight 
haze that softened the sunlight and made the trees and 
shrubs in their Autumn plumage a gorgeous spectacle. 
Small steamer far out on the lake, a thin line of smoke 
from the funnel, A winding road following 
The route to Lochmoor. 


ascending 

the shore line. 
” + + 

LOCHMOOR. A flat course with slight un- 

Four fairways crossed by a narrow, sluggish 

A boy with a rake securing 

Fairways of vary- 


some 
dulations. 
stream between high banks. 
some salvage from the toll to Neptune. 
ing width with traps aplenty. An unusual number of 
“bounds” to pile up the scores of average players. Attrac- 
tive, comfortable and homey club house. Spacious locker 
rooms. The course where the convention tournament was 
played. 


Superlatively Speaking 


man at the \. Wittke of The 
Shaw Blank Book Company division of the Wilson- 
He is seventy-nine years young. 


Oldest 
J. G 


Jones Company. 


convention: J. S 


Youngest person present: The enchanting baby of Mr. 
Mrs. R. B. National Blank Book 


Company, Holyoke, 


Schumacher of the 
Mass 

Tallest man at ccnvention: Jerry S. Sprott of the Lyon 
Metal \urora, Ill. Jerry looms up six feet 
three and one-quarter inches. Bill Cox 
They made a good pair. 


and 


Products, Ine 
is a sawed-off of 
only six, two and three-quarters. 

Man who has conventions: Joe 
Hildreth of the Esterbrook Steel Pen Manufacturing Com- 
them all. 


attended the most 


pany. Joe is the only man who has attended 


He's a charter member, too. 
C. W. Leonard of Leonard 
Twelve children look up 


Man with the largest family: 
& Company, Detroit stationers. 
to him as Dad. 

Man farthest from home: Giles B. Buck of the J. K. Gill 
Company, Portland, Ore. He traveled about three thou 
sand miles to get to the convention. 

Richest all denied it. 

Farthest Austin Leftwich of New Orleans, 


man: They 
south man: 


who took home the bacon. 


Handsomest man: 
Prettiest woman: 


He declined to pose. 

We refuse to commit ourselves. 
Man with the biggest smile: The General Manager. 
Men who made best time coming: W. H. Foster, 

Chairman of the Board, The General Fireproofing Com- 

pany, Youngstown, O., George Brainard, President of that 

company, and T. W. Norris, Columbian Art Works, Mil- 

waukee, all of whom came to the convention by airplane. 

Best dressed golfer: George E. Thom of Detroit. En- 
semble: Apple green check, with border of deeper green 
around edges of sweater, with stockings, cap and tie to 
Award and selection made by a committee con- 
sisting of Albert B. Abrams of The Modern Stationer; 
Donald C. Miller of Office Appliances, and Eugene Wil- 
loughby of Geyer’s Stationer. 

Worst dressed golfer: Above committee awarded the 
palm to Frank J. Koch of Des Moines, whose “ice cream 
pants, variegated with slashes of chocolate, vanilla, a little 
orange on the southwest side, and pistachio below the 
knees,” entitled him to foremost place in the classification. 

Lady with the shortest name: Miss Reba Ax of Gregory, 
Mayer & Thom Company, who assisted at the informa- 
tion desk provided for the ladies. 


match. 


Among the Missing 


It was a big, well-attended convention, but those of us 
who have been present at many of these events missed a 
number of valiant men and gracious women who are sel- 
dom absent. Among the past presidents of the Associa- 
tion who were, for one reason or another, unable to avail 
themselves of Detroit's fine hospitality were Fletcher B. 
Gibbs, Frank W. Bailey, Millington Lockwood, William J. 
Kennedy, William Henry Brooks, Charles L. Mitchell, J. 
Ogden Pierson, W. Neill Stewart and Robert D. Patter- 
The absence of each was regretted. 


Hoffman 


son, 


was missed 


The genial personality of P. A. 


by many friends, who rejoice, however, in the fact that 
he is improving in health and looks forward to complete 
recovery. He was well represented at the convention by 
his son, Harold Hoffman. 
x * * 
Among the missing were the Ed. Townes of Holyoke. 
Their absence left a vacancy. 
* * * 
Another pair who were missed were Will Ortel and his 
wife of Spokane. We hope that the attractions of New 
Orleans will draw them there next year. 
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And where were John M. Cooper, Mrs. Cooper and theit 


charming daughter? Their absence was noted, regretted 


and inquired about. Perhaps Mr. Cooper thought Atlanta 
already well enough represented by the presence of Ivan 
Allen and Charles Marshall 
> . * 
And Gustave Fischer of Hartford was not present. W<: 
don't know why 
+ . 
The absence of E. Y. Horder and Mrs. Horder was 


noted, but Harry explained that his father had to remain 
on the job while he and Fred Seymour with their respe« 


convention 


* . = 


tive wives attended the 


Another association wheelhorse of the Pacific Coast 


whose absence was regretted is Jim Ball of Portland, Or« 
* * 7 
B. A. Tuttle and Mrs. Tuttle were unable to be present, 
much to the regret of many friends. 
* * * 
Fred Christiansen of S. E. & M. Vernon was another 
absentee 
* * . 
Friends of Eugene Clarke of Memphis sincerely r¢ 


gretted his absence and the hope was expressed that he 


would soon recover from the illness with which he is 
afflicted 
* > * 
\ pair of convention veterans who were among th 
missing were ( K. Wadham and Mrs. Wadham. Mr 
Wadham, Mr. Hobbs and Mr. Wittke are the elders of the 


association 
* * * 


Walter A. Sheaffer, with his breezy good fellowship, was 
noted as among the absent 
* * * 


Another man active at previous conventions but not at 
was J. H 


Crucible Company 


this one Schermerhorn of the Joseph Dixon 


* * . 


and regretted the absence ol 


Dennison Manufacturing Com 


noted 
of the 


Golfers and others 


James R. Armington 


pany His work as head of the golf tournaments at pre 


vious conventions has contributed much to the success 


those occasions 
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Burgoyne been present he could have 


Leonard with a round dozen 


Had Sidney J. 
matched the family of C. W 


1! immediate descendants, but Sidney was not there. 


- * + 


Gash of George B. Hurd & Company was among 


Eddi« 


the missing. 


* ‘ . 


George B. Graff of Cambridge, Mass., was also not to 
be found in the lobby of the Book-Cadillac or anywhers 
else in Detroit, for that matter 

* ° * 
Another pair absentees were Sam Iseman of Rich- 


mond and Mrs. Iseman 


MacIntyre make his evident, 


Was rect rded 


failed to presence 
and his absence 


+ * * 


Miss A. M. Madden and her friend, Mrs. Johnson of 
Chicas were also noted among the absentees 
* * * 
Others among a number of convention veterans noted 


as absent included J. F. Molloy of Meriden, Conn.; George 
\. Nitschke, Automatic Pencil Sharpener Company, New 
York; Frank P. Swan of Huntington, W. Va 


Tehan of Charles M. Higgins & 


Harry G. 


Company, Brooklyn; 


Howard L. Watkins of Milwaukee, and Edward H. Wob 
ber of Wobber’s, Inc., San Francisco 
x x . 
Mrs. R. H. Baxter came with her husband Detroit, 


present at the convention. She was taken 


and Mr 


according to last 


intending to be 


violently ill on the Baxter took her to the 


Ford Hi 


recovering 


way 


spital, where reports she was 


Her many friends sincerely regretted her en 
forced abse nce 

+ « + 

Espenscheids, and Otto Wagner, 
[inois 


were the 
\. Nichols and 


magnetism ot 


And 
W. C. Jacquin, E 
\ssociation: We 
them 


where 
others from the 


New 


hope the Orleans 


will draw next year. 
* ‘ ‘ 


Duff 


General 1s 


missing was noted General J 


\W herever he 1s not, thre 


Finally among the 


Stuart of Vancouver 


always missed 


Glimpses 


} 


congratulations ol 


WATERMAN 


overy trom his 


receiving 


FRANK 


friends upon fine rex severe illness. 


RICHARD CARTER in rapt enjoyment of the fancy 
dancing at the Monday night entertainment. 

FRED COGGIN directing a line of porters at work 
unloading the Coggin family luggage from Harry Horder’s 
automobil 

MRS. HARRY HORDER in nifty golf outfit passing 
down the lobby 

MRS. RICHARD TOWNE and MISS ELIZABETH 
SMITH on stools in a drug store reveling in ice cream 
soda. 

AL SKIBBE driving four balls in succession out of 
bounds at Lochmoor and retaining his good humor. Yes, 


found ‘em all 
FRANK MORSE in lobby, dining room and convention 
hall searching for a lost hat. 
H. C. McPIKE a gesture to Neptune befor: 
driving toward a water hazard at Lochmoor. Rewarded 
MRS. FRANK RYAN displaying the first bridge priz« 
to a group of friends in the hotel lobby 
BERT ABRAMS doing a land office 


railroad certificates 


making 


business with the 


BILL SMITH demonstrating the Tally Tee to a group 
of golfers and explaining how the pencil points the direc- 
tion of the flying ball. 

JOE HILDRETH on his knees in his room. No, no! 
Reaching under the bureau for an elusive collar button 

LEW CHILDS greeting the rising sun and having a 


few pipefuls before breakfast 

MRS. HERBERT WITTSTEIN the center of an in- 
terested group of gallants in the hotel lobby. 

REGINALD TUSSING making a twenty-four 
on a Lochmoor green. Oh, boy! 

WILLIAM FOSTER and RALPH BAUER comparing 
neckties in a corner of the lobby. Huddelfield vs. Liberty. 

CHARLIE THOM bleeding from “ 
at Detroit Golf Club. Result of 
home in time for a party. 

IVAN ALLEN showing no evidence of broken arm and 


rib and mashed wrist and ankles accumulated in a series 


foot putt 


safety” razor wounds 


Swilt operations to get 


of accidents this summer, receiving congratulations of 
the lobby. 

EBERHARD FABER, RALPH 
ALLEN and CHARLIE THOM at the 


Rotary meeting at the Statler on Wednesday 


friends in 
BAI 


SATII 


ER, IVAN 


table at a 


NOVEMBER, 1930 


MRS. FRED SEYMOUR, smiling with amusement at 
the complimentary spoof of the toastmaster at the closing 
dinner. 

MR. AND MRS. HARVEY ROCKWELL and FRANK 


YAWMAN standing on chairs to see the shapely young 
women doing the acrobatic dance at the Monday night 
entertainment. 

MRS. W. E. STOCKETT 
a group of older folks in a corner of the lobby. 

MRS. E. 
of ladies at the tea at Lochmoor. 

CHARLEY GARVIN getting a big laugh out of ED. 


SELL. It may have started—“Once there was a traveling 


salesman.” 


receiving compliments from 


BAER in animated conversation 


with a trio * 
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MRS. SIDNEY COLLINS graciously reassuring an 
awkward waiter. 

HAROLD HAWKINS oblivious to all else in the hotel 
lobby before the bewitching smiles of a charming young 
woman, 

C. B. MATHES in action in a debate on Mussolini in 
the anteroom before the session. 

RALPH BAUER’S white shoes with dinner dress. No, 
Simply neglect to put black shoes 
Yes, Ralph’s own 


not the mode in Lynn. 
in the bag when leaving for Detroit. 
fault. 

EDDIE GUEST taking a practice swing before driving 
off at the Detroit Golf Club. 


Brevities 


Lyon Metal Products, Inc., of Aurora, Ill., whose exhibit 
of steel store equipment, bridge tables and folding chairs 
attracted much attention at the convention, offered a center 
score bridge set consisting of table and four steel folding 
arm chairs, which was awarded to Mrs. C. P. Garvin before 
the commencement of the banquet. 


. & Ss 


One of the high spots of the convention was the open 


display exhibit in the Italian room. This display was 
under the supervision of Fred Schaefer of the Sanford Ink 
study to the 


the Lyon 


Company, who has given a great deal of 
subject. Open display units were shown by 
Metal Products, Inc., Aurora, Ill.; Duluth Showcase Com- 
pany, Duluth, Minn.; Berger Manufacturing Company, Can- 
( hio, The 


Youngstown, Ohio. 


ton, and General Fireproofing Company of 


The sight and touch method of mer- 


chandising reduces selling costs, while increasing sales. 


The open display of Lyon Metal Products, Inc., included 
Each of 


the other exhibitors had interesting showings, all empha- 


table and wall equipment for different purposes. 


sizing the advantages of open display store equipment. In 


his report to the ‘convention, Mr. Schaefer said that the 


open display idea is in its infancy and that in the near 


future many stationers throughout the United States and 


Canada will make use of their association as a source of 


information for better and more modern store arrange- 


ment. The store arrangement fundamentals are very much 
the same in many retail businesses and many methods of 
frequently be 
reader to Mr. 


one line will 


We refer the 


display which will apply to 
equally applicable to others. 
Schaefer's report published on another page and suggest 


that it be carefully read. 


THE DAUGHTERS OF THE CHAIR- 
WOMEN.—tThey served, and also 
played bridge. Left to right: (Stand- 
ing): Mrs. Tait, Mrs. George Thom, 





While Office Appliances made a tour de force in the 
matter of convention pictures, there were several shots 
that failed. We extend apologies to those whose pictures 
were attempted without happy results. We'll lay it to the 
fog—delightful in its coolness, but of no great use in quick 
picture-making. 

* * + 

The choice of New Orleans as the next convention city 
met with quite universal approval. Many have never had 
the opportunity to visit the Crescent City and are eager to 
spend a week there and to discover at first hand its many 
points and phases of interest. The city has a big and 
progressive lot of stationers who will do everything pos- 
sible to make the 1931 convention an outstanding success. 

* + + 

The choice of Clifton Wilson as president was a fore- 
gone conclusion, but nevertheless there were many expres- 
sions of satisfaction over his election and that of the other 
officers. It is considered that the Association has a strong 
staff of executives able to cope with any problem that may 
come before them. Mr. Wilson's experience and the suc- 
cess with which he has handled association work in the 
Lone Star State constitute a happy augury for the future. 

7. * * 

The Cole Steel Equipment Company, 33 Crescent street, 
Long Island City, N. Y., through their representative, Mr. 
Jefferson, who attended the convention at Detroit, took 
the registration on Tuesday morning and sent the follow- 
ing night letter to each one of the persons registered: 

“Good morning stop an important announcement is 
made on page 33 of Geyer’s Convention Daily stop don’t 
fail to see it as it is well worth looking into and acting 
on immediately stop get your copy of Geyer’s Convention 
Daily now and turn to page 33.” 


Miss Evelyn Meyer and Miss Hamil- 

ton. (Sitting) Miss Backus, Mrs. L. 

W. Gray, Miss Emery and Mrs. 
Arthur Greenfield. 
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REPORTS OF OFFICERS 


President’s Report 


The underlying principle of a trade association is to improve, through 
collective effort, the conditions under which the individual member operates 
his business; and in so doing help increase the degree of certainty of a 
fair financial return from his investment 
at Montreal you elected me to the Presidency of this Asso 

and affairs until this 
For this great honor I have honestly endeavored to reciprocate, and 


A year ago 


clation charged me with the responsibility of its 
time 
have given by far the greater portion of my time these twelve months to 
the duties of this office. It has not been an easy task to attempt to follow 
the fine examples set by those gentlemen whom you know so well It is 


the purpose of this report to review for you the major activities of our 

Association for the year just closed In the hope that the actions of your 

president and other executive officers will have met with your approval 
May I, at this time, give the fullest 


mittee and the other officers for the important part they have so well fille 


recognition to my Executive Com 


in the work we have undertaken Their judgment and counsel have 


always been a determining factor in our decisions 
Recause of the National 


membership has 


increasing importance of our magazine, the 


this Association, our been 


informed from month to month of the activities of the officers and 


Stationer, in the life of 
promptly 
unnecessary for 
work be 


committees throughout the country It will therefore be 


me to recite in detail a great many facts in connection with my 
given them 

which I feel is very efficiently managed and edited, is 
While it is not intended to make the National Sta 
Association, the fact that it has been 
time 


cause of the publicity already 


This magazine 
now self-sustaining 


tioner a source of revenue for the 


put on a paying basis within such a comparatively short space of 


would indicate that there is a real need for this Association organ in the 
conduct of our affairs In addition to its usual interesting and instructive 


features, it is now carrying each month a section of the Stationer sales 


book which, when finished, will be the only complete sales manual of the 
The paid circulation of the magazine 


tationery business in this country 


is now 4000 


copies 


In planning a program for the year, we have had a definite ambition 
ind that was to render to our retail membership a comprehensive service 
important, especially of 


and 


Their problems, which have become increasingly 


late years, had to be faced squarely There has gradually developed 


justifiably so, an attitude of unrest and disappointment, brought about by 


a number of factors both in and outside of their ranks. Noticeably among 
these were the need of re-established confidence in each other with refer 
the serious effect of inequitable distribution 


and the realiza 


ence to their local situations ; 


methods indulged in by some manufacturers and jobbers; 
tion of the need of a better defense and attack against the competition of 


the strong direct seller and chain store methods of doing business 

It seemed to your executive officers that the soundest basis on which we 
could build a relief program was through unanimity of action by the retail 
themselves was developed at first Re 
Meeting, held Springfield It 
presented to the Board of Control at its annual meeting in Washington on 
10th and lith 


Division of the 


dealers such a plan 


District No. 1 at 


Fortunately 


gional this year in was 


and unanimously adopted, thereby organizing the 
National 


February 
Retail 


ments of this new 


Stationers Association The accomplish 


Division have already been far reaching, although only 


the beginning of the work to be done during the coming year Its history 


its plans and results will be reviewed by its Chairman, Mr. E. C. Wi'son, 
our Third Vice 


Notable in the list of 


President, on Tuesday 
and I 


might say a direct result of the influence of the Retail Division, has been 


important achievements during the year, 
the successful organization of the Loose Leaf Division (which now includes 
blank books) 


turers were 


The first meeting, to which all of the loose leaf manufac 


invited, was held in our Washington office at the time of the 


Board of Control meeting on February 12th. Some of the principals did 
not appear, and among those who were present there were doubts as to 
the success of our plan As the result of three conferences, the last of 
which we held on September 11-12-13 in New York City, this Division of 


our industry has been organized, financed by itself, and is functioning in 
Our General Matiager is their paid Chair 


this 


a tremendously important way 


man It is my candid opinion that the manufacturers of importint 


commodity realize that their progress lies with retail distribution and that 


they are now observing this policy to the very best of their ability 


May I recommend that the purpose of our Association will be greatly en- 


hanced if, in the coming year, a serious attempt be made to organize 


other important manufacturing branches of our industry, using the loose 
leaf 


improvement in the distribution methods of some of the other large manu 


group as a model Your officers readily recognize the dire need for 


facturing div ms of our business, and have been exerting all of our 
efforts to prevail upon them to co-operate with us as the loose leaf people 
have done 

It is my opinion that those manufacturers who are evasive and who do 


not give heed to the warning note that is sounded over the entire country 


against direct selling will find their business seriously menaced by the 


continued pursuit of this ambiguous policy 
The Retail Stationers of the U. S. and Canada are 
recognized as the legitimate channel for the distribution of 


determined to be 
their manu- 
facturers’ products 

One of the most lucrative and most deserving fields for constructive help 
Here a bad condition is grow- 
until the manufacturers 
agreement with their jobbers as to the fair 


from the manufacturers is the west coast 
ing worse, and I believe will continue to do so 
can come to a satisfactory 
method of distributing their products In this section 


for the jobber in this locality, and the 


There seems to be 
manufacturer, in 
rights and their 

When this is 
business and 


a logical need 
return for this recognize the 
need for other than and pick-up 
accomplished, the jobber will not infringe on the retailers 


service, should jobbers’ 


small orders business 
harmony and prosperity will prevail in the stationery business on the west 
coast 

A subject of universal interest at most every Regional Meeting is that of 
It has been carefully investigated, and our con 
available source It is vital to all 
An exposition of our find- 


Salesmen’s Compensation 
clusions have been drawn from every 
of us and should be continued in our program 
ings and a general discussion of the topic will take place tomorrow 
Store arrangement and display of merchandise has been given an impor 
programs this year At the outset we ap- 
to study, but to serve our membership in 


tant our regional 
pointed 


planning and improving their stores with regard to appearance and sales 


position in 
a committee, not only 


appeal. The response with which this service was met is convincing to us 
of the need of continuing it as an important work of our Association. An 
excellent report, together with proven recommendations, will be given by 
the Chairman further support of this significant 
have prepared for inspection and study a remarkably 
This exhibit, 
members of our 


of this Committee In 
subject, we fine ex- 
hibit of store fixtures and display devices 

ticipated in by several all of 
Association, is located in the Italian Garden on this floor and will be open 


which is par 


manufacturers, whom are 
during the entire convention 

While on the subject of store arrangement and display, 
believe that 
city are 


I offer this 
stationery 


may 


suggestion I the days of the purely commercial 


store in the numbered I have observed in the cities 


visited this year that the stores which confine their stocks to purely com- 


average 


items are serving a much smaller number of customers 
merchan- 


mercial stationery 
stores which have added other lines of gift and luxury 
both men 


advantageously 


than the 


kindred to our business We should appeal to and 
women If our ambitions are for new 
located, the increased rent and other expenses incident to these up-to-date 
establishments must come from sales made to other than the limited number 


This reference 


dise so 


and better stores 


of commercial office supply buyers there are to draw from 


is, of course, made to the store that is presumed to support itself on its 
own direct business 
from the Na- 


fine one 


and more valuable service 
behind this book is a 
not had 


The opportunity for a broader 
The idea 


now we 


Is apparent very 
that 


some of the manufacturers. The 


tional Index 


but it is unfortunate even have ‘o-operation from 


National Index, to serve its purpose, must 


be complete with the line of every manufacturer of important items in this 


business When this is done, larger binders and a new index will be 
required 
Commercial Furniture and Filing supplies are major lines which are 


still missing from the Index A comparative table of corresponding num- 


ber of all manufacturers of these lines would be a valuable asset to the 
book 
The 


carry the catalogues and price lists of the entire office equipment industry 


Information Bureau has been completely reorganized and its files 


and an accurate cross index by subjects. The continued increase in in- 
quiries made of this Bureau indicates that the service it renders is highly 
valued by our membership, both large and small 

At the Montreal 


appointment of a Trade Relations Committee to consider the 


Convention the Retailers Conference authorized the 
advisability of 
calling a Trade Practice Conference 

At the Board of Control Meeting held in Washington in February of this 
year, a very thorough examination of the entire Trade Practice matter was 
made. At this meeting we had the benefit of the opinions of all of the 
Regional Governors, the Executive Committee, and the Officers, as well as 
from the Trade Division of the U. 8 
Federal 


cause of the lack of thorough co-operation between the Federal Trade Com- 


representatives Practice Chamber 


of Commerce and the Trade Commission We were advised, be- 
sensible not to 
Practice Conference for the present. We also had in 
Henry P. Fowler of the U. 8 


Chamber of Commerce, who has just returned from an important meeting 


mission and the Department of Justice, that it would be 
apply for a Trade 
mind the present pending litigation. Mr 


of the American Trade Association Executives, will address us today on the 
present status of Trade Practice Conferences 
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SNAPSHOTS OF CONVENTIONITES IS 
DETROIT 


SURROUNDED BY 
THEATRE AND BUSINESS DISTRICT 


man and Erbe Manufacturing Company; Mr. and Mrs 
hammer, Northwestern Furniture Company, Milwaukee, Wisc 
Company, St. Paul, Minn.; Mr. and Mrs. L. A. Hawkes, C. 
& Baum Stationery Company, Milwaukee, Wisc. ; E. M 





Top row, from 
Loose Leaf Company, Milwaukee, Wisc. ; Herbert Buhler, Secretary-Treasurer, Duncan & Smith, Inc., 
Warren R. Carlin, Art Metal Construction Company, Detroit, and C. A. 
Bottom row, left to right: 
Howard Hunt Pen Company, Camden, N. J.; Stafford Siekert, Siekert 
Hansen, Miller-Davis Company, Minneapolis, Minn., and Homer F. Miller, 


vw 


- Qe 


> 





A VIEW OF GRAND CIRCUS PARK, IN THE HEART OF THE 


Harold E. Hawkins, Vice-President, Stationers 
Detroit ; George Leebody, Yaw- 
Netz- 
Balch, Quality Park Envelope 


left to right: 


Harry W 


President, The Miller Stationery Company, Dayton, Ohio. 


One of the 
year is the suits at law and equity which are now pending against the Asso- 
known as the Sidney- 


most important matters to come before our Convention this 


ciation and thirteen other defendants, commonly 
The origin of these cases, the manner in which they have 
a Committee, composed of F. P. Seymour and 


Morris cases 
been handled for us by 
C. C. Carpenter, appointed at the Boston Convention is familiar in detail 
to all of us 

I believe that up until now no suitable recognition has been made of the 
A resolution 


important work these two gentlemen have performed for us 


would be in order 

Shortly after the Montreal Convention, Judge Carpenter sustained a 
demurrer by the defendants to plaintiff’s cause of action in the U. 8. Dis- 
Upon review by the Appellate Court, Judge Carpenter's deci- 
sion was not upheld, and it was ruled that based on the plaintiff’s claim, 
there was a cause of action and that the cases would have to be tried on 


trict Court 


the facts It is reported that this case is set for trial about November 
10th 

The important matter to come before this session is the financing of our 
defense. Provision for this heavy obligation must be determined upon at 
this time as the Association, through its ordinary source of income, cannot 
possibly defray this expense. The entire procedure in these cases to date 
will be reviewed and presented to you later 

The Regional plan of organization, as adopted by this Association six 
years ago, has proven itself one of the most constructive and beneficial 
moves we have made. The reference to past records shows that the at 
tendance at the Regional Meetings held this year has been considerably in 
excess of any previous year. The most encouraging announcement I have 
to make is that the dealer attendance at the Regional Meetings has been 
much larger than the attendance by manufacturers and travelers The 
figures we have prepared show a total of 1745 people at all of the Regional 
Meetings, 1005 of which were dealers and 740 of which were manufac- 
turers, jobbers and traveling men. This is conclusive evidence that through 
these meetings, scattered in strategic points over the country, we are able 
to contact over three times as many dealers as are usually in attendance at 
the National Conventions. In any number of instances dealers have told 
me that they received more direct benefit for their own businesses from 
these local meetings than was possible for them to obtain from a national 
meeting 

The success with which the Regional Meetings have been conducted 
this year is the direct result of the efforts of our fine Board of Governors 
Without exception the work of these men has been extremely instrumental 


in developing the program of the Association this year and promoting to a 


marked degree the favorable attitude with which our projects have been 
accepted. 

A noteworthy adjunct to the work of these Governors has been the trav 
elers’ clubs, whose interest in the success of the meetings has been so 
definitely demonstrated. Several new clubs have been formed during the 
past year, and the districts so favored have materially profited from their 
co-operation. 

To make the meetings more accessible, certain revisions in the boundary 
lines of some districts have been thought advisable. Our recommendations 
on these changes have been formally approved by the Board of Control. 

The situation with regard to membership and finance is in a very healthy 
state. While we have lost quite a few members, due principally to unfor- 
tunate business conditions over the entire country, new members taken in 
this year have more than offset the loss, and our present membership roll 
is in excess of what it was a year ago. The financial status of the Asso- 
ciation, as you will gather from the treasurer's report, is a very healthy 
one, our receipts having been higher and our expenses lower ‘than during 
the year preceding. 

In attending four conferences of the Executive Committee, together with 
the other trips that I have made, which include all but one Regional Meet- 
ing, I have traveled approximately 20,000 miles. 

It is my suggestion, as I believe it was that of my predecessor, that ar- 
rangements be made whereby it will not be necessary for the president to 
spend as much time away from his business as I have had to give this 
year. It is a hardship which I think can be overcome. 

A marked forward step has been made in Association activity this year, 
and this improvement, so evident in every section of the country that I 
have visited, is principally due to the excellent management and sensible 
initiative of the man it is our good fortune to have as Secretary and Gen- 
eral Manager. I have leaned heavily on him, and it is my opinion that 
with every year he continues in his present capacity, the National Sta- 
tioners Association will consistently progress. 

In conclusion, may I suggest that the accomplishments of this, our Silver 
Anniversary Convention, rest with you, as has every undertaking we have 
sponsored for improving conditions in our industry. Your earnest partici- 
pation in the sessions is asked for. Your returns will be in ratie as you 
give. 

I feel just that way about myself. The year has been very full for me, 
crowded with work and likewise with opportunities. I am not concerned 
about the time nor the work I have given. My reward has been more than 
ample if the record of the past year is, in a measure, comparable to that 
of those gentlemen whom I have had the honor to succeed. 

ARTHUR J. WALKER. 
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Secretary and General Manager’s Report 


As I review the past twelve months, it seems to me as if I have been 
sitting in an observation tower high above the merchandising battleground 
watching the advances of modern and unique methods of merchandising 
and the retreat-—I might say the reluctant retreat—of an army of old 
methods, inadequate equipment and old time methods of thought I have 
seen new equipment, new ammunition and new viewpoints advancing all 
along the line, arm in arm with the progressive merchant in our trade 
I have seen courage exhibited, vision displayed and initiative in action 
during a time when business has been anything but easy to get You 
gentlemen have come from the four points of the stationery compass. You 
have come here to mingle fraternally with the other people in our busi 
ness, to exchange information, to observe progress and to plan for the 
future As I view the picture, your time is tremendously valuable, and 
while I might get a certain degree of satisfaction in pointing out to you 
certain progressive results that the administration and the business office 
of this Association feel have been achieved during the past twelve months, 
there is an old Chinese saying that ‘‘there is no nourishment in the meals 
of yesterday So, we shall submit to you at the end of this report, very 
briefly, the condition of this Association, but, begging your indulgence, I 
should like to submit at this time as the major part of my report, the 
observation that I have been able to make, not only from my tower of 
observation where I have been able to review the ever-quickening pro 
cession of progress and development, but also in our contacts on the firing 
line the country over 

No report from this office would be complete or even of real moment 
without reference to the men who have given so liberally of their time, 
ability and effort to the work of this Association The names of those who 
ship through all the years of constructive effort are 
This year we add another shining name to 
Walker, of Min 
Printing 


have steered the 
known to every one of you 
Gentlemen, I give you Arthur J 


Manager of the Farnham 


the illustrious list 
neapolis, Vice-President and General 
and Stationery Company, Our President 

In a year of business uneasiness and depression, Arthur has, by prodi 
gious effort, accomplished a great job He had a business to take car 
of, even as every one of you He had to face the troublous conditions 
that have confronted you all. Yet, he has given a marvelous contribution 
to the cause of Trade Progress in the splendid leadership that he has 
given to our Association 
meeting He has also made 


He attended regional 


special and divisional nfeetings and has traveled nearly 20,000 miles to do 


practically every 
this work 

We of the business office knew him well before we became so closely 
associated during the past year and we have come to love him for the 
Shoulder to shoulder 
splendid Waddy, Mr 

ready to respond to every request made of them, 
active in the work and not 


man that he is and the things that he has done 
with him has been a Executive Committee—Mr 
Marshall and Mr. Little 
generous in suggestions and co-operation, 
counting the personal cost in time, effort or material things, these men 
have given their best and, gentlemen, their best is a best to be reckoned 
with 

Marching with these sterling leaders have been your Governors and 
Officers, and here, again, we have had a type of co-operation and high 
quality manpower that I believe would be hard to find in any other busi 
ness I know anything about. The entire list of Officers and Committees 
have been working the whole year through as a unit and with one ideal 
Business 


in view Progress in the Stationery 


We are particularly appreciative of the work done by Mr. E. Clifton 
Wilson, our Third Vice-President, who has been a tower of strength, a 
kindly counselor and a contributing factor to the success of the adminis 
tration 

I could go on and name man after man in this business and in th 
group who have given of their best, spared no time, effort or ability in th 
furtherance of the work of building a greater and more prosperous business 
but you are familiar with the names of these men and much as I wou'd 
like to go Into the details of the work done, I must get on with this report 

Gentlemen, I am thoroughly convinced that we are on the road to a 


this business 


new alignment Ir that there is rapidly becoming establishod 
a distinctive type of merchant in our trade, known as the commercial sta 
I am convinced that this type of merchant has 


little in common with the storekeeper of yesterday who handled the goods 


tioner and office equipper 
that seemed easiest to sell, but by reason of their very easiness of mer 
chandising, have become the prey of those who prefer to concentrate or 
large gross of business and large turnover of merchandise rather than on 
the production of profit 

So it is that as I view this new merchant, I believe that in him and 
through him lies the path to a greater prosperity, a greater business and 
a more profitable business than we have ever known before It seems to 
me that more and more this Association is becoming a group of just such 
merchants and a group of manufacturers who find that their most economic 
distribution outlet is through merchants of this type. I see in the stores of 
these merchants a battleground of commodities I see a constant'y grow 


ing tendency on the part of these merchants to study the merchandise that 


they can handle most profitably and the application of their sales effort 
in the relative importance that the merchandise bears to the possibility of 
profit Business exists on profit and while governmental restriction at 
times seems to be built in the direction of depreciating profit in business, 
I do not believe it is the intention of the government or any other phase 
of business life to overlook the fact that without profit, no dusiness can 
exist and without profit there can be no growth in the business community 
of any country 

I want to attempt to relate in this report my observation on the progress 
of the business with a prophetic tone in regard to the future of our busi- 
ness and the part that the National Stationers Association can play in its 
progress Naturally, with the store of the commercial stationer developing 
into a battleground of commodities, it is obvious that the group of com 
modity manufacturers doing the best job to develop dealer distribution can 
expect the best results in this constantly growing battle. The public must 
be served The public can be best served by prosperous businesses and 
therefore, in the developing of prosperous businesses, we are developing a 
better service to the public, a more productive place for ourselves in the 
business world and a greater opportunity for more people to participate 
in the furnishing of tools to those some 5,000,000 office workers whose 
numbers have grown and grown and grown with the development of modern 
business until there are 5,000,000 of them as against 6,000,000 farmers in 
When we consider this comparison, we are, of necessity, 
business requiring 


this country 
confronted with the fact that with the operation of 
this tremendous army of workers, so again it becomes obvious that they 
are going to be considered more and more in the law making of the 
country 

Modern business is a wondrous thing. It changes day by day and in the 
hands of those who have the making and merchandising of business too's 
and business supplies that will increase the per capita productiveness of 
the individual office worker, lies the possibility for a tremendous progress 
We believe that this Association is blazing a new trail. We believe that 
the deliberations of this Association devoted to the development of dealer 
distribution, of greater service to the public, of more productivity for th 
office worker, are a distinct contribution to the welfare of the business 
body as a whole We believe that we must build our castles high for 


business men who see something more in 


our ideals must be those of 
the business than the daily job and can look out and beyond that and 


see the building of a monument to progress through their individual! effort 


So it is in this Association that this year there has been organized the 
Retail Division. Why a Retail Division? All business is departmentized 
today and it is quite the sensible thing for the trade association in a busi 
ness to be departmentized also. So that our Retail Division becomes our 
Retail Department What can this Retail Department do’? It can con- 
sider and develop everything having to do with better dealer distribution, 
with a better recognition on the part of all concerned in the making and 
selling of merchandise and as to its possibility ; the education of salesmen ; 
research into the cost of doing business; research into the reduction of 
overhead in order that the business may serve the public better; research 
into compensation for all those engaged in the business and compensation 
considered from the standpoint of the boss as well as the em- 
new methods of display and store arrangement; th 
depart 


must be 
ployee or associate ; 
study of the things that have made for success in other businesses ; 
mentising of the business; a study into the profit possibilities of each 
of the departments; and a closer sales promotive co-operation between the 
maker and the seller in that the merchandising circle may be strong, 
productive and progressive. 

On the other side of the fence, I give you a picture of a Loose Leaf 
Division. The Loose Leaf manufacturers gathered together to endeavor to 
work with their dealers in such a way that there may be built up all over 
this country a stronger and more aggressive sales opposition on the part of 
dealer distributors toward those firms who find the method of direct selling 
more to their liking. Again, in this Division, we find the desire to develop 
the education of salesmen, to develop a study of the department, to de 
velop ways and means so that dealers of different classes may be encour- 
aged to develop this great and important department of the business A 
constructive effort all along the line. We find the Office Furniture group, 
both steel and wood, with organizations devoting their time to a study of 
the problems of their dealers, participating at the present time in adver 
tising campaigns to draw the attention of the buying public to the latest 
development in these commodities and it is our hope that both of these 
groups, in the development of their plans for larger consumption of office 
equipment, will take into consideration the fact that in the possibilities for 
success that are apparent in the method of these two manufacturing groups, 
there should be taken into consideration at all times the thoughts, ideas 
and possibilities as expressed by the dealers themselves. It seems to me 
that in the development of any campaign for the increased consumption of 
any particular commodity, that the dealer group should participate in the 
deliberations, should know what is to be done and his advice considered 
as an important part of the merchandising circle, for, without him, the 
manufacturer who sells through dealers cannot exist; and I believe it is 


(Turn to page 179, please) 
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Some of the Winners 





Upper picture: Some of the Winners of Bridge Prizes at the De 

troit Golf Club: Left to right—Mrs. Frank Ryan, Chicago; Mrs. 

W. R. Carlin, Detroit; Mrs. Frye, Detroit, and Mrs. C. C. Car 

penter, Chicago. Below Mrs. Gregory’s smile was a winner every 

where, and Frank Ryan and Mrs. Ryan were winners at goif and 
cards, respectively 


39 


Some of the Headliners 





Above we observe three men prominent at nearly every convention 
Top: Ivan Allen and Eberhard Faber. Below: Ralph 8S. Bauer 
formerly His Honor, the Mayor of Lynn, Mass. 


First Vice-President’s Report 


GENTLEMEN As I present my report, it is with a feeling that not 
withstanding the business depression which has been existent during a 
good part of the current year, nevertheless, the National Stationers’ As- 
sociation has made recognizable progress. As briefly as possible, I want 
to point out the high-lights of the year’s work and make some sugges- 
tions having to do with the future work of the Manufacturers’ Division 

First effective works of the Asso- 
ciation during the current year, as it affects the interests of the Manu- 
creation of a Stationer-Sales Book, an install- 
National Stationer, and is 


unquestionably, one of the most 


facturers, has been the 
month in the 
entire retail membership of the Association, but 


ment of which appears every 
reaching not only the 
also two thousand Stationers who are contacted through local associa- 
tions and some two thousand retail salesmen 

This work of bringing to the attention of the sales forces of the Retail 
Stationer, the various commodities made by the manufacturers of this 


Association, is not only having its effect, but has attracted the atten- 


tion of other associations, who see in this a new method of sales edu- 
cation that cannot fail to be productive and helpful 

Secondly—during the year, General Manager Garvin has written a 
series of commodity articles which have appeared in the magazine Sys- 
tem, under a department known as ‘‘Tools of Business from Your Sta- 
tioner These articles cover a wide range of commodities and their 


application to the needs of the consumer and are reaching approximately 


50,000 prospective buyers a month 
This is undoubtedly the first effort that has ever been made to bring 


Stationery, office equipment and allied lines as an industry, to the at- 


tention of the buying public 
Thirdly 


Division of the 


year a Retail 
itcelf to the 


Research in many directions is being 


there has been 
National 


irticular problems of the 


organized during the current 


Association, which is devoting 


retailer 


conducted under the Retail Division, although it has only been organized 
within the last six months. 

During the coming year, unquestionably, this will provide a very great 
help to manufacturers in the information that will come out of the 
Division having to do with greater sales of the commodities which we all 
manufacture 

Your presiding officer attended the following meetings during the year: 

Annual Banquet, New York Stationers’ Association. 

Banquet to Mortimer W. Byers, by New York Sta. Assn. 

Annual Banquet, Philadelphia Stationers’ Association. 

Annual Banquet, Boston Stationers’ Association. 

Regional Meeting, Dist. No. 1, Springfield, Mass. 

Annual Banquet, Capitol Stationers’ Association, Albany, N. Y. 

Regional Meeting, Dist. No. 2, Utica, N. Y. 

Regional Meeting, Dist. No. 3, Washington, D. C. 

Regional Meeting, Dist. No. 4, Nashville, Tenn. 

Regional Meeting, Dist. No. 9, San Antonio, Texas. 

No. 5, Cleveland, Ohio. 
No. 7, St. Paul, Minn. 

Regional Meeting, Dist. No. 6, Milwaukee, Wis 

Regional Meeting, Dist. No. 8, St. Joseph, Mo 

Regional Meeting, Dist. No. 10, Denver, Colo., and 2 Executive Com- 

mittee Meetings at Washington, D. C 

All records for attendance were broken at the Regional Meetings. Over 
1,000 retailers and over 700 manufacturers went to make up the at- 
tendance at these meetings. Of course, there was a good deal of dupli- 
cation in the manufacturer attendance, but the retail attendance means 
that over 1,000 retailers were counted by the National Association during 
the current year and a splendid program was presented in which the 
manufacturers, as well as dealers, were most prominent and lent their 


Regional Meeting, Dist 
Regional Meeting, Dist 
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4 PAGE OF CONVENTION FOLK, MOSTLY OF THE GENTLER SEX Top row Mrs. E. H. Sell and Mrs. W. R. Gregory Mrs. ¢ B. Mathes and Mrs. W. 3 — 
Diehl; M Grant fi 1; M Cecile Abbott, of the Wabash Cabinet ¢ Wabash, Ind Mrs. E. Clifton Wilson and Mrs. Arthur J. Walker. Middle row: MB Wall 
und Mrs. C. B Math if the Conklin Pen Co., Toledo; Mr. and Mrs. J. T. McLaughlin, of the Filing Equipment Bureau, Boston; Mrs. H. H. Wittstein, of CB Va 

nat nd Frat J. Yawman, Yawman & Erbe Manufacturing Co., Rochester Lower row Four from Chicago—-Harry and Mr Horder, Mrs. Coggin and Frm yp. 


Mr. and Mr Fred W. James, Mrs. C. R. Weaver and C. R. Weaver—all G.-F. dealers at Youngstown; Mrs. Elizabeth A. Miller and Mr. and Mrs. Hom 
F. Miller, of Dayton, O. 





WHERE C. A. H. THOM AND W. P. WADDY APPEAR IN A PAGE OF LADIES -Top row, left to right: Mrs. Harry Lyon, Mrs. Andrew Geyer, Mrs. 8. E. Collins 


rs. W (standing), and Mrs. J. E. Neary ; Mrs. Gregory, Mrs. Koehn, Mrs. Thompson, C. A. H. Thom and Mrs. H. H. Kleinschmidt; Mrs. James Frye, Mrs. L. A. Hawkes, Mrs 
row M Wallace Lovett and Mrs. Herman Pric« Second row from top: Mrs. Baylis and Mrs. Gosiger; Mrs. Wittstein; Mrs. E. B. Healy; Mrs. C. A. H. Thom; Mrs. Ray 
n. of Cie Schumacher ‘e Bieser and Mrs. Richard Towne. Third row Standing, left to right—Mrs. C. E. Davis, Mrs. Paul A. Gosiger, Mrs. H. T. Baylis; sitting 
nd Fre ; ind Mrs. W. R. Diehl; standing—-Mrs. E. I. Baer and Mrs. Alvah Bushnell; sitting—Mrs. L. H. Levy and Mrs. H. H. Herr; Mrs. Walker and 
— row Mrs. Tracy Higgins and Mrs. H. L. Murdoch; Mrs. Harrie Copeland, Mrs. C. C. Carpenter, W. P. Waddy and Mrs. F. P. Seymour; Mrs 
rs. Home C. B. Mathes, Mrs. F. W. Daub and Mrs. F. 0. Dennis 
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every co-operation, and undoubtedly, found a great deal of benefit in the 
meetings 

The interests of this Manufacturing Division are so varied that many 
details will have to be gradually worked out before we can get to func 
tioning in the profitable way, both from our own standpoint and 
from the standpoint of our distributors 

It is the belief of 
modity groups should go on, and by the Manufacturers 

The Blank Book division 
current year, and should 
divisions to organize as this Division has organized, under the Chairman 


most 


your Chairman, that the work of developing com 
during the 


other 


success of the Loose Leaf and 


which is now apparent, encourage the 
ship of the General Manager and under the guidance of the business office, 
in that a greater and more profitable tie-up may be established between the 
dealers and the Manufacturers, for the upbuilding of business in all the 
groups 

It should be 
finds his store the battle-ground between many 


kept in mind that the average stationer, through no fault 
of his own commodities, 
and unquestionably, the developing of groups in this Division would help 
to make possible more concentration on the part of the dealers in reference 
to the various groups, more efficient and concentrated sales education for 


the clerks, and would enable each group to consider its own peculiar 


problems in conference 

A Committee has been appointed in this Division, that will present a 
Code of Ethics for this body to consider 

More than fifty for years, successfully 
forms of co-operative advertising, and I will 
Garvin for the work already 
and that a Committee on Advertising be appointed 
General Manager, to determine 


engaged in dif 
recommend that this 


industries have, 
ferent 
Division commend Mr begun in System, 
which costs us nothing, 
from this Division, to confer with the 
whether or not, a program of Industrial Advertising is feasible 

It is the belief of your Chairman that the Manufacturers can add to 


the value of Regional Meetings, by co-operating with the Regional Gov- 


OFFICE APPLIANCES 


with the view of conducting sales meetings in each city, in which 
carried out in Dis- 


ernors, 
the Regional Meeting is held 
trict No. 5, two years ago 
ducted These 
conflict with the 
salesmen 

This will give many salesmen an opportunity to meet the national officers, 


This was successfully 
meetings are con- 
that will not 
outside 


In most districts, two day 
meetings can be held on the night 
be attended by store and 


sales 
banquet and can 


and acquaint them with association activities 
I also recommend that the different groups get together and be prepared 
to furnish General Manager Garvin with specific information that will be 
helpful to him in the preparation of his copy for the magazine System 
There should be a Committee in each group to contact with the Gen- 
eral Manager to see that each group gets its share of the benefits that 
can come from this progressive work 
should go into conference with dealers to find out their 
ideas as to whether our methods of directing business at the present time, 
helpful I think this 
helps and dealer 
and that plans 


1 believe we 


national advertising, are acceptable and 
Committee should 
advertising, which are now furnished by the manufacturer, 


should be devised to be followed that will be most productive from both 


in our 


also consider the matter of dealer 


angles 

This meeting is intended to give the Manufacturers an opportunity to 
consider their particular this 
meeting we should definite 
sented to one of the sessions of the retailers at this Convention, so that 


discuss and own problems and out of 


bring recommendations which can be pre- 
a plan for manufacturer-dealer co-operation, for better sales and larger 
and more profitable business can be formulated and carried out by the 


business office of the Association during the year 


Treasurer’s and Auditor’s Reports 


For Year Ending September 30, 1930 
Balance in hands of Treasurer Oct. 1, 1929 -$ 4,491.91 
Office Cash ... ; . . ‘ , , 189.51 
Total ‘ er sessecoocescase ge aaneean 
Total Receipts for period ° . 11,328.61 
Total . $46,310.03 
Total Disbursements for period 40,712.43 
Balance in hands of Treasurer Sept. 30, 1930 : $ 5,248.55 
Office Cash ° ‘ : 349.05 


5,597.60 


Balance ¢ 
CHARLES A. STOTT 


* Total 
—_ 


Auditor’s Report 
WAYNE KENDRICK 
Certified Public Accountant 
Rust Building 
WASHINGTON, D.C 
October 3, 1930 
Mr. CHARLES P. GARVIN, General Manager 
National Stationers Association, 
Washington, D. C 
Dear St 
We have audited the 
the National 
1930, and 
we certify to correctly 
1930 


records of the Treasurer and General Manager of 


Stationers Association for the year ended September 30 


submit herewith the following exhibits and schedules, whic! 


show the financial position of the Association as 
at September 30 and the result of its operations for the year ended 
on the same date, subject to the comments given herewith 


Exhibit \ Balance Sheet, 


Reports of Budget and 


The Secretary Mr. Faber has asked me to submit the report of the 

Budget Committee for 1930-31, which is as follows 
Salaries and Pay Roll £21,000 
Rent and Light 2 400 
Office Expenses 2 400 
Traveling Expenses 1,600 
Stationery and Printing 1.000 
Regional Districting Expens« 1.500 
Dues and Subscriptions 250 
Contingencies : - 3,250 
. $39,400 


Total 


Respectfully submitted, 
By EDWARD L. LITTLE, 
First Vice-President 
As at September 30, 1930 


Exhibit ‘‘B’’—Statement of Operations, 
For the year ended September 30, 1930 


Exhibit ‘‘C’’—Summary of Cash Receipts and Disbursements, 


For the year ended September 30, 1930 
Schedule ‘‘1’’—Cash Receipts and Disbursements, 

National Research Committee Fund 

For the year ended September 30, 1930 


COMMENTS 


The record of collections of members’ dues was tested by detailed com- 
parison with official membership roll of the Association for the states of 
New York and Pennsylvania as listed in the 1929-30 edition of ‘‘Who's 
Who in the Stationery and Office World’ and 
recorded. No attempt was made to set up unpaid or delinquent 


Equipment found to be 
properly 
dues in this accounting 

From the information available it was found impractical to audit the 
fund of the Montreal, Canada, convention 

The Manufacturers’ Fund is no longer in existence 

The National Research Committee Fund was carried as a 


After November Ist this account had served 


separate one 
during part of this year 
its purpose and the few receipts and disbursements after this date were 
carried in the books with Schedule 


1"’ gives a record of this fund while it was carried as 


their other accounts 
a separate fund 


Association's 


After November Ist $74.00 in receipts was received from this source, and 
disbursements of $239.51 were made 
Fund were supported by vouchers 
properly signed by the General Manager and the Treasurer 

All Bank accounts were reconciled with the statements furnished by the 


banks 


All disbursements from the General 


Respectfully submitted, 


WAYNE KENDRICK 


Credentials Committees 


The Secretary: The report of the Credentials Committee, gent!emen, 
is as follows 
Dealers : : coon 
Manufacturers ST 
Visitors . 79 
Ladies , . 90 
BORED FOOTE ccceccwecasocsceedccverccecescocecvseccesssecesoeses ® 
Special (New Orleans Convention Bureau)..................0eee000. 1 

Total s0s0eee 
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Mr. Greenleaf Spokesman for Manufacturers Division 

MR. GREENLEAF: President Walker, and gentlemen of the Retailers 
Division: When the chairman of the Manufacturers Division told us you 
were ready to hear us and receive us—you have received us most cor- 
dially—he asked this committee that you see before you to retire. As 
soon as we entered the room, my friend Honeywell also suggested that we 
retire. Perhaps we shall feel like retiring completely when we are through 
(Laughter.) 

A committee appointed from one division of a national association to 
another division of that same association might, under some 
be reminded of the description which the 
His description ran 
back two mile.’’ 


approach 
circumstances, gentlemen, 
toboggan ride 


long walkee 


Chinaman gave of his one and only 
something like this: ‘Sh-0-0-0-0- 
(Laughter. ) 

We come with enthusiasm to you 
possibility that we may find it a long, hard road going back, but I think 


gentlemen, and there is always a 


not, from the courtesy in your countenances and the courtesy in your 
reception 

The Manufacturers Division of the National 
fully, and believes that you realize most fully, that after all we are a great 


Association realizes most 


realizes that we have two great divisions in this Asso- 
realizes 


stationery family ; 
ciation, represented by the manufacturers and by the retailers; 
that we meet on the great common ground of common interest; that in the 
last analysis the things that make for your welfare make for the manu- 
facturers’ welfare, and that we are all one in our fundamental objective. 
That does not mean, gentlemen, that we do not have some different prob- 
lems to contend with. It doesn’t mean that there are not points where we 
meet and we see things from a little different angle. That is the beauty 
that is the beauty of a conference such as we are 
And may we congratulate you mem- 


of this Association ; 
having here in the City of Detroit 
bers of the Retail Division on the success of your convention and our 
convention here in the City of Detroit, and for the spirit which you 
manifest 

The chief function of the committee which you see before you this after- 
noon is to bring you a message of good will, a message of goed fellowship, 
a message that will convey to you the thought that however we may differ 
on minor points of view, however we may differ in our interpretation of 
the little points of contact where as manufacturers and retailers we must 
meet, fundamentally good will governs the great association 
Good 


necessarily 
of which we are all members and which we are glad to support. 
will is the essence of our message; good will is the essence of the invita- 
tion that we send to you to send back with us a committee representing 
your views, your ideas, and bringing such suggestions as you please to 
the attention of the manufacturers. 

When our committee was appointed yesterday, the thought was that we 
could have several points to bring before you, points where differences of 
opinion might arise, and where you would be glad to hear, just as we are 
glad to speak, of points of view of the manufacturing group. As the dis- 
cussion developed, only one small point came to light, and that one small 
point we bring to you today That point is simply this—not a point of 
controversy at all, but simply a statement of fact of the manufacturers’ 
point of view. 

Most of the manufacturers are confronted frequently with appeals from 
their good friends in the stationery trade to support advertising campaigns 
which, on the face of them, seem to be most legitimate and in the interests 
of the trade. On investigation, it frequently happens that those campaigns 
are discovered to be sponsored by local newspapers rather than by the 
stationers themselves. In a perfectly legitimate effort to support their 
own business, the newspapers have sponsored and developed campaigns, 
and have sold the idea to good dealer friends of the manufacturers, and 
they have suggested the idea of furthering their business interests and 
appealing to the manufacturer for support and help. The great number 
of those appeals which have come to the manufacturer have necessarily 
led to a feeling on the part of many that they cannot properly support 
them all, and since they feel they cannot support them all, it has led to 
the policy in many quarters of not supporting any of them. That does not 
mean that any manufacturer in the Manufacturers’ Division has any feel- 
ing other than one of co-operation and interest in the retailer's welfare. 
It simply means that the manufacturer cannot support all, and hence feels 
that he cannot support any, of this particular type of advertising campaign. 

We of the Manufacturers Division simply want you to know what is 
back of our resolution and our feeling on the other side of the room, 
that the manufacturers belonging to the division, who, generally speaking, 
in not accepting those suggestions, we want you to realize that back of 
that is no animus, there is no lack of co-operation and no lack of interest 
in the efforts you are properly, and in most instances successfully, making 
to further your own sales interests, and to present the products that you 
have to sell to the eyes of the consumer and the buying public in your 
communities 

With that one little point of expression as to a situation which has 
arisen during the last few years, this committee closes its message to you, 
again reiterating the thought that after all is said and done, ours is an 
association of good fellowship, an association of good will, a place where 
men can sit with their feet under the same table and discuss the problems 
which are common to both 

Mr. President, may we have the honor of escorting your committee to 


the Manufacturers’ Division? 
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Report of Necrology Committee 

Mr. Greenleaf reads report. 

Mr. President and Gentlemen of the Convention: 

It is not easy to pause in the midst of life to consider the inroads of 
death. Industry teems with life. Life at the full is the key to business 
activity. Our association feels the surge and flow of throbbing energies 
and responds to the vitality of men. Yet to the memories of those we 
knew and see no more, we owe a spoken word of tribute. We owe a 
deep unspoken appreciation of their contribution to us and to our cause. 

A friend has been called ‘‘the masterpiece of Nature.’’ Friendship, 
often a by-product in such a cooperative work as ours, is one of the 
finest achievements in business, an attainment worthy of the best seeker 
of success. Happy are those who have accepted friendship when it came, 
or, seeking it, have set a goal than which there is no higher. 

Strange mystery it is, that an indefinable something is lacking in the 
finest friendship until that moment when the object of regard no longer 
stands to share the work we do. Then, friendship is exalted. We see less 
darkly as through a glass. In the measure of our vision, we know at 
least that friends are good and all is well where friendship is. 

When the names of recently departed members of the Association are 


read they will not be merely names,—to you. These men were part and 
parcel of our industry,—they shared the tasks of trade—with you. Each 
had his woes and his joys, his failures, his successes,—even as you. Each 


had his friend and helped to build ‘‘A League of Comrades.’’ 

As the name of each Association member who has passed away since 
the last Convention is announced, who is there to say that the silent 
tribute you sincerely offer may not reach further than you know, may not 
even make its tiny payment on account to those we owe for the comrade- 
ship of friends? 

Frank Krenz, vice-president and store manager of the Tisch-Hine Com- 
pany, Grand Rapids, Mich., died October, 1929. 

James Logan, president and general manager of the U. 8S. Envelope 
Company, Worcester, Mass., died December 1, 1929. 

John Gill, secretary of the J. K. Gill Company, Portland, Ore., died 
January, 1930. 

H. A. Thiberge, president of the H. A. Thiberge Printing Company, and 
a member of the Stationers Association of New Orleans, died March 17, 
1930. 

John D. Lamond, president of the Samuel Ward Manufacturing Com- 
pany, Boston, died April 29, 1930. 

Augustus F. Stoll, Stoll Blank Book & Stationery Company, Trenton, 
N. J., died December 28, 1929. 

Charles J. Buntell, formerly with Buntell-Roth, Dayton, 
October 25, 1929. 

Frank X. O'Donnell, founder of O'Donnell Bros., Inc., died January 13, 
1930. 

Robert T. Deacon, president of Lambert-Deacon-Hull Printing Company, 
St. Louis, Mo. 

H. D. Kilham, president of the Kilham Stationery & Printing Company, 
Portland, Ore., died November 19, 1929. 

John M. Rennie, traveling representative for the J. K. Gill Company, 
Eugene, Ore., died October 27, 1929. 

Charles M. Higgins, founder of Charles M. Higgins & Company, Brook- 
lyn, N. Y., died October 21, 1929. 

Dudley Struve, Art Metal Construction Company, Forest City, N. C., 
died January 16, 1930. 

Levi Addison Ault, one of the founders of the Ault & Wiborg Com- 
pany, Cincinnati, Ohio, died February 6, 1930. 

Charles Symmes Kiggins of Kiggins & Tooker, New York, died March 
14, 1930. 

A. M. Pearce, Maverick-Clarke Litho Company, Dallas, Tex., died April 
4, 1930. 

W. J. C. Wilson of the Wilson Stationery & Printing Company, To- 
ronto, Canada. 

Horatio W. Southworth, former president of the Southworth Company. 

Daniel S&S. Kelly, credit manager of Andrew Geyer, Inc., New York, 
N. Y., died April 16, 1930. 

Amedee Peting, former head of the George D. Barnard Stationery 
Company, St. Louis, Mo., died April 20, 1930. 

Frank B. Wiborg, vice-president of Ault & Wiborg Company, New 
York, N. Y., died May 12, 1930. 

Harry C. Sharp, sales manager of the Esterbrook Pen Company, Cam- 
den, N. J., died June 15, 1930. 

J. M. Goldstein, Weis Manufacturing Company. 

I. A. Porter, Doten-Dunton Desk Company. 

William B. Drew, H. & W. B. Drew Company, Jacksonville, Fla. 

William H. Dodge, Ward's, Inc., Boston, Mass. 

George E. Cole, Chicago, Ill. 

Otto H. L. Wernicke, The Globe-Wernicke Company. 

William Dwight Judd, president, Carew Manufacturing Company and 
Hampshire Paper Company. 


Ohio, died 


—— 


For papers read at the Business 
Sessions, turn to page 46, please 
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HERE AGAINST THE BACKGROUND OF THE BOOK-CADILLAC HOTEL ARE MANY FAMILIAR FACES 1, Theodore Propp, 
H 


Detroit office, Parker Pen Company; 2, R. D. Latsch, Latsch Bros., Lincoln, Nebr 3, R. Sheppard, Jr., Pittsburgh Sta 
tionery Company; 4, A. E. Davis, Davis Stationery Company, Ltd., Welland, Ontario; 5, Stafford Siekert, Siekert & Baum 
Stationery Company, Milwaukee 6. W. E. Smith, Chicago; 7, Charles W. Litsey, president and S. A. Williams, eastern rep- 


resentative, Colonial Chair Company; 8, J. Frank Willenborg. The Willenborg Stationery & Printing Company, Cincinnati; 9, 
Unele Josh Hobbs, Southworth Company, Chicago; 10, J. B. Montgomery, E. G. Vortman, W. H. Shortlidge, (sitting) L. A 
Burkholder, R. W. Helms, The Berger Manufacturing Company, Canton, Ohio; 11, Lynn B. Emery, president, Detroit Sta 
tioners Clul 12. J. S. Fowler, The B. L. Marble Chair Company, Bedford, Ohio 13, R. C. Clarke, president Northwest 
Travelers Club, F. 8S. Webster Company, Chicago; 14, H. C. MecPike, general manager, The Weis Manufacturing Company, 


Monroe, Mich 15, S. E. Walker, The B. F. Goodrich Rubber Company, Akron, Ohio; 16, E. A. Trussell, Trussell Manufac 

turing Company, Poughkeepsie, N. Y 17, Frederick L. Reid, vice-president, Trussell Manufacturing Company; 18, Rex B 

Brubaker, W. B. Gregory & Son Company, Detroit; 19, Frederick C. Bazley, secretary-treasurer, Leonard & Company, Detroit; 

20, J. 8. Sprott, Lyon Metal Products, Inc., Aurora, Ill.; 21, Frank T. Hess, manager, Wood Office Furniture Associates, New 
York, N. ¥ 
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FACES ARE TO BE NOTED IN THE ABOVE.—Top row, left to right: Fred C. Sheaffer, August Hunn, Harry 
Koehn, J. O. Davis; H. W. Lynn, Ralph Halpern and Albert B. Abrams; Harold Hoffman, J. H. Gram and Dorr Perkins. (Joe 
Hildreth was eclipsed by the men who butted in.) Second row J. E. Pelton, William Schmiederer, Frank M. O’Connor, Ray 
Martin, Harry Koehn, Al Williams, R. A. Jonas, Jr., George E. Preston and John O'Keefe. 





MANY FAMILIAR 


















SOME PICTURES TAKEN UNDER DIFFICULTIES.—Upper left hand group, top row, left to right: Harry Lynn, Esterbrook Pen 
Company; S. A. Evis, Toronto; 8S. P. Hawkins, L. E. Waterman Company; T. H. Palmer and J. A. Power, Eaton, Crane & Pike 
Company Seated 1. E. Moore, Brown Bros., Toronto; W. 8S. Pennycook, of Thomas V. Bell; J. S. Luckett, Luckett Loose Leaf, 
Toronto, and R. N. Wood, Esterbrook Pen Company. Right hand upper picture, standing, left to right: W. R. Carlin, Art Metal ; 
D. C. Miller, Office Appliances; C. L. Elofson Sitting, left to right: F. E. Hannon, Aluminum Company of America; H. C 
Chadwick, Art Metal; P. A. Rice and H. G. Schreiner, of the Aluminum Company of America Lower left, left to right: J. T. 
Lacey, Wilson-Jones Company; August Hunn, Milwaukee; R. A. Jonas, Sr. Sitting: E. D. Lines, Jamestown Metal Desk Com- 
pany; W. E. Smith, Smith & Marshall, and J. 0. Davis, Miller-Davis Company. Lower right, a group from Texas. Standing: 
Tom Emerson, a former Texan, sales manager, The Conklin Pen Company; Ross Sibert, The Clegg Company, San Antonio; L. B. 

Company, Waco, and Otto Eisenlohr, The Dorsey Company, Dallas Sitting, left to right : 


Gardner, Hill Printing & Stationery 
A. D. Hunter, president, Mavericke-Clarke Company, San Antonio; Henry Dorsey, The Dorsey Company, Dallas; E. Clifton Wil- 


son, Wilson Printing & Stationery Company, Houston, and Lee Coleman, E. L. White Company, Fort Worth. 
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PAPERS READ AT BUSINESS SESSIONS 


Planning Your Work and Managing Your Sales 


By C. A. Netzhammer 


MR. NETZHAMMER Mr. President, Mr. Secretary and Gent'emen of 
the Convention I heard a story some time ago where a Jewish gentle- 
man was very devout in the profession of his religion and each morning 
on his way to work, and before breakfast, he went to the Synagogue, 
to say a prayer of thanks to the Lord for the kindnesses that had been 
before And this particular morning he 


and he, being somewhat absent 


bestowed upon him the day 
must have prayed exceptionally fervently 
when he got outside, walked in the wrong direction, and when 


Gentile district where it was 


minded 
he came to he found himself up in a 
difficult to get a Kosher breakfast, and so being exceedingly hungry he 
stopped in the first place he came by and looked at the menu, and he 
thought he had better take a chance on a little bacon and eggs. While 
he was in there enjoying his bacon a storm came up, and just as he 
stepped outside after he had finished his breakfast, a flash of lightning 
came and a boom of thunder and he said, ‘‘“My God, what a fuss you 
make about a little piece of bacon.’’ (Laughter.) 

We are living in an age of progress. In Milwaukee the proprietor and 
operator of a local chain of restaurants annually advertises, ‘‘I am leav- 
ing Monday for the National Convention of Restaurant Owners and Op 


erators and will be back in a week with the latest ideas in order to 


serve you better Latest ideas: serve you better Where are next 
year’s profits coming fron Latest ideas, better service. If we cannot 
get the latest profit producing ideas from conventions, from our trade 
associations, from our trade papers, where are we to get them from, I 


ask you. The most successful men belong to their trade associations, are 
active in their development, attend their conventions, and take home with 
them profit producing ideas that are presented at these sessions 

The interchange of ideas is the basis of modern business success. The 
greatest thing in life is love. To love is to serve, and business is the 
fine art of service 

I have been asked to talk on the importance of planning your work, 
and I will divide the subject into three parts; first, why to plan; second, 
how to plan; and third, results. First, why is it necessary to plan your 
work? An unoccupied automobile stood beside the road, its engine run- 
ning. Not far away stood a salesman wondering whom to call on. Both 
were burning up energy, but getting nowhere. Planning means increas- 
time An analysis made by Dartnell some time ago 
divides the salesman’s time as follows: Traveling, 40% ; waiting, 20% ; 


clerical and miscellaneous, 25%; actual selling time, 15% 


ing your selling 


A man that punches a clock at the fac 
The salesman does his own planning 
could be created if the 


Planning means initiative 
tory, his time is planned for him. 
What a 
salesman’s time could be as effectively 


productivity 
planned as the work for the 


tremendous increase in 
factory man 

In an editorial in the Milwaukee Journal 
Captain Coste in his interesting account of the Paris to New York flight 
After all it was not the 
Anyone can get in 


recently, the writer said, 


writes a little editorial that is worth repeating 
flight itself so much as the preparation that counted 
a plane and attempt to fly across the Atlantic, but it is the preparation 
which determines success or failure. There, exactly, has been the trou- 
ble that has cost so many lives in long distance flights. Men with in- 
sufficient training and lack of equipment away with the 
thought that they could beat the elements, and aviation has been hurt 
thereby, but with Coste it was preparation, preparation, preparation, three 
years of it, and he accomplished a marvelous thing 

For that matter, isn't it preparation that counts in any undertaking? 
Nothing creates so much prestige with a prospect as a carefully outlined 
While production costs are constantly decreasing, 
Conventions and 


have soared 


and planned proposal 
distribution costs are mounting at an alarming rate 
conferences frequently devote too much time to production, but distri- 
bution is the problem today. In an analysis of two hundred lost sales 
Dartnell discovered the following: First, 
second, indifference, 30; third, improper 
address, 20; out of 


in a Chicago store recently, 
ignorance of merchandise, 50; 
handling of the customer, 23; 
stock, 17; 


impatience with customers, 


fourth, errors in 


insolence of salespeople, 12; customers kept waiting, 11; 


10; promises not kept, 6; condition of stock, 
5: unfamiliarity with stock, 15; poor merchandise, 1 


Ignorance of merchandise, 50, gentlemen—-25% of the total—is the 
leading offense 
Knowledge is power, and that is something for employees and salespeo- 
ple to think about. How are your people informed? Indifference, 30 out 
of 200, or 15% To serve your customer best, first know their needs 
From the Wild Mary Sudik Oil Gusher down in the oil country there 


was $175,000.00 worth of oil that melted away in the air every day for 


eleven days, a shameful waste. Yet we hardly lift an eyebrow at the 
gushers that are pouring forth much more than this every day in the year 
because of poor selling methods and poor merchandising 
In an editorial in ‘“‘Sales Management’’ recently, the writer talked 
about creative salesmanship He remarked about the fact that a grow- 
ing body of evidence lies behind the belief that salesmanship is entering 
a new era, and he said, ‘‘According to this theory, little remains of 
the sellers’ market of a decade ago, and not much hope is left for the 
sheer drive to dispose of goods which came in with the buyers’ market 
Constructive, creative buying is the new keynote.’’ Charles F. Abbott, 
executive director of the Institute of Steel Construction, puts the thing 
in a nutshell when, insisting on the need of as much keenness and alert- 
ness as ever, he says, ‘‘But salesmanship now must be also helpful rather 
than pestiferous, welcome rather than unwelcome, informative rather than 
flamboyant, engineered rather than bally-hooed, researched rather than 
strong-armed, and serviced rather than forced.” There are point and pith 
here, not because the genial currents of prosperity are chilling, but because 
the tides of intelligence are steadily rising 

In Milwaukee the public service company that sells lighting service 
recently in their public service building have fitted a complete home, 
purely and simply for the purpose of showing the consumer of electric 
lighting service how best to equip his home in order to get the most out 
of that service. A friend of mine built a home in the suburbs, and care- 
fully explained to the architect that he was building that home with a 
view to occupying it and moving into it and then selling it at a profit 
The home was just ready to move in when Otto went into this public 
service building to see the lighting arrangement in this model home, and 
in the dining room, the cove around the top was built in such a way 
that you pushed a button and you had an effect for Christmas, and you 
pushed another button and you could have a hallowe'en party, and an 
other combination of buttons and you had another lighting effect, and 
he stood there and looked at the arrangement, and he said: ‘‘My God, 
I am ready to move into my house, and it is old.’’ (Laughter.) And 
when he talked to the architect about it, the fellow said, no, he never 
heard about this lighting arrangement, he hadn't been down to see th's 
new installation, although it was several months old, and naturally Otto 
said, ‘“That’s the last house that fellow will ever build for me,’’ and I 
many dozens of people he told about his experience 
Lack of information 


don’t know how 
and about this architect 

A couple of years ago a friend of mine built a home, and I gave him 
introduction to the Chicago market, and he went down to 
I said, ‘“‘George, when you go down there, 


a letter of 
buy his household furniture 
take along your blueprints so that the salesman that waits on you can 
see the size of your bedrooms and the size of your living room, and of 
the other rooms in the house." George said he would, but being a little 
forgetful, like many of us, he forgot the plans and he went to Chicago, 
and the salesman sold him a couple of twin beds and a night table and 
God knows what all—and when he got 
that’s a big 


and so on 
he had told the salesman, why yes, 


chiffonier and dresser, 
all the furniture home 
bed room, it’s a regular dance hall—and when it was empty it looked 
like it, but when he got the furniture and tried to put it in, there wasn’t 
room enough to undress in the room and he had to go out in the hall- 
way, and then he had to move out the night table and one or two of the 
chairs up in the attic, and the twin beds were shoved together, so that 
they could get around. (Laughter.) Many of you distributors of com- 
mercial furniture have had similar experiences 

The architect plans a directors’ room for a bank, and the buying com- 
mittee comes in, and you say, ‘“‘How big is the directors’ room,’’ and of 
course they don't know I don’t know, 18 x 30 
or so, and it is always bigger than it actually is when they give you 


oh, it’s a big room, about 


the dimensions, and then you send somebody out to check up the size 
of the room When he measures it, you find by the time you get a 
suitably sized table in there and the chairs around, why the directors 
have got to line up like the Supreme Court Justices in order to get to 
their proper seats, and when the first fellow has to leave the room for 
five minutes on an important job, they all have to get up and move out 
so that this fellow at the head of the table can get out. And that hap- 
pens over and over again, and furniture is being sold today and many 
times delivered to an institution to put in place and there is no room 
for it, and then we have to go out and get it and exchange it for the 
proper size 

Nineteen hundred and ten sales policies won't sell the 1930 line. The 


most valuable asset in business today is good ideas. I live in a bungalow, 
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which has a shingle roof. It was about 10 years ago when I bought it 
and the old roof isn’t leaking yet, and so I haven’t put a new roof on it. 
But there seem to be scores of roof salesmen around—I never knew there 
were so many—that have rung the door bell, and they start off usually 
with the question, ‘‘Can’t I sell you a new roof? You better buy one be- 
fore it leaks,’’ and one fellow came in the other day, and I extended 
to him the courtesy of letting him in, and after he got talking a min- 
ute he said, “‘I wish you would let me go out and get my samples.”’ I 
said, ‘‘What the hell prevented you from bringing them in when you 
came in?’’ (Laughter.) ‘‘Well,”’ he said, ‘‘I thought maybe you were 
laying down or you wasn’t home or something.’’ ‘‘Well, you are too 
damn lazy to carry your samples from the curbstone up to the house to 
take a chance on my not being home.’’ To another fellow I said, ‘‘Well, 
when a salesman comes along and tells me what kind of a roof I ought 
to have, the sort of color scheme that would be effective in this neigh- 
borhood, and so on, I might be interested.’’ ‘“‘Oh, we couldn’t tell you 
the kind of color to put on your roof. You have to know that yourself 
One fellow wants this and another wants that and another something 
I couldn’t tell you what kind of color you want on your roof. You 
have to decide that for yourself.’’ Yes, this would be a fine evening 
to sell you a roof; it’s a fine evening for a murder. (Laughter.) They 
have no plan, no suggestions, no ideas, and that is the way the majority 
of our salesmen are running around today, begging for orders. ‘“‘Boy, if 
I could deliver an order today,’’ he said, ‘‘that’s the first order I got 
I thought, if you get it, I will drop dead, too. (Laughter.) 
Helpful suggestions. Dealers all over 
the country today are building model offices. In 1910 such an expendi- 
ture would have been exhorbitant and out of the question. Today it is a 
profit producing investment and a necessity, if you are going to stay 
in the light and in the line 

Another example of the importance of planning. Some time ago I 
put a want ad in the paper for a salesman, and the advertisement read 
like this—-Make a mental note of the requests made in the advertisement. 
It is like a prospect coming in and telling us what he wants many times, 
and the salesman forgets the specifications:—Salesmen: To sell com- 
plete office furniture installations; equipment is strongly advertised and 
has met with unusual sales success; further expansion in our sales force 
offers a really exceptional opportunity to a sincere and conscientious 
worker; please give complete details of yourself in your letter; send 
small photograph if convenient; all replies confidential ; personal inter- 
(Signed) Northwestern Furniture 


else. 


this week.’’ 
Ideas—that is what we need. 


view will be arranged by telephone. 
Company 

We received in response to that advertisement 67 replies, and I want 
to read you one or two of those letters that I have picked out. The first 
fellow said, “‘If furniture sales experience is not absolutely essential in 
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this particular instance, may I then submit to you my application to you 
through this letter? Have eight years’ successful selling experience with 
a nationally known house,’’ but he doesn’t say what house. “Am man 
of middle age.’’ He doesn’t say how old—‘‘clean cut, good character’’— 
he doesn’t prove it—‘‘and habits, with pleasant personality’’—he doesn’t 
prove that either. ‘“‘Reference available from responsible persons.’’ Well, 
he doesn’t say whom. ‘‘May I have the courtesy of an interview?’’ 

Here is another one: ‘‘In reply to your ad in your Journal, I would 
like to apply for the position you advertise. I have nine years of sell- 
ing experience during which time I sold a high class specialty.”’ He 
doesn’t say what. ‘‘As to my ability and character I can furnish first 
class references.”’ Well, I don’t know what is keeping them back. 
(Laughter.) ‘‘I would be pleased to arrange for an interview with 
you and go into details.’’ Why, he hasn’t got a better time than right 
now. ‘‘You can reach me by phone.’’ Well, it would be a cold day 
when I telephone him. 

Here is another one that is so poorly written you cannot read it even 
with a magnifying glass. He has changed his mind about the spelling 
of a couple of words, and written through them, and after that you 
couldn't read them at all. The letter is untidy, misspelled and sloppy, 
and that is doubtless the way he would be in his work. 

Here is another one: ‘‘Answering your advertisement for a salesman, 
I am making application for the position. I have been with the above 
firm for many years’’—(he didn’t say how many)—‘‘but as they have 
retired from business since January 1, I am now looking for a position 
as salesman. As for reference, other than the above firm, I can fur- 
nish the very best right here in Milwaukee.”” I do not know what is 
keeping him from doing it. ‘‘May I ask if you will at least give me the 
opportunity for a personal interview?’’ There are six lines for an 
application for a job. That letter reminds me of the salesman who 
comes into a store and says, ‘‘Hello, do you want anything today? No? 
Goodbye, I'll see you on the next trip.’’ He is not thorough, and would 
probably be just as indifferent in his work for you, if you hired him. 

Another one: ‘‘Responding to your ad will say I have resided in this 
city a long time’’—(he don’t say how long)—‘‘finished grade school and 
selling courses.’ He don’t say what courses. ‘I don’t know if my 
age or religion would have anything to do with the job’’—(I wonder 
why he talked about it at all)—‘‘but I can talk that to you later. Have 
been affiliated with organizations upward of one hundred million in cap- 
ital.” We never ride that high. (Laughter.) -—‘‘as well as in business 
for myself.’’ He didn’t say what business. ——‘‘and cannot see that that 
would have any special bearing on the job.’’ I don’t know why he 
writes about it then. ‘‘However, I speak English very well.’’ That is 
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Keeping Track of Sales and Prospects 
By Carl Nachtigal 


President, Mr. Chairman and Gentlemen: This 
minutes ago I 


MR. NACHTIGAL: Mr 
has got to be extremely extemporaneous, because thirty 
did not know about this. Mr. Garvin asked me, as he had seen my sales 
control in operation, he thought it might be valuable if we brought a 
few of the high lights of it here to this meeting this morning. You have 
had the planning from Mr. Netzhammer, and a lot of you folks that 
attend this convention know that the three C’s are here today for the 
first time, Conrad, myself, another Carl—lI am the statistical end of it 
and our little boy friend, Carl Schutz, is the sales end of it. So you 
have the entire evolution, and it is an evolution, no doubt about that. 

We spend a lot of money in advertising, and we also spend a lot of 
money in sales promotion, but a majority of the dealers—and it might 
apply to manufacturers also—but dealers I know spend very little money 
on the follow through, and I think Beatrice Fairfax has rather well illus- 
trated this situation, if some of you are familiar with that column. She 
says that during the courting days we see that the bride-to-be is well 
supplied with flowers and candy, but the minute we marry her, about the 
only flower she gets is Gold Medal in forty-five pound bags at the Cash- 
and-Carry. I think that is also true in sales follow up. I was called 
in consultation on a large laundry the other day, that possibly does better 
than a half a million dollars. They have fifty-two wagons on the street, 
and they spend a powerful lot of money in advertising, radio, newspapers, 
and all of that. Surprising as it may seem, however, you could probably 
send one suit for dry cleaning or one bundle of laundry, and that is the 
after all that money they spend. 
and we went after it. They were 


last you would ever hear from them, 
So I got my friend Joe in the corner, 
overlooking a bet. 

Realizing last year that conditions were going to be pretty tough this 
coming season of 1930, and that I would have to do more foot work, and 
more street work, and less swivel chair work for myself, I had to de- 
velop something that would give me a record or a picture of my business 
while I was out. I am on the street from practically 9:30 until 4 every 
day with my salesmen. I cover certain major accounts. And still I do 
not want to let any factory sales work get away from me. So I developed 
a visible system of sales control, from which I have brought one of my 
I just telephoned to the store and had them 


active panels over here. 


bring one over. This panel has been in use from November of last year. 
It is posted right up to date. Any sale made as late as 5 o'clock last 
night is on this panel. I am speaking strictly of furniture, filing devices 
and filing supplies. We cover the sales end and classification of these 
devices. 

At the top of my card I have it divided under the head of steel files, 
systems, steel desks, book cases, visibles, and miscellaneous furniture. 
What brought this thought to my mind was that last year we wanted to 
make an exceptionally hard drive on systems, and I asked my secretary, 
and also the man in the office, whom did we sell systems to last year that 
ran more than forty A to Z. We do not call a 25 A to Z a system. 
We have some running up to and including 3000 A to Z. These larger 
ones we can remember, but there are a powerful lot that have the 40, 
60, 80, 120 and 160, that if we do not get the repeat business on them, 
some one else is going to. So we developed this card and developed 
our method of follow through. Therefore, when it came time this year, 
all my secretary had to do was to go through and pull off the number 
2’s. We have the red spots on them. And we had them typed, and 
handed to the salesmen on the first day of September. We make our 
drive for systems on September 1, and we had 95% of the business in the 
house before the night of November 1. We have a big chart there now, 
with a thermometer on it on strictly nothing but systems. Our sales 
this month were $150,000.00. They wanted to set it at a quarter of a 
million, and I thought the business would not justify it, but an order 
came in from one of the big factories this morning that ‘“‘busted’’ the ther- 
mometer, so we will go to a quarter million. That does away with a lot 
of jam with our factory and sales organization around the middle of 
December. 

A man is interested in steel desk installation, or files, or visible in- 
stallation. It doesn’t take more than a minute to find out who has got 
it. This record tells me right on its face, without turning a card; I can 
tell the class of goods that customer has bought; I can tell whether they 
have bought more than one thing; if we are selling them systems and do 
not sell them desks or files or any of the other six commodities, we can 
make our drive on them. Besides telling what they have bought, I have 
the salesman’s number of the territory number. Giving credit for sales 
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I have a lady salesman 


and especially on system and 


ticklish job for almost all of us 
that or not 


has been a 
I don’t know whether you knew 
service work. .This year there are seventeen new accounts on that panel, 
runs from A to D in her territory Now four ac 
three-quarters of that 
this signal 


then. she has 
this year, 


which 
counts that have been active in the first 
is, they have bought at least three months out of the four by 
Here is a was dull in September, she 
didn't get a September sale on this panel These are August sales We 
tabulate these up, and each month carries the signal At the end of the 
yanked off and tabulated in 
credit rating for that 
salesman has mace On the back there we 


customer—unfortunately, business 


month they are here 


It also tells me the customer; it also tells me 


the amount of calls that post 
our daily call data We hold a meeting right after the first of September 
We took our ledgers, 


I did this purposely, because 


We were giving credit for many accounts and got 
the group together and went down the list 
I picked out a few asked the 


about them In instances the 


who was getting 

Where is 
I found out that we were giving credit for about 
staff when they didn’t 

because we weren't getting 
kept tab. This 
and congratulated that girl was able to cut down 
calls and still increase her sales to that corporation. There 
making too many calls for the amount of 
time to find out whether it is a 


accounts and salesmen 


the credit several reply was 


that company located 
26 accounts to our sales know where the factory 
I knew that 


did not know we 


them, but they 
I figured 


was calls on 


shows the amount of calls 


that up because she 
the amount of 
others where some were 
And then it is 
taking them 
got beyond the point of kidding me as to making 


make 


were 
stuff they 
blonde or 


were 


getting 


brunette that is there, when 


any orders They 
their calls If 


they are not getting 
have 


they do not a call on our accounts in office equip 


ment-——we call on them once in thirty days—my secretary is instructed to 
pull that account off. So I can check over on that panel and ask why 
she wasn't there When I come in in the evening I have that panei of 
1100 accounts, and it doesn’t take me long to get the history of them 


Now another thing We have a number of people in this city, as some 


of you gentlemen have, that will call up and say, We want another 
filing cabinet They forget that you have maybe three or four cus 
tomers (Laughter. ) They give you credit for their being your only 


customer, and you are supposed to remember exactly what you sent them 
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what we sent them. The other day 
I happened to be on the account 


up that card, and he knows exactly 
a fellow called in and wanted six files 


and knew the account I said to him, “‘Do you want locks? He said, 
I don’t know; there is nothing in this requisition that says anything 
about that Well, it was better than a four mile trip for our trucks 


your order so and 
November, and also in 


out there, so I looked it up, and I said to him, ‘‘On 
», they called for locks. You bought locks last 
Will you check up and find out whether or not we should have 
said they should 
and then having 


Ss 


January 
locks?’ 


have 


And he called me in about ten minutes and 
It saved us the trouble of delivering these cabinets 
more or less confusion and dissatisfaction, and having perhaps to go out 
and pick them up again, and then deliver them what they wanted 

This gives me the record of the new account, the credit, the amount 
of calls per month, whether calls for that month, 
whether it is a new or old account, whether the account is active or in- 
they and it 
us an opportunity to check up and follow. On the back of the card there 
is a condensed record of the three years’ sales, and we did plan breaking 
it down into months of the year for the various commodities. We found, 
that there sufficient 
seventy per cent of those accounts, to justify that extra labor, 


they were missed in 


active, the commodity or classification have brought, gives 


however, wasn't practical, because was not volume 


from, Say, 
break this down by months with such concerns as probably 
Motors, and a few others of that character, that are 


and 


and we only 
Chrysler or General 
constant patrons and have orders 
to make a record of. 


following, where we have enough 
As you look over this thing it is a sad story on some of these accounts 


this last year, but it gives you a satisfactory record and you know what 
accounts have fallen off and what you must do to keep the chart going 
up instead of down It has taken the guess out of my sales work, and 
it is no burden on them because we keep this up every day direct from 
made several 


I will 
while he 


the billings, and it functions, and incidentally we have 


sales because, rather than fix up a dummy demonstrator take any 


sales manager into our store and let my girl operate it asks 


questions, and she can answer them. I do not have to go over things of 
that I had the boy and 1 
thought that if any of you gentlemen were interested, you could take them 


character bring over a few of these cards, 


and exactly what you sold it for We do not take anything for granted back with you If you have any questions, if time permits, I will try to 
This is close to our order clerk, and it is easy enough for him to check answer them 
° rr . 
w to K M Track Your B 
How to Keep Minute Track of Your Business 
“yy. Te 
By E. Clifton Wilson 
The subject under discussion at this time is A Business Control pare your different ratios with the Harvard Bureau report, and I have 
Systen In my opinion, the only way to control a business is through no doubt but what many of vou have a system of accounting that is far 
knowledge; in other words, to know what you are doing The so-called superior to the one I am using However, I have been asked to explain 
ill luck, the unexpected crop failures and depressions may now and then to you our system, hence my reason for being on the progran 


wipe out a business, but mismanagement steadily and surely adds its enor 


mous quota to the failure list 


In most cases where a bad condition exists, it is due to bad manage 
ment Poor business management is generally caused by lack of knowl 
edge. Good management comes from an intimate knowledge of a business 


of the 
to apply these principles 
I believe that one of the 


a knowledge principles of management, and the ability and will 


most important things in managing a business 


is to have a good accounting system, for a good accounting system is to 


the managing director of a firm what a good chart is to the captain of a 


ship. The proper system will point out to the business ma 





accounting 


ager the things that require his attention ; in other words, the ‘‘sore spots”’ 


in his business. The executive should realize that he cannot rely on per 
and He should have full knowledge of his 
operating ratios so that he may have a true story 

Probably 
to the business man as it is now to have all 


classified 


sonal observation impressions 
of his business 
at no previous period in our history has it been so important 
kinds of 
With 


important that executives should have 


information about 


his business available in form business so highly com 
petitive, it has become 
kind of 


books once a year in order to determing 


increasingly 


the right statistical information The old practice of closing the 


whether a profit had been made 


or a loss sustained is obsolete The business man of today wants daily 
information He wants also to have that information in comparative form 
so that he can tell how it compares with that of a month ago or a year 
ago To compete successfully with other business men, he must know 
the causes that have contributed to the success of the year’s sales, as well 
as the factors that have caused any loss during the year With proper 


records before him, the executive is enabled to determine the strong and 


weak spots in his business. In other words, to manage and control a busi 


ness properly, it is necessary to have correctly classified records that give 
complete details of each operation 

Through the Harvard Bureau of Research we have learned much about 
the cost of operating a stationery business, of which we would otherwise 
have been ignorant We have learned what the average gross margin is; 
what per cent each expense 


of stock is the 


item bears to sales; what the average turnover 


average investment required to do a certain volume of 


business; what the ratio of 
Most of you, Ia ire, have 


assets is to liabilities in the average store 


accounting systems that enable you to com 


mimeographed condensed form showing 


and if you will follow me, I will try to explain its 


You have before you copies in 
the system that I use, 
value to me 

This state- 


ment discloses the financial condition of a business at the time it is pre 


First, I refer you to the balance sheets or financial statement 


pared. It pictures in dollars and cents what is owned and what it owes 


It indicates, on the other hand, how the capital is invested 


With it you can determine by your accounts receivable whether you are 


a good or a poor collector; whether your inventories are too heavy for 


ratio of assets is in 


liabilities 


the business you are doing: whether your current 


proper proportion to your ratio of current 
opinion, the next statement in importance is that of the loss and 
reflects the total f net 
the department expenses and the net gain 


In my 
sales; the 


gain or income statement It figures « 
cost of goods sold; gross gains 
as the case may be. While the balance sheet shows the condition 


or loss, 
of the business at a given time, the loss and gain statement indicates the 


cause of changes from one balance sheet date to another 

Next, the department analysis statement, which shows expense items in 
detail With 
expense that may happen to be out of line for the particular department 
instance, you felt that high If such were 
able to they high, 


whether in the administrative, the store, the outside selling or the delivery 


this statement it is a simple matter to detect any item of 


Suppose, for wages were too 


the case, you would be determine just where were 


department 
Next, the operating statement 
This statement 


which reveals in detail the whole story 


of the business shows each expensive item in total, and 
the ratio of each to sales, while the department analysis statement shows 
the ratio of expense items to sales by departments 

We have always, in figuring our costs of goods sold, taken a percentage 
We found that the 
little ; it is only a matter of 2 or 3% We figure 65% 
to be on the right side of the ledger 

QUESTION How often do you take physical 


over a period of some years percentage varies very 


because we want 


inventory ? 


MR. WILSON Once a year We take an inventory every month, but 
that is for stock records only 

QUESTION : Direct expense and administrative expense—does that 
mean salaries and overhead of the rest of your entire plant? 

MR. WILSON: Administrative expense means the office expense and 
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officers’ salaries; then all the other items that go into the administrative 
expense, rent for that department, for instance, for the office only, and 
taxes on the office equipment, postage; all those items are administrative 
expense 

QUESTION: What I am getting at, in our plant, all of the other de- 
partments, such as the linotype and press room, bindery, etc., is this 
administrative expense figured on the basis of the entire plant, carrying 
a certain percentage? 

MR. WILSON Yes, it takes care of its pro rata 
into your furniture department, your gift department, and so on, as the 


You break this down 


case may be 
QUESTION : 
If there happens to be a loss in any other department, the sta- 


But the stationery department has to stand its percentage 
of loss 
tionery department has to stand its proportion of that 

MR. WILSON: Each department has a picture just as this one de- 
partment has, the same thing 

THE PRESIDENT: 
else, except that outside selling? 

MR. WILSON: Well, you have direct expense, that is on the floor in 
Your outside is your outside men. In other words, we try to 
This is 


Where is your selling expense? Is that somewhere 


the store 
make each department show a picture of just what it is doing 
in condensed form, showing only one department 

QUESTION: The last sheet, is that for an entire year, or a portion 
of a year? 

MR. WILSON: Well, this last sheet, that is up to date 

QUESTION: For the nine months? 

MR. WILSON: Well, whether 12 months or nine months, that is just 
up to date These figures are not for any two months or nine months. 

QUESTION : 
for how many months, or what months 

MR. WILSON: Well of course, you have that in your own report. 
For instance, for these two months—this is the total sales for two months 
and the total expense for two months, and then the next column we sepa 


You give your stationery sales, but you don't give them 


rate it and compare it with last year’s report. 

QUESTION: Mr. Wilson, do I understand your outside selling expense 
is your outside salesmen, whereas your direct expense is your salesmen 
in the store? 

MR. WILSON: Yes, sir 

QUESTION: And you allocate all of your advertising there to your 
outside expense and none of it to the store? 

MR. WILSON: Yes, sir 

QUESTION: On what theory? 

MR. WILSON: Well, if you want to get your wages for direct and 
outside selling, you must add the two together to get the total. 

QUESTION: You do not pro rate your advertising at all, then? 

MR. WILSON: Well, we don’t pro rate it to the administrative, either, 
as far as that is concerned. We pro rate our advertising expense on the 


basis of sales 
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MR. ALLEN: How do you allocate your rent? I presume this is your 
most expensive department, as it occupies the ground floor. 

MR. WILSON: Yes, sir. 

MR. ALLEN: Your rent seems to be very low. 

MR. WILSON: Well, it probably Is. 

MR. ALLEN: This is the most expensive part of your building, the 
ground floor? 

MR. WILSON: Yes, I realize that, but it so happens, Mr. Allen, that 
we have, you might say, a five-story building, and our ground floor is 
divided between two departments; the gift department, for instance, takes 
as-much rent as the stationery department. For instance, nearly $600.00 
is for the ground floor, and nearly that much is charged to the gift de- 
It is charged to the department, based on the floor space. 
Your ground floor is almost as much as the rest of the 


partment. 

MR. ALLEN: 
building, isn’t it? 

MR. WILSON: Yes, sir; that is pretty near a fact. Of course we 
charge the advertising more to outside selling, because we term it as 
outside selling. In other words, the direct expense is that expense that 
bears particularly on that department, right inside of the store. 

QUESTION: Of course, any individual can work this out any way he 
wants to. 

MR. WILSON: Yes. He may not agree with me on a good many 
things. He probably would not carry it just as we do. 

MR. ALLEN: It has got to be put somewhere, though. 

MR. WILSON: Yes. Where would you put it? 

QUESTION: Most of your advertising is to draw people into the shop, 
and I would imagine it should be on direct expense rather than outside 
expense, but that is simply my own personal thought. 

MR. WILSON: That could be discussed for a long time, as to what is 
the proper way. I believe this will pretty nearly tell you what you are 
doing, if you will take this with you and study it. 

QUESTION: Do you put this up against a budget? 

MR. WILSON: No, sir; we do not really set up a budget, but we 
watch closely this year as compared with last year. 

MR. ALLEN: Isn't this better than a budget? 

MR. WILSON: A budget is a good thing, but it looks as though it were 
hard to stick to once in a while. 

MR. ALLEN: It looks like this is actual, whereas a budget is imaginary. 

MR. WILSON: You know how it compares with the Harvard Research 
Bureau, and this shows you just where it is high. For instance, if you 
found your wages as a total were high, you could determine whether it 
was in the direct department or whether it was outside selling or whether 
your administrative was high. All your wages may be right excepting 
in your office and if it is high in your office, it would throw your total 
wages out of line, and you could start in your office and get those wages 
in line. Now, I have got some forms if any of you would like to look 
them over. They show how they are split up into different departments. 


Bureau of Open Display and Store Arrangement 
By Fred Schaefer 


About a year and a half ago, the National Stationers’ Association es- 
tablished the Bureau of Open Display and Store Arrangement. The activi- 
ties of this Bureau up to the present time have been mainly centered on 
the Open Display feature of store arrangement. 

When I was appointed as Chairman of this committee, I started from 
scratch. The first source of information was the Wisconsin and Minne- 
sota Retail Hardware Dealers’ Associations. They have done remarkable 
work for their members and I felt that they would be a model for us to 
pattern after. Our President, Mr. Walker, visited the Minnesota Hard- 
ware Association’s headquarters with me last winter, where we were prom- 
ised assistance in the work that we are attempting. 

In addition to contacting other Associations who are engaged in work 
of this kind, I wrote all the manufacturers that are making open display 
Fortunately, we have manufacturers of fixtures who are also 
members of this Association. Many of these manufacturers supplied me 
with circular matter and catalogs, which I mailed out to stationers who 
requested information from this Bureau. 

During the past year, sixteen stationers have been served by this Bureau 
through correspondence. These stationers are located from coast to coast, 
and three are in Canada Twenty-three stationers were served by me 
personally, and I am pleased to say that twenty-two stationers in the 6th 
and 7th districts, comprising the states of Illinois, Wisconsin, Minnesota, 
Iowa, North Dakota and South Dakota, have either built entirely new 
stores or remodeled the old ones, bringing them abreast with the latest 
methods in retail merchandising. 

Many of you will recall the written testimonials of the stationers whose 
experiences with open display were published in the July issue of the 
We are proud of this fine work that has been done 


fixtures. 


National Stationer. 


by these men and others, who are making a real eYort to improve their 
profits through better merchandise display. 

The increasing interest that is being shown by so many stationers is 
convincing to your Chairman that the need for this kind of work on the 


part of your Association is great indeed; its results are gratifying. 

As individual merchants, it is difficult for us to accomplish the results 
that are being achieved by large national retail dealers who have store 
arrangement engineers who do nothing else but study the habits and 
desires of our customers. But as members of this Association, we can and 
have available to ourselves, a source of information that would be both 
costly and difficult to obtain as individuals. 

Our Association is the finest medium through which we can gather and 
distribute the latest and best information relative to store arrangement. 
Our Regional Meetings, which are held in all sections of the country 
and Canada, present a real opportunity to acquaint us with modern and 
profitable display methods. 

At the 6th and 7th Regional Meetings, which were held in Milwaukee and 
St. Paul, respectively, this Bureau exhibited small displays of Open Dis- 
play Fixtures. The interest that was shown in these displays was very 
gratifying, practically every stationer in attendance visiting the displays. 
Many of them carried home some real ideas that they have since put into 
practice. We feel that our Association has taken an active part in the 
new and remodeled store program that has taken place recently in the 6th 
and 7th districts. 

This work is in its infaney, gentlemen, and I feel sure that in the near 
future many stationers throughout the United States and Canada will find 
it profitable and convenient to use their Association as a source of infor- 
mation for better and modern Store Arrangement. 

In our contact with other Associations who are engaged in store display 
services; also fixture manufacturers; and in observation of methods used 
by large syndicate stores; and in actual experiences in stationery store 
layouts, we have found that store arrangement fundamentals are very 
much the same in many retail businesses. 

When a customer enters a store, it should present an unobstructed view, 
so that he or she is attracted by merchandise displays in all parts of the 
store; also that you and your clerks have a full view of the store. En- 
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courage customer circulation through your entire store by having main 


and cross aisies never less than four feet wide, and wider if possible 
Many retailers have wide main aisles and narrow cross aisles. A narrow 
cross aisle is a poor invitation to a customer to use both sides of the store 
Demand and Im 


Merchandise can be generally placed in two classes 


pulse In order to further encourage circulation, demand merchandise 


should be placed toward the rear of the store. Goods of this nature are 
bought more often than any other, and in order to reach them, customers 
should pass other well displayed impulse goods 

Demand merchandise in the stationery business consists of such items 
as loose leaf supplies, pens, pencils, inks and adhesives, and other goods 
that are being consumed daily by office workers 

Impulse merchandise are the goods that most people buy because they 


temptingly displayed The more customers that pass by the 


attractive displays of impulse merchandise, through the placing of demand 
profitably made of 


see them 


items in the rear of the store, the more sales will be 
goods of this nature 
placing the cash 


Store circulation can also be stimulated by properly 


register and wrapping counters. This place is sometimes called ‘‘the Hot 
Spot"’ of the store. Practically 
packages and change It is advisable to place it toward the rear center 
of the store. The vicinity of the Hot Spot is the best location of the store 
to put over profitable items that can be promoted from time to time. Use 
it will pay you handsome profits 


every customer goes there for wrapped 


this location in your store intensively 

I had an interesting experience in a certain store recently, where the 
wrapping counter and register were in the rear center of the store The 
wrapping paper and twine were at the right side of the counter, and the 
register at the left Customers walking down the right aisle would have 
their sale rung up first, as usual, and then wait for their package, and 
walk right back out of the store the same way they came in. By changing 
the wrapping paper to the left side and the register to the right side of the 


counter, the customers walked over to the left side of the wrapping counter 
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and then walked out the left aisle of the store. The mere act of switching 
the register and wrapping paper from one side of the counter to the other, 
practically doubled customer circulation in this store 


The grouping of related items also plays an important part in the modern 
scheme of Open Display and Store Arrangement Related items, namely, 
items of stock that in themselves are suggestive of others, can be grouped 
in display cases, and the customer's trend of thought carried out through 
an entire section of display We have come to believe that there is no 
longer such a thing as customers buying only one article. Open Display 
has proven that with the goods attractively placed within his reach, the 
customer will select other articles he has long needed but has not remem- 
bered to buy In addition to being a great help in drawing the attention 
of the customer, Open Display affords a large saving of clerks’ time in re- 
moving merchandise from shelves and putting it back again. This one fea- 


ture is a decided advantage in handling many small items as it saves 


clerks’ time in waiting on trade 

Open Display fixtures, with all goods plainly priced, act as a magnet to 
most people. Office supplies displayed in this manner appeal to most people 
just as strongly and interestingly as household tools do to home folks. 
Many 
sales being made to women 


stationers who have adopted Open Display have noticed increased 
There is no longer good reason why a sta- 
tionery store should be a man’s store. The women do a very large share 
of the buying of office supplies and stationery, and also buy many articles 
Already an appeal is being made by many sta- 


Window displays 


in our lines for home use 
tioners to buyers of stationery necessities for the home 
of stationery supplies for the home are being shown by some stationers and 
a big new field is opening up in this direction to nearly all of us. Open 
Display will help to increase this new business and continue to bring back 
customers who are accustomed to this method of selecting their supplies. 


Open Display will help us in making friends and holding them by a 


friendly, modern usefulness 


How to Apply the Harvard Bureau Figures to Your Business 


MR. TOWNE Gentlemen, I hope you have not been led to expect too 
much from me from Mr 
I am not qualified to talk to you on retail subjects 


that very reason that we, as manufacturers, were interested enough in the 


Garvin's introduction I am not a retailer and 
However, it is for 


retail side of the picture to make a small research on that subject, and 
that is what I am going to present to you today 

Now, we do not pretend that we found out anything in this which the 
know, and we don’t pretend that we 
What we may 


stationery concern did not already 
found anything that you yourselves do not already know 
do, however, is point out some of the things in a little more definite form 
and in a little different way, which may serve you to good advantage and 
which may not 

First of all, in the stationery 
which has resulted from the printed pamphlet Mr 
pamphiet, ‘““‘We all know the cost of doing business based upon averages 
The National Association has conducted two surveys by the 
Harvard Bureau of Business Research, and we know the average Now, 
Come to Detroit and see 


business, I want to clarify a situation 


Garvin said in his 
Stationers 


let us use these figures to reduce our expense 
done I do not propose to do that All I am going to 
Harvard Bureau Report as a starting point, as it has to 
The Harvard Bureau did a great 


how it can be 
do is use the 
be for pretty nearly all your businesses 
job in that respect, in that it told us what it cost us in toto to do our 
business 

There is always a great hue and cry in the stationery business of what 
stock and how items we have For that 
very reason I want to point out that the stationery store is characterized 


a burden it is to carry many 
by what is known in cost parlance to manufacturers as ‘‘joint’’ cost; it 
means that there is a particular cost for each particular article that you 
handie, which is different from the average, and that is what we were 
interested in as manufacturers We wanted to know what it cost our 
distributors to handle our products as distinct from the products of other 
And we needed to know that particularly, because in the past 


year to 


companies 


few years we had been spending a good deal of money each 


develop an outside selling program for stationers, a program of advertising 
and that sort of thing, and we did not know surely that we were right 
in doing that We did not know 
from selling loose leaf and blank books on the outside We did 


surely that the stationer could make 
money 
not know whether it was as profitable or less profitable than some of the 
other items that he already sold on the outside, such as filing equipment 
little more about that 
eastern commercial stationers permitted us to make a study of its busi 


But we know a now, because one of our large 


ness covering a period of one year 

I am going to assume that I am that stationer and talk to you in the 
first person about my business. I do not want you to assume from that 
that the stationery concern feels the same way about it. We may differ, 
and, if we differ, I would be very glad to have you speak up and tell me 


what you think is wrong with my business 


The name of my firm is Outside Sellers, Incorporated. In 1928 its 


By Richard 


rr 
4 
B. Towne 
overall cost of doing business was 30° of net sales This cost ratio is 
about 10% 
revealed by 


lower than the ordinary cost ratio of 33% of net sales as 
the study of the Harvard Bureau of Business Research for 
the same year. Also, our general costs appear favorable as compared to 
other dealers of the same size, dealers located in cities of the same gen- 
eral character and in the same section of the country 

There are two main divisions of my business—first, the furniture division, 
of net sales to operate, and second, the general sta- 


Com- 


which cost 28144% 


tionery business, which cost 32% of net sales to operate in 1928. 

pared to the year previous, there was a loss of 344% in sales, practically 

all of which was in the furniture department 
My stock turn on both lines was quite favorable. I have always been 


buyer. During 1928, the merchandise investment was reduced 
about 11%, and an average stock turn of over five times was obtained 


stock control in my 


a careful 
I am beginning to suspect, however, that instance 


may have been carried to an extreme, maybe it produced higher costs 
than would have been incurred if larger and more adequate stocks had 
been carried. This is indicated by these facts: My 1928 statement showed 
that the inward cost of merchandise was 3% of net sales, which is sev- 
eral times the ordinary cost of getting merchandise into the store, and 
reduced the gross margin by the same 3% My 


which obviously gross 


margin was deficient by this same 3%, as compared to other stationery 


dealers. Moreover, the house from which I buy my loose leaf and blank 


books tells me 70°, to 75% of my purchase orders were for amounts less 
than $10.00 during this year. This is in spite of the fact that I maintain 
a stock record, and place sizeable and economical stock orders each month 
Maybe my small inventory served to increase my cost of distribution 

Sellers, trans- 


Incorporated, consisted of charge 


In the stationery 


Business of Outside 


actions covering 94% of the total sales volume sup- 


plies department, 7% of sales were for cash, and in the art department 


cash sales amounted to 18% of the total. The average cash sale was about 
60 cents, which is about normal ; the average charge sale was $7.52, which 
is above normal. My charge business is greater than most stationers’ cash 
business ordinarily constituting between 15% and 30° of a commercial 
During the year, 97%% 
salesmen personally, practically all outside the store, telephone and mail 


stationery business of my sales were taken by 


transactions amounted to only 242% of the total volume The fact that 


my sales are so overwhelmingly charge sales, and are obtained in such 
a uniform manner, makes me wonder if I could find out what it costs me 
to fill an order and measure cost of operation for various lines of the 
business 

In considering what it costs to fill an order, I know the salesman usually 
gets a commission which is around 10% of the value of the order. The 
order has to be delivered, which costs the same for a small order of $1 
When an order is exceedingly large, 
is much higher. 
Generally the order must stand its proper proportion of my time, and the 
time of all the staff engaged in filling orders Small orders of routine 


or a relatively large order of $50 
or is for furniture, of course, the expense of delivery 
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character take very little time, but it costs just as much to make out a 
bill for a small order as for a large order, with the exception that there 
Each 
order has to bear a proportionate part of the rent, light, taxes, insurance, 
The more orders 


may be more items on the large order than on the small order 


interest and all of the fixed charges of doing business 
handled, the lower cost per unit for fixed charges. Some of my expenses 
appear to be dependent upon the size of orders, others seem to be about 
the same for each order, regardless of size. It is apparent from the above 
that the cost of doing business is dependent partially upon the size of 
upon the number of orders handled 


expenses into three 


the order and partially 
With these considerations in mind, I classify my 
groups: 
1. Variable 
more business I do, the more they cost me 
those which do not vary with sales, such as rent, 


Expenses—-those which are dependent upon sales The 

2. Fixed Expenses 
light, taxes, insurance and interest. Each order costs about the same for 
fixed expense 

3. Semi-variable Expenses—those which I can’t decide about. They do 
not vary entirely in accordance with the sales volume, but are also de- 
pendent, at least in part, upon the number of transactions, such as office 
expense, my salary, delivery, etc 

I decide that semi-variable expense is 50-50 and add one half to the 
variable expense to be distributed upon sales, and one half to the fixed 
expense to be distributed upon orders. 

Variable expense turned out to be 164%2% 
however, had to be divided by the number of orders 
furniture transactions, and 77,791 general stationery 
which it is evident that the overhead cost per transaction was very dif 
ferent from these two divisions of the business. It proved to be $4 per 


transaction for the furniture division, 70 cents per transaction for the 


of sales. The Fixed Expense, 
There were 7,680 


transactions, from 


Stationery Division 
Even so, you may say, but what good is it to know that? Having de 

termined these cost factors, and knowing the number of transactions for 
different products, let us turn to our tables and learn from the first one 
what it costs to handle the transactions and sales of each of ten major 
lines of product. The sales grouped themselves naturally into the following 
ten lines: 

Furniture 

Filing Equipment and Supplies 

Mimeograph Equipment and Supplies 

Printing 

Miscellaneous Stationery 

Bound Books and Loose Leaf 


Artists’ Drafting Room Materials 

Pencils 

Typewriter Supplies 

Inks and Adhesives 

The different letters on the first table refer to the product groups which 

I have just mentioned. They are arranged not in the order which I have 
just mentioned them, but in erder of the cost of distribution of the products 
concerned. You will notice, for instance, that it is not the group with 
the highest volume that has the lowest percentage cost to sales. It is 
this difference in distribution expense to which we wish to call attention 
The general ratio of cost to sales for the entire business which is 31% 
of sales. Incidentally, 31% cost is within 1% of the cost shown on the 
operating statement of the business of 1928 so I know that our total cost 
is distributed to some product group, though there may be too much in 
one and not enough in another. 


TABLE I 
Outside Sellers, Inc. 
NUMBER OF TRANSACTIONS, COST, SALES, % OF COST TO SALES 
AND AVERAGE SALE BY PRODUCT GROUP 


Average 





Product No. Total % to 
Group Trans. Cost Sales Sales Sale 
A 9298 $ 29,091 $113,934 25.5 $12.25 
B 5846 16,634 60,989 27.3 10.40 
Cc 6130 61,637 224,955 27.4 36.70 
D 1824 15,635 50,541 30.9 27.71 
kK 9975 14.536 45,716 31.8 4.58 
F 7623 10,540 31,537 33.4 4.14 
G 5188 6,372 16,606 38.4 3.25 
H 17845 20,620 49,263 41.9 2.76 
I 7075 7,662 16,420 47.3 2.32 
K 14667 15,073 29,125 52.0 1.99 
Total 85471 $197,798 $639,087 31.0 $ 7.48 


What about the cost of handling each line? As the table shows, it varies 
from 25% to 52% of sales. The lines the principal sale of which is in 
the furniture department show the best costs. But they also have the 
lowest gross margin. Line C, for instance, is one on which I know it is 
difficult to average 25% margin. It is an exception to the low cost lines 
I want to push. LL and BB happen to be a middle item with a distribution 
cost of 31.8%, practically the same as the ratio for the entire business. 
tomers who bought less than $10.00 from me during the year. This is 
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(Turn to page 183, please) 


A Filing Supply Campaign 


By O. H. 


MR. EISENLOHR: Mr. Chairman, and Gentlemen: Many big surprises 
can happen in a short time I was out there like the rest of you trying 
to get some information, and now I find I am supposed to give some. To 
go back a little bit, yesterday morning we saw here some pictures of the 
modern stationer’s store, and in keeping with what President Walker said 
Monday morning that the stationer was getting to a place where he wants 
his store to be more than just a warehouse, he wants people to come in, 
We had arranged our store in 
and usually you have got 
You don’t go into a 


and he likes to display his merchandise 
that manner. We wanted people to come in, 
to give them something more than a bare article 
cafe or a cafeteria unless there is something in there that you want, and, 
of course, while you might think you are going to get it a little cheaper, 
you see more and you end up by buying more than if you had really 
Our trouble, as we saw it, was in getting enough 
see, not only the stationery articles, but 
Consequently we were working 


ordered it from a menu 
people in our store to actually 
the merchandise that we have displayed 
on our salesmen to bring in a certain number each week, but that soon 
gets old It is just like a child with a new toy It wears out and the 
child hunts for something else. So we thought probably by instituting a 


series of what we termed business efficiency courses, we could induce 


various concerns to send their employees into the store for a demon- 


stration of whatever the course might be on. The first one we had reminds 
me somewhat of the Yegg who ran into an office and said, ‘‘Quick, quick, 
And the office 


Nobody 


tell me where I can hide this. The cops are after me.”’ 


manager looked around and said, ‘‘Put it in the file over there. 


has ever found anything there yet (Laughter. ) 


So we instituted a business efficiency course on filing First we got 
a selected mailing list of 
wrote a personal letter, telling them we believed it was to their advantage 
and it was their object, to increase the business efficiency or the efficiency 
of their employees. In other words, we put it up to them that we thought 
they were interested in increasing their own efficiency and that we were 
able to help them do that; that we had something to offer which we would 
We purposely sent it to the business execu- 


business executives. To those executives we 


like their filing clerk to see 


tive, because we wanted him to know that we were doing something for 
him In this letter we enclosed a little card, and we told in the letter 
that if they would present that card they would be admitted. 


Of course, 


Eisenlohr 


the purpose of that was to get an idea of who came into the store and 
attended these classes. We were surprised at the results we got. We had 
four classes conducted daily, the first one at ten A. M., then one at 12, 
another at 2, and then one at 5:30. We spread them out over the day, 
because some could not come in the morning, some would come at noon 
when they went out for lunch, some were let off at 2 o'clock to attend 
the classes, and then for the class at 5:30 there were a lot that simply 
wouldn’t leave or couldn't get away until after working hours. 

In these courses we demonstrated actual filing systems in the filing 
cases. We have a permanent display there, and in each file we placed 
a different kind of an index, depending upon the nature of the business, 
or the different methods a man can use in filing. Each of them were 
lettered, had names on them, and back of the guide or folder we put 
corrugated board, so that it would represent actual material in these 
folders, and it did make a nice display and did not look jumbled up so 
that a person could not tell what was in it. We had during the week 
something better than 250 there. There were probably 300 people that 
came into the store simply to see and learn something about filing, which 
was an indication to us that the average business concern is interested 
in knowing how to file and find correspondence or papers, or whatever 
it may be. We made absolutely no attempts to make a sale during that 
time. Of course we would not turn any orders down, but we did not 
attempt to sell anything. In other words, it was merely a course of in- 
struction. We invited questions, and quite a number were asked. At times 
there were probably too many in the class so that not all could be given 
the proper attention; at other times it was just a nice size. 

We did this too: We went to the various business colleges in Dallas 
and invited them to bring their various business classes down there, and 
we were really surprised at the number that turned out. Following the 
week we had our filing school we mailed out another letter to the same 
list that it went to before, and included particularly those who had turned 
in cards, because we knew they were there, and we told them they were 
there and that we were glad they were. We asked their permission to make 
a survey of the files in their office, and stated that if we could be of any 
service to them we would be glad to do so. In that way we were very 
handsomely rewarded by people asking for service of their files, by 
installing systems in quite a number of offices, and in really feeling that 
we had not only gotten people into our store to see what we had there 
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to offer, but to let them know that whenever they were in trouble, if they our letter, those people who had already sent cards saying they would 
would call us we would be more than glad to try to help them like a survey made, we had one of the men who had conducted the classes 
Another beauty about it was that the entire thing was handled by our call on those various people. It was a good training for us and for the 


. weople that came in there, because it gave us contacts that we had not 
own salesmen The manufacturer very amiably gave us the literature people at came im the _  araeap’ ~ , - 
had before It is interesting to know that about six or eight weeks ago 
that was necessary in the form of pamphlets, folders, etc., but other than , 
that } tid ' hict ' 1 ' , one of those business schools that we had invited down called us and 
1a 1 did nothing, which was what we want . cause after 4 we have 
, - : salen ; ited, because after al = wanted to know if they could come back and take some of their students 
4 t own » = ! i t ade 4 j 
got to do our own selling, and in doing that it made our own men study through that school again Of course we were more than glad to have 


the filing problem. If they were asked a question, naturally they would them do that, and they did, and we feel they got something out of it. The 


feel a little embarrassed if they could not have answered it True, we point we were so interested in and felt so good about was the way the 
took three of our men who had made somewhat of a study of filing, and thing went over, and the fact it actually brought results and was handled 


let them handle these classes. The following week after we had sent out entirely by our own organization (Applause. ) 


Development of Furniture Display 
By Roy Thompson 


MR. THOMPSON As I see the convention this year, it seems we are were files and filing equipment, but we found that was not sufficient. At 
running considerably to the unusual We have done several things that the advent of the steel desk, and going into the line we are representing 
have been a little different from what has been done before; the won in steel files, we were handicapped for display space We had room for 
derful display, and not to forget our Buzzards Club, which is somewhat only sixteen or twenty files. That was all we could show So we did all 
unusual The convention officers asked us to go a little further in this, we could with the equipment we had We arranged about 1600 square 
that is, the Detroit furniture dealers, and arrange, in conjunction with feet of nothing more than decorative warehouse, that was about all there 
the manufacturers, our displays, so that visitors from out of town get was to it—on our second floor. We thought so much of that big area that 
the idea we have, and we may get some good ideas from the things you we had a dance the opening night and the best thing that came out of it 
have. The plans have been somewhat changed. Instead of a session this was that we had to repaint the floor It ruined it entirely 
afternoon, and closing at 3 o'clock to go on this trip, the session ends at But with our steel desks, we felt, and I believe that notion is getting 


12, and immediately following the luncheon there will be guides here more so each day, that men were seriously handicapped; that the advent 
sufficient to take care of : visito who care t z ‘ . > ; . , 
cien take care f all isitors 0 care © go to the stores of the of this wood desk was big enough to require some set-up for an equip 
six Detroit dealers that have the furniture displays which we would like 
ment of that kind, and our boys sensed that, and they were coming in 
you to see We anticipate a crowd, and rather than all go one way or 
complaining all the time about getting calls for wood desks which we 
another way, we will split the trip into five or six, and if you will get 
“Oo i Wi ‘ *> care oO So ot 0 at w li * arri “ é 
together in parties, if you desire to do so, we will arrange for transpor couldn't in any way take care of - : oe » Rave ermnges wast 
tation and get you around to these six places. I believe it will be worth we hope everybody here will come this afternoon to see. No different from 


ro ; » ( -e re 2 ‘TS »] ‘ Ss 0 » 
your while. We have done a lot to get this arranged. On our particular what is in a good many other office furniture dealer places around the 


display we have spent considerable time, and have had a lot of pleasure country, but it is different for us, and very different if one could picture 
out of it, and comments on it Mr. Garvin has suggested I tell you some what we have gone through in the last eight or ten years. So if you gen 
thing about the evolution of that, and it has been an evolution tlemen will get congregated this afternoon, we will try to arrange trans 

About seven years ago, we were entirely out of the furniture business portation for you, and we would awfully like to have all of you out 
We went back into it in 1926. We thought at that time all we needed (Applause. ) 


Recent Developments in the Trade Practice Conference 
By Henry P. Fowler 


It is unfortunate when the same speaker appears on the program at rrade Commission, considerable opposition developed to the conference 
two consecutive meetings of an association ; it is doubly unfortunate when and the rules which the various industries had adopted. Such opposition, 
this speaker sees fit to discuss the same subject on both occasions while not especially weighty, was nevertheless vociferous 

This in general is my attitude toward my appearance here today At An issue was definitely presented during the latter part of the spring 
Montreal last year I had the pleasure of attending several sessions of by the allegation that the Department of Justice was opposed to the trade 
your interesting convention and, subsequently, of addressing two of the practice conference, holding that some of the rules were clearly objec 
sessions My topic was the trade practice conference procedure of the tionable as representing agreements on the part of the members which 
Federal Trade Commission were in and of themselves violations of the anti-trust laws 

On the present occasion, whatever my personal desires and inclina As might be expected, the assertion that two of the federal agencies 
tions, the well-known and highly respected persuasive powers of your charged with the enforcement of the anti-trust laws were in disagreement 
esteemed secretary, Mr. Charles P. Garvin, have been brought into play, with reference to the policies and practices of one of them naturally 
with the result that I again appear before you and with instructions to provoked wide-spread discussion. Informal denial by the Department of 
tell something of the recent developments in the trade practice conference Justice proved ineffective in putting an end to the allegations, with the 

Since the Montreal meeting much of importance has taken place in the result that at a meeting of trade association executives in Washington on 
trade practice conference field. It seems to be inevitable that every con May 1, Mr. John Lord O'Brian, Assistant to the Attorney General in 
structive movement, every movement designed to promote sounder and charge of anti-trust matters, clearly and concisely expressed the views 
saner conditions of living, whether in business or elsewhere, is sooner or of the Department toward the trade practice conference Mr. O'Brian 
later subjected to criticism and attack by those who fail to understand said, in part 
its objectives or, understanding, are not in sympathy with the movement The Attorney General of the United States is not and cannot be an 
or with the ends which it seeks to achieve. This has been the experience arbiter in the field of economic interests His powers and his duties 
of the trade practice conference During the first few years of its ex relate solely to the enforcement of law It is not within his power to 
istence the conference was not of sufficient importance to attract atten change the legal standards of business conduct as defined by Congress 
tion and, therefore, to arouse opposition Each year a few industries, and the Courts, and if you stop to reflect upon this you will not wish 
usually those of relatively minor importance, appeared before the Federal him either to have or to attempt to exercise any such power. The con 
Trade Commission, held conferences, adopted rules, and thereafter returned duct of business should be guided by standards of law and not by the 
to their factories, workshops, or other places of business, prepared to discretion or caprice of any official All of us know only too well that 
carry on in conformity with the business standards to which they had difficulty and often danger arises when officials of Government undertake 
subscribed to regulate by their individual standards of discretion the intricate prob- 

Within the past two or three years, certain impetus has been given to lems of the business world 
this movement, as is indicated by the fact that, of a total of 110 trade In dealing with the subject of monopoly and combination the powers 
practice conferences since 1918, no less than 84 such conferences were of the Attorney General are clearly defined He alone is vested with 
held during the years 1927 to 1929. A movement of this magnitude was power to enforce the Sherman Act. It is his duty to act when practices 
not to be overlooked. Whether because of conscientious objections to unduly restrain or interfere with the free flow of interstate commerce 
the conference or because of interest in other programs themselves in His powers in respect to the trust laws are limited to this special field 


consistent with the trade practice conference procedure of the Federal of business activity He has neither the express nor the implied power 
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to interfere with or attempt to guide the internal affairs of business or- 
ganizations or trade associations, nor has he any desire to do this. 

“The Department of Justice is, therefore, interested only in the acts 
and conduct of individuals and corporations. It deals with groups of 
individuals only in those cases where the individuals are alleged to have 
combined for some illegal purpose. It is not within the power of the 
Attorney General affirmatively to approve trade rules or practices. A prac- 
tical reason for not attempting this is that neither he nor any other law 
officer can accurately forecast what individuals may undertake to do in a 
particular industry pursuant to trade rules. In short, the Department of 
Justice is not concerned with ‘Codes of Ethics’ or Codes of ‘Trade Rules’ 
or ‘Trade Plans’ unless illegal practices result from their operations or 
unless (as in rare cases) the rules on their face obviously contemplate 
action which if taken would be unlawful. 


“The Federal Trade Commission is in a somewhat different case. While 
it has no jurisdiction to enforce the Sherman Anti-Trust Act it has juris- 
diction to investigate unlawful practices and to enforce provisions of the 
Clayton Act. In the exercise of its jurisdiction to deal with unfair prac- 
tices the Commission has not confined its activities to investigations and 
prosecutions but in the desire to aid business has developed the practice 
of holding conferences. Out of this has come the Federal Trade Practice 
Conference which, started as an experiment, has now become recognized 
The Department of Justice has no hostility to 
the Federal Trade Practice Conferences. On the contrary it approves these 
conferences and believes that within their legitimate field they afford 
valuable opportunity for education and for constructive progress in in- 
dustry. It also recognizes that these conferences belong to the province 
of the Federal Trade Commission with whose activities the Department 
has not interfered and with whose aims it is in harmony.”’ 


While Mr. O’Brian’s statement served admirably to put an end to 
charges that the Department of Justice was opposed to the trade practice 
conference procedure, it did not apparently remove feelings of doubt and 
misgiving on the part of the members of the Federal Trade Commission 
To an impartial observer the reasons underlying the changed attitude of 
the Commission are far from clear. For over ten years industry after 
industry, relying upon the procedure which the Commission had estab- 
lished, had taken advantage of the opportunity to lay down rules for its 
guidance and regulation. There had been no change in the Federal Trade 
Commission Act; there were no unfavorable court decisions. So far as 
was known, at least, so far as was disclosed by any action of the Commis- 
sion itself, that body was not aware of any misuse of the rules which 
had been adopted Furthermore, the movement had received the com- 
mendation of the Department of Justice, as I have already mentioned. 


as a valuable institution 


Whatever the inspiration, the Commission on May 23 issued a state- 
ment through its Chairman to the effect that the Commission was engaged 
in reviewing all the rules of past conferences to correct any mistakes 
which may have been made in the past ‘‘and with the purpose of clearly 
indicating the line beyond which the Commission will not go in its recep- 
tion of economic and business rules.’’ The only explanation offered for 
this departure from its earlier policy was that some of the rules adopted 
at trade practice conferences ‘‘are, to say the least, questionable.’’ That 
all was not harmonious within the Commission when this decision was 
reached was disclosed by the dissenting opinion of Commissioner Mc- 
Culloch which was incorporated in the letter sent out to each industry with 
proposed to make. 


the announcement of the changes the Commission 


Judge McCulloch's views were expressed in the following language: 

“T am not in agreement with the majority of the Commission in most 
of the decisions modifying or rejecting conference rules, for my view is 
that an industry may lawfully agree upon any standard business methods 
which do not intend to fix prices or which are not so oppressive as to 
eliminate competition. I am of the opinion that such rules may lawfuliy 
cover price bases such as f.o.b. delivery ; uniform selling contracts ; stand- 


53 


ardization of products; observance of proper differentials between grades 
and quantities of products sold; making unit bids on special jobs; and 
all rules against waste and uneconomic practices such as free samples or 
shipment on consignment. I believe that such rules are not in violation 
of the Sherman Law.”’ 

One of the results of the Commission’s decision was to galvanize into 
action the leaders of industries which had held trade practice confer- 
ences. The great majority of these industries, relying upon the acceptance 
of their rules by the Federal Trade Commission, had adopted definite 
programs for the administration of such rules and were conducting their 
business operations on the basis of the principles and standards which the 
rules had established. To overturn these standards or principles would 
not only put an end to the progress which had been made but threatened 
in some instances to bring about a demoralization of the industry, and 
this at a time when the industry because of adverse economic conditions 
was least able to withstand such demoralization. 

A recognition of the detrimental effect of the proposed program led 
to the calling of a conference in Washington of representatives of all 
industries which had held trade practice conferences. As the industries 
were then unaware of the precise character of changes in the rules which 
the Commission proposed to make, the conference contented itself with 
resolving in favor of continuing the trade practice conference procedure 
as in the past, urged that the Commission modify no trade practice con- 
ference rule without first giving the industry an opportunity to be heard 
on the matter, and called upon the Commission to prosecute any misuse 
of the conference rules of which it had knowledge. The conference also 
provided for the appointment of a standing committee with authority to 
reconvene the meeting if circumstances made this desirable and to provide 
a program. 

Thereafter, the Commission announced to the respective industries the 
changes which it proposed to make in the trade practice conference rules. 
Acceding to the views expressed by the industry conference, and taking 
into consideration the fact that a second meeting of industry representa- 
tives had been called for September 25, the Commission provided that 
each industry would have a period of thirty days after September 25 
within which to file its objections to the proposed changes. 

It is not my purpose to burden you with a technical discussion of the 
character of changes which the Commission advanced. In two important 
particulars, however, the action which the Commission proposes would 
materially alter the rules already approved or accepted, and, to that ex- 
tent, affect rules adopted at future conferences. The Commission, as you 
know, receives rules from a conference and on the basis of the practices 
they condemn, assigns such rules to Group I or Group II, as the case 
may be. Where the practice—such as misbranding, false advertising, 
and the like—is itself a violation of federal law, the rule is placed in 
Group I. Rules relating to practices which are not illegal but are con- 
demned by the industry as being uneconomic or unsound are, on the 
other hand, assigned to Group II. The proposed revision is probably 
not designed to do away with this classification, inasmuch as the amended 
rules which the Commission has sent out continue to include both Group 
I and Group II rules. Nevertheless, it is apparently the thought of the 
Commission, first, to standardize Group I rules and, second, to rephrase 
such rules by the addition of legal terms to make them as nearly identical 
as possible with the language of existing statutes. In its revised form the 
rule on price discrimination, for example, evidences the intention of the 
Commission that any rule on this subject shall follow the wording of Sec- 
tion 2 of the Clayton Act. In the past many industries, while observing 
the spirit and intent of the statute, have formulated rules on this subject 
which spoke the language of the trade and were therefore intelligible to 
the members. The effect of the Commission's action is obvious. I doubt 
whether it would be possible to find two attorneys who would agree fully 


(Turn to page 188, please) 


What Should the Retailer Do During the Coming Year? 


By Elmer Pape 


MR. PAPE: Mr. Chairman, Gentlemen and Friends in the stationery 
business: It is with a little hesitancy that I come before you, but with a 
good deal of personal satisfaction, to further a movement that started up 
in the Connecticut Valley some time ago. Perhaps a little statement of 
the circumstances that led up to it might paint to you a better picture of 
what we are trying to propose, or have already suggested to your Board 
of Governors last spring, of which you probably have heard something in 
the trade papers. 

Like all local associations, we have had our troubles in getting out and 
keeping up the proper interest in the activities of its members, and for 
about two years the principal question, or the one that we had the most 
difficulty in answering has been, what is this Association worth? What 
is it accomplishing, and what can it do for me? Now when I say “me,’’ 
I refer to the stationer of the ordinary size. The National Association, 


ever since its existence, has had as members retailers constituting the 


larger retail dealers of the country. It has had a very fair percentage 
of the larger retailers. On the contrary, it has had a very negligible 
percentage of the rank and file of the retailers. In order to make this a 
representative association of all retailers, and in order to have the 
strength to further our various programs in co-operation with the manu- 
facturers, it seemed to us that some program that would bring in what I 
am going to choose to term the ordinary stationer, and by that I mean 
the medium sized stationer, of which there are a great many all over this 
country—should be formulated. 

To digress a little, there have been efforts to form various types of 
associations or organizations, all of which seemed fundamentally to have 
exactly the same objectives that your and my Association has had; in 
other words, they were just stationers, with the same problems, and with 
perhaps a little different idea of how results could be obtained. But in 
looking over the framework of our Association, we over there in New 
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England felt that we had a most ideal structure in our National Asso 
tion to accomplish anything that we might desire to do It was built lik 
a large comfortable ! e, with a room for the manufacturers, a room fo 
the wholesalers, a room for the commercial furniture people, but, much t 
our surprise here was I room for the retail stationer, who it seemed 
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the innumerable things that might be mentioned, there was, it seemed te 
us, a chance for this Association to render a service to the medium-sized 
stationer who was not large enough to hire his own store lay-out engineer 
We have had a very good report from that bureau this morning, which 
i Start in that direction Possibly a standardized syst f accounting 
ild be onsidered The National Associatior for a good many years, 
has had a definite program over the year of window displays, some definite 
program of advertising in connection with those window displays, so that 


we could all co-ordinate and concentrate on certain merchandise according 


to this definite program 

While many of our discussions brought in that old bugbear of co-opera 
tive buying, when all was said and done, that actually seemed to be one 
f the least important It could be worked out in some districts, but it 
eems that the inager of the ordinary store, as we find them in New 
England, is pretty well occupied throughout the business day with the 
thousand and one details of his business, and his personal attention to the 
store, so that he does not have the opportunity, and possibly he has not 
the training, to sit down and definitely lay out an improved arrangement 
f his store, h udvertising program, sales programs, and a thousand and 
ne other things that such a bureau in this Association could offer to the 
retail dealer Something concrete to offer to this class of dealer, we be 
lieve would materially aid us in building up the numerical strength of the 
(ssc ition, and without that numerical strength we are going to be han 
dicapped in a good many of the accomplishments which we are trying to 
bring about, both for our own good, and possibly for the manufacturers 


good I thank you (Applause. ) 


The System Retail Stationery Sales Survey 


By Irving Fellner 


its influence extended so far. 


lit 


us was really the nucleus, or, not the nucl because that would be 
small part, but the big important part that we had to have to comple 
that home And at the regional mee g of District No. 1 we propos 
in organization under an additional vi I dent of a retail divisior 
organized along the line f the ther div t and in order that it might 
not be merely a theory we tried to take s« e of the thoughts that had 
me to our meetings fr the various r ers, and co-ordinate ther t 
‘ hart, wi hia rry I have not here t show you today But we 
tried to paint a picture fa great many Uw that this Association car 
! not that any he were original, a any of them were taken fro! 
activitie f other a ciations, what they had done for their member 
and it sé dt hat any f ti hings could be applied to our 
wives Incidentally we had also a ttee whose ob was to LiKe 
a study of cha thod There juite a question as to whether 
they reall afte " great extent depends primarily on wha 
i rf atior 1 operat But they reported back this one 
thing that ids I t to your atter ! The chain store is prob 
ibly an exa f I ganized retail merchandising that we have t 
] k t f cami al I ention that because in this great array 
I I i for th divisior n addition to the many prob 
z ! transportatior perative buying, discounts ind 
Note rter of the f wing survey asks the 
question \W in’'t the stationer become once more the 
counselor to At in business on products pertaining t 
‘ nomy and efficiency in th fice?” “How are we 
' ' ‘ ' ; t p fior 
Which we answer with another question, “When did 
the stationery business lose the position, the retaking of 
} | re srrit ended 
For 1 re than twenty veat this journal has made a 
ionthly portraya f the advance of the stationery busi 
nes Its p f in the past two decades has been out 
tandir n United States commercial enterpris« At n 
Lime im the ist ha the Stationery busing ss functioned 
compreher is in the present At no time has it 
had such close contacts with oft ils of general business 


Never be 
Never 


fore has it e1 iced so many important 1es 
before has its prestige in the business world been so high 
In short, at 1 time in the history of the stationery 
isines ea t enerally ha t been conducted on a 
her plane, with alertness to every opportunity for ad 
incement or with 1 re rupulous regard t d man 
agement pr store irra! ce! nt sound Store practic¢ 
ind up-t date metl d 
We could | the names of a thousand firms who have 
achieved cons 10us success upon the policies mentioned 
il ve ind 1 re thar inother tl us ind whose businesses 
imi irly conducted but under less favorable circum 
tance tua ' ' ther ur ntrollable factors, are 
mportant enterpris¢ in their mmunities 
In the stationerv business, as in all other business and 
n everythi ndane, perfection is not to be achieved 
MR. FELLNER material to be presented to you in this surve 
: gatl ! ‘ fir hand by v1 nvestigator calling ! 
0 , 2d selling org ' large, small and 
ed | I y I w : ed at the high quality f 
‘ : ‘ ‘ ve 4 : d TI 
5 5 ' tiga , keen. re 1. autl 
" verytl ga in sil ild be Or 
and wit! : th wi yg 
| ‘ 
T i f W ‘ ling wa g i. w 
! iy f ‘ tastefully arranged and 
iw low und wl ffices wer dert 
nd w W t g Ww ! window wer r 
‘ ‘ } light ' ne yf 


methods 


to 


Good made better and good 


susceptible of 


be 


improvement 


stores can aré 


Business ts subject the 


evolutionary which affect all thins 


processes 


But at all stages of progress problems develop and in 
the solution of some problems is the germ of another. 
Emerson long ago said something to the effect that the 
top shall not be cut so thin that there is no bottom. Al- 
ways there is the other side The additional line that 


opens a new channel is attended with its own particular 


difficulties Resistance is never to be overcome: it can 


be minimized 


In every line of business are alwavs to be found the 
smaller concerns, which, because of limitation of capital 
is their retarding influence, must be content with the 


means at hand as they struggle for a secure position. Out 


f such have grown many of the outstanding houses in the 
field 
\nd in every line of business are also found less pro- 
ressive firms, apparently devoid of enterprise and initia- 
tive, but which somehow survive and afford a living for 
their owners. These through unsound practice sometimes 
affect the business of better houses, but they always have 


bably 


all retarding 


existed and pr always will 


the 


through 


Despite influences, however stationery 
recent 
It has 


expansion of 


business has made tremendous advance 


It has kept pace and tempo with the 
but the 


its usefulness to all business and in increasingly intensive 


times. 


nothing to regain much to gain in 


cultivation of its ever widening field. 


[he star of the stationery business has long been in the 
ascendant The enterprise of its personnel will keep it 
the re 

res sufficed, or really did not suffice, to give illun atior In one of 
he store where selling was notoriously poor, stools and old-fashioned 

gh desks with ponderous ledgers constituted the office We almost ex 


yuill pens and a sand box 





Ir t. sellir is good or poor because management is good or poor 
We ant blame the salespeople We must blame the inagement To 
ell properly, salespeople must be properly trained. If, after a period of 

il instruction, the salesperson persists in the wrong kind of selling 

nm he hould be dismissed But under r circumstances should un 

sined neapable sales help be permitted to lose present sales and 
eopardize future good-will 

It ll a question of management 

And talking about management makes me want to ask a question. What 
re you, the inagement group, of this glorious industry, doing to keep 


yead of the procession? 
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Why can't the stationer become once more the counsellor to American 
business on products pertaining to economy and efficiency in the office’ 
And how are you going to regain that posi- 
must look to the consumer. What does he 
and efficiency in 


Who more logical than you? 
tion? First and foremost we 
want, what does he need, what will improve economy 


his office? It is generally recognized that the retailers’ true function is 


to serve as the purchasing agent of his community How can you act 
as a purchasing agent until you know what your principal’s wants are? 

The stationer must become a service store—a consultant. Furthermore, 
you must establish contact with the men who actually buy I don’t mean 
the purchasing agent or some chief clerk or head stenographer. They 
will suffice if you want to limit your sales to a pound of rubber bands or 
a gross of pencils sold on a strictly competitive price basis. But if you 
want to gain the enviable position of adviser to the American business 
man on his needs of office supplies, equipment and machinery, you must 
learn to know and be welcomed by the comptroller, auditor, treasurer, 
secretary, office manager, even a vice-president now and then. For they 
are the men behind the scenes who really buy. If you do this you'll not 
only be looked to for your new important lines, but you will get back 
the business on the smaller lines which for the time being has gone to 
other channels. We now come to the survey itself: 

As I told you, I sent out two investigators who called on 20 stationers 
They called on stationers in small towns, in large towns and in medium- 
They even called on one department store and two direct 


And what did they find? 


sized towns 
selling organizations 

Well, as I said before, all sorts of selling; good—yes, very good and 
poor—oh yes, terrible. And now with your kind permission I’m going to 
read you just what took place in each store we went into; also what 
impression my investigators got of the store. I do hope that you will 
realize that when I get very vehement in my criticism it’s only to bring 
the black side of the picture. I feel sure that none 
I merely want to show you to 


out more forcibly 
of you are guilty of any such procedure 
what depths some stationers fall when they are not continually on their 
toes. And conversely when I turn to flowery language it is to give praise 
to the real stationer with the real salespeople. The 
thereon are 


where praise is due 
statements of facts are the 
If you like anything give them credit; if you dislike any part blame 


investigators’—-the comments 
mine 
me 


MR. GARVIN 


into several classes 


interjects: The type of stores have been subdivided 
The first examples we shall give you of those that 
no personality, no hope, gloomy, no reason 

Let’s look at store No. 1. This is not a 


Mr. Fellner, tell them about store No. 1. 


might be classed as Class Z 

for the customer to come back 
bit of fiction 

MR. FELLNER: Store No. 1 is in a small town 

miserable window display, very untidy, with 
crowded. The interior was filthy. The walls and ceiling were streaked 
with water with loose plaster hanging all over the place. The arrangement 
of the counters and display of merchandise was poor, very They 
used the rear of the store for dumping rubbish and old, unused stock. 
The whole place had the appearance of an old curiosity shop, something 
out of Dickens. But they did use a visible index system for their prospect 
list, and they recommend it very highly for our credit and sales records 
Unfortunately, they evidently knew nothing about control to be used with 
visible indexes or the values that might accrue from its use. Once they 
found that our investigator was not ready to buy they made absolutely 
no effort whatsoever to show anything more. When the question of filing 
cabinets was brought up they dismissed this question with the remark that 
they could provide them. When asked for a carbon paper that wou'd 
make ten legible copies on a ‘‘Blank’’ typewriter, our investigator was 
had never heard of a carbon paper making that many 


It really is a store 
This store had a 


covered dust and over- 


poor. 


told that they 
copies 

MR. GARVIN: 
neither is it typical of the membership of this Association, but it is typical 
of the type of mind that continually wonders what the business is coming 


to. While we are on this type of stores, let us consider store No. 2 


Now, store No. 1 is not typical of stationery stores, 


wn" 
ws 


MR. GARVIN: We might also hear about store No. 3, which is another 
type of this Class Z store 

MR. FELLNER: “Store No. 3. This outfit is in a medium size town 
with plenty of activity going on so as to make it a nice market. Their 
own offices in the rear on the second floor were dark and gloomy and 
very poorly arranged. They told me that because of their complicated 
bookkeeping system they do not use either the book or tray visible index.’’ 

Unfortunately, their sample had been taken out that morning by a 
salesman to show to a prospect and there was nothing in the place to 
show me What a deplorable situation. How in the world can they 
expect to sell a product if they have nothing but a catalog page to sell 
it from, especially a product like a visible index system which requires 
being seen to be appreciated. ‘‘There seemed to be no opinion in the 
mind of the salesman as to what should be recommended; it was abso- 
lutely up to the buyer what he wanted to buy, and then they might pos- 
sibly be able to get it for them. Not only in connection with the visible 
index system, but on all other products that I questioned the salesman, he 
refrained from making any comments whatsoever.’’ Our investigator 
might just as well have been buying from a mail order catalog as going 
into this store. He had about as much assistance as he would get from 
the printed page. ‘‘They had no sorting device in stock.”’ I suppose if 
the truth be told the salesman had never heard of one. Probably the 
manufacturer’s representative and the store’s own buyer had not taken 
the trouble to advise the salesman that there was such a thing in ex- 
istence 

“When I brought up the question of index cards they showed me one 
3x5 which sold for $1.50 a thousand or $2.00 a thousand in color.’’ 
There was no effort made to explain why this price was so, what the card 
was made out of, whether it was pure rag stock or sulphite stock or a 
mixture of rag and sulphite. No real argument was advanced as to the 
price difference between that and some other card which I might run into 
in some other store at a different price. In other words here is the card, 
here is what it costs, take it or leave it. It makes little difference to us. 

MR. GARVIN: And Store No. 5. 

MR. FELLNER: The entire layout of the store and display of mer- 
chandise was very poor. A gloomy atmosphere prevailed throughout. 
Everything including the window display was covered with dust. All the 
furniture was pushed together so that it could not be viewed at all. 
There was absolutely no system whatsoever either in the display of the 
merchandise or of the show windows. The building is very old and 
dilapidated. Their own office was very dark and unkempt. It was at the 
rear of the store, elevated slightly above the store floor with no illumina- 
tion except the reflection from the lights used in the store proper. They 
carry a line of card visibles and book visibles but were either unable or 
unwilling to make any recommendation as to the use of one or the other, 
and could not explain how they functioned. No effort was made to in- 
terest me in buying any of the articles I asked for although they were 
willing to quote prices, once they had succeeded in locating their price 
books which seem to have a sinister habit of hiding themselves so that 
they couldn't be found. 

MR. GARVIN: Now let us pass from Class 2 on up the line to what we 
might call Class 1—1 indicating indifferent sales methods—and we will 
take, as an example, a very large stationery store situated in an impor- 
tant city—Store No. 6. 

MR. FELLNER: Store No. 6 was also located in a large city; in fact, 
this store is the largest in the city in which it is located. Unfortunately, 
in spite of this being a very large store, the salesmen seemed to be ab- 
solutely devoid of sales initiative, according to the report of my investi- 
gator. The report reads that ‘‘in a talk with three of them when an 
article was mentioned each one would promptly come back with ‘Just 
what is it you want?’ ’’ In other words, they were acting as soda foun- 
tain clerks—what flavor would you like and what ice cream do you want 
us to put in the soda? They didn't even go to the trouble of saying that 
the strawberry was made from fresh fruit and would pe found particu- 
larly nice on a specially warm day. It chocolate was ordered, chocolate 


(Turn to page 191, please) 


Summing Up the Program 


By Carl 


MR. SCHUTZ: Mr. President, Mr. Chairman and Gentlemen: If Con- 
rad, who is always on the job in a case of this kind, hadn't called Charley 
I was about to pick up yesterday's GEYER'S and tell 
you a story on Charlie. I walked into his office, and he said ‘Did you 
see that frontispiece in GEYER’S?’’ I said ‘‘Yes.’" ‘‘It’s terrible.’’ I 
said, ‘“‘Why?’’ ‘“‘Why, everyone will think I wrote it I wouldn't write 
anything like this about myself.’’ Much credit is due, we think, to the 


down on “‘expert,”’ 


hard work of the Secretary and General Manager. As a matter of fact, 
I know 


(Laughter.) 
Gentlemen, summing up a program of this kind is quite difficult, and 


Charley’s style, and you can draw your own conclusions 


Schutz 


particularly difficult in view of the fact that the General Manager didn’t 
decide until about three minutes ago that I was to do it. I just told 
our good President that I find myself in a most embarrassing position. 
The talks you have listened to have been most magnificent and most in- 
structive ; the material that has been given to you has been of extreme 
value, and will be of value to you throughout the year. At a time such 
as we have just gone through—and I think I can use the past tense—this 
information will be readily converted into dollars and cents in your own 
individual businesses. To sum up such a program seems to be just paint- 
ing the lily. I know as I sat and listened to Conrad speaking this morn- 
ing I was rather proud—proud of the fact that Conrad had taken me into 
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the industry about 11 years ago, and when I saw Conrad get up and heard 
talk and saw him get 
because, while Carl is one of my 
s feet and speak without n 
that of Mr 


progressive stationer is and must be 


him make an extemporaneous away with it so 


nicely, I was also proud, teachers, I 
think perhaps I 
The other talks 
control is a fine example of what a 
to be they 


conventions of this sort before 





taught him to get on ! 
and I think particularly Wilson on business 
were talks of a have never known of in 
They have 


utterly 


successful type we 


been of a type, gentlemen, that 


n the highways 


in possible to go 


have been inspiring It would be 


experience—not theoretical experi 


fruits of 


and byways and find men of practica 
their labors and who 
then 


ence—-who could come and give you the 


allow you to use these same principles which have made 


would 


successful stationers and office outfitters Therefore, as I say, there need 
be no summing up 
But it seems to me 


that to me is as important as the 


there has been one little item overlooked one iten 


three we have heard about-——business 


control, sales planning, and sales control combined, and that item, gentle 


men, is the salesman It is obviously necessary to have perfect control 


over your business, and it is obviously necessary to plan your business 


to plan your displays, to plan your sales work, and it is obviously neces 


sary, as Carl says, to follow through But let us not overlook the man 


who is definitely responsible for the productivity of your own institutior 


and that mat gentlemer is the salesman It seems to me that each and 
every one of y has accepted a responsibility of great magnitude in hiring 
men I have always felt when a man is hired his employer has under 
taken the jot f feeding him and his family I am not going on the prir 


ciple that the world owes you a living, and that it is merely up to you 


to collect, but I am going on the principle that when you hire a man, you 


have guaranteed him the possibility of living and of living as you would 


like him to live I wonder, then, whether as much time and thought and 


effort is given to the proper performance of that man, so that he can 
make a living a hould be Those of you who have children, and I 
imagine most of 1 have, are most careful of their training before they 
go to sel y ee that their table manners are taken care of; you 
see that their contacts with their little playmates are right, and when 
they go to school you pick rather carefully their school—it may be a pub 
! r priva ! it makes no difference, and if you pick a public 
school you e int is neighborhood with a class of children that will 


OFFICE APPLIANCES 


him through school, you send him per- 
haps to high You have taken from 
birth, through his school book education, and thus put him in a position 


You guide 
school and to college 


be suitable playmates 
care of him 
of facing the world intelligently Your responsibility to your salesman is 
But is the thought 
must train 


no less than your responsibility to your own children 
in the back of 
him carefully, so that his contacts with your customers will reflect credit 


your mind when you hire this man that you 
Do you plan his edu 
through with 
and I don't 
your child 


on your institution as well as on the man himself 
that of 
Do you have your periodical sales meetings 

that 
goes to school, gets his daily, monthly and yearly 
“We will Monday 
go into the meeting, do nothing but pound the table and tear your hair, 


cation as you plan your children?’ Do you follow 


your education 


mean pep meetings I mean sales meetings, as you see 


weekly, lessons’ Or 


do you, instead, say, have a meeting morning,’ and 





exhorting and begging and pleading for more calls, more sales? Do you 


give him anything to work with? Do you do anything more than give him 


so many catalogs and say, Boy, that’s the stuff you are selling; learn 
it’’? Do you show him how to read those catalogs, as our school teachers 


teach our youngsters from the textbooks?’ Do you teach him to get out 


of that catalog all that the writer has put into it as a sales guide, or do 
Gentle 


overlooking your definite responsibility to your salesmen, 


you leave that entirely to their uninitiated and untrained minds? 
men, if you are 
you are not only doing 


an offense 
not overlooked 


yourselves an injustice, but you are committing 


against society that I think is most grave I know you have 


these things, but as a salesman I erely wanted to call 


your attention to them I merely wanted to say to you that if you went 


slong with business control, so that the state of financing and the stock 


n the store is such that we can sell intelligently, if in this sales plan 


ning there is a correct proportion between advertising and sales effort, and 


if along with the follow-through and our usual leisure work, you won't 


help us as salesmen to learn these things, so that we ean be intelligent 


salesmen, and so that we can take Netzhammer’s picture through, then our 


own knowledge and our own individual and personal approach will be 


the biggest thing that the customer will see when he walks in 


that for us, I an 


And gen- 


tlemer if you will do sure that all of us salesmen 


you, because we have got to live, and it is 


will work our heads off for 
help us. I thank you 


up to you to (Applause 























AS THE CAMERA CAUGHT THEM Top row, left to right Fred 
H. L. Murdoch, Chicago; C. W. Roth, Dayton, Ohio; The Brothers 
turing Company, and Harry L., Western Weis representative, for the 
Atkins, Lyon Metal Products Company, Aurora, Ill Bottom row, 
r. W. Norris; Harry Short, Columbian Art Works 
Oklal rs City, Okla W. R. Braden; Frank M. Von 
District Sales Manager, 


Ritter 





Dettmann, 
Nichols 
first 
left to right: H 
Milwaukee, Wisc 
Stationers Loose 
The Globe-Wernicke Company, 


Milwaukee, Wisc 


Alvah Bushnell; W. H. Greenleaf; 
Walter P., Eastern representative of the Weis Manufac 
time at a convention together; Jerry S. Sprott and A. ¢ 
Wittstein, Cincinnati; F. L. Grant, Utica, N. Y. ; 
Lund, Art Metal Construction Company; D. W. Collins, 
Leaf Company, Milwaukee, Wisc George S. Long, 
Cincinnati, Ohio 


E. J 





wn 
N 























SOME CONVENTION POSES AND SNAPSHOTS.-—Top row, left to right: Arthur J. Walker, Farnham Printing & Stationery 
Company, Minneapolis, Minn.; Carl K. Hart, advertising manager, W. A. Sheaffer Pen Company, Fort Madison, Iowa; W. W. 
Morrissey, Chicago manager, and W. L. Clark, general sales manager, Parker Pen Company, Janesville, Wis. Middle row, left 


to right Alfred J. Mayer, Gregory, Mayer & Thom, Detroit; Alter G. Cassady; John P. Hoffman; W. H. Cox; Fred 0. Dittman. 
Bottom row, left to right Lewis 8S. Childs, S. D. Childs & Company, Chicago; C. H. Richards, Gunn Furniture Company, Grand 
Rapids, Mich John Dornette, Wood Office Furniture Associates ; Frank Hess, Wood Office Furniture Associates; Evan Johnson, 


Office Appliances ; W. J. Dress, Duluth Showcase Company, Duluth, Minn 


Here Endeth the Complete Report of the Twenty-fifth Anniversary 
Convention of the National Stationers Association 
of the U. S. A. at Detroit 








A Pioneer Stationer of the Pa- 
cific Coast and Dean of the Ac- 
tive Stationers of the United 
States, who has just returned to 
his home and business in Port- 
land, Oregon, after a visit to the 
scenes of his boyhood in and 
about Worcester, Mass., stop- 
ping at Boston, New York City 
and other points. As a youth 
the distinguished and venerable 
head of The J. K. Gill Company 
worked in the Sanford Station- 
ery Store at Worcester, the pro- 
prietor of which later organized 
the Sanford Manufacturing 
Company of Chicago for the 
production of inks and ad- 
hesives. Mr. Gill was a boyhood 
friend of the late James Logan, 
of Samuel Ward and others of 
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a past generation now numbered 
among the honored early build- 
ers of the office equipment in- 
dustry in New England. At the 
advanced age of eighty-nine, 
Mr. Gill is a contemporary of 
three generations, reckoning a 
generation as thirty years. He 
has marched in a long proces- 
sion and today he keeps step 
with the leaders as briskly as he 
did years ago. He looks for- 
ward, not back — outward, not 
within, never regarding the 
years as a burden, but rather as 
signposts along a highway to be 
traveled joyously and helpfuily. 
Mr. Gill is well informed on 
business conditions, feels no pes- 
simism, and is an enthusiast on 
the future of the Great North- 
west. 


J. K. Gill 








Stationers Loose Leaf Company Wins Suit 


Che Stationers Loose Leaf Company, Milwaukee, Wis: 
announces a decision of the Federal Court for the East 
ert District I Wisconsin, declaring the validity of the 
Flexi-Post” patent N 1,184,979, issued May 30, 1916, 
ind that the patent is infringed by the “Auto-Flex’ 
binder manufa red by the Wilson-Jones Company) 
\ hicas 

We understand that the Wilson-Jones Company expects 
I ap] al the suit 


> 
A Suggestion to Stationers 
Alvin B. Bresler of the Waters and Waters division ot 
the Neidich Process Company, St. Louis, makes the sus 
estion that stationers who have made a moderate succ« 
ndividually will be able to increase their business provided 
they can add as many good, live-wire salesmen as the es 
tablishment cat stand 
Mr. Breslet vests that it is not a good plan to put a 
ilesmat n a straight commission basis. Only one sal 
ul ut of more than fifty succeeds on this basis Phe 
better plan is to find a salesman who is to one’s liking, 
illow him something by way of salary to encourage him 
r give him me small account from which he can derive 
in i mé [he psychology of an order or account will 
mean a great deal to the new man. Building up a sales 
force takes time, but it is worth all it costs. Good sales 
rept tation, plus nfidence, plus taking those chances 
tre inseparable from all business, means success 
~~ 
Muskegon Stimulates Local Buying 
S red by fhee equipment mer f Muskegon, Mi 
1 week in October during which it was held 
i id 181 and put 1 ney int ‘ 
" f t was ba d by Muskegon serv 


folk 
induced to put their dollars across the counters, 
reported that the 


although retarded somewhat by bad weather 


In various ways the home town were urged and 


and mer 
chants drive achieved satisfactory re- 
sults, 

Che business district saw a large number of shoppers 
Merchants reported that many customers we 
bills Under the 


ited the same as new 
One ot the 


re paying back 


campaign plan, such payments are cred- 


sales. 


features of the drive was the 


aried employes or business men whose incomes have re 


mained unchanged at $2,500 a year or more, and single 


employes making $1,500 yearly or more, to 
to $100 during the week 


ing bargain prices. 


spend from $50 


All the merchants aided by offer 


Further, a savings bank stimulated things by offering a 


novel type of loan to residents. Any resident who desired, 


and who could get one responsible signer for his note, 


could borrow $100 on agreement to pay the bank $12.00 a 
month for ten months—$10.00 of mnthly 


each me payment 


to apply to the loan and $2.00 to be placed in a savings 


account 


> 
Victor Office Machines Co., Inc., Open New 
Office in Cleveland 


The Victor Office Machine Company, In recently 
pened an additional store or office at 517 Euclid avenue 
he new office will house the bookkeeping department 
and another sales office The company’s head office at 


] ’ 
1024 Prospect avenue is retained as a service department 


and sales room 
Walter S. Gulko says that in his opinion the corner of 
East Sixth and Euclid avenues, where the new office is 
cated, is the best situation in Cleveland for anv form of 
idvertising display It is estimated that over 150,000 


le a day pass this corner. The new office is known 


Cypewriter Clinic. 
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New Addressograph Appointments 
H. D. Beaumont, who years ago was connected with the 
\ddressograph Philadelphia, and more re- 
cently has been handling sales for A. B. Dick Company in 
Chicago, has rejoined Addressograph Company in its Chi- 


Company in 


cago office 


Charles A. Getz goes with Addressograph as a special 


representative on Addressograph factory form writing 
systems. Mr. Getz is a mechanical engineer. For five 
years he was consulting engineer for a large New York 
organization. During the past four years he has been dis- 


the leading office appliance 


large industrial concerns. 


trict manager for one of 
houses He 
Charles J. 


in 


will contact 
Welford, who joined the Addressograph or- 
ganization 1904 bill clerk and later 


started selling, has just returned to Addressograph after 


as a two months 
an absence of some years when he held responsible posi- 
tions with Burroughs Adding Machine Company and later 


with the Kardex organization in the United States and 
Canada. During his earlier Addressograph career, Mr 
Welford was manager at Boston and at New York. He 


will serve as a special public utilities representative. 
————__—- 
Pencil Company Advertises by Radio 


The General Pencil Company of Jersey City, N. J., have 


started to advertise their five-cent pencil, known as the 
Semi-Hex, on the air. The company’s hour comes over 
Station WABC of the Columbia Broadcasting Company 


at 6:45 to 7:00 P. M. each Monday evening, during which 
time Messrs. Schutt and Cornell, a celebrated piano team, 
play popular song hits, while Billy Schultz, a popular lyric 
It is stated that the com- 
of 
soprano 


tenor, sings appropriate songs 
has the fortune 
Miss Thelma Kessler, a young 


to obtain its 


American 


pany also good as one 


singers, 
of great ability. 
The 


General Pencil Company, in their announcement, 
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state that they are endeavoring to educate the radio pub- 
lic to think of the stationer not only as a merchant, but as 
an expert in office efficiency, filing systems, etc., as well. 
After the first of the year, the company will give considera- 
tion to a broadcast over a national hook-up. 


> 


Changes in Wahl Executive Personnel 

The Wahl Company, widely known Chicago manufac- 
turers of mechanical pencils and fountain pens, has ap- 
pointed A. Herschler director of sales, succeeding A, G. 
Frost; E. H. Gorton is sales manager, taking over the 
duties heretofore performed by Lat Ross; L. L. Parrish 
succeeds Hal Johnson as advertising manager. 

The policy of the company will remain the same as 
heretofore, and no other personnel changes are at this time 
in contemplation. 

———— 


Horder’s Publish Souvenir Book Depicting Chicago 

“Pictorial Chicago,” from which are shown herewith 
two pages, is the title of a splendidly printed souvenir 
book of views published by Horder’s, Inc., Quincy and 
Jefferson streets, Chicago. 

The sheets of the book are nine inches by six and the 
views, seven and a half by five inches. The reproductions 
are by excellent half-tone plates of photographs, made 
without retouching to preserve actuality. 

The pictures, which show many phases of Chicago life 
and activity, also present an inclusive portrait of Chicago’s 
architectural grandeur, one of the fine expressions of the 
civic spirit that is advancing the great city to an outstand- 
ing position in the cultural arts and sciences. 

The book has been produced in a large edition of two 
standards, one to retail at fifty cents and the other at one 
dollar, in anticipation of extensive sale on account of the 


World’s Fair in 1933. 















































Doe 


TWO VIEWS OF 


Boulevard Link Bridge, Looking North 


ONE OF 

















Boulevard Link Bridge, Looking South 


CHICAGO'S ARCHITECTURAL BEAUTY SPOTS THAT APPEAR IN HORDER’S RECENT SOUVENIR 
PUBLICATION 


“PICTORIAL CHICAGO.” 
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IMPRESSIVE SETTING OF THE NEW YORK BUSINESS SHOW.—-The general appearance was enhanced by the omission of high signs prevalent at 
former exhibitions.—-This and other Business Show pictures by Herbert Photos, Inc 


ANNUAL BUSINESS SHOW TOUCHES 
HIGH SPOT 


Twenty-seventh National 
Business Exhibition in New 

ee ee ee York City Draws Multi- 
B York City swung open its exhibition hall doors to th tudes to Examine New and 
Sie‘ te dedag tate Bendy etn ©«—« Standard Devices in the 
ever-increasing stream of visitors poured in to see th Office Equipment Field. 
pice eco ep Sas gcc Poon Ri agro Number, Variety and Inter- 
tries across the seas, came serious-minded business men to est Characterize Exhibits 


scrutinize the greatest array of ofhce equipment ever pre 


sented to the publi students day, one could not help but be impressed with 
Entering the Exhibition Hall the visitor was impressed the fact that here was real future business insurance. 
with an atmosphere of sincerity and friendliness that pre The show abounded in novel and interesting forms of 
dominated throughout the entire show The exhibits display. The Royal Typewriter Company presented a 
themselves presented an interesting and effective use of — striking and beautiful exhibit that commanded the plaudits 
color and art in modern application that was most pleas of the visitors. In a beautiful array of colorful back- 
ing to the eye From the simple, lowly rubber stamp to grounds the portable Royals in their various colors pre- 
the most complicated piece of machinery, many items sented a most interesting combination The A. B. Dick 
shown to the world for the first time, each machine and Company exhibit was one of the most attractive ever seen 
device contributed its share in attracting the attention and in the business show. The American Telephone & Tele- 
interest of the visitors. Open ears listened attentively to graph Company offered a remarkable miniature reproduc- 
the discourse of the experienced demonstrators, and eager tion of their systems in application. One of the most un- 
eyes examined the intricacies of the machines, furniture and usual and interesting displays was that of the Victor 
devices. Watching and listening to the questions that Adding Machine Company, who showed a subtractor model 
keen-eyed youths presented to exhibitors on commercial made of the new cadmium rust-proof metal submerged in 





FRANK E. TUPPER C. H. HUNTER EDWIN O. TUPPER 
President Chicago Manager Secretary 
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Swimming. 


Many 


fact, one 


a tank of water in which goldfish were 


other exhibits attracted unusual attention In 


could not seriously scan the aisles without being im- 
pressed that the show was indeed ably managed and care- 
fully and painstakingly prepared. 

A detailed examination of the various exhibits left one 
impression that the had 
attained new heights. Some of the seemed to 


One has only to indicate what compli- 


with a definite industry indeed 


machines 
be almost human 
a button and 
‘J he 


keener appreciation of 


cated problem he would have solved, press 


quicker than an eyeflash he has his answer furniture 


displayed indicated a beauty in 
design and comfort to the user, for all the comforts and 
beauty of home furnishings are now an accepted fact for 
the office surroundings. The devices and appliances shown 
bore ready testimony to the manufacturing and inventive 
genius of the industry. The application of electrical power 
in the operation of machines is practically universal. 


The twenty-seventh Annual Business Show proves again 
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were offered made an impressive total. New products 
were shown for the first time by the Addressograph Com- 
pany, American Multigraph Sales Company, Art Steel 
Company, Inc., Automatic File & Index Company, Bates 
Manufacturing Company, Better Packages, Inc., Bircher 
Company, Burroughs Adding Machine Company, Ralph C. 
Coxhead Corp., Defiance Manufacturing Corp., A. B. Dick 
Company, Thomas A. Edison Inc., Elliott Addressing Ma- 
chine Company, Electromatic Typewriters, Error-No Inc., 
Findex Company, Gardner Company, International Busi- 
ness Machines Co., International Postal Supply Company, 
C. W. Jean Co., Krantz Manufacturing Company, Modern 
Mailing Equipment Company, Monroe Calculating Machine 
Company, Mun-Kee Products Corp., McCarthy Business 
Machines Company, National Cash Register Company, 
Noiseless Folder Company, Penene Corporation, Phillips 
Ribbon & Carbon Co., Postage-Meter Company, Postindex 
Company, Reiner’s Rotaprint Inc:, Shaw-Walker Company, 
Standard Mailing Machines Co., S. T. Device Company, 
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SOME UNUSUAL EXHIBITS AT THE BUSINESS SHOW 
of attention at the Victor Adding Machine booth 
by Utilatree Products, Inc., 
out of sight 
office machines, demonstrated by 8. T 


Top row, left to right: 
Pictures of this feature were reproduced in several New York newspapers. % The Utilatree, made 
New York, a folding costumer which can be set up in a moment, be folded up for carrying in luggage or just to be put 
% An attractive setting for the new model Mimeograph in the A. B 
Device Company, Drexel Hill, Penna. 


The burial of Business D. Pression, which was a constant source 


Dick exhibit. y% The Esty Carrier for portable typewriters and other 


Bottom row: A unique setting of the Ohmer cash register. y%& The 


Recordak, made by The Recordak Corporation, New York, used in connection with the new Combination Junior check endorser made by International 


Postal Supply Company, Brooklyn 


ables are produced 


% Another novelty from the Victor Adding Machine exhibit 


% A section of the Royal Typewr.ter exhibit which effectively portrayed the pastel shades in which Royal port- 


a machine without the case in a goldfish tank, to demonstrate that 


the parts are rustproof. 


that it is an important factor in the progress and develop 
ment of the office equipment industry. It leaves no doubt 


visitor that the industry is indeed alive 


in the mind of the 
to its opportunities and that it is ever forging ahead in its 
desire to increase the efficiency of business. One cannot 
help feeling proud that it is his lot to be identified with 
such an industry 

showings which attracted unusual 


Among the original 


interest were the Electromatic typewriter—the new 
class 3700 
cially designed for public utility work 
Edison-Dick 
the A. B. Dick Company—the Super Error-No shown for 
the first Error-No Inc.—the j 


mechanical finding and record systems made by the Findex 


new 
Addressograph espe- 
the new model 96 
introduced by 


form printing automatic 


rotary mimeograph recently 


time by Findex system of 


Company—the Gestetner duplicating machine exhibited by 


the Gestetner Duplicator Corporation—the Holmes pro- 
sold by the Holmes Electric 


machine bookkeeping visible equip- 


tective system Protective 


Company—the new 
ment introduced by the Postindex Company, etc. 


The number of new inventions and improvements that 


Utilatree Products Inc., Yawman and Erbe Mfg. Company, 
and Whitlock Metered Mail Co, Ltd. 

Office Appliances desires to express appreciation to the 
Yawman and Erbe Manufacturing Co., and Madden and 
Prendergast for the beautiful furniture placed at our dis- 
posal during the show; to the Royal Typewriter Company 
for their courtesy in loaning the Royal portable, and to the 
Herbert Photos Inc., 480 Lexington avenue, New York 
City, whose generous cooperation enables us to present 
the photographs of the various exhibits. 


THE EXHIBITS 

ACE MAIL ADVERTISING, INC., New York, N. Y., showed a complete 
line of mail advertising service, including multigraphing, mimeographing, 
mailing and printing. Miss L. E. Hauser was in charge, assisted by P. N. 
Hertling and J. H. Lloyd. 

ADDRESSOGRAPH COMPANY, Chicago, Ill. and New York, N. Y. All 
models of hand and electrically operated machines for every addressing, 
duplicating and office printing requirement were exhibited. Featured espe- 
cially was the new Class 3700 form printing automatic Addressograph, said 
to do ten jobs in one operation. Another new machine was the Class 
5200 hand Dupligraph, producing a personalized letter in one operation. 
E. J. Ferris, eastern divisional manager, and manager of the New York 
branch, was in charge. 
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AMBERG FILE & INDEX COMPANY, Chicago, Ill. and New York, 
N. Y¥., presented Amberg indexing, describing the treatment of each filing 
problem by individual prescription with life-size set-ups of equipment in 
alphabetical, geographical and subject filing. New items in filing supplies 
included blank guides, metal window guides, card index guides and folders 
Steel office furniture was shown in green, ma 
sizes for the proper filing of 

Amberg was in charge 


in manila and colors 
hogany and walnut in 
Eastern Division Manager Paul G 
AMERICAN AUTOMATIC TYPEWRITER COMPANY, Chicago, Ill. and 
New York, N. Y., demonstrated the Auto-Typist, an automatic typewriter 
In charge of this display were President J. H. Powers of the Chicago office ; 
W. E. Bret, 8. Chlupsa and A. L. Johnson of the New York office 
AMERICAN MULTIGRAPH SALES COMPANY, THE, Cleveland, Ohio, 
and New York, N. Y Here were exhibited all models comprising the 
Multigraph line. A new Multigraph folder was featured, as was also the 
No. 86 wide printing Multigraph W. T. Hagelin, manager of the me- 
chanical and supply division at headquarters, was in charge. Also in at- 
Dunlap, vice-president in charge 


various records 


tendance from the home office were W. C 
of sales, and R. W. Winger, assistant sales director in charge of adver 


tising 
AMERICAN PERFORATOR COMPANY, THE, Chicago, Ill. and New 
York, N. Y., displayed a full line of perforating machines used by banks 


for canceling purposes. Also shown were models used by business houses 
for canceling, dating, receipting, etc 

pany’s check endorser and check signer 
Manager 


Especially featured was the com 
both of which are comparatively 
additions to the line John F. Dillon was in charge 


Lyman from Chicago headquarters, was also in attend 


recent 
Secretary W. H 
ance 
AMERICAN SALES BOOK COMPANY, LTD., York, and 
New York, N. ¥ Rediform carbon copy records for the key operations of 
business were featured 
tion, Wiz autographic registers with Flatpakit forms, Rediform speed sta 
tionery, both with and without carbon interleaved, for typewriters and all 
tabulating machines, were 


Elmira, New 


Sales books and manifold books of every descrip 


makes of billing, accounting, recording and 
shown 

Tim Thrift, assistant sales manager in charge of advertising and sales 
promotion, was in charge, assisted by special representatives from the 
home office and A. H. Phillips, New York manager 

ART STEEL COMPANY, INC., New York, N. Y., showed for the first 
time a complete line of steel filing and storage equipment, consisting of 
four, three, two and one drawer letter and legal files; all combinations of 
legal and invoice units. Also displayed were steel cash, 
Levy and W 


Presi 


ecard index, letter, 
bond and office boxes, 
I. Lampel were in charge of this exhibit, Gerard D 


as well as steel card cabinets. I. M 
White assisting 


dent A. Burger was in attendance also 
AUTOMATIC FILE & INDEX COMPANY, Green Bay, Wisc. and New 
York, N. ¥ showed Automatic Autocrat, International and Common 


wealth filing cabinets ; steel desks ; V-expanding tariff files; iabulating ma 
chine card files ; desk companion and Automatic-Vandex visible equipment 
as well as a complete line of Automatic systems, including a new line of 
guides and folders and a new striped folder label. J. B. Tompkins, New 
Also in attendance were General 


District Manager H. A. Van 


York branch manager, was in charge 


Sales Manager D. A. Beeler and Eastern 
Houten 

BATES MANUFACTURING COMPANY, THE, Orange, N. J 
York, N. ¥ featured the new Bates stapler. Also displayed a full line 
of numbering machines and supplies; the new Junior numbering machine ; 


Bates indexes and the Bates automatic eyeletter. Office Manager Charles 


and New 


Linnis was in charge 

BAUM, RUSSELL ERNEST, Philadelphia, Penna. and New York, N. ¥ 
A full line of high duty folders with both hand and automatic feeds was 
demonstrated 

BECK DUPLICATOR COMPANY, 
Speedograph and the Speedograph card unit machines 
is used for all kinds of duplication work where from five to one hundred 
The Speedograph 


THE, New York, N. Y., showed the 


The Speedograph 


copies are required, either typewritten or pen and ink 
card unit machine is used for copying three by five cards or larger run 
ning three and four sets at one operation In attendance at this exhibit 
Kenworthy, Owen Morris, Al Brown and Miss 8. J. Brown 
Shelton, Conn. and New York, N. Y. In ad 
Packer 
power sealer known as the 


were C. A 
BETTER PACKAGES, INC., 
dition to the regular Counterboy and sealing equipment, the 
company showed for the first 
Better-Pac,’’ designed for shipping and production departments where 
tape in widths from two to three inches is used. Sales Manager Mills W 


Waggoner and New York Manager Albert Herts were in charge 


time a new 


BILTWELL PENCIL COMPANY, New York, N. Y., displayed a more 
complete line of mechanical pencils than they have in the past All are 
of the propel-repel-expel type. E. R. Rodriguez was in charge. 

BINNEY & SMITH CO. (See Grip-Fix Co., Inc.) 

BIRCHER COMPANY, THE, Rochester, N. Y. and New York, N. Y 


featured the new Junior model L hand letter opener designed for small 


mail Also automatic electric and hand letter openers and sealers were on 
display Factory Manager R. U. Reed and New York Manager R. J. Lud 
low. Jr., were in charge 


BURROUGHS ADDING MACHINE COMPANY, Detroit, Mich. and New 
York, N. Y Fifty different styles of adding and accounting machines were 
shown, presenting the initial 
cash drawer machines in colors, and a new portable duplex model. The 
The accounting machine 


showing of portable adding machines and 


retail counter machine received much attention 
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division has a new pass book window plan machine for savings banks; a 
new front feed commercial bookkeeping machine for high speed posting; a 
proof machine for banks Operators’ 
N. Williams, from the headquarters 


new electric duplex transit and 
chairs in colors were also shown L 
sales department at Detroit, was in charge, assisted by a staff of specialists 
and demonstrators from the New York agency 

BUSHNELL COMPANY, ALVAH, Philadelphia, Penna. and New York, 
N. ¥ The efficiency of the Vertex filing pockets or folders was demon- 
strated by automatic displayers Manager H. C. Landon was in charge, 
assisted by salesmen from New York and Philadelphia headquarters. Also 
in attendance was Nelson Bushnell, sales and advertising manager 

CHAIRINTON CORPORATION, New York, N. ¥ showed the new 
aluminum Do/More chairs in various models as well as the regular line; 
Thayer TelKee system of key control for use in large buildings and schools 
where there are a large number of door and locker keys with no adequate 
system for their control or protection was also displayed. H. H. Smith, C 
F. Murray, L. M. Reeve and P. 0. Moore were in charge 

COLLIER & SON DISTRIBUTING CORPORATION, P. F., New York, 
N. ¥. Dr. Eliot’s Five Foot Shelf of books and The Harvard Classics were 
shown B. F 

COXHEAD CORPORATION, RALPH C., New 
leverless non-locking, entirely automatic 
machine. This features finger tip control of all operations, automatic set 
ting of decimals and combined manual semi-automatic and fully automatic 
Also shown were the standard nine-bank 
Model 16 special department 


Brady was in charge of the exhibit 
York, N. ¥ introduced 


the new Mercedes calculating 


operation at will of operator 
Model 16 Mercedes; thirteen-bank Mercedes ; 
store Mercedes; three Mathematon 
semi-automatic and Model D featuring automatic division The Coxhead 
Vice-President Stuart P. Cox 
Josiah Neuhart, manager of the 


models of the manually operated, 


reproducing press was also demonstrated 
head ; Sales Manager Robert H. Halmage ; 


Oppasser, advertising manager, were in charge 


banking division, and J 
Adolf Jankel was in charge of the reproducing press exhibit 

DARTNELL CORPORATION, THE, Chicago, Ul., explained the service of 
The Office Equipment Salesman, as well as the business books 
Advertising Director R. E 


magazine, 
and bulletins published by the company 
Hutchinson and J. E. West were in charge 

DAYTON SCALE COMPANY (See International 
Corporation.) 

DEFIANCE MANUFACTURING CORPORATION, 
new Defiance checkwriter and signer in automatic single 
automatic sheet check feed featured the display of the full line of Defiance 
Elisman, assisted by G. W 


Humphrey, explained the service of the various models to interested spec 


Business Machines 


Orange, N J The 
check feed and 


check writing and business machines. T. R 
tators 


DE VINNE-HALLENBECK COMPANY, INC., New York, N. ¥ 
an attractive display of some of the work this company has performed for 


. show ed 


concerns in this district 

DICK COMPANY, INC., A. B., Chicago, Ill., and New York, N. Y., dis- 
played a complete line of Edison-Dick rotary mimeographs, including the 
new Model No. 96 The 
entirety Hand driven and electrically 
feeds and the automatic interleaving device known as the Autoslip were 


mimeograph process was demonstrated in its 


operated models with automatic 
Illustrated stencils were typed and completed as to illustrations by 
Manager P. A. Bennett of the New 


shown 
a Mimeoscope artist in the booth 
York office was in charge 
DICTAPHONE SALES CORPORATION, New York, N. Y., 
Dictaphones and accessories Various improvements developed 
The latest models in dictating, 


demonstrated 
through 
transcribing and 
A special demon- 


the year were featured 
shaving machine units were shown in black and color 
stration machine cut away 
an opportunity to study its mechanical construction and operation. C. R 


gave an inside view of the machine affording 
Fox, manager of the New York sales office, was in charge, assisted by 
Carol Lyttle, uptown sales manager 

DITTO, INCORPORATED, Chicago, Ill., and New York, N. Y., 
complete line of equipment, including attachments particularly adapted to 
President G. H. Abbott; 
systems applica 
Schmaltz, north- 
York man- 


exhibited 


billing and insurance card record applications 
Vice-President J. M. Cheney; E. E. Gundaker, 
tion department; J. F. Duncan, chief engineer; C. D 


manager 


eastern division manager, and Lewis Dayton, assistant New 
ager, were in charge 

DO/MORE CHAIR COMPANY. 

EDIPHONE, THE (See Thomas A. Edison, Inc.) 

EDISON, THOMAS A., INC., Orange, N. J. and New York, N. Y., dis- 
played the Ediphone for dictation with all its latest improvements and re- 
The principle of electrical control on both the Executive and 
Especially featured was the new Space 


(See Chairinton Corporation.) 


finements 
Secretarial machines was shown 
Maker desk carriage. C. A. Smith, New York manager, was in charge 
Also in attendance was Vice-President Nelson C. Durand 
ELBE FILE & BINDER COMPANY, INC., New York, N. ¥ 
binders, ring binders, books, clip binders, 
binders, flexible folders, permanent folders, desk pads, report covers, clip 
boards, school supplies, sheet holders, ledger binders, post binders, tele- 
phone book covers, permanent binders, ring book fillers and ‘‘Swivelok’’ 
special manu- 


Loose leaf 


covers, spring memo snap 


magazine covers were shown, as well as merchandise of 
facture such as visible display binders, catalogue covers, salesmen’s pres- 
entation sample books, binders and book shaped boxes. 
President A. M. Rabinof, Peter Cooper, Jules H. Sherman, Arthur H. 
Fleck, Ernest Barnett and Arthur G. B. Archer were in charge. 


covers, tape 


(Turn to page 252, please) 





























and 





DISTINCTIVE DISPLAYS AT THE SHOW.—Left column, top to bottom: A. B. Dick Company; Yawman and Erbe Manufacturing 

Company ; Addressograph Company ; Dictaphone Sales Corporation, and the National Cash Register Company. Right column, top to 

bottom: Royal Typewriter Company ; Shaw-Walker Company; American Multigraph Sales Company; Burroughs Adding Machine 
Company, and Thomas A. Edison, Incorporated. 
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A New Cash Register to give the totals of such data as “Cash,” “Received on 
A new cash register, known as the Model 3000 Auto- \ccount,” “Paid Out,” “Charge,” “Department,” etc. These 
matic, has just been announced by the Ohmer Fare Reg- totals are under the control of the proprietor as a unique 
ister Company, Dayton, Ohio, and was shown for the first master lock key must be used and an identifying key 
pressed before an inspection can be made. The record will 
reveal exactly who had access to the totals. 

\n autographic detail strip is provided which not only 
has printed thereon the details of every registration, but in 
addition has ample space opposite the printed record to 
enable the clerk to conveniently write any explanation that 
may be desired pertaining to each individual transaction 
The last seven registrations are visible under plate glass 

One of the exclusive features of the Ohmer Model 2000 


Cash Register is the ball-bearing cash drawer which 





yperates quickly and easily. It contains ten compartments 

consisting of five coin compartments, four compartments 

for the new small bills and a compartment for checks 
Another feature is the striking commercial Indication, 


visible on both sides of the register and having the class 





of transaction spelled out in large letters of various color 
OHMER MODEL 3000 A new cash register first announced at re cK mbinations 

cent New York Business Show , 
Ditto Machine Has Many New Improvements 


time at the National Business Show in New York City last , 
Che Ditto duplicating machine made by Ditto, Inc., Chi- 


month . 
[wo years ago the Ohmer Company first began the cago, has recently undergone a number of changes and 
manufacture of cash registers as an added product to its improvements, The machines are new models, announced 
well-known line of fare registers, taximeters, ticket-print nr een —— 
ing machines and recording devices. During these two 
years, Ohmer Cash Registers have been applied to nu 
merous kinds of business and have been shipped to many 
parts ot the world 

H. B. Ohmer, vice-president of the company, in refer 


ring to the announcement of the new cash register stated 


that in spite of the general business depression the cash 
register sales division of the company has shown an in- 
crease so far this year of 13% over the corresponding 


period of last year and that with the introduction of the 
new machine a further increase in sales is expected. 
Che new Ohmer Model 3000 automatic cash register of 
the key set type, together with the present Ohmer lever 
and press down key types of cash registers, will give the 
Ohmer Company a more diversified line of cash registers 
with correspondingly increased possibilities of sales in 
practically every kind of business 
The new model is simple in construction. No electri 
motor is used There is no crank to be turned nor is 


there any special button or lever required for operatin; 





the register Che register is gracefully proportioned, ts 
finished in rich grain walnut and presents an attractive 
appearancs 

Through the use of an ingenious inter-locking mecha THE IMPROVED DITTO DUPLICATOR 
nism, it is said to be impossible to make an incorrect re¢ 
istration There is but one way to operate the keyboard to the public at recent business shows They are declared 
of this register and that is the right way and as the right to be easier to operate and to possess many new conven- 
way happens also to be the quickest and easiest way, there iences with minimum repair costs as well as improved 
is no temptation even to attempt a misregistration. This appearance. In the new machines, the Ditto roll is wound 
feature has been successfully developed to meet a very forward or backward and breaks in position with one hand. 
vital need among merchants. Three operations are thus eliminated. Rolls are quickly 


Che keyboard of the register is very compact. The keys placed in operating position and securely held. There is a 


are placed so close together that it is easy to select the new margin bar enabling operator to remove copy by hand 
keys to be operated. The eye covers the entire registra- without lifting the bar. The carriage can be opened at any 
tion at a glance no matter how many keys are involved point over the copying surface by means of a button re- 


From one to four special totalizing counters are supplied lease inside the handle. New paper guides help direct 
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sheet into accurate position, while the new stand is a keyboard that permits the listing on statements and wide 
equipped with an adjustable foot rest for the comfort of forms the following data: months and dates, debits, credits, 
the operator. A roll conditioner operated by hand lever and balance symbols. The machine has a full automatic 
evenly distributes moisture to the back of the roll. Stand direct subtraction and a capacity of 99,999.99. A new thir- 
has adjustable paper trays which can be built up to ac- ast eee Le, 
commodate any set of forms, and a new carriage stop can 
be quickly set for any length of sheet. A cushion bumper 
eliminates noise and jar. An auxiliary carriage stop has 
been added to the left side of the machine and provision 
is made so that an automatic job counter can be attached 








to any machine on request. 
The new machines are said to be much stronger and 





sturdier of construction. The new bed plate lasts the 
life of the machine, while the new steel cable endures 
several times as long as the former gut string. Tension 


is adjusted by a convenient thumb screw. Parts are inter- 

changeable. 
Carriage rod and other exposed metal parts are finished 

in rustless polished metal and require no lubrication. The 

machines are built in graceful body lines and are finished 





in rich olive green. | } 


—<——— 
ai , NEW VICTOR STATEMENT MACHINE WITH THIRTEEN-INCH 

A One-Piece Filing Cabinet CARRIAGE AND SPECIAL KEYBOARD 
The Invincible Metal Furniture Company of Manitowoc, 


be ‘ ; teen inch wide carriage attachment with seven tabular 
Wisc., presents a new line of Deluxe files which they state 


stops, paper release, paper guides and spacing device is a 


differ sharply from conventional filing cabinet construc- : . . : ; 
Pp S special feature of the machine. All parts are finished in 


tion. The line is complete with practically every con- : . 
- pn 4 . ae rust-proof cadmium plate. 
ceivable type of drawer. These files may be had in five- 
q : . . 
drawer, four-drawer, three-drawer and two-drawer heights. Art Metal Produces Interesting Special-Purpose 
The skeleton structure is built entirely of U-shape six- Desk 
tec n-gauge steel beams. lhe joints are flanged and elec- The Art Metal Construction Company of Jamestown, 
trically spot-welded. This structural frame carries all N. Y., claims certain decided advantages in its new ma- 
locking and operating mechanism independent of the case. chine bookkeeping desk These advantages may be 
The sides and back of the files are formed in one piece = cummed up as follows: ; 
ot heavy gauge steel. There are no upright scams—no The Sliding Top—This top with guard rail, is all in one 
welding. Flanges on the case —we to interlock the skele- piece. There are no joints or divisions anywhere. It pulls 
ton to the case as securely as 38 inseparable unit. It is forward ten inches and provides an ideal surface for sort- 
claimed that the slightest possibility of welding marks or jing checks deposit slips, etc 
other accidental imperfections is eliminated and that the Automatic Release for Guide Rods—The check trays 
entire exterior is tool free and perfectly adapted to the have something entirely new in the trigger release for 
finest grain finishes guide rods. The rod drops out at a pressure on the trigger 


The drawers operat smoothly on a Suspension Of eight and locks firmly into place when pressed into the head. 
sets of ball bearings. Loaded drawers travel easily. The Here is speed and convenience in changing guides 


progressive movement of the suspension mechanism is Flat Rod Trays—If the customer uses flat rod guides he 
timed accurately sor pertect, noiseless and positive clos- wil] be interested in the perfected flat rod of the Art 
ing. Tapered edges on the drawer fronts seat all drawers Metal tray which permits instant release of any guide 
in perfect alignment -_ a simply by pressing a lever in front of the tray. 

Drawers are removable, providing portability. A con- Check Trays—All card and check trays have projections 


venient grip in the rear of the drawer simplifies handling. 
The drawers may be lifted off the suspension and returned 
just as easily. 

An interesting innovation is the compact new drawer 
follower. Its only space requirement is a handsome flush 
finished panel. Locking mechanism inside the follower 
panel is controlled conveniently from the top. The fol- 
lower slides forward, locking automatically and moves 
backward by releasing the lock. Tern-plate slides inside 
the drawer accommodate the follower lock bolts. There 
is no reaching inside the drawer, no sharp edges, no sacri- 





fice of space. 

This new equipment is known as the Invincible No. 1000 
line. In detail of construction and workmanship it is a 
noteworthy contribution to the industry. The manufac- 
turers say they have spared no effort to make this con- 


tribution the “new ideal.” 














8 LG 
we Victor Announces New Statement Machine NEW ART METAL DESK FOR BOOKKEEPING MACHINE USERS 
[he first showing of the new Victor statement machine 
made by the Victor Adding Machine Company, 3900 North on the bottoms which engage in slots in the drawer bot- 
Rockwell street, Chicago, Ill, was at the New York Busi- tom, thus holding each tray firmly in position when only 


ness Show last month. The new machine is equipped with a few trays are used in the drawer. 
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Note the removable convenience tray and drawer for 
operators; the stationery rack which may be inserted in 
any drawer and takes the place of the two check trays. 

Capacity—The Art Metal machine bookkeeping Desk 
has four drawers thus affording greater capacity than most 


desks of its type on the market. 


i 
Lyon “300” Line of Steel Cabinets 
Lyon Metal Products, Incorporated, Aurora, IIl., has in 
production an entirely new line of steel cabinets, known 





JUNIOR SIZE LYON DOUBLE DOOR 

CABINET Equipped with twenty 

half shelves adjustable on one inch 

centers. Specially designed for the 

storage of stationery, advertising 

forms and miscellaneous printed 
matter 


Three styles are made—Senior double 


door and Single door, produced in a 
The new 


as the “300” line 


door, Junior double 
arrangements. 


variety of sizes and interior 





SENIOR SIZE LYON DOUBLE DOOR CABINET.—One of 

each size insert is shown. Top to bottom—Dividers; pri 

vate compartment; 18-box insert; legal insert; cut and 
electrotype insert; “‘Li-flat’’ insert 


Senior double door is especially adaptable, as it will ac 
commodate special inserts, permitting innumerable storage 
A representative array of inserts includes 


4-drawer 


arrangements 
the 12-drawer cut 
“Li-flat” insert for drawings and blue prints; 


insert; the 
a 9-drawer 


and electrotyps 
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insert accommodating legal forms and documents; an 18- 


drawer insert for miscellaneous office devices or small 
parts. 
Each cabinet in the “300” line may also be provided 


with shelf, coat rod and hooks, to serve as a wardrobe. 
The 


bined storage and wardrobe cabinet. 


Senior double door may be converted into a com- 


—————>—___ ; 
Some New Burroughs Machines 


The Burroughs Adding Machine Company, Detroit, 
Mich., exhibited a number of new machines at the New 
York Business Show last month. Among them was a 


portable duplex model. The duplex feature makes it pos- 
sible to add two columns of figures at one time, obtaining 
a separate total of each column and a grand total of both 
columns without recapping. The duplex feature is also 
available in the cash drawer machine where it is particu- 
larly valuable as it permits the merchant to list individual 
items of each purchase for a total and at the same time 
to carry a running total of the day’s sales. 

pass book window plan machine for 
It provides a machine posted 


A new savings 
banks was also displayed. 
pass book which shows besides the date of the month of 
deposit or withdrawal in the pass book an automatically 
printed new balance. The machine is designed for use in 
a teller’s cage and prints the pass book as a by-product 
of the bookkeeping operation. Both the pass book and 
the ledger can be posted, proved and journalized in one 
operation on the new machine. 

Another new Burroughs product is a front feed com- 
mercial bookkeeping machine. This machine, based on the 
multiple register type of bookkeeping machine, was de- 
signed to simplify and speed up the posting operation. 
By means of the front feed mechanism the operator, from 
a sitting position, can insert, align and remove ledger and 
statement forms using only one hand. It is stated that 
this 1mprovement results in a saving of from ten to twenty 
per cent in posting time. 

The company has designed a new electric bank proot 
and transit machine. The feature of this ma- 
chine is that it handles all bank proving, providing sep- 
arate totals of each batch of items and a grand total of 
the run, without group totals. A double 
ribbon mechanism provides two original records, eliminat- 
The machine can be 


special 


relisting the 


ing the necessity for carbon sheets. 
readily converted into a transit machine for writing transit 


letters. 


a 
Framed Pictures as Office Decoration 
The house of Emery Blum, Inc., fine art publishers and 
importers of New York City, have some especially attrac- 
tive offerings in black, white and colored etchings, framed 
for use as part of an office ensemble. The company has an 
extensive display of color prints, color etchings, black and 
white etchings, mezzo tints, English sporting prints, paint- 
ings, etc. They invite the attention of visiting buyers and 
are prepared to give information by mail on request. 
These pictures are tastefully framed and selections can 
be made appropriate for any type of office 
The company is located at 225 Fifth avenue 
ES 
Super-Automat is New German Calculator 
\ new fully-automatic calculating machine, the Rhein- 
metall Super-Automat, has just been placed on the market 
Rheinische Metallwaaren- und Maschinenfabrik 
G., of Sommerda near Erfurt, Germany. 


by the 
Sommerda A. 

The Super-Automat was first exhibited to the public at 
the Cologne Autumn Fair and is reported to have attracted 
considerable interest. The new calculator performs mul- 


tiplications with great speed, yet is simple to operate. 
Every possible mechanical means has been provided to 


guard against errors in calculations. 
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A multiplication problem is handled by first setting up 
the multiplier by means of the ten-key multiplying key- 
board shown at the right of the machine. The multiplier 


is then fully visible on a special indicator, permitting a 
check before multiplication is actually begun. 


has been made in setting the multiplier, the whole multi- 


If an error 


plier or particular figures in it may be cleared and reset 
correctly. The multiplicand is then set and the operating 
motor is put into motion by pressing the operating bar. 
After that the multiplication is performed without further 
assistance from the operator, and when the operation has 
been performed the carriage returns automatically to its 
original position. 

Problems in division are likewise performed automatic- 
ally by setting dividend and divisor in a manner similar 
to that used in multiplication. In performing problems in 
division the operator may, if he wishes, make use of a de- 


4! 














THE RHEINMETALL SUPER-AUTOMAT CALCULATOR 


vice which permits setting the machine so that operation 
will cease when the desired number of decimal figures has 
been reached. Otherwise, the machine will carry out the 
quotient to the full capacity of the machine. 

Addition and subtraction are performed in the usual 
manner. 

An advantage claimed for the machine is the new car- 
riage-shift which with the two clearing levers may be 
manipulated by a single grip. 

The Super-Automat may be 
totalizer carriage, which permits the summing up of any 
number of individual products, from which any deductions 
The final amount is 
the 


is desired to 


equipped with a double- 


may be made by direct subtraction. 
the double-totalizer 


instance, 


then transferred from into 


products register, as, for when it 
obtain an average value by division. 

A special feature of the Super-Automat is that the multi- 
pliers may be summed up, so that upon completing a cal- 
from the machine not only the 


culation may read 


sum of the individual products but also the sums of the 


one 


other factors in the problem—weights, designating num- 
bers, etc. 

The manufacturers of the Rheinmetall Super-Automat 
calculating machine state that they will be glad to consider 
applications for agencies in territories in which the firm 
is not now represented. 

a 
Sainberg Offers New Line of Desk Sets 

The house of Sainberg & Company, Inc. of New York 
City, have gotten out a handsome line of leather covered 
hand tooled desk sets in combination. The set complete 
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consists of a 20x34-inch linoleum desk pad, letter tray 
with cover, daily calendar stand with filler and rocker 
blotter. The set may be had separately. The different 
items of the set are covered with high grade Florentine 
The pad is made of desk finish 
The tray is full 


finish genuine leather. 
linoleum with four-inch padded panels. 





NEW ELSANE DESK SET COMBINATION 


leather covered and lined, the cover being beveled and 
having a beveled knob. The desk calendar and rocker blot- 
ter are leather covered and each item is hand gold tooled. 

The set is also made in green and brown leathers. 

aqubentiiaeidian 

Shaw-Walker Adds Aluminum Chairs to Line 

The Shaw-Walker Company, Muskegon, Mich., took 
advantage of the opportunity offered by the New York 
Business show to introduce its new series of aluminum 
chairs, rounding out the “Skyscraper” line of desks and 
tables. 

These chairs follow the fundamental design of the “Sky- 
scraper” line and have quarter-round beaded edges like the 
desks and tables. The standard finishes—walnut, mahog- 
any or olive green—are furnished; these aluminum chairs 
may be had also in a selection of colors to match the col- 
ored “Skyscraper” items. 

The chairs finished in walnut and in mahogany are up- 
holstered in green top grain leather to match the tops of 
the corresponding desks; the olive green chairs reveal 
brown leather, matching the brown top of the olive green 
desk. If the user prefers, any of these chairs may be had 
with maroon or with blue upholstery. 

In common with the “Skyscraper” desk these chairs pre- 
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“BANK OF ENGLAND” MODEL.— 


SECRETARIAL MODEL.-—Alu- 
Aluminum Swivel Chair No. 6090%. 


minum Chair No. 405. 
sent no splinters, no sharp edges; they are quiet and re- 
The chairs combine strength, comfort 
They are made of “Alcoa” aluminum 
cracks or seams, and are heat 

The swivel and arm chairs are 
designated as “Bank of There are 
swivel and. straight secretarial chairs to match. These 
aluminum chairs should make a special appeal to those 
who wish to furnish their offices in'the modern manner 


quire no repairing. 
and light weight. 
alloys without joints, 

treated after fabrication. 


England” models. 


with metal. 
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“Cashgard” Chest Affords Hold-up Protection 

No. 170 vertical “Cashgard” chest has recently been 
placed on the market by the Diebold Safe and Lock Com- 
pany, Canton, Ohio. The chest is designed to afford max- 
imum protection against both hold-up and burglary. It 


and permits 


handling of money 


eliminates unnecessary 


full use of the storage space provided by the chest. 
Protection against daytime hold-ups is afforded by em 
ploying the principle of removing all surplus cash on the 
premises to a place where it is beyond the reach of all per 
cashier. 


sons on the owner and 


premises, including the 
[hus the money is also beyond the reach of hold-up men 
The plan followed in using the Cashgard chest is to de 
required for change and 
As these 


are placed in the chest 


termine the amount of money 


then deposit all money in excess of the reserve 


excess amounts are received they 
by depositing them through a slot in the inner door of the 
chest, thus dropping them into the money bag which is 


fastened to the inner side of the inner door Here the 


money remains until the collector calls to receive the cash 


for deposit in the bank. Before the money is taken from 
the safe the cashier totals the’ amounts which 


listed on a deposit slip as the money was accumulated in 


have been 


One copy of the deposit slip is retained by the 


slid- 


the chest 


cashier and the other is placed in the money bag by 


ing it through the slot in the door. 
The 


together, since the cashier and collector have one key each 


chest is then opened by the collector and cashier 








CHEST NO. 170 


DIEBOLD ‘“‘CASHGARD” 


of the two different keys required to operate the duo-con- 
door, and both keys must be used 


simultaneously to open the lock 
The cashier then seals the money bag in the presence of 


trol lock on the inne 


the collector, who in turn delivers the bag and its contents 
to the bank, where the deposit is checked against the de 
The collector 
does not verify the deposit and has the money in his pos- 
therefore, not only is time 


posit slip which the cashier has made out. 


session but for a short time: 


saved but the possibility of loss by hold-up or otherwis¢ 


is reduced to the minimum 


At night the reserve change fund is placed in the space 
between the outer and inner doors of the chest and is 
protected by the outer walls of the chest. Thus all the 
cash on the premises at night is safeguarded against 


burglary 

The 
trated ts one 
with any system of handling cash for deposit, whether the 
company 


ashgard chest which has been described and illus- 
member of a line of chests designed for us« 
col- 


bank deposit is made by the cashier, the 
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lector, or a collection agent. Further details as to this line 
be obtained from the manufacturer. 

—<@>— 
Acme Announces a New Stapling Machine 


of chests may 


The Acme Staple Company, 1643 Haddon avenue, Cam- 
den, N. J., is offering the trade a new stapling machine 
under the name “Acme Champion.” The new stapler is 





THE “ACME CHAMPION" STAPLER 


chromium plated, providing a permanently bright finish 
to enhance the pleasing design. 

The “Champion” stapler holds a charge of three hundred 
cohered staples. It is so made that the removal of the 
base permits use as a tacker by draftsmen and architects. 
As a tacker the device is useful in the shipping room, 
the staples easily penetrating the wood of packing boxes. 

SS eee 
Welty Adds Pen and Pencil Items 

The Wm. A. Welty Company, 36 South State street, 
Chicago, Ill., has brought out two new items. An over- 
size No. 18 fountain four different 
mottled barrels, retails at $3.00. The trim is gold filled, 
comprising two bands, filling lever and clip. 

A fifty cent mechanical pencil in men’s (No. 30 with 
clip) and women’s (No. 30SR, with ring) is an attractive 
item. This is furnished in four different colors of barrels, 
and has the propelling, repelling and expelling mechanism 
The trim, which is gold finish, includes 


pen with colors of 


in the tip end 
tip and cap, under which are placed the eraser and reserve 
lead magazine. 
_—— 
Penene Writing Fluid for Fountain Pens 

\ new writing fluid has been developed by the Penene 
Corporation, 305 East Forty-sixth street, New York, N. Y. 
Che principal feature of this new fluid is that it is absorbed 
by the paper almost immediately, eliminating the necessity 
of using a blotter. The state 
definitely that the fluid does not dry by evaporation, con- 
taining no alcohol or other highly volatile liquid. Other 
features include fountain pens, non-cor- 
roding of steel pens, and the fact that it is water proof. 
The last feature permits the use of Penene for addressing 
envelopes or packages to be sent through the mails where 
they are likely rain. If 
Penene is frozen, it can be brought back to its natural state 


manufacturers of Penene 


non-clogging of 


to be subjected to soaking by 


by being thawed out without disintegrating 


WTiakes Wri 


PATS 


MARK REGU § PAT.OFF 
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NEEDS NO BLOTTER 


LABEL USED ON PENENE BOTTLES 


Penene is adaptable for use as a stamp pad ink. As its 


“quick drying” is not accomplished by evaporation, the 
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aad does not dry out more quickly than with standard 
I ] ’ 


stamp pad ink and stamp impressions are not subject to 


smearing because of the rapidity with which Penene is 
absorbed by the paper 
a a 
New Line of Art Metal Transfer Cases 
The Art Metal Construction Company of Jamestown, 
N. Y., has brought out an interesting new line of steel 


transter cases 
One of the | 


most notable of these is the simple method 


of interlocking without tools or extra attachments which 


has several advantages It provides a rigid stack, with 
flush 


moval of cases is easily done by lifting up, or pressing 


sides and closely fitting joints Assembling or re- 
down front of case 
With their many 


transfer should be 


new advantages, these new Art Metal 


cases interesting to dealers in office 


equipment. 


There are nine sizes, for letters, bills, ledger sheets, legal 


t 
sheets, 5x3, 6x4, 8x5 cards and machine tabulating cards. 


> 
Colonial Offers New Line of Moderately Priced 
Chairs 


The Colonial Chair Company, Chicago, has brought out 


several new of chairs to meet the present market 
The 


istered chairs with cushion or pad 


patterns 


demand for lower priced equipment new models are, 


for the most part, uph 





COLONIAL CHAIR NO, 338 


seats. The illustration shows the No. 338 pad seat chair. 
The No. 338 and its companion straight chair, the No. 337, 
are designed with Colonial’s standard turnings on the arm 
matching or in harmony with many of 
A new Colonial price list show- 


stumps and legs, 
the new turned leg desks. 
ing many reductions is now off the press. Copies are avail- 
able to dealers on request. 


-— 
A Bidding Table for Bridge Players 
This item has no reference to the tables on which bridge 
which makes it easy to bid and 
The rules of bidding in contract 


is played, but to a table 
score in contract bridge 
bridge are given quite fully, also the rules for scoring, 
of trick values, 
making contract, extra tricks, under tricks, redoubling, etc. 
table 


about bidding in contract and by its completeness will 


with a table honors, games, rubbers, slams, 


This bidding gives all the information necessary 


useful to the experienced player as well as the 


It is stated that it is so easily understood that 


prove 
beginner. 
an average player with auction bridge experience can mas- 
ter it in a couple of hours of study. The table is compact 
and readily accessible for reference while playing. 
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The table was created by Peter F. C. H. Bjorn, 109 
Arundel road, Burlingame, Calif. 
a 


A New Checkwriter 
The latest machine to be introduced by the Defiance 
Corporation, Orange, New Jersey, is a 
When writing checks 


Manufacturing 
combination checkwriter and signer. 














DEFIANCE COMBINATION CHECKWRITER AND SIGNER 


with this machine it is possible to print simultaneously the 
date, number, amount, both words and figures, and the 
signature all in one operation. The machine is equipped 
to perform any number of these operations as desired. 

The signing of the check is accomplished by means of 
a plate which prints a facsimile signature of the treasurer, 
or other person authorized to sign the checks. 

The possibility of using the machine for dishonest pur- 
poses is offset by several locking and counting devices 
which are part of the equipment on each machine. 

The Defiance Combination checkwriter and _ signer, 
Model G, is a labor-saving machine designed to effect a 
saving not only in clerical time but, more important, the 
executive’s time. 

<> - 
Weis “Redi-Memo” for Scratch Paper 

The Weis Manufacturing Company, Monroe, Mich., is 
distributing the “Redi-Memo” for holding scratch paper in 
a neat and orderly manner. The “Redi-Memo” is a two- 
tier tray made in oak, walnut or mahogany finish, that pro- 
vides space for two sizes of memorandum sheets. Each 
of the two compartments holds about 250 sheets. The 
upper compartment measures four and one-half inches by 
six inches; the lower compartment six inches by nine 





WEIS “REDI-MEMO” 


inches. Full-depth thumb cut-outs in the front of each 
compartment permit easy removal of a sheet for making 
notes. The bottom of the tray is covered with green felt 
which helps to eliminate noise and prevents scratching the 
desk top. 
Please turn to page 239 for more la 
New Machines and Devices 
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Representatives of office equipmem concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 


at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES 


AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Nore.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 
in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to Orrice APPLIANCES 
home address, 417 South Dearborn street, Chicago, Illinois. 


London, October 3, 1930. 

At the time of writing the business world here is filled 
with rumours and with political projects as to how to cure 
Some say—let the government tackle the 
job, they only can do it. Others say—for God’s sake insist 
on the government leaving us alone. Which saying is 
right? Who knows? But all know that we are still wait- 
ing for that big man, who can and dares tackle the stiffest 
which British politicians and business 
faced. Let me turn from the de- 
D. Gestetner, Limited, is a 


the depression. 


with 
been 


proposition 
men have 
pressing to the impressing. 
go-ahead firm; its chairman and managing director, Mr. 
Sigmund Gestetner, is a go-ahead and shrewd man. He 
had some wise words to say at the Ordinary General 
He opened 


ever 


Meeting of his company some few days since. 
thus: 

“The figure of profit represents a record of prosperity 
for the business since its commencement by Mr. D. Gestet- 
ner forty-nine years ago, and I| think you will all agree that 
unhappily these are not generally times of prosperity. In- 
deed, I shall not be accused of exaggeration if I say that 
an unparalleled economic crisis is taking place, not only in 
this country but throughout the world.” 

He then said, “The energy and enterprise of our sales 
organization enable us to maintain prosperity even when 
prosperity is hard to come by.” Energy and enterprise, and 
good goods. A simple policy; easily pursued by the enter- 
prising and energetic! He continued: 

“It is unnecessary for me to remind you that, even in 
times of booms, there are firms which fail to improve their 
figures or even to maintain their past achievements. To my 
mind, this failure on their part can often be ascribed to a 
false sense of security or to a mistaken expectancy that, 
because they once did well, they always will do well. 

“I mention this because I want you to realize that, while 


we are proud and even sure of our position, we are still 


more sure that, unless we constantly keep before us the 
necessity for self-examination, improvement, and the con- 
sequent betterment of the article and the service we have 
to offer, we too must be caught in the vortex of economic 
crises and lose our dominating position in industry. It is 
the old story of ‘Get on or get out.’ 

“High hedges at roadside corners are cut down to clear 
the vision, and so the toll of accidents is reduced. The 
high hedge of the manufacturer is the false feeling that 
because superiority once existed, or now exists, that superi- 
ority is bound to remain. Of course we are human, and so 
not even my own extreme confidence in our products and 
in the work which is going on with them will allow me to 
say more than that we have no false pride, because we 
realize that it, too, would be a high hedge obscuring our 
vision and lurking dangers. 

“Realization of one’s troubles and difficulties—provided 
one is prepared to give the necessary assiduity to their 
elimination—is the chief part of the battle. I think it is 
because we all in this business, from top to bottom, realize 
that though times are hard the problem of doing better and 
still better business must nevertheless be solved, that we 
have been able to place before you accounts which, if they 
do not show the progress that might have been, yet cer- 
tainly do not represent a retrograde movement.” 

In conclusion he said: “Unfortunately, commercial and 
financial troubles have not been confined to this country 
alone, and so, while our interests are world-wide and as 
widely spread as possible, our associates overseas and in 
foreign countries have had to find and employ that same 
skill, imagination, courage, and energy as our people in this 
country.” 

The which seems to me to be a sturdy, courageous 
spirit of independence which should win through and which 
is worth weighing by all men in the office appliance trade. 

And that is all I have to say this time, as there really 


is no news. Some say that their business is better than 
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ever; for the most part I smile. Some say definitely that 


it is bad; with all those I sympathize. Some say a good 


time is near at hand; I smile sympathetically and hope- 
fully. 


after. 


But it will not come; it will have to be got out 


———_—~<@_—_—_—_—__ 


Mexican Agency Firm Reorganizes 

made in the board of directors of 
The re- 
was occasioned by the resignation of the 
Ramirez, and of the treasurer, Dr. 


A change has been 
Distribuidora Mexicana, S. A., as of September 1. 
organization 
president, Gustavo L. 
Leoncio Ramirez, the first-named gentleman having sold 
his stock in the The new board 
Antonio Ruiz Galindo, president and general manager; 
Luis Flores Arias, treasurer; and Manuel Arizmendi, com- 


company. consists of: 


missary. 

Distribuidora Mexicana, S. A., will continue to conduct 
as heretofore the agencies which it has held since the firm 
was founded—Berger and Van Dorn furniture, 
Marble & Shattuck chairs, and David Lupton’s Sons steel 
A new line has just been added in the indus- 


steel 


products. 
trial paints of Toch Brothers, Inc., of New York City. 

The address of Distribuidora Mexicana, S. A., is 2a. 
Calle de Lopez (P. O. Box 2471), Mexico City, Mexico. 

a ae 
Belgian Staff Entertain Tondeliers 

In August, the staff of the American House of Brussels, 
operated by Messrs. J. and J. Tondelier, reunited under 
the motto belle”- 
and held a banquet, all the expenses of which were covered 
by the staff. The owners of the firm, J. and J. Tondelier, 
invited as The motto of the club 


“La vie est life is a wonderful thing— 


were guests. above 


quoted and the invitation issued to the bosses proved the 
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Berlin Elliott-Fisher Quarters Moved 

The Elliott-Fisher Maschinengesellschaft, distributors 
of Elliott-Fisher and Underwood bookkeeping machines 
and forms, have moved from Hedemannstrasse 22, Berlin, 
to Ullsteinstrasse 227, Berlin-Mariendorf. 

ene 
American Sales Methods in Venezuela 

A writer in the September number of Office Appliances 
expressed the opinion that some business methods em- 
ployed in the United States could not be successfully used 
in Venezuela, 

Mr. C. V. Prytz, manager of the Kardex office in Mara- 
caibo, while in agreement with some of the views re- 
ferred to, takes a different general view. Mr. Prytz has 
lived in Latin-American countries for thirty years and has 
had three years experience as a salesman in New York 
City. While there he made a careful study of selling 
methods which he says he has applied with excellent re- 
sults in his present field. 

Mr. Prytz believes that distributors in Latin-America 
will find it advantageous to adopt the policy of persistent 
and intensive cultivation by trained salesmen followed so 
thoroughly in the industry in the United States instead of 
the too general custom of merely showing and quoting 
catalogues and naming prices. Also he urges the adoption 
of the United States selling plan regarding service as a 
means of retaining and extending business through sat- 
isfied users as well as demonstrations as complete as pos- 
sible to show the convenience and economy of the articles. 

“The people in Latin-America are not harder to sell than 
those in the United States,” says Mr. Prytz. “The same 
hard plugging must be done here as there; the same argu- 





. 





BANQUET HELD IN AUGUST AT BRUSSELS BY THE ORGANIZATION OF AMERICAN HOUSE, J. & J. TONDELIER.—This banquet was an idea of 
the staff and the members of the firm were invited guests 


splendid spirit of the staff and one realizes that enthusiasm, 
hard work and collaboration, and family spirit are the nat- 
ural outgrowth of happy conditions. 

At this banquet Messrs. Tondelier presented their diplo- 
mas and medals to seven new members of the five year 
club, now numbering twenty-seven out of a staff of one 
hundred ten, still prove that those who work in the Ameri- 
can House want to stay and share in the profits of the 
business they have helped to build. Messrs. Tondelier 
were offered the same medals in gold and diamonds by the 
members of Life Is a Wonderful Thing, and the evening 
other amusements and a dance 


concluded with dancing, 


exhibition by a renowned artist. 


ments can be used in the Spanish language; even better 
ones. 

“During my years of selling in Venezuela I have learned 
that a good demonstration is also profitable. As an ex- 
ample I mention the following incident: 

“Some time ago I had a customer who wanted to buy 
certain equipment but his partner would not consent to 
spending as much as the complete installation would cost 
and decided on less equipment at a correspondingly lower 
cost. To demonstrate the necessity of the equipment I 
arranged part of the installation and went to my cus- 
tomers, showing them how it would look when finished. 
The partner who had been objecting was so well im- 
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pressed that he at once told me that he had changed his 


mind and in view of the fine appearance of the equipment 
was perfectly willing to pay for a complete installation 
In addition, a short time later, I received a new order 
from the same firm, proving that at least in this case a 
demonstration and service paid well 


“From my experience I can recommend three things to 


have trained 


double 


any specialty dealer: Train your salesmen, 


mechanics, give service, and you will your busi- 


ness 


> 


Need for Arabic Typewriters at West Africa 


By Luiji J. Buckle, Therapeutist, Lecturer, Etc. 


2 N the progress of civilization which has reached remote 
corners on earth, enlightening the views of persons 


1 


and widening their outlook, all are yearning after facilities 


in their daily engagements to reduce their application of 


personal physical energy to minimum. 
These enlightened views and widened outlook with the 
after have provided persons 
that 


daily en- 


resultant yearning facilities, 


with great, greater and greatest « have 


she d 


vagements 


onventences 


accompli marvelous acl evements in their 
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Many 


past, since 


thousands are the years that have rolled into the 


the Egyptians wrote the tedious hieroglyphics 


with reeds as pens. Subsequently the enlightened views 


of persons yearning for greater conveniences, evolved the 


Ar abi 


pondence 


letters which much facilitated record and 


And 


by enlightened ideas and wider outlook of persons, which 


corres- 


now mechanical means have been born 


have reduced to minimum tediousness and strain in 
writing 

West Africa scarcely possessed any literary characters, 
besides Arabi immediately before the advent of any 
European in the country Literary education had been 


in Arabic which had been the medium of correspondence 
and record And were it not the intervention of Roman 
literary characters which were introduced with the advent 
of Europeans, it was much probable that Arabic literature 
would be very popular among West Africans, to cover this 


extensive territory in its entirety 


Yet notwithstanding the introduction of the Roman 
characters which are popular mainly among the Christian 
element of the inhabitants, by far the greater percentage 
of the literary element of West Africans are educated in 
the Arabic literature only. 

Typewriters with Roman characters, therefore, are us¢ 
less to the lara percentage otf literary persons in West 


Africa, who know no other characters except Arabic which 


they use in correspondence, a unting and general lit 
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Many ol 
to-do men, and many ars 
Arabic writing 
When it 


is larger among the 


West 


rich, who can 


these Arabic writing Africans are well- 
afford to procure 
machines for their writing works. 
percentage of this element 
this 
that both dealers and manu- 


Arabi 


is realized that the 
literary educated community of 
country, it becomes amazing 


facturers have overlooked to introduce typewriters 


here. 


Typewriters with Roman alphabets have been well pat- 


ronized here, which patronage has contributed at least 
about fifty per cent to the success of the office equipment 
trade here. And there is much possibility of Arabic type- 


writers being similarly patronized, if they will be introduced 


at their proper places. They are needed by Arabic scholars 


who at present are doing the whole of their writing with 
pens, both reed and steel. 
West African enlightened views and wide outlook are 


yearning after all present-cra mechanical facilities to 


supercede primitive or old-fashion tedious and inconvenient 


methods and media, and Arabic typewriters are not 


excepte d. 


<— 
Annual Report of Roneo Limited, London 
At the stockhold- 


Roneo Limited, London, England, held last month, 


Cwenty-third Ordinary meeting of the 
ers of 
presented an excellent re- 


the directors of the company 


port. The profits for the year ending June 30, 1930, were 
sufficient to permit a recommended dividend of ten per 
cent on ordinary shares in addition to the regular dividend 
on preferred shares. 

The report showed a surplus of better than $260,000, of 
which the directors recommended that $200,000 be added 
to the general reserve fund which would then amount to 
$550,000. The cash balance of the surplus would then be 
nearly $65,000 

Plans for An 
interest has been purchased in the firm “Al Vulcano” ditta 
G. Volonte, Milan, Italy is to be fitted with 


machinery for making steel office furniture and partitions. 


expansion are indicated in the report. 


This factory 


In addition, the company recently purchased the British 


Ne opost, 


machine 


Limited, manufacturer f a postage metering 


similar in purpose to a Roneo machine recently 


patented. The sanction for the use of both machines was 
granted by the Health Ministry and the Labour Ministry 
July 1, 1930 

Subsidiary companies are operated by Roneo Limited 
in Norway, Switzerland, Austria and Canada. The Art 


Limited of England is also 
capital stock 
held by 
held in all 


Statement ol 


Metal Construction Company, 
a Roneo subsidiary. Fifty 
of Roneo Cerrajera S. A. of 
Limited. The 


companies are included in the 


per cent of the 


Spain is Roneo 
these 


ap- 


investments and stocks 
accounts 


pended to the directors report. 


— 
L. M. Rubio Promoted by Smith Premier 

Luis M. Rubio was recently appointed southern division 

manager for Mexico by the Smith 

Mr. Rubio has 


vears. He 


Premier Typewriter 
typewriter business 


M« xico by 


His success 


Company been in the 


for twenty-five started his career in 
Parker 

to the 
auditor and special representative in Northern 
Monterrey office In 


onnection with Cia, 


Oliver typewriter for Cia 


him 


selling the 
position of 
Mexico and 
1925 he 


ok over the 


at selling soon earned promotion 


later as manager of th 
severed his « Parker and t 
general agency for the Oliver typewriter in Mexico under 
the firm name of Martinez \y . whicl 

came Colon y Rubio. Three years later Mr 
the Smith Agency as a 


promoted to superintendent 


alte rwards be- 
Rubio joined 
sal Sinan He soon 


Premier was 


the position he held until his 
recent appointment as southern division manager 


Mr 


speaks English and Spanish with equal facility. 


Rubio is a Mexican citizen of Spanish descent. He 





NOVEMBER, 193 


Tito Beuf, Italian Underwood Man, Retires 
After fifty-four years of active connection with the office 
equipment industry, Mr. Tito Beuf of the firm Rebora & 


Beuf, Genoa, Italy, has retired. Until recently, when all 


Underwood and Elliott-Fisher interests were merged and 





TITO BEUF 
photograph taken sev- 
eral years ago) 


(From a 


put under the control of a new organization, S, A. Under- 
wood Italiana, Rebora & Beuf represented the Underwood 
Typewriter Company in Italy and the Italian colonies. 
For the past thirty years Mr. Beuf has been selling 
Underwood typewriters. That he was truly a pioneer 
becomes apparent when it is remembered that the Under- 
wood Typewriter Company has been in existence for only 
Under the direction of 
made its advent and 


a little more than thirty-five years. 
Mr. 


achieved 


firm, the “Underwood” 
an outstanding position in the Italian field; an 


accomplishment which will bring Mr. Beuf a feeling of 


Beut’s 


satisfaction in retrospect. In his withdrawal from active 
Office 


subscribers, 


Appliances loses one of its oldest and 
one with whom it has been a 


business, 
most friendly 
to have occasional correspondence through the 
Beuf’s host of friends in the 


pleasure 
years. The journal joins Mr 
wish that he will find in his less exacting engagements a 


full measure of happiness and contentment. 


sonnei 
South African Dealer Welterweight Boxing Champ 

\. L. Hall of Hortors, Limited, Johannesburg, South 
\frica, sailed recently for England on his way back to 
South Africa 


Mr. Hall arrived in America early in May and spent con- 


siderable time at the factories of the various companies 











A. L. HALL 


which Hortors, Limited, represent, studying products and 
sales methods of the manufacturers. 
Mr. Hall also went to Canada to compete in the British 
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Empire Games, as a representative of South Africa, and 
won the Amateur Welterweight Boxing Championship of 
the British Empire. 

Our congratulations to Mr. Hall on this feat. His many 
friends in America hope that he will find an opportunity 
to return in the near future. 


——_—__—. 
German Pencil House Celebrates Important 
Anniversary 

The well known Swan Pencil Company in Nuremberg, 
Germany, is celebrating its seventy-fifth jubilee. This fac- 
tory, established in 1855, worked by steam from its be- 
ginning, whereas at that time nearly all other pencil 
makers were manufacturing on the basis of handicraft. 

For the first years the factory traded under another 
style, but in 1865 Gustav Schwanhausser entered into pos- 
session of the factory and his sons and grandsons are still 
directors or managers of the firm. 

Corresponding to the name Schwanhausser, the word 
Schwan or Swan was adopted as a trademark in 1865, and 
the firm is nowadays best known all over the world as 
Swan Pencil Company. 


———— 
Optimistic Reports from British Addresso- 
graph Men 
From A. R. Porter, managing director, and A, R. Car- 
ruthers, sales manager, of Addressograph Limited, Lon- 
don, England, come very encouraging reports as to accom- 
plishments by British Addressograph salesmen so far this 
year and prospects for the remainder of the year. Messrs. 
Porter and Carruthers have just completed a tour of all 
the Addressograph branches in Great Britain and Ireland 
and state that many branch managers feel that in point of 
sales 1930 will be the best year in the history of their re- 
spective branches. On October 1 a number of salesmen 
had already exceeded their quotas for the entire year and 
the rivalry for individual honors has become especially 
keen because the salesman making the highest percentage 
of his 1930 sales quota is to be rewarded with a trip to 
the convention of the American “100 Club” of the Ad- 
dressograph at Biloxi, Miss., next January. 


ontammaiiiieiaaiele 
Mexican President Sees Addressograph 
Demonstration 

Recently the president of Mexico, Pascual Ortiz Rubio, 
paid a visit to the offices of the Addressograph agent in 
Mexico, Ramon Diaz Garay, and while there was an in- 
terested witness of a complete demonstration of Addresso- 
graph equipment. President Rubio and several other im- 
portant officials of the Mexican government who were 
with Don Rubio during the demonstration seemed greatly 
impressed with the possibilities of Addressograph equip- 
ment in government work. The demonstrations were con- 
ducted by J. T. Espinosa, Addressograph sales manager 
for Mexico. 


————— 
Mexican Office Equipment Dealers Open Branch 
Agency at Monterrey 
Cia. Friedenberg, S. A., with headquarters in Mexico 
City, Mexico, opened an agency at Morelos Oriente, 502, 
Monterrey, Mexico, in September, with Robert Nimes, an 
American who has been a resident of Monterrey for many 
years, in charge. The Monterrey agency will have ag its 
territory all northern Mexico. The home office in Mexico 
City handles the central part of the republic, a branch in 
Merida handles the southern section, and a branch ‘in 
Guadalajara the western portion. Cia. Friedenberg 
handles Royal typewriters, Globe-Wernicke steel office 
equipment, and all kinds of stationery and office supplies. 
There is also a repair department for typewriters and add- 
ing machines. The stock is received direct from the 
factories in the United States—M. H. 











RENEWED AND REFINISHED STORE OF THE McCLAIN & HEDMAN 

COMPANY, ST. PAUL, MINN. 

windows and vista of interior. Lower picture: View of a portion of the 
office furniture department 


McClain & Hedman’s Rehabilitated Store 

The October issue contained a brief notice of the re- 
building and rearrangement of the commercial stationery 
store of the McClain & Hedman Company, 135 East Fifth 
street, St. Paul, Minn. Through the courtesy of Sterley 
Jerue of the above company we are now able to outline 
some of the improvements made and to present an ex- 
terior and an interior view of the store as it appears today 
after alterations that amounted to a rebuilding of the 
establishment 

The front of the store was entirely done over. The old 
front was torn out, and the old bulkhead windows were 
removed and replaced by new windows at the street level. 
The windows are large and so proportioned as to make 
possible the most advantageous display of merchandise 
without cutting off the light from the main floor, where 
the commercial stationery department is situated. A low 
partition at the back of the windows serves as a back- 
ground for special displays without preventing an unob- 
into the interior of the store. 
New parquetry flooring 


structed view 

The first floor was remodeled 
was put in; new lighting fixtures were installed; the place 
was entirely redecorated, and a mezzanine floor was built 
The 
mezzanine is reached by a stairway a little to the rear of 
Each of the four model offices is done in 


on which four model offices have been established. 


the main floor. 
a different color and period, including Clemco “Da Vinci,” 
Some special suites are also 
shown on the main floor. Shaw-Walker steel desks and 
their accompanying articles are among the lines featured 
refinished in cathedral oak, 


“Fairfax” and other suites. 


The entire store has been 
and its appearance is that of two stores in one. 

The model offices referred to are complete in their set- 
ups, with appropriate desk accessories on all desks, water 
bottles, special plastic paint for the walls, suitable dra- 
peries, rugs, etc., all harmonizing with their respective 
suites. 

The new arrangement brings the merchandise out and 
emphasizes its desirability and value as never before in the 


Upper picture: Store front showing large 
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history of the establishment. Little that is new in mer- 
chandise has been added, but the new surroundings and 
different arrangement make the goods look as if new lines 
had been installed on a considerable scale. 

The McClain & Hedman Company believes in open dis- 
play and has successfully used this method for several 
years. 

—_—_.————— 
Mid-West Travelers Lay Plans for Fifth 
Anniversary Meeting 

The Mid-West Travelers Club, second oldest travelers 
club in the country, is planning big things for its fifth 
anniversary meeting to be held in conjunction with the 
Eighth Regional District convention in Lincoln, Neb., next 
March. Plans are already being shaped up by this live 
organization. 

A meeting of the officers of the club was held at the 
Hotel Sherman, Chicago, October 12. President Harold 
Hoffman made the following appointments: Executive 
committee—Jack Grey, McMillan Book Company, chair- 
man; K. H. Keissel, Carter’s Ink Company, and Frank 
O’Connor, Boorum & Pease Company. Entertainment 
committee—P. F. McLaughlin, F. S. Webster Company, 
chairman; Courtney Wahl, Wilson-Jones Company; F. C. 
Miller, General Fireproofing Company; R. C. Moore, Co- 
lumbia Ribbon & Carbon Company, and W. R. Braden, 
Stationers Loose Leaf Company. 

Plans were discussed for making the 1931 meeting of the 
Eighth Regional District one of the best ever held. The 
cooperative efforts of Governor Hausam and the members 
of the Mid-West Travelers Club resulted in a larger pro- 
portion of retail dealers at the 1930 meeting of the district 
than at any other district meeting in the country. It is 
the purpose of the Mid-West travelers to do all in their 
power to double the dealer attendance at the 1931 meeting. 

he entertainment committee is preparing plans for the 
fifth annual meeting of the club that will insure a fitting 
celebration of a five-year record of success. 

The club was organized at Little Rock, Ark., at the sug- 
gestion of William Schmiederer, then the governor of the 
Eighth Regional District, with two members, Jack Grey 
and P. F. McLaughlin. <A necessarily brief election re- 
sulted in Mr. McLaughlin as president and Mr, Grey as 
secretary. Mr. Schmiederer served as treasurer and cus- 
todian. Within a year the club membership had grown 
to one hundred. 

At the next meeting, held in Kansas City, Mr. McLaugh- 
lin and Mr. Schmiederer were re-elected to their respec- 
tive positions of president and treasurer-custodian. Carl 
Kiessel was elected vice-president and W. S. Plant secre- 
tary. The following year Carl Kiessel was elected presi- 
dent. The fourth president of the organization, elected 
at the St. Louis meeting, was Jack Grey, one of the found- 
ers of the club. At the St. Joseph meeting Harold Hoff- 
man, who is now pfesident, was elected. 


—— wh 


Office Equipment Manufacturers Institute to Meet 
in Chicago 

The Office Equipment Manufacturers Institute will hold 
its next quarterly meeting on November 13 and 14 at the 
Medinah Athletic club in Chicago. This will be during 
the Chicago business show, which runs from November 
10 to 15, inclusive. It is hoped that there will be as large 
an attendance of members of the Institute as possible, for 
not only will the program be well worth the time and cost 
of attendance, but the concurrent presence of the business 
show at the Stevens hotel will be an added source of value 
and interest to members, many of whom will avail them- 
selves of the opportunity to attend one of the country’s 
two most important business equipment expositions, 
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Barker Brothers Feature Style—and Sell Furniture 


By C. M. Lindsay 
N the eighth floor of Barker Brothers’ store in Los 
+ pelt Calif., there are four rooms, each of which 
is constantly being refurnished by the store’s office furni- 
ture division for the purpose of showing to prospective cus- 
tomers that style, harmony and appropriateness can be pur- 
chased economically along with desks, chairs, waste baskets 
and other equipment. Customers who evince an interest in 
new furnishings are provided with outlined plans of office 
arrangements to fit their needs. If the scheme meets with 
approval, one of the rooms is quickly fitted up in the exact 
style and with all the furnishings as tentatively proposed. 
The customer can thus see just how his future “business 
home” would look, 

At the service of the executive desiring help in the matter 
of properly equipping his office is Barker Brothers’ staff of 
office furnishing experts, specialists who are ready to ex- 
tend practical aid in the planning of a completely equipped 
“business home” or in the modernizing of one by replacing 
certain pieces, redecorating and bringing the ensemble into 
proper harmony. These men are fully qualified by broad 
experience in equipping offices of all 
types to advise as to the best and most 
economical means of meeting the pa- 
tron’s particular problems—and the 
consultation entails no obligation. 
Should the prospect decide to go ahead 
with his Barker 
prepared to extend every possible aid. 
No charge is made for the advice of 
the experts nor for the practical help 
staff of and 


plans, Brothers are 


given by the designers 
decorators 

The service is broad, covering not 
only the planning of office arrange- 
ments, but embracing also the right 
selection of 
and 


treatment of walls, the 
lighting 


nizing carpets or rugs, and the devis- 


proper fixtures harmo- 
ing of a properly balanced drapery 
scheme, so that a business man’s office 
is a pleasant place —livable, and in 
perfect accord. 
“Style,” says A. G. 


furniture 


Maddock, man- 


ager of the office division, 
“was for a long time sacrificed on the 
altar of efficiency. Of course, the 


business executive wanted the furnish- 
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a better grade and more impressive in appearance than 
those in use by the general office force; but this usually 
resulted in little more than a desk of different type and 
more massive appearance, a huge chair, and possibly a rug 
on the floor. 

“It is due to the pioneer work done by the home furnish- 
ings manufacturer that style has been gradually entering 
into office furniture, making it good to look upon as well 
as efficient in use.” 

A primary objective of Mr. Maddock and his staff is 
to aid customers in the choice of furnishings that have 
style and a basic relationship in design without requiring 
the outlay of any more dollars than would be involved in 
the selection of equipment purely at random. 

New business is developed principally through the ef- 
forts of outside salesmen. These men follow up general 
leads, visit new buildings where they “contact” the new 
tenants and whenever possible obtain a complete list of 
Their work is supple- 


the tenants for mailing purposes. 
mented by a monthly brochure entitled “Business Homes,’ 
issued by the office furniture division. The material in the 
brochure is changed every month and copies mailed to a 


selected list. It is a fine piece of advertising literature, 


nicely printed and beautifully illustrated. 








ings of his own private office to be of 








ABOVE 


A BARKER EQUIPPED PRIVATE OFFICE IN 
THE BENDIX BUILDING, LOS ANGELES.—No 
detail escaped attention in this luxuriously fur- 
nished office. Drapes, ceiling, floor covering, 
lighting fixtures—all strike a chord of perfect 


harmony 

BELOW— 
WHERE YOU WOULD WAIT FOR AN AU- 
DIENCE IF YOU WERE TO CALL ON THE 


MAYOR OF LOS ANGELES.—tThis reception 
room was equipped by Barker Brothers of Los 
Angeles. Over the mantel of the fireplace is a 
particularly appropriate quotation from Cicero, 
“Fidelity Is the Foundation of Justice’ 
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PARTIAL INTERIOR OF THE REMODELED UNIVERSITY BOOK- 
STORE, SEATTLE, WASH 





University Bookstore at Seattle Remodeled 

Horatio Alger would have found a good financial theme 
in the history of the University Bookstore, owned and 
operated by the Associated Students of the University of 
Washington, Seattle. 

From a niche in a wall in an old building on the Uni- 
versity of Washington campus in 1900 to a modern store 
with an annual business of $400,000 in 1930 is the brief 
history of this firm 

The 
$160,000 edifice, 
Way, on October 15. 

In 1900 a co-operate book store 
student body of the University of Washington. 


dedicated their 


University 


Bookst« re 
additional 


officially 
land on 


University 
including 


was organized by the 
The first 
room back of the president’s office on 


Joel Johaanson was the faculty mem- 


was a dingy 
Prof 


home 
the campus 
ber in charge and L. LeSourd was student manager. 

The first report of the University Bookstore was given 
to the Board of showing the total [ 
$112.08 and the liabilities of $11.08. The first four years 
were a struggle for survival. 

The store was moved to the old chemistry shack back 
of Denny Hall where it gradually secured a firm financial 
footing. In 1906 an agitation was made on the campus 
concerning a proposal to sell the Bookstore to a private 
organization, but it was decided to put the board of con- 


Control assets of 


trol in charge. 
The basement of Meany Hall was the next home of the 


store in 1923. James E. McRae, the present manager, held 


that position in 1922 


NEWEST LINK IN CHAIN OF HORDER 
STORES.—The accompanying illustration shows 
the entrance of Horder’s store No. 13 in the 
Merchandise Mart, Chicago. There is a note of 
modernism in the design of the entrance which 
has in place of a door a bronze grill gate that 
closes the entrance by dropping down into posi 
tion from above 
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The store was moved to University Way in 1925. That 
year the gross sales were $231,424.63 and in 1928 the gross 
sales amounted to $337,600. This store was remodeled 
this summer 

At the present time there are twenty full-time employees 
and ten The 


frm has enlarged its lines and now has seven departments 


students who work part-time in the store. 


with managers. 
A W hole 


the remodelling process. 


second story and a mezzanine were added in 


\ Gothic facade was constructed 
to harmonize with newer academic halls on the University 
of Washington campus, and modern furnishings, specially 


Rapids, Mich., 
The lighting is indirect, making 


ordered from Grand have been installed 


throughout the building 


the store the second in Seattle to adopt this mode. 


The departments include student supplies; athletic 
goods; commercial—carrying a complete line of business 
stationery, filing equipment, bookkeeping ledgers, desk 


accessories, typewriters, and the like; book shop, featuring 
the latest 
Oriental brasses, Mexican pottery, Italian vases, 


shop with 
and the 


novels and scientific treatises: gift 


usual types of gift objects; textbook department; and 
print shop. 
Manager James E. McRae is ably assisted by E. Lyle 


Godd, assistant manager; Mrs. Marguerite Park, manager, 
student Oscar H. Lindstedt, man- 
ager, athletic goods department; Marion V. H. Bell, man- 
ager, book shop; Howard Snyder and John Knapp of the 


supplies department; 


printing department, and Evelyn Remy, manager, adver- 
tising and display department. 

In Autumn the Bookstore 
de luxe limited edition quartos of the University of Wash- 
The Chapbooks were founded in 1927 
Forty-two titles have 


intends to issue a series of 
ington Chapbooks 
and are edited by Glenn Hughes 
been issued, representing the foremost writers of Europe 
and America, and have found large distribution in all col- 


legiate centers of Europe and the United States. The 
Chapbooks are printed and bound by the Bookstore.— 
JCJM. 


> 


New Horder Store in “World’s Largest Building” 


Horder’s, Inc., Chicago, has opened store No. 13 in the 


Merchandise Mart near the “Loop” business district of the 


city. The store is twenty-five feet wide and seventy-two 
feet deep. It is entirely equipped with steel fixtures fin- 


ished in mahogany grain. The display sections and wall 


store and the island show- 


cases around the sides of the 
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VIEWS OF THE NEW ESTABLISHMENT OF ZAISER’S, 


DES MOINES, IOWA.—September 5 Zaiser’s new store was opened to the public. 








Although 


at the same location, more frontage was added presenting more window display space. The fine arrangements in some of the departments are shown in 
the pictures. The upper left photograph is a view from the back of the store looking from the filing equipment department into the loose leaf and 


bound book department. 


rear is a balcony where the general offices are located and below which are the shipping and stock rooms. 
The doorway at the left in this picture leads to a model reception room. The center picture shows the new store front. 
The lower left picture is of the machine bookkeeping and visible record department. The various forms for machine 


model office 
is a window display of furniture 


bookkeeping and visible record systems are displayed for easy reference on bulletin boards at the center and the right. 
Six model offices are maintained in the department for the purpose of helping cus- 


depicts the large display room in the office furniture department 


The upper right picture shows the Dennison department and the open display tables on the left side of the store. At the 


At the left center is an illustration of a 
The right center 


The lower right photograph 


tomers choose their equipment. 








cases are all electrically lighted. The majority of these 
fixtures are arranged with steel drawers of varying sizes 
in the bases for the housing of merchandise. The instal- 
lation was made by the Service Steel Products Corpora- 
tion, Chicago 

One of the unique features of this latest Horder store is 
the omission of front entrance doors. The entrance is 
nine feet wide and opens on the Arcade in the Merchan- 
dise Mart. 


open for business by a counter balanced bronze grill gate 


It is closed against entry when the store is not 


which rises out of the way when the store is open. 

In the back of the store is an ante-room, connecting 
through a steel door, which is used as a wash and coat 
room as well as a storage and work room. 

Another unique feature is an electric sign over the front 
lobby entrance. This sign is of an entirely futuristic de- 
sign and is effectively lighted through three brilliant colors 
of glass. 

An extensive display of personal greeting cards is a 
prominent feature maintained in the front of the store. 


? 


On the opening day 2,500 people dropped in. Souvenirs 


consisting of an attractive Wilson-Jones memorandum 
book with an extra filler were given out. 
— 
Typewriter Firm Takes Lease 


has been closed between Post & Haller, an 


A lease 


enterprising typewriter concern, and N. Kallison, for the 
store building at 109 South Flores street, San Antonio, 
Texas, for a period of five years. The deal was made nec- 
essary through the rapidly increasing business of Post 
& Haller, which demanded additional space. 

This firm entered into business about four years ago 
as a typewriter repair shop with headquarters in the Cen- 
tral building. Within a short time the business had grown 
to where more space was needed, and they rented half 
of a store space on South Flores street. Since that time 
numerous additions and improvements have been made. 

The firm now has a complete stock of typewriters and 
typewriter supplies, and employs several salesmen who 
work in the city and adjacent territory. Rebuilt machines 
are featured in all makes, both wholesale and retail. 

Ralph A. Post is president and treasurer of the firm 
and Fred Haller, vice president and secretary. Both men 
were formerly connected with A. F. Beyer before entering 
into business for themselves.—B. C. R. 

a 


Underwood Third Quarter Report 
The Wall Street Journal for October 9, presents the 
Underwood third quarterly report. It is stated among 
other things in this report that the percentage of improve- 
ment in sales of standard typewriter units shown in Sep- 
tember over August was three times that of last year and 
four times that of 1928. 




















in Every Section of he Field. 


Taylor Chair and Horrocks Desk Join Forces 

between the Horrocks Desk Company, 
Taylor Chair Company, Bedford, 
amounts to 
manu- 


A closer alliance 
Herkimer, N. Y 


Ohio, has just been 


, and the 
alliance 
Styling, 


announced. The 
an interlocking 
and marketing of the products of the two com- 


of the executive personnel. 
facturing, 
panies will be thoroughly coordinated. 

Taylor Chair Com- 
formerly secretary of the Hor- 
heads of the 
gical culmination of a cooperative endeavor 


Joseph Fitch Taylor, president of the 
pany, and E. H. Finegan, 
rocks Desk 


which is the k 


Company, are joint enterprise 


begun about three years ago 














FINEGAN 


JOSEPH F. TAYLOR E. H 


“This 
companies, 
the public. It 
long leaders in the office 


speaking for both 
trade and 
of two companies 


alliance,” says Mr. Finegan, 


“is in the clear interests both of the 
combines the experience 


furniture field. Through it, mani- 


fest economies in production and distribution are in- 
evitable 
“In effect, 


since the 


it puts the Horrocks Desk Company in the cen- 
tral west, Taylor Chair Company will warehouse 
the Horrocks output; 
Chair Company definitely into the eastern market, because 


it is contemplated that the Taylor line will be fully repre- 


and similarly it brings The Taylor 


showrooms and warehouses of the Horrocks 
Herkimer 

alliance as has now been completed was 

Frederick S. Munger of the Hor- 

His lamented death last April mo- 

: but since then they have 


sented in the 
Desk Company 
“Such a close 
long contemplated by 
rocks Desk Company. 
mentarily interrupted the plans 
been carried to conclusion with the active assistance of his 
Henry G Now that the alliance has been 


father, Munger. 


a basis of operation completed, 
to further 


fully consummated and 
Mr. Munger has voluntarily withdrawn in order 
functioning of the new coalition.” 

The officers of the Taylor Chair Company are now as 
Joseph Fitch Finegan, 
John Freeman, Hig- 


president; E. H. 
vice-president; B. F. 


follows: laylor, 


vice-president; 


den, vice-president; W. P. Gigliotti, vice-president, and J. 
K. Swearingen, secretary-treasurer. 
The following are the officers of the Horrocks Desk 


chairman of the board: E. H. 
vice-president; B. F. 
treasurer, and 


Taylor, 
John 


vice-president; J 


Company: J. F. 
president; Freeman, 


K. Swearingen, 


Finegan, 
Higden, 
R. W. Brady, secretary. 

The Horrocks Desk Company was founded some forty 
Herkimer, N. Y., by William Horrocks and 
For almost half a century it has enjoyed 
During 


years ago in 
Henry Munger. 
a prominent place in the office furniture industry. 
the past three years the company has added to its regular 
desks executive 
suites in period designs ranging from t 
sance to Louis XVI. 

The Taylor Chair Company is the oldest concern of its 
United States. It was founded in Bedford, 
Fitch in 1816. that time four 
generations of the same family have functioned as execu- 
tives of the company. The present head of the 
Joseph Fitch Taylor, is the great grandson of the founder 
Taylor Chair Company has 
Its chairs have always 
and 


lines of office and accessories, matched 


he Italian Renais- 


type in the 
Ohio, by Benjamin Since 
company, 


Throughout its history the 
been a progressive organization. 
been expressive of the times in design appearance, 
and the maintenance of a fine quality has built an enviable 
prestige for the company. 

The founders of both the companies were 
William Horrocks invented the 


desk which, 


inventors of 
first type- 
in its design essentials, is still 
Fitch brought being the 
furniture 


the first order. 
writer cabinet 
in use today. Benjamin 
treadle lathe, without which 
known today could hardly be carried on. 

The Horrocks-Taylor contract department has been es- 
tablished at Bedford and is prepared to make model office 


into 
making as it is 


layouts and offer definite suggestions to assist dealers in 
filling the requirements of individual customers. It is ex- 
pected that shortly a combined catalogue showing the 
lines of both companies will be issued. 
ee 
Felt & Tarrant Board Elects Officers 

At a recent meeting of the board of directors of the Felt 

& Tarrant Manufacturing Company, Chicago, the follow- 
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ing officers were elected: William F. Babcock, president; 
John sales 


! C. Nevins, and 
Raymond J. Koch, secretary and treasurer. 


vice-president and manager, 
This realignment of seasoned officers, whose services in 
the past have contributed much to the growth and develop- 
ment of the company, is an assurance of the continuation 
of the capable management that brought the Comptometer 
from an obscure beginning to the position it occupies in 
the office machine field today. 
Twenty years Mr. Babcock 


the Comp- 


ago entered 

















NEVINS 


JOHN C. 


BABCOCK 


WILLIAM F 
secretary and treasurer of the 
In that capacity he was in charge of the man- 


tometer organization as 
company. 
agement of the company’s finances, which, in a business 
of international scope, called for the exercise of a sound 
business judgment and an unusual administrative ability. 
His previous business experience fitted him well for his 
work in the Felt & Tarrant organization. Prior to his 
connection with Comptometer he was, for ten years, secre- 
tary and treasurer of the H. F. Norton Company, in those 
days a prominent wholesale house in the West with its 
principal office in Seattle, Wash, 

Mr. Nevins began his business career with Felt & Tar- 
rant as a junior salesman in New York City. 
his success in that field he was offered the position of sales 
manager in 1905, the acceptance of which brought him to 
During the years he built up a highly efficient 
In 1920 he was made vice-president. 
His re-election to the post is a recognition of his ability 


Secause of 


Chicago 
sales organization. 


as a leader and organizer of sales staffs. 
In assuming the office of secretary and treasurer, Mr. 
Koch brings to the position a splendid background of 


training and experience. After graduating from the Ar- 


| : . 











RAYMOND J. KOCH 


mour Institute of Technology, where he specialized in civil 
engineering, Mr. Koch spent four years in the engineering 
field. 
Ventilating 
assistant treasurer until early in 1929 when he joined the 
Felt & Tarrant sales department. 


In 1917 he became affliated with the Ilg Electric 


Company, Chicago, where he remained as 
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Higgins & Co. Buy Sealing Wax Plant 

For many years the words “Higgins” and “ink” have been 
so closely associated in the minds of the public that they 
have become almost synonymous. Now the lines of Hig- 
gins & Co. have been made still more valuable to dealers 
and users through the acquisition of the sealing wax line 
of Davids Bros., Inc., who have long been noted as manu- 
facturers of a high-grade line of sealing wax. 

This latest addition to the Higgins line will soon be 
presented to dealers by the company’s sales representatives 
and a list of trade prices will be issued in a short time. 

Walter I. Davids continues as general manager of Davids 
products. 

Until further announcement, orders for Davids products 
or requests for information concerning them may be ad- 
dressed either to Davids Bros., Inc., 213 Centre street, 
New York, N. Y., or to Chas. M. Higgins & Co., Inc., 271 
Ninth street, Brooklyn, N. Y. 

a 
Oxford Buys Western Envelope Corporation 

The Oxford Filing Supply Company, 500 Driggs avenue, 
Brooklyn, N. Y., has purchased the machinery, equipment, 
sales records and good will of the expanding envelope 
business formerly conducted by the Western Envelope 
Corporation, Bush Terminal building, Brooklyn, N. Y. As 
a result of the purchase the Oxford line will be augmented 
by the several models of expanding envelopes formerly 
made by the purchased company. Other Oxford products 
include red-fiber filing pockets, filing folders, index cards, 
and guides. 

EO 
General Fireproofing Earnings 

The Wall Street Journal of October 16 quotes George 
C. Brainard, president of The General Fireproofing Com- 
pany, Youngstown, Ohio, to the effect that earnings dur- 
ing the third quarter and the first half of October were 
considerably above dividend requirements. GF common 
pays $2.00 annually. Net earnings for the common dur- 
ing the nine months ended September 30 are estimated 
to have covered dividend for the full year. Operations 
at The General Fireproofing Company’s plant are said to 
be considerably ahead of those of other steel manufactur- 
ing companies in the district. 

——_—_—~<———  — 

C. B. Ross Joins Parker Pen Staff 

Ross has been added to the general sales depart- 
ment of The Parker Pen Company. He was formerly sales 
manager for The Wahl Company. Mr. Ross brings to 
The Parker Pen Company many years of experience in the 
writing instrument field; a wide acquaintance with the 
trade, and an intimate personal knowledge of the require- 
ments of fountain pen dealers. 

The general sales territory of The Parker Pen Com- 
pany has been divided into two zones, both under the 
supervision of W. L. Clark, general sales manager. J. N. 
Black and C. B. Ross will be particularly responsible, each 
for one half of the United States. The sales department 
is being organized to assist Parker dealers still further in 
developing the field, looking forward especially to in- 
creased contact with the company’s dealers. " 

——_<g—__— 
Electromatic Establishes Chicago Office 

Electromatic Typewriters, Inc., announces the opening 
of its western sales office in the State Bank building, 120 
South La Salle street, Chicago. Direct sales representa- 
tion and service will be given to the Chicago metropolitan 
area and the Middle West through this new office. Robert 
E. Hanley has been transferred from the company’s New 
York office to take charge of the Chicago territory. E. H. 
Saul has been appointed assistant manager and manager 
of service. 


. @ 
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Twenty-fifth Annual Typewriting Contests 
The twenty-fifth annual international typewriting con- 
tests took place at Richmond, Va., on September 26, 1930. 
here were a large number of contestants in the different 
The contests 


N. Kimball, 


classes and much enthusiasm was evinced. 
were under the leadership and direction of J. 
superintendent of contests. 

In Class l, 
all typists, one hour’s writing from printed copy, Georg 


world’s typewriting championship, open to 


Hossfield was the winner with a net speed per minute of 
133 words, winning the title, World’s Champion Typist, a 
gold medal and his name placed on a new bronze trophy. 
Second place went to Albert 
medal with a net of 129 words a minute, and third place, 


Tangora, who won a silver 


carrying a bronze medal, went to Barney Stapert, former 
amateur champion, who wrote a net of 128 words a minute. 
Che other three contestants in this class were all former 
champions. Stella Willins was fourth with 124 
words; Chester Soucek, fifth, 116 words, and Irma 
Wright, sixth, with 115 words 

The world’s amateur championship contest, thirty min- 


amateur 
with 


utes’ writing from printed copy, was won by Remo Poul- 
sen of Connecticut, with a net of 114 words per minute 
Richard Myers, Idaho, took second place with 111 words a 
minute, and Lucy Harding of Canada, with 110 words a 
Fourth place was won by Louise Marchese of 
Canada, who also scored 110 words 
the title of World’s Amateur Champion Typist and was 
awarded a gold medal, with his name engraved on the new 


Young international amateur champion 


minute 
The winner bears 


Governor CU. ¢ 
ship trophy. Second prize consisted of a silver medal and 
third prize a bronze medal. 

In the amateur championship contest there were four 


teen contestants from nine different states and two from 


Canada 
The world’s school novice typewriting 


E. Mandley 


minute, 


championship 
of Canada, who made a 
record taking the 
school championship and taking the title, also the world’s 


was won by Gladys 


of 96 words net per world’s 


novice championship trophy and a gold medal. 


Allard of 
record of 95 words a minute, 
ok third place with a record of 87 words a 
minute, entitling him to the title of United States School 
Novice Champion and also a bronze medal. His school 
Alfred E. Smith United 


school 


Josephine Canada won second place with a 


taking the silver medal and 


Fred Tidwell t 


was also awarded the Governor 





N. KIMBALL 
Winner of the 1930 World's New York City, Manager of 


HOSSFIELD J 


GEORGE L 


, 


Championship Contests 


States school novice typewriting championship trophy, the 


school to hold the 


engraved with the 


trophy for one year, and trophy to be 


mame of the school and student win- 


ning it 


In the school novice typewriting championship, the 
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world’s championship trophy is also held by the school 
which sponsored the winner, the trophy to be engraved 
with the name of the school and the winner, and to be 
held for one year or until the succeeding contest estab- 
lishes another winner for the trophy. The contestants in 
the world’s school novice typewriting championship num- 
bered thirty-five. All but two of the contestants in the 
three contests used Underwood typewriters. 
aamieliliieseantes 

Former Typewriter Man Joins Advertising Agency 

Harold McD. Brown, well known as the advertising man- 
Smith and Corona Typewriters, Inc., has 
a prominent 


ager of L. C. 
joined Charles A. Weeks & Company, Inc., 
advertising agency of New York, as vice-president and 
treasurer. 

Mr. Brown became advertising manager of the Corona 
[Typewriter Company in 1910 and remained with the or- 
ganization until recently. He is recognized as an authority 
in merchandising and sales procedure in the office appli- 
ance field and brings to his new connection an experience 
and ability certain to be reflected in the business of his 
clients. 

As advertising manager for the Corona and the L. C 





HAROLD McD. BROWN 


Smith and Corona Typewriters, Inc., he did fine publicity 
work. He now joins an organization which will offer him 
a wider field for his specialized services. 

Charles A. Weeks & Company is looked upon as one of 
the progressive young agencies of the metropolitan district. 
Che staff consists of young men who have made fine rec- 
ords in the field of advertising for a number of leading 
companies and it seems certain that Mr. Brown will find 


himself in congenial company. 


enecatiieitilipcmnmican 
Herbert Tuell & Company a New House at West 
Palm Beach, Fla. 

Herbert Tuell, for ten years in the typewriter business, 
formerly at Chattanooga, Tenn., 1923 
machines at Orlando, Fla., has sold his business 
field at West Palm Beach, 
with complete sales and service facilities xt 210 Datura 
street, operating under the trade Herbert Tuell 
& Company. Mr. Tuell is sales agent for the 
Typewriter Company and the Sundstrand division of the 
Office West Palm 


Beach and vicinity. 


and sinc a dealer 
in office 


there and has re-entered the 


name of 
Underwood 
Corporation in 


General Equipment 


Underwood Completes Addition to N. J. Plant 
The Underwood Elliott-Fisher Company has completed 
surlington, N. J., plant of the Neidich 
produces type- 
The plant 


an addition to the 
Process Company, a 
writer ribbons, carbon papers and like supplies 
has been enlarged to double its former capacities and will 


subsidiary, which 


soon be in full operation. 
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Mr. Sperb Elected Secretary of the Republican 


Committee 
Following a successful piece of work as campaign man- 
of San Francisco, who won the Re- 


ager for Mayor Rolph 





A CANDIDATE FOR GOVERNOR OF CALIFORNIA AND HIS CAM- 
PAIGN MANAGER.—At the left is Harry Sperb, well known Pacific Coast 
typewriter man, and at the right is Mayor Rolph of San Francisco, who 
recently won the Republican nomination for governor of California 


publican nomination for governor of California, Harry 
Sperb was elected secretary of the Republican State Com- 
mittee. This position is a political forward step for Mr. 
Sperb as it will carry on to the presidential election cam- 
paign. 
8 
Another Typewriter Man in Politics 

After reading the news item in the October issue con- 
cerning Harry Sperb’s activities as campaign manager for 
Mayor Rolph of San Francisco, Noel Boulware, a promi- 
nent typewriter dealer in Tulsa, Okla., sent a letter to Office 
Appliances stating that he, like Mr. Sperb, and under sim- 
ilar circumstances, tried his hand at politics. Prior to the 
recent primaries, Mr. Boulware served as campaign man- 
ager for Frank Buttram, candidate for the Democratic 
nomination for governor of Oklahoma. 

The campaign was placed in the capable hands of Mr. 
Boulware because he, like Mr. Sperb, had not been active 
in politics. Mr. Buttram, however, differed from Mayor 
Rolph in that he had never before held or sought public 
office. Nevertheless he was well and favorably known as 
2 native son of Oklahoma, a man who had fought his way 
from poverty to fame and success as a business man. He 
is now a millionaire, president of the Board of Regents 
of Oklahoma University, vice-president of the Independ- 
ent Petroleum Producers Association, and active in civic 
and religious circles. “He had the admiration and respect 
of the people,” states Mr. Boulware, “but the regular polli- 
ticians were all against him. Building his support entirely 
from the volunteer efforts of business, professional and 
school people, we gave the politicians the scare of their 
lives.” 

The run-off primary system is used in Oklahoma. In 
the first primary Mr. Buttram ran against eight other can- 
didates, including one former governor, one former con- 
gressman and other leaders of the party. He won a place 
in the run-off primary against William H. (Alfalfa Bill) 
Murray, president of Oklahoma’s Constitutional Conven- 
tion, former congressman, and twice before candidate for 
governor. “In the run-off,” relates Mr. Boulware, “we lost 
to ‘Alfalfa Bill,’ but we believe four years from now an- 
other story will be written.” 

ee ae 
New Officers of The Sikes Company 

Because of the recent death of A. B. Sikes, the executive 
staff of The Sikes Company, Philadelphia, Penna., has been 
H. W. Koehn, president; L. H. 


treasurer; T. R. 


reorganized as follows: 


Clark, vice-president; B. H. Prentice, 


Wheeler, secretary. 
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The Guest Book 


L. M. Sicard, Monroe, La., in Chicago on a business trip, 
was a visitor on September 29. 

Giles B. Buck of The J. K. Gill Company, Portland, 
Ore., in the Middle West to investigate the market and 
visit some of companies whose lines are sold by the Port- 
land firm, looked in upon us on October 1. Mr. Buck has 
been with The Gill Company for twenty years or there- 
abouts. He started his career in Minneapolis more than 
a quarter century ago. While in our office we turned the 
pages of the big album presented to Uncle George Olney 
at St. Louis at the first annual convention of the station- 
ers’ association. The book contains a letter from Mr. Buck 
and his portrait. 

Leland S. Graff of The George B. Graff Company, Cam- 
bridge, Mass., spent a short time in this office on October 
3. Mr. Graff came West on business, part of his mission 
being to introduce his company’s new “Hi-Speed” ruler 
to the trade. On his way East he stopped at Detroit, 
where he attended the annual convention of the National 
Stationers Association. 

J. J. Shalvoy of Silverglo Lamps, Inc., Baltimore, Md., 
inscribed his name in the Guest Book on October 4. Dur- 
ing his trip he visited a number of the important cities in 
the Middle West, returning via Detroit and the stationers’ 
During his stay in Chicago, he appointed 
Charles Steiglitz as sales representative for the Chicago 
territory. 

William R. Diehl of The Diehl Office Equipment Com- 
pany, Columbus, Ohio, was a visitor on October 11. Mr. 
Diehl is regional governor of the Fifth District of the Na- 
tional Stationers Association. He is taking up his duties 
in the organization with enthusiasm which will be reflected 
in the next meeting of his district. 

P. F. McLaughlin of the F. S. Webster Company, St. 
Joseph, Mo., was a recent visitor. Mr. McLaughlin is one 
of the most active men among the travelers of the South- 
west, and his wide acquaintance and alert mind make him 
a valuable man in association affairs. “Mac” knows his 
ribbons and carbons through long, direct experience with 
the line and through a background of experience in the 
typewriter field in his younger days. He emerged from a 
Pennsylvania coal mine to start his successful typewriter 
career. And there was a more remote background of 
hickory shirt and one-gallus days (Oh, boy! Don’t we know 
‘em, though!) which developed initiative on the farm.. And 
what more natural than that Mac should also be a farmer? 
Some fertile acres not far from St. Joe—some horses— 
mules—grain—swine—pumpkins ’n’ everything. 


convention. 


Glenn J. Barrett, Grand Rapids, Mich., pulled our latch 
string at the end of October. Mr. Barrett is widély known 
as the inventor of the Barrett adding machine and the 
Corona portable adding machine. A graduate engineer, 
his early experience in the field was on the engineering 
staff of the Burroughs Company. 

W. G. Chamberlain, San Francisco, Calif., inscribed his 
name in the Guest Book on October 23. Mr. Chamberlain 
is vice-president of the Wholesale Typewriter Company, 
New York, and manager of the San Francisco division, 
which he founded many years ago and developed to an 
outstanding position in the Pacific Coast field. Time takes 
no toll of the Chamberlain pep and enterprise, which is 
always on “high.” Along with the experience that‘ Mr. 
Chamberlain has accumulated by his industry on the Pa- 
cific slope, is a big ranch up Santo Rosa way where Mayor 
Rolph of San Francisco, California’s next governor, was a 
recent visitor. 


R. H. Browne, The Browne-Morse Company, Muskegon, 
Mich., in Chicago on one of his regular business trips, gave 
us the pleasure of a call on October 28. 











Meetings--Conventions--Dinners 


I. S. M. A. Holds Convention in St. Louis 


Well Attended Meeting Marks Annual Convention of 
Stamp, Steel Die and Marking Device Manufacturers, 
October 6, 7, 8 and 9, in St. Louis. 


HE nineteenth annual convention of the International 
Stamp Manufacturers Association was held at the Jef- 
ferson hotel, St. Louis, on Monday, October 6, and con- 
tinued to and including Thursday, October 9 
The convention was fairly well attended, those present 
consisting of many of the leading marking device manufac- 
United States. It is said to have been a most 


More 


at practically 


turers of the 
interesting and practical affair than one hundred 


delegates were on hand every session and 
showed their interest by staying up to the finishing night 


Herb Mesloh’s 


Every session was full of interest from start 


to enjoy presentation of the ravishing 
“Chiquita.” 
to finish Che 


affair was business right straight through 


and was one which could be taken as a model by conven 
tions in other industries 

The first day’s session was devoted to a trade 
After 
President Frank J 


J. A. Greig to conduct the conference 


practice 


a rew preliminary announcements, 


Spaeth called upon Managing Secretary 


conterence 


He explained what 
a trade practice conference involved and pointed out that 


the rules submitted to the Federal Trade Commission are 


INTERNATIONAL STAMP MANUFACTURERS ASSOCIATION CONVENTION, OCTOBER 6 TO 9, 





segregated into Group One rules and Group Two rules 


Group One rules are those whose violation is illegal and 


with which the commission can deal. Group Two rules are 


those whose violation is not illegal in itself, but which may 
be made illegal by agreement. He said that the board 
of directors had considered certain suggested trade prac- 
tice rules for the marking device industry and desired to 


submit them for approval. He then read a code of ethics 


submitted by the board to the association as follows: 


False Branding 
1. The marking or branding of products of the marking devices in- 
dustry for the purpose of or with the effect of misleading or deceiving 
purchasers with respect to the quantity, quality, grade or substance of 


the goods purchased is an unfair practice. 


Inducing Breach of Contract 


2. Inducing or attempting to induce the breach 


of a contract between 
a competitor and his customer during the term of such contract is an 
untair practice 

Infringement 


3. The imitation of the trade name or trade-mark or patented product 
or copyrighted matter of a competitor is an invasion of the property 
results in the deception of purchasers 


rights of such competitor which 


and 1s an uniair practice 
Enticing of Employes 
4. Interference with a competitor’s business through the illegal entice- 
ment of his employes from his employment is an unfair practice 
Boycott 
5. Interference with a competitor's right to purchase his products 
and supplies from whomever he chooses is an unfair practice 


(Please turn to page 229) 
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CHICAGO STATIONERS’ OUTING AT ST 


Wolff, A. Hoagland 
A. Tyrell, H. L. Johnson 
Newman. 8. E 
H. E. Morgan, Al 
T. Baker. 13. A Group Near the First Tee—E. V 


4. C. W. Ellingsworth, W. Eadie, C 


E. Morgan, J. D. Rushmore. 5. 
6. T. J. Leonard, George Kendall, Whiting Parks, F. C. 
Schelker ; R. Janovsky, Jack Potts, Ralph Moher. 
Moore, James Ahlberg, Arthur Cook. 11. W 


Mendenhall, E. E. Reichert, C 





ANDREW'S GOLF CLUB, SEPTEMBER 21, 1930.—1. S. D. Flynn, J. R. Swift, Joe Pardi, 
Jr., Joe Pardi, Sr. 2. Jim Davison (seated), F. J. Minds, E. V. Mendenhall, E. E. Reichert. 3. C. G. Jacobson, C. L. Schumacher, F. T. 


J. D. Pryor (seated), George Rowley, 
Danielson. 7. B. Ward, “Bill’’ Schuster, B. 
9. Eldon Just, Henry Struble, William Byer, W. Reining. 10. 
Dalton, I. J. McCoy. 12. Al. Thompson, T. Miller, B. Kluger, 
Ziesk, Harvey Kibler, J. H. Davison, F. J. Minds, 


T. MacCorkindale, George Cormack, Harold Goff, E. Beagi. 


Chicago Stationers Play Golf 

About sixty members of the stationery and allied trades 

of Chicago held a golf tournament at St. Andrews near 

Wheaton, IIl., on Sunday, September 28. Luncheon and 
dinner were served in the club’s dining room. 

The 


Following the dinner, prizes were awarded. sta- 





tioners are much indebted to Thomas MacCorkindale of 
Just & Son, stationers, and to Eldon Just, Henry Schmidt 
and B. Ward, who constitute the committee which made 
the tournament a success. Eighteen holes were played and 
each player was required to keep account of the number 


of putts taken on each green, because prizes were awarded 
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to the ones who took the lowest number of putts over the 
eighteen. 

The day was almost ideal and every one participating 
Awards to members were as follows 

Low gross, 93, J. Pardi, Jr, American Seal & Stamp 
Company; prize, a gold bag. Low net, 76, Tom MacCorkin- 
dale, Just & Son; prize, Wahl desk set and cup with name 
engraved thereon. This cup is presented to the low net 
the champion until the 


enjoyed the event. 


scorer each year and is kept by 
next tournament. Prize for the low putts, 30, was won by 
H. C. Schmidt of the Index Sales Company. 

Other prizes were: second low gross, 95, W. A. Martin, 
Supply Company. Second low net, Jack 
Company, tied with H. Struble of 
Turner of the W. A. Sheaffer 
putts, George Kendall 


Dearborn Office 
Potts, Wilson 
Serkshire Papers, and Mr 


Jones 
Pen Second prize, low 
of the 
the Wilson-Jones Company tying 


Company 
ompany and E, E. Reichert of 
Third low gross, M. F. 
a 
Fifth low gross, T 


Stauder Engraving ( 


Lane, Acme Staple Company Fourth low 
Minds of the Wilson-Jones ( 
J. Leonard, S. S. Stafford, Inc 
son, Wilson-Jones Company. 

Guests who received prizes included: Low net to Wil- 
low gross to Al Moore; low putts to S. D 
Superior Type Company; J. Ahlberg of the 
H. L. Johnson of the Mer 


‘rust Company and W. L. Maloney, all 


LTrOSS, 
ompany. 
Sixth low gross, J. A. Davi- 


liam Eadie; 
Flynn of the 
Remington Rand Company; 


Bank & 


of whom tied 


chandis¢ 


found for the 
Those, 
however, who escaped the camera included the following 
M. F. Lane, J. Swift, W. J. Maloney, H. Schmidt, D. Hef- 
ferman, E. K. Hart, H. T. Bowles, Mr. Turner and Eugen« 
Willoughby of Geyer’s Stationer 


iclaidaadilleinenaies 
Chicago O. A. Managers Elect New Officers 
The Office Association 
held its annual election of officers Monday, September 29, 
at the Hamilton Club. R. B. Drum of the Todd Company, 
who just completed a year as vice-president and chairman 


[he names of those who played will be 


most part under the pictures shown on page 85, 


Chicago Appliance Managers’ 


of the program committee, was elected president for the 
year commencing October 1. C. E. Cyphers of the Brandt 
Automatic Cashier Company was elected vice-president, 
and D. R. Cooke of Marchant Calculating Machine Com 


pany was elected secretary-treasurer. The foregoing, with 





R. B. DRUM 


Frank Nuttal of Postage Meter Company and C. L. Hayes 
of International Business Machines Corporation and re- 
tiring president, constitute the board of control. 

New committees appointed were as follows: 
committee—J. A. Gilbert, Office Appliances, 
Otto Dreibus, R. H 
and C. H. Law, Visible 
Membership—George McClellan, Underwood Typewriter 
Company, chairman; Archibald Geddis, The Bircher Com- 
pany; William Eismann, Nelson-Eismann Company. En- 


Program 


chairman; Donnelley Corporation; 


Records Equipment Company 
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Blackstone, Dictaphone Sales Corpora- 
tion, chairman; J. T. Stewart, W. S. Gilkey Printing Com- 
and Frank Nuttal. 

past year has been a very 
Hayes took occasion to thank 


tertainment—A. E 


pany, 
The 


Chicago association Mr. 


successful one for the 


the members for their splendid cooperation in bringing 








Cc. E. CYPHERS 


D. R. COOKE 
Mr. Drum, as past chairman of the 
program thanked the and the 
members individually for the assistance they had given 
him. The 
during the new year but the aim will be to maintain the 


this condition about. 


committee, also officers 


program is expected to be altered somewhat 


excellent interest which has prevailed. 


~~. 

Kansas City Office Appliance Managers Hold Party 

The annual fall party of the Office Appliance Managers’ 
Association was held October 13 at the Milburn Golf and 
Country Club. Prizes in the golf tournament were won 
by the following: Mr. Slayback of the F & E Checkwriter 
Company, A. B. Wier of the Elliott Addressing Machine 
Company, Lou Wenzel of the Wenzel Office Equipment 
Company; Thomas W. Atkins, Kee Lox Manufacturing 
Company; Mr. Kelsoe of Telautograph Corporation; 
Frank LeFerrier, L. C. Smith and Corona Typewriters, 
Inc., and Fred Gould of the same company. 

\ dinner was held in the evening for the members, their 
wives and friends. Bridge was played and prizes given. 
> 
New Orleans Stationers Hold Interesting Meeting 
The Stationers Association of New Orleans, met at 6:00 
P. M., October 7, at Arnaud’s restaurant. The meeting 
was held a week in advance of the regular date, owing 
to the fact that Secretary Berger would be away for the 
United Typothetae convention in Boston, October 10 to 22. 
The principal topic of discussion was the Capper-Kelly 
bill, which members wish to see passed in Congress. Let- 
ters ordered sent to Louisiana congressmen and 

senators urging their support of this bill 

Telegrams were sent to Austin Leftwich and President 
A. J. Walker at Detroit, inviting the National Stationers 
Association to New Orleans for the 1931 convention. 


were 


ee 

Big Entertainment Planned by New York Stationers 
The Retail Stationers Association of New York City, 
Inc., plans to hold an annual dinner dance and entertain. 
room of the Hotel Plaza, New 
November 29 
that 


formerly 


ment in the grand ball 
York City, on 

The five associations 
New York City, 
Bronx, Grand Central, Midtown, 
now combined and functioning 


have heretofore embraced 
known as the Harlem 
3roadway and City Hall 
groups, are as the Retail 
Stationers Association of New York City, Inc. 

The dance and entertainment to be given on the 29th of 
this month will be a gala event and it is expected that it 


and 


will be largely attended. 
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Silver Jubilee of Philadelphia Stationers 
On Thursday Jctober 16, the Philadelphia 
Stationers’ Association celebrated its twenty-fifth anniver- 


evening, 
sary by a banquet in the Rose Garden of the Bellevue 
Stratford hotel, Philadelphia. 
fully decorated and the occasion was thoroughly enjoyed. 


The Rose Garden was taste- 


in time 
to receive Federal Judge Mortimer W. Byers with stand- 


The diners were at the tables by seven o'clock, 


ing applause when he entered, escorted by William Henry 
Brooks, Sr., the orchestra singing and playing “The Side 
walks of New York.” 

President Connell was the toastmaster and read letters 
and telegrams of regret from various persons, including 
National President E. Clifton Wilson and Past Presidents 
Walker, Allen, Waddy, Pierson and Gibbs, and Third 
Vice-Presidents William E. Ward and others, including 


W. E. Stockett, Ed. Little, Frank Waterman, Eberhard 
Faber, Harrie Copeland and Edward S. Fiske. He intro- 
duced William J. Coane as the father of the Philadelphia 


Association. The house rose in applause at the introduc- 
tion, to which Mr. Coane responded in fitting phrases. 
He gave a brief history of the association and its organi- 
zation, the original committee including Mr. Coane, 
Charles Mann, and Messrs. Altemus, Welsh, Pomerantz, 
Strafford, Chaplin, Parker and Burgoyne. 


Irwin, Fox, 


*¢ 


KR, 


£ 


d 
( 


TWENTY-FIFTH ANNUAL BANQUET OF PHILADELPHIA STATIONERS’ ASSOCIATION.—At the speakers’ table: 
Hon. Mortimer W. Byers, William H. Brooks, Sr., Charles W. Neeld, 


President Charles A. Connell, center; right of toastmaster, 
W. F. Crap, F. R. Welsh, Francis B. Irwin, James C. 





Lukens, C. E. Brewer, H. W. Rogers. 
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The president next read the names of the veterans of the 
association, each one of whom was requested to approach 
the table, The names included those of Jacob L. Read, 
1872; Joseph S. Wilds, 1876; Robert C. Strafford, 1876; 
George G. Peterson, 1877; Benjamin Mont Wiggins, 1877; 
H. Taylor Rogers, 1880; Frank R. Welsh, 1880, and Charles 
A. Connell, 1880. Each was presented with a large golden 
chrysanthemum. Mr. Strafford responded with a brief, 
neatly phrased speech on behalf of the veterans. 

At this point, Francis B. Irwin paid a tribute to the guest 
of the evening, Judge Byers, and expressed the hope that 
eventually he would achieve chief justiceship of the 
Supreme Court. He nominated Judge Byers as a life 
member and the nomination was followed by unanimous 
election. 

Next the members of the Penn-Mar-Va Travelers Club 
of the third regional district were requested to rise. 
Twenty of them responded and were publicly thanked. 

Secretary Garvin, who had just come from the meeting 
of the National Association at Detroit, congratulated the 
Philadelphians on their twenty-fifth anniversary. He re- 
ferred to shining examples of successful trade associations 
in other countries, especially in the stationery line. 

President Connell acknowledged the presence of guests, 
including Messrs. Rogers, Brewer and Hullett. A vote 


—_ aC 


Toastmaster, 


Left: William J. Coane, Charlies P. 


Garvin, William Mann Prizer, A. Pomerantz, John G. Hullett, George Wustner, Roland Altemus, Alvah Bushnell, L. A. Hawkes. 


Other tables: W. M. Beatty, W. L. Benson, H. E 


Betelle, H. U. Bittman, W. W. 


Blaisse, H. 8S. Bradford, T. Burton Brewster, 


T. Frazer Brooks, William Henry Brooks, Jr., George B. Bush, Nelson Bushnell, R. Cairnes, J. N. Campbell, C. A. Chase, W. J. 
Chaplin, R. E. Clarke, M. J. Casey, C. F. Decker, Ernest Dellhem, William J. Donnelly, Harry J. Early, J. Kip Edwards, Benjamin 
F. Emery, C. H. Everly, W. F. Fowler, J. Fred Gambrill, R. T. Gemmell, L. T. Gifford, Howard Green, M. Haas, H. J. Hannings, 
W. H. Hasbrouck, M. M. Heverly, George E. Harscheid, Charles Hodge, Charles S. Hoffman, W. E. Hough, Theodore W. Johnston, 
F. Frank Keane, Joseph L. Kelley, E. J. Kastner, Ralph Keenan, John T. Kerns, Benjamin Leon, George Leonard, A. J. Lawless, 
W. E. McClellan, Edwin J. Moore, Ernest E. Parker, George G. Peterson, A. J. Pfaff, Jacob L. Read, William Renhert, William P. 
Reinhardt, H. B. Reynolds, George A. Rhoads, William J. Rhoads, W. T. Ridgeway, M. M. Roach, Charles D. Robinson, C. 8. Rock- 
well, H. Taylor Rogers, W. H. Russell, J. J. Schaller, Walter J. Schaller, J. J. Shanahan, John T. Sheehan, Leo Solinger, Tom 
Stagg, R. C. Strafford, W. G. Stringer, Eugene H. Strohm, L. F. Supple, C. R. Thomas, Jr., Charles E. Vieth, H. B. VanDorn, 
Arthur Von Hagen, Ben. Wachtel, J. F. Walsh, W. B. Wella, Benjamin Mont Wiggins, Joseph 8S. Wilds, Robert N. Wood, George 
S. Yeo, Richard B. Yeo and Joseph Young. 


of thanks was next extended to the manufacturers who 
had so generously donated souvenirs, and especially to 


and the association was 


Nineteen years ago Mr. Coane was elected an 


Two committees were formed 


organized. 


honorary member of the association. 

The president then called on William Henry Brooks, 
Sr., to present Judge Byers and at the conclusion of the 
introduction everybody rose and applauded. Judge Byers 
responded in excellent vein. He expressed some compli- 
mentary views of Philadelphia and spoke of the history 
of the association as being worthy of pride. He expressed 
strong views on the value of trade associations as being 
the influence par excellence, bringing the best men of any 
group together, in the upbuilding of constructive methods, 
removal of trade obstacles, trade abuses, etc. 

The president next made several announcements, includ- 
ing thanks to C. W. Neeld, custodian of city property, 
who was responsible for the electric sign on the city hall 


in honor of the twenty-fifth anniversary of the stationers. 


The Keating Company for the programs. 

The conclusion of the evening was devoted to enter- 
tainment. Harry Taylor and Jimmy Smith, with their 
artists, presented an excellent program under the personal 
direction of Miss Margaret Freeman as mistress of 
ceremonies.—C, H. i 

Atlanta Stationers Association Active 

Members of the Atlanta Stationers Association of At- 
lanta, Georgia, have started considerable activity in the 
association with the opening of the fall months. There 
has been a good attendance at meetings and much inter- 
est. There are several plans under way which will bene- 
fit every member and create interest in the meetings. 

Two new members have been added to the association 


recently. 
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SEATTLE OFFICE APPLIANCE SALESMEN’S CLUB GOES CRUISING 





-The upper picture shows the Lil- 


lian, a fifty-foot cabin cruiser owned by Ward and Park Harris, loading up at the Seattle Yacht Club dock 
The lower left hand picture is of the open air dining room at Larry Haegler’s Island Lodge, Mutiny Bay, 


Whidby Island. 


Seattle O. A. Men Enjoy Week-end Outing 

When Ward Harris, Seattle Ediphone manager, and his 
brother Park invited the Seattle Office Appliance Sales- 
men’s Club to take a week-end cruise on the Harris’ fifty- 
foot cabin cruiser Lillian, the offer was eagerly accepted. 
The anticipated happy time was perfectly realized Satur- 
day and Sunday, July 26 and 27. 

Promptly at eight a. m., Saturday, the 
from the Seattle Yacht Club dock, loaded with twenty- 
four enthusiastic office appliance salesmen. Down through 
the canal and locks, across the bay into the Straits of Juan 
de Fuca, the little craft plowed her way to Mutiny Bay, 
Whidby Island, where anchor was dropped at noon. Men 
and provisions were conveyed to shore by way of a dinghy, 
where Larry Haegler placed his Island Lodge at the dis- 


Lillian glided 


posal of the party. 

While daylight lasted, outdoor sports took pleasant toll 
of physical energies. The evening hours were devoted to 
mental exercise through the medium of the “Great Amer- 
ican Indoor Sport.” 

Steward George Pertain and Chef Frank Johnson labored 
manfully preparing and dispensing food, but in spite of 
tremendous appetites, the larder was still well stocked 
when the time for departure came. All things, the food, 
the sports, the weather, the cruise, worked together for a 
pleasant time. The men were all in favor of making the 
affair an annual event 

Those present at the outing were as follows: Sam Mc- 
Elfatrick, H & M Ribbon & Carbon Company; Bob 
Brown, H & M Ribbon & Carbon Company; Arch Brown, 
Underwood Typewriter Company; Ed McMahon, account- 
ing machine division, Underwood Typewriter Company; 
Oscar Bohn, American Multigraph Sales Company; Carl 
Scatterday, Fildex Carl Faulhaber, Lyon 


Bureau, Inc.; 


The remaining picture is of the Lillian en route. 


Metal Products, Incorporated; Park and Ward Harris, The 
Ediphone Company; Harry McCray, Monroe Calculating 
Machine Company; Larry Haegler, Addressograph Sales 


Agency; Charles Geroux, Sundstrand Adding Machine 
Company; Frank English, Northwest Envelope Manu- 
facturing Company; Herb Loffquist, Elliott-Fisher divi- 


sion, General Office Equipment Corporation; Louis Tru- 
John A. Ames Company, Inc.; Dick Howell, Ad- 
dressograph Company; Howard Rogers, Pacific Manifold 
Book Company; Bill Newth, Postage Meter Company; 
Frank Johnson, Fildex Bureau, Inc.; George Pertan, Pa- 
cific Manifold Book Company; Jim Russell and Ernie 
Reed, Charles R. Hadley Company. 
bok. 7 Saal 
Big Increase in Seattle Ediphone Business 
Under the managership of Ward Harris, the Seattle 
"Ediphone office continues to record a growth in business 
volume. The period from January 1 to September 1, 1930, 
showed an increase of approximately 300 per cent over 


1 
cnon, 


the past four-year average. 
la 

New England Stationers Golf and Talk Business 

Three associations of stationery firms in the New Eng- 
land territory held a very successful business conference 
and golf meet on September 16. The meeting place was 
the Wachusett Country Club, West Boylston, Mass., about 
ten minutes drive by motor from Worcester and a central 
point for all who attended. The three organizations which 
participated in making the event a success were: The Con- 
necticut Valley Stationers Association, the New England 
Travelers Club, and the Boston Stationers Association. 

The golf matches started at 1:30 p. m. and lasted most 
of the afternoon. The results were as follows: 


1. Best medal score in whole field—C. B. Willey. 
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. Second medal score in whole field—James Armington. 
3. Best score against par in the whole field (the winners 
of the first and second prizes not eligible)—-Mr. Keppie. 
4. Men not in the team match—Jerry Brownville. 
5. Most points won by a man on the second team—Sam 

Narcus. 

6. Most points won by a man on third team—Richard 

Towne. 

7. Best first nine holes (winners of the first, second and 
third prizes above not eligible)—Mr. Travers. 

8. Best second nine holes (winners 1, 2, 3 and 7 not eligi- 
ble)—Mr. Porter. 

9. Second best score—(men not in the team match)—Mr. 
Hargen. 

10. Prize for player taking the most exercise—John Molloy. 

There were present a number of good golfers who al- 
though they did not officially represent any one of the 
three associations nevertheless played an important part 
in the game. 

At dinner in the evening the discussions dealt particu- 
larly with matters concerning participation in the National 
Association’s twenty-fifth annual convention. 

a 
New York Stationers Golf Association 

The eleventh tournament was held on September 23 
at North Castle Golf and Tennis Club, Armonk, West- 
chester County, New York. The previous tournament 
was held at White Beaches and resulted in the following 
winners: 

Class A: 
Carr, 2. 

Class B: J. G. Bosworth, 5; J. E. Neary, 3; W. O. Welsh, 
1, and H. B. Barnett, 1. 

Class C: E. T. MacIntyre, 5; 
A. J. Lawless, 2. 

A special tournament was held at the Westchester 
Country Club on October 2, on the invitation of Murray 
Vernon, who acted as host to the association. Luncheon 
was served at noon and dinner at 6:00 P. M. sharp. 
Winners at the previous week’s tournament at Armonk 


F. G. Huber, 5; L. H. Tavernier, 3, and G. A. 


E. G. Geehring, 3, and 


were: 
Class A: First, G. H. Kingsley; second, G. O. Evans. 
Class B: First, J. G. A. C. Bain- 
bridge. 
Class C: First, R. J. Messina; second, R. J. Urmston. 
Following the tournament held at the Richmond County 
Country Club on October 21, there was a dinner at which 
The regular order of business 
The min- 


Bosworth; second, 


ninety men were present. 
was set aside and everybody had a good time. 
utes were passed without reading. 

Twelve tournaments were held during the season with 
an average attendance of thirty-three members. 

Eberhard Faber was re-elected chairman of the board 
of directors for the ensuing year, and A. C. Bainbridge 
was re-elected president. Fred G. Huber was re-elected 
secretary and treasurer. 





—— 
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Presentation of the Class A season cup to George Carr; 
Class B season cup to N. R. Kremer, and Class C season 
cup to Ray Urmston was made by Eberhard Faber in his 
usual happy manner and were acknowledged fittingly by 
the several winners, At the close of this ceremony, three 
cheers were given to Mr. Faber for the support he has 
given the association, 

For the tournament of the day, the low gross prize was 
won by Arthur Staveley and the low net by G. S. Mor- 
rissey. A handsome collection of prizes was presented 
by the association and every member who took part in the 
play for the day received a prize of some sort. 

The meeting was one of the most enthusiastic and en- 
joyable ever held by the association. 

The menu for the dinner followed somewhat the termi- 
nology of golf. It included par melon; consomme in the 
cup; hooked striped bass; sliced sirloin of beef; bunkered 
potatoes; green string beans; salad in the rough; bisque 
ice cream; golf nuts and halved coffee. 

—_—___—~<>__—_ 


New York Typewriter Dealers Meet 

The regular monthly meeting of the New York Type- 
writer and Adding Machine Dealers Association took 
place Tuesday evening, October 14, at the Hotel Claridge, 
New York City. There was much interest in the topics 
presented and a lively discussion resulted. 

After a report of the committee appointed to select the 
hotel for the annual convention of the national body to 
be held next year, the meeting approved without dissent- 
ing vote the selection of the Hotel New Yorker with its 
new and favorable arrangements. Plans are now under 
way to arrange for and entertain the convention of the 
National Association in 1931. 

Mrs. Taylor, Regional Director of this district, asked 
the assistance of all members in the securing of new mem- 
bers to the National body and assuring a large gathering 
from this district at the coming convention. The mem- 
bers then instructed the secretary to communicate with 
dealers in other cities in this district to attend the various 
local meetings for mutual benefit. 

President Neuberger informed the members of his con- 
ference with the attorney representing the association of 
pawn brokers in New York in an endeavor to arrive at 
some definite understanding for the recovery of stolen ma- 
chines. The cooperation that has been evidenced by the 
Pawn Brokers Association indicates a satisfactory arrange- 
ment is in the offing. Mr. Neuberger also advised the 
membership regarding certain legality rights in the rent- 
ing of typewriters to hotels. 

Arthur Froelich was a welcome guest at the dinner pre- 
ceding the meeting and it was with regret that the mem- 
bers permitted his early departure to catch a train west- 
ward. 

Mr. H. E. Moree of the Barr-Morse Corporation was 
also among the guests present. 
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New York Typewriter and Adding Machine Men 
Open Fall Season 

Che New York Typewriter and Adding Machine Dealers 
Association at its meeting opening the fall season indulged 
in some reminiscences of the visit of German typewriter 
dealers to the United States last summer and of the pleas- 
ant get-together dinner given the visitors from abroad on 
May 29. 

rhe secretary read a written statement prepared by J. J 
Cohen, vice 
the Cohen 


some of the 


president of the association and proprietor of 
Exchange. Mr. Cohen dealt with 
contront the 


lypewriter 


dithculties which typewriter 
machines. Mr. Cohen ex- 


York 


quarters of the 


sells new portable 
that New 
three 


dealer who 


pressed the opinion typewriter dealers 


have lost or will soon lose business 


formerly done in renting standard office machines for 


home use, and that customers who buy standard office 


machines—on either the cash or instalment basis—for 


home use are a thing of the past. This change of condi- 


tions, stated Mr. Cohen, may be attributed largely to the 


policy of some manufacturers of portable typewriters in 


placing agencies for the sale of their portable machines 


in retail stores of all kinds, with apparent indiscrimination 


Mr. Cohen suggested that typewriter dealers might express 


their feelings as to such a policy by buying from thos 
manufacturers who best protect the interests of typewriter 
and adding machine dealers 

Following this a motion was passed to defer discussion 


of ways and means to secure co-operation of manufactur- 
in solving marketing problems until the« 
president of the National 


Ward, had confe 


ers and dealers 
Association of Typewriter Deal- 
ers, James P rred with representatives of 
the various manufacturers. 

The president of the New York 


Neuberger, appointed a committee to 
for hotel ac 


association, Louis C 
make 
ns and entertainment of the dele- 
ates and visitors to the 1931 convention of the National 


Dealers Association in New York. The com 


arrangements 


ymmodati 


Cype write! 





ART METAL 
ture was taken in front of the State Capitol building 
more, Md.; D. A. Griffith and C. E 
Jones and D. D 
Lewis, manager, W. Elder and H 
Hanby of Wilmington, Del.; H. B 
Lee E 
A. DiPerna, Utica, N. Y 
of Lancaster, Penna.; H. M 


Dunmire, Altoona, Penna. ; 


; Charles A. Fryling and George H 
Huffman, Williamsport, Penna 


Binghamton, N. Y.; E. S. Mason, Almond, N. Y.; R. T. Ellsworth 
‘ Russell Ashley, 


Penna.; H. A. Lechtleitner, Rochester, N. Y.; E 
Meyers, Eugene B. Boynston and Raymond A. 
Norwich, N. Y.; E. H. Turner, Syracuse, N. Y¥ 
S. Ghrist, Uniontown, Penna 
N. ¥.; Lloyd H. Herman and W. H 

7s Aa @ 


; Lloyd Boyer 





AGENTS AT SALES CONFERENCE IN HARRISBURGH, PENNA., 
Those present were as follows: C. L. Weideman, R. R. Davis, both of Balti 
Murphy of Johnstown, Penna 
Gray of Jamestown, N. Y.; J. N. Baugher, Harrisburg, Penna.; H. G 
J. Jackson of Philadelphia, Penna.; Ray Smale, Pottstown, Penna.; C. H 
A. Kedwars, Washington, Penna. ; 
Zurn of York, Penna. ; Murray Feinberg, Chester, Penna 
Albright of Sunbury, Penna.; Ralph A. Taylor and L. E. 
: Fred S. Norton and C. A. Newcomet of Reading, Penna.; C. V. 
Buffalo, N. Y.; I. H 
Bridgeton, N. J 
Hawk of Lewistown, Penna. ; L. K. McKeever, Allentown, Penna. ; Leland 8S. Stewart, 
Lebanon, Penna. ; Charles J. Startzman, Hagertown, Md., and Thomas 


Stafford of Pittsburgh, Penna.; S. Ralph Horn and H. P 


Those present at the conference but not in the picture were as follows: W 
Trimmer of York, Penna.; P 
Storm, Frederick, Md., and § 
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Sheaffer, of the United 
Albright & 


Type writer 


mittee appointed consists of: T. 
La Hiff, of J. E 


D. Elmer, of the Economy 


Typewriter Company; J. A. 
Company; and L 
Lompany. 
— 
First Fall Meeting of Stationers Association 
of N. Y. 

A large and responsive group of members attended the 
first regular meeting of the Stationers Association of New 
York at the Chemical Club, Monday, October 20th. The 
announcement that the officers for the past year had been 
honored by selection again for the ensuing year met with 
In addition, Julius Blumberg was se- 
work of the 


hearty approval. 
lected as vice-president to assist in the 
organization. 

The regular routine of 
report of the delegate to the National Convention. 

William E. Ward, recently elected third vice-president 
of the National Stationers Association, pledged his best 
efforts in the dispatch of his office. 
Mr. Ward of their co-operation. 

That the election of Washington L 
teenth Regional Governor was popular was evidenced by 


business was followed bv a 


The members assured 
Jacques as the four- 


the hearty expression of the membership 
All members were urged to co-operate in making the 
annual banquet to be held on January 21st at the Hotel 
(Astor a larger success than ever. 
The L. E 


ing picture 


Waterman Company entertained with a mov- 


sales talk to the delight and enlightenment 
of the assembly. 
eee pees 
Art Metal Holds Agency Sales Conference 
Art Metal agency sales conference was held 
September 17, 18 and 19. It 


most successful of the district meetings held by 


\ three-day 
at Harrisburg, 
one of the 
the Art Metal Construction Company 
the largest in point of attendance, sixty being present. In 


Penna., was 


this year It 


was 


sessions 


addition, several visitors attended some of the 





SEPTEMBER 17, 18 AND 19, 1930.—The pic- 
Attwood, K. W. Berkey, H. E. Leave, Hastings H 
Wiley, H. P. Keirn, John J. Griffith, J. W 
Comly and G. D. 
H. J. Maloy, manager, and 

; Frank 
Campbell 
Smith, 
Kohn, Olean, N. Y.; A. J. Reese, Scranton, 
; Ernest Beyer, Atlantic City, N. J.; Benjamin F 


Charles E 


J. Zimmerli, Rochester, 
C. Werkheiser, Bloomsburgh, Penna.; W. E. Hall, New York, 


D. Bradner, Jamestown, N. Y. 


NOVEMBER, 1930 


91 











Chanksaiving is ever a final reminder that vacations 


are over and Harvest Time is here. 
Every dealer should now be busy gathering profitable business, 
the results of creditable selling effort. The sale of highest quality 
material at a fair profit, and the giving of courteous service to all, 
cannot fail but produce good business. 


“M&V’? WISH TO GIVE THANKS! 


To the hundreds of loyal stationers who have favored them with 
Typewriter Ribbon and Carbon Paper business. 


To the sales people who have sold their material, emphasizing 
“M&V” quality. 


To the window trimmers who have built attractive displays with 
their g rods. 


To the great multitude of typewriter users who insist upon hav- 
ing “M&V” ribbons and carbons, because they always produce 
best results and greatest service at the lowest ultimate cost. 


“M&V’? RENEW THEIR PLEDGE! 


To always furnish 


Highest quality goods 
Superior service 
Unlimited cooperation 


100% protection 


MITTAG & VOLGER, Inc. 


Principal Office and Factories 





PARK RIDGE, N. J. 





























Monroe High Point Club Convention of 1930 
The 1930 High Point Club of the 
Monroe Calculating Machine Company, Inc., of Orange, 
New Jersey, which was held at the Cavalier hotel at Vi 


ginia Beach, Virginia, during the week of September 6th, 
The 


convention of the 


was the most successful event of the kind ever held. 
varied program consisting of business sessions and re¢ 
which had arranged under the 


Zaenglein, domestic sales manager, was 


reational activities been 
direction of W. G 
enthusiastically received. 

From nearly state district managers and sales 
representatives who had qualified for membership in the 
company’s High Point Club by selling quota or more fot 
months’ period attended as the guests of Presi 
R. Monroe 
honorary 
attendance hundred twenty-five. 

[he convention was officially opened at dinner on Sun 
day evening with an address of welcome by Mr. Monroe. 
A. W. Anderson, manager at Minneapolis, re 
sponded as president of the High Point Club, 


the other officers of the 


every 


a twelve 
dent Jay 
company 


Directors and executives of th 


and members of the club brought the 


up to one 


district 
and ad 


dresses were also made by club, 


including Walter McEvoy, Rochester, first vice-president; 
J. E. Ball, Jr.. Washington, second vice-president, and 
R. F. White, Chicago, secretary-treasurer. 

F. A. Wagner, secretary and legal counsel of the Mon 
was presented with a handsome gold wrist 
engraved, the gift of the 1930 High Point 
and faithful with 


roe Company, 


watch suitably 


Club, in recognition of his long service 
the Monroe organization. 
The sales discussions which were held in the mornings 
During these periods talks 
Ryan, assistant domestic sales 
manager; by R J. Bard, and M. B. Barnes 


of the Accounting Service Department; by M. R. Lilly 


Zaenglein 
H. W 


D. Bryan, R 


were led by Mr 


were also given by 


f the Advertising Department, and by several members 


Monro¢ 


f the field organization on various phases of 


and selling methods 
over to 


higure service 
[The afternoons 
program including golf, tennis, water sports, riding, 


Howard, advertising 


and a 
and 


were given recreation, 


fishing was managed by Kenneth S 
manager 


Golf proved to be the most popular sport, with eighty 


men entered in the tournaments, one to which the men 
from the field were eligible and the other open only to the 
These were under the 

Trego, manager of the New York down 
In the qualifying round which was held the 


Palmer, representative of the Norfolk, Vir 


men from the plant at Orange. 
direction of R 
town district. 
first day, E. H 
ginia, office took the honors 

J. T. Gerstenberg of Wilmington, 
golf championship, and was presented with a handsome 
leather Gladstone bag. He for his district the 
sterling silver golf cup which goes to the district in which 


the golf champion is located, to be retained for a year or 


Delaware, won the 


also won 


until won by some other district 


Mr. Trego, as runner-up, was the winner of a zipper 


bag, and R. Templeton of Stockton, California, winner of 


wooden 


the second flight, was awarded three matched 
clubs. Other winners in this tournament included H. J 
Gurr of Los Angeles, runner-up second flight, suede wind 
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breaker; P. W. Moseley of San Diego, winner third flight, 
coffee set; L. L. Broome of Newark, New Jersey, winner 
fourth flight, six matched irons; W. R. Gingala of Indian- 
apolis, winner fifth flight, electric clock; J. F. Shwedo of 
New York Uptown, winner sixth flight, dressing case: A. 
G. Osborne of Newark, New Jersey, winner first flight, 
beaten four, kodak; C. E. Shields of New York Down- 
town, winner second flight, beaten four, three dozen golf 
balls 

or 4 
ica, carried away first place honors in the tournament for 
leather 


Stevens, special representative for Latin Amer- 


the Orange representatives, his being a 
handikit 
In the 
Leighton 
Northeastern 


close. C. J. 


prize 


was arranged by 


Monrose 


Division, the matches were fast and 


tennis tournament which 


manager of the Company’s 


Forbes, 
Sales 


Barnes of Lancaster, Pennsylvania, defeated 


W. F. Barklage of St. Louis, manager of the Central 
Division in the finals A thermos water bottle was 
awarded the champion, while Mr. Barklage received a 
tennis racket. F. A. Watts of the New York Uptown 


office won third prize. 

G. C. Chase, research engineer of Orange, was in charge 
of the water sports which were held in the 
door pool. H. J. Gurr of Los Angeles made the greatest 


Cavalier’s in- 





MONROE OFFICIALS AT THE CONVENTION 

At the left is W. G. Zaenglein, domestic sales 

manager and at the right is J. R. Monroe, 

president 
distance in the under water swim and won the gold cuff 
links which were offered in this event. A cigarette prefer- 
ence case was won by E. J. Demarest of Atlanta, who was 
first in the twenty-five yard dash. 

The banquet which brought the 
climax was held on Thursday evening, with Mr. Zaeng- 
lein acting as toastmaster. On that addresses 
were made by President Monroe and by W. R. Cummings, 
Britten, Jr., 


convention to its 
occasion 


vice-president in charge of sales, and E. F. 
vice-president in charge of manufacturing. 
After a short business session on Friday morning, the 
men were free to seek their own diversion until Friday 
afternoon, when they left for Norfolk to return by way of 
New York, Washington, and Baltimore to their respec- 


tive homes. 
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UNIQUE SPEED 























Pegasus without wings would have been just another 





























horse. It’s the Mimeograph’s capacity for great speed 




















that makes it a unique modern achievement. The whole 






































Mimeograph process is geared for quick action. Near at 



































hand, always ready for instant service, by this means in- 















































spiration and fulfillment are never far apart. Write or 








dictate the word and thousands of duplicates may be had 


within a few minutes—neat, clean duplicates of anything 














written, typewritten or drawn in line. And this newest 














model, combining stand and machine in a single unit, now 
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delivers its bulletins, letters, charts, illustrated broadsides, etc., 

















with even greater dispatch than ever before. Its working cost is 
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extremely low, its control so simple that anyone can operate 
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it—in the privacy of your own office. Let us demonstrate its 














unique ability to put speed in your work—for selling, for organi- 
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zation, for time and money saving. Write today to A. B. Dick 




















Company, Chicago, or "phone branch office in any principal city. 
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Chicago Typewriter Dealers Association 
The seventh annual dinner and meeting of the Chicago 
Typewriter Dealers Association was held in the Old Town 
hotel on October 14 
There was a good attendance and some lively discussion 


room of the Sherman Tuesday, 


on rental and sales policies. Committees will be appointed 


to investigate and report on unethical sales practices and 














FRANK KLINE W. W. BUETLER 


misleading advertising. It is expected that with the co- 


Better Business Bureau these conditions 


operation of the 
can be rectified. 
The 


year; 


elected for the ensuing 


Specialty Typewriter Com- 


following officers were 


President, Frank Kline, 
vice-president, W. W. 


pany; Buetler, Typewriter Service 





P. E. KINNISTEN 


and Exchange; E. Kinnisten; 
two directors for two years each, Elmer Young of the 
Typewriter Exchange and W. T. Plummer. 


Ward, Jr., becomes 


secretary and treasurer, P. 
American 
The 
chairman of the board. 
Following the meeting, there was a bowling contest at 
It is hoped 


retiring president, James P. 


Bensinger’s alleys, between two big teams. 
to have some contests arranged during the winter season 
euveieaiiieenee 
National Commercial Teachers’ Federation to Meet 
Next Month 
Che Thirty-third annual convention of the National Com 
mercial Teachers’ Federation is to be held December 29, 30, 
31, 1930, in the Hotel Fort Des Moines, Des Moines, la. 
The executive committe held a meeting to com 
The plans of the committee have d« 


recently 


plete arrangements 
veloped so well that an excellent entertainment and an in 


structive program are assured. 


The programs for general and sectional meetings ar 


Inquiries and reports from the presidents 


in the making. 
of the departments and chairmen of the round tables indi 
they are endeavoring to excel all previous pro 


Plenty of time is being allowed for discussion by 


cate that 
grams. 
the groups. 
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Che local arrangements are in the hands of B. F. Wil- 
liams and Clay D. Slinker. Both of these men are dis- 
tinguished members of the federation and prominent citi- 
zens of Des Moines. These co-chairmen have had several 
meetings with local assistants and their work is well or- 
ganized. 

The first meeting is to be held Monday evening, De- 
cember 29, and is to be an informal reception and dance. 
This annual event is always looked forward to by all old 
members and proves to be most impressive to all new 
members. The last held Wednesday 
night, which is the occasion of the annual banquet. This 
event is scheduled for New Year’s Eve and it is the plan 
of the committee to stage a “real” New Year’s Eve party. 
pro- 


meeting is to be 


Two entire days will be devoted to educational 
grams 

To enjoy the privilege of reduced railroad fares, there 
must be at least one hundred fifty members attending who 
have traveled by railroad and have secured the necessary 
railroad certificates. A certificate must be secured from 
the local agent at the time of buying ticket and must be 
presented to the secretary upon arrival at the convention. 


ee 

Wood Office Furniture Associates Meet in Detroit 

During the National Stationers Association Convention 
in Detroit last month a Wood 
Office Furniture Associates was held in that city. The 
meeting was presided over by Frank T. Hess, manager 
of the 

The 
ing campaign, the details of which are being handled by 
the J. Walter Thompson Company. 

\ program that involves a series of meetings with deal- 


special meeting of the 


organization. 
association has inaugurated a three year advertis- 


ers in principal cities throughout the country is now being 
carried out. Meetings have already been held in Cleve- 
land and Detroit and were well attended by office furniture 
dealers and their salesmen, indicating an interest in the 
organization and showing a gratifying spirit of coopera- 
tion, 


a 

New York Stationers Golf Association Results 

October golf tournaments of the Stationers Golf Asso- 
ciation of New York held at the Westchester Country 
Club at Rye and at the Dunwoodie Golf Club, Yonkers, 
N. Y., were interesting events. Brief mention is made of 
one of these tournaments in another column 

The results at the Westchester tournament, an invita- 
tion event sponsored by Murray Vernon, were as follows: 
A: First, E. H. McCully, 75; second, R. Weissen- 
Class B: First, R. J. Urmston, 75; second, W. O. 

Class C: First, C. P. Finck, 82; second, J. T. 


Class 
born, 79. 
Welsh, 78. 
Hurley, 87. 

The guest prize was won by Mr. Baker. 

Eberhard Faber was elected captain of the team which 
East at the convention in 


represented the stationers’ 


Detroit. 


- a 
Wolle Addresses Seattle Typewriter Dealers 
The Typewriter Dealers Association of Seattle held a 


regular weekly meeting September 23. The dealers and 


guests of the Underwood 
Hoyt, Seattle manager, in- 


Underwood 


visitors attended as luncheon 
[Typewriter Company, and Mr 
troduced Jack Wolle, sales manager of the 
Portable Division, and E. A. 
of the Underwood Company of San Francisco. 

“There is a very serious problem confronting the type- 
writer dealers,” said Mr. Wolle. “That problem is price 
The average price, retail, of standard keyboard 


Trefzger, district manager 


cutting. 
portables in the United States is $45. The 
have no power of setting the price at $60, but the manu- 


manufacturers 


facturers can cut the discounts, thereby creating a higher 


price to the dealers. 
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Another Key 
to 


Corona Profits 


—and another reason for CON- 
CENTRATING on Corona. 


Feature the CORONA LINE— 
three models—three prices. 


Corona Professional. .$65.00 
with Tabulator 


Corona Four......... $60.00 
Standard four-row keyboard 
Corona Special....... $39.50 


Build Prestige With Corona 


The words “Corona” and “port- 
able typewriter” have been syn- 
onymous for 20 years—Corona 
has more users, therefore better 
public acceptance—Corona has 
been more widely advertised, 
therefore has greater consumer 
demand—Corona has an envi- 
able record for PROVED DUR- 
ABILITY, therefore requires 
less service. 


Fall Advertising Campaign 
Started 

Another big advertising cam- 
paign has started. Window dis- 
plays tying up with the magazine 
advertising associate your store 
with the national campaign. 

If you are not a Corona dealer— 
write for full details of the 
profitable dealer franchise avail- 
able and let us explain our “Mer- 
chandising Plan for Corona 
Dealers.” 
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CORONA PROFESSIONAL 


The newest member of the Corona 
family has all the splendid features of 
the famous Corona “4,” plus a com- 
plete Inbuilt Tabulator and a new 
stabilizing device. Has performance 
range of a standard office machine. 


*65 


ORONA 
Triple Price Range 


Triples Dealer 
Opportunities 











CORONA SPECIAL 


The low price of this machine at- 
tracts first typewriter buyers. It also 
meets price limitations of many 
gift buyers seeking presents for 
youngsters. Stock them for the 
Christmas trade. 





560 


CORONA FOUR 
—sturdy, long-wearing, easy to Carry, easy to operate 
—the “standard” among portable typewriters. 


LC SMITH & CORONA TYPEWRITERS INC 


1832 NEW YORK LIFE BUILDING 51 MADISON AVENUE, NEW YORK CITY 
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Notice to the Trade 


FLEXI-POST PATENT 
Held Valid and Infringed 


The Federal Court for the Eastern District of 
Wisconsin has held the Flexi-Post patent No. 
1,184,979, issued May 30, 1916 to be valid 
and infringed by the Auto-Flex binder manu- 
factured by Wilson-Jones Company. 


The Court also held the Wilson-Jones Com- 
pany of Chicago to be bound by this suit. 


This decision was rendered October 27, 1930. 


Siationers Loose Leaf Company 


524 North Broadway Milwaukee 
CHICAGO NEW YORK 
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“Typewriter dealers in Seattle are to be congratulated 
upon their stand and for not cutting prices. I am, after 
all, an envoy from the National Association of Typewriter 
Dealers. The aim of the organization is to eliminate price 
cutting and if any member cuts prices he is dropped from 
the rolls of the association. 

“The National Association of Typewriter Dealers wants 


every dealer in the nation to join its ranks. If every type- 











J. W. 


WOLLE 


writer dealer was a member, then manufacturers of type- 
writers would be compelled to listen to this association 
in righting alleged wrongs. 

“Why should there be such fierce price cutting in type- 


writers? There isn’t that type of price cutting in fountain 
pens, standardized clothes, and other lines; why should 
there be in typewriters?” 


Mr. Wolle made appeal to the dealers to join the asso- 
ciation for the balance of the year at $5 and urged that 
a large delegation, representing Pacific Coast typewriter 
men, attend the national convention in New York City 
next year. 

Mr. Wolle the letter from P. E. Kin- 


nisten, secretary-treasurer of the National Association of 


read following 


Typewriter Dealers: 

“I wish it were possible for me to personally contact the dealers on the 
Pacific Coast, but as you know, this cannot be done at present 

“‘However, on this trip you will be in personal touch with them, and I 
am taking the liberty of again asking your cooperation, and knowing your 
personal interest in the success of dealers and this Association I am sure 
you will deliver my message 

“The National Association of Typewriter Dealers was organized and is 
now functioning for the dealer, for the purpose of building up the type- 
writer industry to the high plane on which it belongs, as one of the lead- 
ing industries of this country 

‘‘Many worthwhile advantages have been acquired by dealers through 
the activities of the But there is plenty of work ahead be- 
fore we reach the standard we are aiming for. To effect any worthwhile 
must have the complete cooperation of the dealers 


Association 


accomplishments we 
throughout the country 

“The first step is membership, followed by a continued increasing in- 
terest in association activities 

“This interest can be kept alive if each dealer will offer a constructive 
letting us know of a peculiar business con- 
manufacturer or ourselves, it 
will inform 


suggestion or criticism, or by 
dition, or some complaint against a dealer, 
probably will be speedily and satisfactorily adjusted if they 
us 

“The bulletin published by the Association can be made successful, and 
of advantage and profit to the dealers, only by their cooperation 

“It must contain interesting news, and what could be more interesting 
than business activities in the different of the country, but to 
publish it I must know it and the only way I can get it is to have the 
dealers send it to me. 

“We are growing as is shown by our ever increasing membership, which 


sections 


showed an increase of 25% this year 


“‘Wouldn’t it be wonderful if the Pacific Coast was represented by a real 
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At Last REAL 
PROFIT 


in 
WRITING INK 
and 
REPEAT ORDERS 








PATS PENDING 


NEEDS NO BLOTTER 








Never Clogs a Fountain Pen 


WATER PROOF 
PERMANENT 


because it all goes into 
the paper 








Write us and we will tell you all 
about Penene. It’s new and 
non-com petitive. 





Manufactured by 


PENENE CORPORATION 
305-311 E. 46th St., N. Y. City 
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delegation at New York next year? And they can do it if they will. 
“‘Ask your dealers to cooperate by sending in news items, and also a “”. 














whole bunch of memberships. No special form is necessary, just a letter- Ld 
ew e eat rofits head and check for $5.00 which will give a membership paid up to De- - 
, « Pp cember 31, 1930. eh 
‘Wishing you loads of success on this trip.’’ eo 
on every “The Underwood is now making a new portable, featur- oe 
ing changeable color masks.” — 
Guests at this Fall get-together meeting included Messrs. oe 






Brown, Greaves, Merrill and McMahon of the Seattle Un- 
derwood Sales Department; Messrs. Winship, Henderson, 
Inman and Mueller of the L. C. Smith & Corona Type- > 























writers, Inc.; Mr. Burgland of the E. W. Hall Co.: Mr. | i 

N U M B E R I NG M AC. Hl I NE Moore of the Adding Machine & Typewriter Co.; Mr. “ae 
. - . ee ee Pierce of the Washington Typewriter Co.; and Messrs. a 

A. F. and H. P. Barstow of the Bradbury-Barstow Type- » 

you sell writer Co. of Yakima. ey 





The remainder of the weekly meetings in September 
were marked with small attendance and little business was - 


transacted.—J CJM. a 













vic ‘ 
\ U Chicago Office Appliance Managers Active aye 
The Chicago Office Appliance Managers Association bar 8 
‘ varied its regular program Monday, October 20, by having 
, one of its members demonstrate his equipment. Arch 
Wien Geddis, Chicago manager for Bircher Company, gave a 
thorough demonstration of the Bircher line of mailing ma- 













chinery to an interested audience. 
5 Js Monday, October 27, the program consisted of the first 
of a series of topics under the general subject of Sales 
Promotion. It was handled by Otto Dreibus of Reuben 
H. Donnelley Corporation, whose talk had to do with 








various angles of direct mail. 
The following Monday, November 3, Mr. Bray of IIli- 
nois Bell Telephone Company gave some valuable ideas 








on how the telephone can be used for sales promotional 






work. 
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Master Levinson 

Mr. and Mrs. William Levinson, Chicago, have added a 
new birthday date to the family records. October 14 a 
baby boy—the third—made his advent. This young chap 



















weighed in at seven pounds, and was welcomed heartily by 






the personnel of the Commercial Stationery Company, of 
which Mr. Levinson is secretary and treasurer. 


INKED PADS 


Each pad is packed in air-tight wrapping; 
3 pads to the metal box. Always fresh— 
will not dry out. Mounted on handsome 
counter-vending easel display. Only | 
size needed for all American “Visible” and 
‘5-in-1"’ models. A self seller with a fine 
profit margin. 





——— 


Master McDonough—Portable Model 


Mr. and Mrs. Larry McDonough, Chicago, IIl., are the 























happy parents of a lusty young chap who signed up with 
them September 23. The proud father is representative 
of the portable department, Royal Typewriter Company, 








Inc., in the Chicago territory, and he'll be glad to demon- 
strate his new portable, even though he won’t part with it. 









—_-—~<>___ 


Miss Mabel Louise Meyer 
Mr. and Mrs. John Meyer welcomed a baby girl, Mabel 
Louise, to their home September 17. This young lady 
receives homage from the establishment of Meyer & 


Write for Special Introductory Deal 






by the makers of the famous 


AMERICAN VISIBLE 


AMERICAN NUMBERING MACHINE CO. 
234 Shepherd Avenue Brooklyn, N. Y. 
CHICAGO—LOS ANGELES—LONDON—PARIS 


Pacific Coast Representatives: N. L. & K. W. Zeagler 
408 South Spring St., Los Angeles, Cal. 






Wenthe, Chicago, as she is the granddaughter of Gust. 
Meyer, and the joy of his life. John Meyer, her father, 














grew up in the marking device business under the tutelage 
of his father. 
——_<g———— 


Son Born to the Harold O’Donnells 
Late in September, a son was born to Mr. and Mrs. 
Harold O’Donnell of O’Donnell Bros., Inc., New Orleans. 
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On the second page 
- following you will find 
described a new Weis Product that 
will make a hit with your customers 
a newly-developed Redi-Memo for 
holding memorandum papers 
Special introductory offer on your 
order for 12 of these useful, in- 
expensive trays. Be the first to 
introduce them in your community. 














A dealer from a Mid-West industrial city 
dropped in to see us not long ago. 
Commenting on business conditions in his 
community, he said: 


‘The year 1930 has demonstrated to us that 
an office supply dealer’s profit, through lean 
years and fat, depends on the good old stand- 
bys such as cards, folders, guides, trays ‘and 


files. 


‘Conditions in our territory at the beginning 
of the year were very much depressed. To 
stimulate sales we first turned to our specialty 
items. We put a great deal of effort behind 
them—spent considerable money advertising 
them. We got some very good results and 
thought we had hit upon a way to stem the 
tide—until we balanced our books. We had 
a substantial gross profit, but that important 
NET wasn’t there. Sales costs had been 
too high—selling resistance too great for even 
a good dollar-and-cents margin per unit to 
overcome. We weren't getting any place. 


“Then we got on a new track. We began 
pushing our Weis Merchandise—what we call 
our “‘over-the-counter’’ items. We developed 
new sales appeals for these everyday supplies. 





NBO 








We used your window display and direct 
mail material. We advertised them in our 
local paper. Our city representative talked 
to his customers about them. Customers 
calling at our store were not overlooked. 


‘‘Results were remarkable. In less than a 
month our sales were almost back to normal 
and we expect to close the year with a 
gratifying profit’’. 


Nearly every item in the Weis Catalog is 
an item in every-day use in countless offices. 
And, as this dealer learned, profits come 
from these every-day items. Such _ items 
meet with less sales resistance and provide 
that all-important factor—TURN-OVER. 
Try putting as much effort behind the good 
old stand-bys as you put behind specialties 
and you'll be agreeably surprised with the 
results. The seeming indifference of con- 
sumers toward such every-day items is almost 
a matter of forgetfulness. They need to be 


reminded. 


The Weis Manufacturing Company 
162 Union Street - Monroe, Mich. 


New York:—A. H. Denny, Inc. Chicago:—Associated Stationers Supply Co 
356 Broadway Quincy and Jefferson Sts. 











Points 


of 
Weis 
Service 





NY Own -& 
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A complete line of wood, 
fibre board and paper 
supplies. 


Merchandise backed by 
liberal dealer-helps. 


A well made line moder- 
ately priced because of 
large production and wide 
distribution. 


A line sold through legiti- 
mate independent dealers 
only. 


A centrally-located factory 
adjacent to 20 great rail- 
way systems. 


Most orders shipped from 
reserve stocks within 24 
hours of the time they are ~ 
received. 


No minimum requirements 
on orders. 
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Offer 


on the New Weis Redi-Memo 





Save 10 Per Cent 


Place your order now for ONE 


DOZEN Redi-Memos (4 oak, 4 wal- 
nut, 4 mahogany) and save 10% on 


the regular price to dealers. We 


will include in your order, without 
charge, a beautiful Redi-Memo Dis- 
play Card for use in your window 
or on a counter, and 500 Envelope 
Enclosures for direct mail use—the 
latter imprinted with your name and 
address This introductory offer is 
for a limited time only. Take 
advantage of in now. 


Here is a new Weis Desk Accessory that will meet with the 
approval of your customers. It is a well-made hardwood tray with 
compartments to hold two sizes of memorandum papers—sheets 6"x9" 
and 44"x6". It comes in Oak, Walnut or Mahogany finish with a 
green felt covered bottom that prevents the marring or scratching 
of the desk top. It is neat, compact, attractive. Takes up but little 
space. Thumb cut-outs in front of the compartments are level with 
the compartment bottoms. This simplifies the removal of the sheets. 
The very last sheet in each compartment can be removed as quickly 
as the first. A package containing 250 6" by 9" sheets and 250 44" by 6" 
sheets included in each. Refills may be had on order. Put in a 
supply of Redi-Memos at once. They’ll go like hot cakes. See 
details of special offer at left. 


The Weis Manufacturing Company 


162 Union Street - Monroe. Mich. 
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STURGIS POSTURE CHAIRS 


“Quicker Sales—Lar ger Profits”’ 


EXCLUSIVE SALES RIGHTS STILL AVAILABLE IN SOME TERRITORIES 








New, inverted back strap Slip covers furnished when 
Easy tilting. Neat appear- . specified. 
ance. 











Genuine leather over curled 














Rubber bumpers furnished hair upholstery. No metal 
when specified. Desirable around seat to mar desks. 
where chair is used in close 

quarters. 








Well boxed seat with metal- 
line nails and gimp on under 
side. No sharp points any- 
where to catch on occupant’s 
clothing. 





Vertical and horizontal ad- 
justment of back in one 
operation -- without tools. 
No sliding members to stick 


























Quick, positive, 4-inch ver- 


A new feature -- permanent ; 
tical adjustment. No tools. 


adjustment made possible by 
tightening hexagon nut. Thus 
quick or permanent adjust- 
merit is optional. Screw guard covers 
threaded spindle. 























Rubber-tired hand wheels 
provide a positive grip 








All castings malleable iron, 
No. S00 which “bends before it 


breaks’. Castings designed 
to prevent bending -- there- 
fore will never break. 





Hard rubber casters pro- 
vide easy mobility 




















AND 


STURGIS ALL-METAL STANDS 


Desk Linoleum Inlay—Rigid Welded Construction—Folding Side Leaves 


Two of 
Many Popular 
Models 









Side folds 


down out 





Folds out 


of the way. of the way 


Write Today 
For Our 


Proposition 


Manufactured By 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 


























Stationers... 


Did You Receive 
This Important 


MESSAGE 


VERY important message has just been 

mailed to all rated stationers on our lists. 
We want every rated stationer and office supply 
house to receive this message. It shows how many 
stationers are building sales rapidly on LIB- 
ERTY Storage Files. 
This fall is a particularly good time to push 
LIBERTY sales,—buyers are interested in econ- 
omy. And LIBERTY Files are the best and 
the most economical way to do storage filing. 
That is why they are and long have been leaders 
in their field. If you did not receive this message, 
simply fill out the coupon, attach to your firm 
letterhead, and mail today. 





One of twenty 
standard sizes. 


Mail This Coupon Today 


| 
| 
| 
| 
| 
| 
| 
| 
| 
) 
| 
| 
| 
| 
| 
| 
| 
i 
| 
| 
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BANKERS BOX CO., INC., O.A. 11-30 
536-538 S. Clark St. CHICAGO, ILL. 

Please send me samples and full information 
regarding your new 1930 sales helps on LIB- 
ERTY Files. 
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Sales Contest Shows Business Conditions Improving 

A trophy sales contest conducted by the W. A. Sheaffer 
Pen Company, and participated in by its salesmen, indi- 
cates a definite trend toward an improved condition of 
business throughout the country. The contest, which 
ended in October, was of ten weeks’ duration. The awards 
were contributed personally by W. A. Sheaffer, the presi- 
dent. The salesmen who were successful in the competi- 
tion are located in territories scattered over the length 
and breadth of the United States, indicating that the 
better business outlook is not limited to any one section 
of the country. This fact is applicable also to Canada, 
as demonstrated by the contest standings of several of 
the salesmen in the Dominion. 

According to H. E. Waldron, vice-president and general 
sales manager, the contest had a decided effect on the 
business of the company, increasing sales more than 100 
per cent. Summing up the results of this sales contest, 
and drawing the deductions justified by the results, shows 
that there is a definite trend toward an improved condition 
in business throughout the United States and Canada. 
The contest indicates that merchants have allowed their 
stocks to run extremely low. Thus they faced the danger 
in an untold number of cases of getting caught short of 
goods with a more lively demand developing. This situa- 
tion will be difficult to meet unless production is permitted 
to get into the proper swing warranted by the present 
growing needs of the public. Mr. Waldron said also that 
by far the greater part of the merchants show a prefer- 
ence for nationally advertised merchandise. The pref- 
erence for the 1930 Christmas season is emphatically for 
practical, economical merchandise, known nationally. 

—__—»—__— 


“Remington Notes” Restored and Renamed 

“Remington Notes,” the newsy house organ for type- 
writer users published until five years ago by the Rem- 
ington Typewriter Company, has resumed its visits to the 
stenographers and typists of the United States. The name 
has been changed to “Rem Rand Notes,” to identify it with 
the widened field of products made by the Remington 
Rand Business Service Inc. The October issue is being 
distributed, and it is announced that from six to ten issues 
will be published annually. 

“This publication is designed for secretaries, stenog- 
raphers and general clerical workers, as well as commer- 
cial students,” says C. D. Proctor, advertising manager of 
Remington Rand. “The magazine was published for a 
period of ten years by the Remington Typewriter Com- 
pany, but was discontinued in 1925. Although suspended 
five years ago, from fifteen to twenty requests are still re- 
ceived each month from persons requesting that they be 
placed on the mailing list.” 

“Rem Rand Notes” for October comprises twenty pages 
and contains many articles of interest “for young women 
who aspire to greater business responsibilities.” The mag- 
azine is 8%xl1l. In addition to general stories, a fashion 
section and movie and book reviews, the book will carry 
informative articles on typewriters, systems, accounting 
machines and protection of records, 

The magazine is being distributed without charge to all 
office workers who are interested. The advertising de- 
partment of Remington Rand Business Service Inc. is lo- 


cated at Buffalo, N. Y. 
—___—~<—__ = 


Farrar Typography Course at New York 
A course in advertising typography will be given by 
Gilbert P. Farrar under the auspices of the New York 
Employing Printers Association. Eighteen lectures are 
included in the course, which will be given Monday eve- 
nings from six to eight. The series started October 13. 
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WE HAVE MADE A MARKED REDUCTION FROM FORMER PRICES. 
Manufactured by 
The International Printing Ink Corporation 
Cincinnati, Ohio 


Successors To: The Ault and Wiborg Co.; Philip Ruxton, Inc.; The Queen City Printing Ink Co. 


se OWING TO THE INCREASED DEMAND FOR THE NEW BEARCAT BRAND, 












































FOR THE BOSS 


... A HANDSOME MATCHED SUITE! 


FOR THE HELP 


.. . LOW-COST, LONG-LIFE DESKS! 


N the President's inner sanctum—a handsome pe- 

riod suite—fashioned by expert craftsmen from 
rich woods and the finest materials. 

In the General Office—staunch, serviceable desks 
at low cost, sturdily built for long life. 

And one dealer can supply both needs—f he is 
an IMPERIAL Dealer, because the broad, compre- 
hensive IMPERIAL Line is made up of 200 out- 
standing numbers in every price class and in every 
grade. 


* * * 


Whatever the need for desks might be—whatever 
the price requirements—IMPERIAL Dealers are 
equipped to make a complete installation. 

Between the matched suites in Butt Walnut and 
the practical straight-line desks of Plain Oak, IM- 
PERIAL provides for complete coverage with well- 
built desks of Quartered Oak, Mahogany and Wal- 
nut—constructed for steady service—styled for quick 
acceptance—priced for a fair profit to the dealer. 

In every grade—in every desk—IMPERIAL has 
combined design, materials, workmanship and price 
to give IMPERIAL Dealers a bigger volume with 
more satisfactory profits. 

7 * * 

Whether desk customers are guided in their se- 
lection by low prices or by style—there is an IM- 
PERIAL Desk for every need. 
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This means less expense and more profit for the 
IMPERIAL Dealer, because he can supply his cus- 
tomers’ demands from a single, low-cost source. 

This means, too, that the IMPERIAL Dealer can 
back every desk he sells with one strong guarantee. 

7 * * 

If you have never shown IMPERIAL Desks to 
your customers, start this season. Learn how much 
more satisfactory it is to do business with only one 
source of supply. Enjoy the confidence that comes 
of selling a complete, substantial, well-known line. 
Give your customers the added value that IMPERIAL 
builds into its desks. Protect their interest by selling 
them desks that you can back with your strongest 
guarantees. Cash in on the increased business that 
IMPERIAL Desks are producing for alert dealers 
everywhere. 

A new IMPERIAL Catalog is now ready, show- 
ing the many numbers in the line. If you have not 
yet received a copy, one will be gladly mailed to 
you on request. 

Turned leg or straight line—Plain Oak or Butt 
Walnut—inner sanctum or General Office—IMPE- 
RIAL Desks are built to meet your every requirement 
as to quality, price and profit possibilities. 





IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 



































utt 


nt 





NOVEMBER, 1930 


Wealth in Rare Christmas Seals 


By A. Schaeffer, Jr. 


A valuable stamp collectors’ item, a decoration for holi- 
day packages and letters, and ammunition in the fight 
against tuberculosis are the varied roles filled by the bright 
little holiday stickers known as Christmas seals. 

Each year they make their appearance between Thanks- 
giving and Christmas, sold for a penny each by the 1,400 
afhliated tuberculosis associations of the United States, 
they provide funds that enable the fight against tuberculosis 
to continue for another year. 

The inventor of the Christmas seal idea was the late Einar 
Holboell, a clerk in the post office at Copenhagen, Den- 
mark. While he was watching the huge flood of holiday 
mail pass through his hands and wondering how money 
might be raised for a sanatorium for children, which 
Copenhagen sorely needed, he conceived the idea of a spe- 
cial stamp that could be sold for a small sum to decorate 
Christmas letters, cards and gifts, the money raised in this 
way to be used for the construction of the hospital. The 
approval of the Danish royal family for his plan was 
secured and its success was assured. 

Holboell, who died in February, 1927, was decorated 
twice by the King of Denmark for his contribution to the 
health of his country, and also was decorated by the Kings 
of Sweden and Italy. 

He lived to see the Christmas seal idea adopted by the 
health agencies or governments of twenty-six different 
countries. The latest country to hold a seal sale is Brazil, 
which conducted its first sale throughout the month of 
July, 1929, designated by the federal and municipal govern- 
ments as “Tuberculosis Month.” 

The idea came to the United States in 1907, when Miss 
Emily Bissell, of Wilmington, Del., read a description of 
the Danish seal and the anti-tuberculosis work it financed 
in a magazine article written by Jacob Riis, one of the 
famous pioneers in the field of social service, following 
receipt of a letter bearing a seal from Denmark. Miss Bis- 
sell, also, had been casting about for means to raise money 
for a tuberculosis institution in her state, and the adoption 
of Holboell’s idea solved her problem. 

With the passing years the seals have, of course, taken 
on an added value and have become a collectors’ item. The 
only complete collection of Christmas seals in the United 
States is said to be in the possession of William L. Kinkead, 
treasurer of the New Jersey Tuberculosis League and a 
well known philatelist. His collection of central Euro- 
pean seals also have been adjudged the most complete in 
existence. 

The most valuable seal ever issued in this country is the 
red and green seal of 1913, with poinsettia flowers, and 
green circles around red crosses at either side. This de- 
sign is listed in stamp catalogues as worth $10.00 each, 
while two variations of the same design issued the same 
year are worth only half as much. The first seals sold by 
Miss Bissell in 1907 are worth $7.50 each if inscribed “Merry 
Christmas” and “Happy New Year,” but if inscribed only 
“Merry Christmas” they are worth only $5.00 each, as are 
certain designs issued in 1908, 1911 and 1913. 

Such a successful idea naturally has its imitators, but all 
genuine Christmas seals sold in the United States bear 
prominently in the design a double-barred cross in red. 
Small as the seals are, they have been responsible for the 
saving of untold thousands of lives through education, ad- 
vice, physical examination in clinics they support, hospital 
care and treatment, open air schools and summer camps 
they inaugurated and finance, local and state health legis- 
lation, demonstrations of various sorts, and research work. 
Like the drops of water that make the ocean, the pennies 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN (Station 2 N, Y., U. S. A. 
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SERVICE 








TYPEWRITER PARTS 





TYPEWRITER TOOLS 





RUBBER rmevVvtn eo 





Included in these three classes of type- 
writer shop supplies are thousands of 
items, many of them in continual de- 
mand among typewriter dealers. Suc- 
cessful dealers all over the country sat- 
isfy this demand by availing themselves 
of Ames service. By concentrating their 
needs in one order, they save valuable 
time and much trouble and expense. 


Ames branch offices are located con- 
veniently for quick service. Orders for 
tools, platens and parts are shipped 
within twenty-four hours of time re- 
ceived. Our service is for the trade 
only; we leave the retail field entirely 
to our dealers. 


If you buy AMESCO platens, you know 
we give every order utmost attention; 
why not obtain the same service for 
typewriter parts and tools? Remem- 
ber that 





Ames Means Excettent SERVICE 





\ 


AMES 


Branch Office and Export Dept., 
50 Lispenard St., New York 


SUPPLY 


COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office, 


Great Britain Office: Longs, Ltd. 
78 and 80 Queen Street, London E. C. 4, England 


583 Market St., San Francisco 
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that buy Christmas seals compose the dollars that have 
done their part in cutting in half the death rate from 
tuberculosis since 1907, when the first seal was sold in this 
country. 

The fight against tuberculosis is not yet won, however. 
The disease still kills more persons between eighteen and 
forty years than any other. More than ever today, when 
the diminishing death rate indicates success in tuberculosis 
work, money is needed to combat the greatest single foe 
of men and women during their most productive working 
years 

— 
House Organ Philosophy 

Fear of failure will help you fail just as surely as faith 
in success will help you to succeed.—The Coach (published 
co-operatively by the Boorum & Pease Company, Eberhard 
Faber Pencil Company, C. Howard Hunt Pen Company 
and Sanford Manufacturing Company). 

. * * 

Most men work about one-quarter as hard as they say 
they do, and about one-half as hard as they think they do. 

The “Y and E” Idea (Yawman and Erbe Manufacturing 
Company) 

x 

\ slip of the tongue is more dangerous than a slip of the 
foot.—Smith-Corona Sales News (L. C. Smith & Corona 
[Typewriters Inc.). 

* * * 

Make your past the pinnacle from which to peer further 
into your future—Loose Leaf Entries (Wilson-Jones 
Company) 

. * ~ 

Anyhow the blind men don’t know what they’re missing 

these days.—The Office Cat (The Richmond & Backus 


Company). 


a 
Did you ever see a skyscraper work?—Bramwoods (The 
Bramwood Press). 


Commerce Department 1930 Year Book 

The 1930 Commerce Yearbook, published by the United 
States Department of Commerce, is ready for distribution. 
Copies can be obtained for $1.00 from the branch offices 
of the department, or from the Superintendent of Docu- 
ments, Government Printing Office, Washington, D. C. 

This annual is a cross section of American economic 
life, presenting detailed information on production, ship- 
ments, consumption, exports, imports, prices, stocks on 
hand and other vital subjects. The subjects discussed in- 
clude: 

Recent Movements of Production and Domestic Trade; 
General Economic Position and Progress of the United 
States; Employment, Immigration, and Wages; Wholesale, 
Retail, and Farm Prices and Cost of Living; Foreign Trade 
of United States: General trade trends, commodity compo- 
sition of trade, geographic distribution of foreign trade; 
Agricultural Products and Foodstuffs; Fuel and Power; 
Construction: Position of industry, construction activity, 
building costs, labor, financing, market conditions; Con- 
struction Materials; Iron and Steel; Nonferrous Metals; 
Machinery; Automotive Products; Rubber and Rubber 
Products; Textiles, Clothing, and Furs; Leather and Leath- 
er Products; Paper and Printing; Chemicals and Related 
Products; Transportation and Communication; Banking 
and Finance: Banking situation, money rates, bank clear- 
ings, life insurance, savings, stock and circulation of money, 
gold movement, foreign exchange, security markets, United 
States Government finance, American balance of interna- 
tional payments; Noncontiguous Territories of the United 


States. 
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“Yand E” Card Stock is made by the Fourdrinier Process 


he Difference 
g 





ies in the Makin 


The purchaser of Yawman and Erbe products 
buys more than mere office equipment. He buys 
the accumulated experience of half a century of 
serving customer requirements. He knows the 
“Yand E” label guarantees just the right design 
for greatest office efficiency, contains just the 
right materials to give the most satisfactory ser- 
vice and is manufactured by the. process best 
suited to produce the finest product. 

This confidence, built by 50 years of rigid ad- 
herence to the highest standards of quality, is 
at once the chief pride of Yawman and Erbe 
and the chief asset in the sale of “Y and E” 
products. The “‘Y and E"’ Franchise is the 
corner stone upon which leading merchants in all 
parts of the country are wisely building their 
business reputation for quality products. 








“Y and E”’ Cards are still another ex- 
ample of “The Difference that Lies in the 


Making.” “Y and E” Card Stock is made 
YAWMAN 4»? FRBE MFG... to our Formula by skilled workmen on the 
1155 JAY STREET :: ROCHESTER, N. Y. Fourdrinier Machine (shown above). It is 
Export Dept.: 368 Broadway, New York, N. Y., U.S. A. just as important to have card stock made 


on the Fourdrinier Machine as it is to have 
folder stock made on the Cylinder Machine. 





Cable Address: ‘““Yawmanerbe,”” New York 


7 E $9 Steel and Wood Filing Cabinets . . . Steel Desks 


Safes . . . Office Systems and Supplies . Bank and Library Equipment 


. Steel Shelving. . . 
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No. 321 A-T Walnut 


SAMSON 


OFFICE AND DIRECTORS’ TABLES 








before you 


decide 


In seeking a line of tables, make plenty 
of tests and comparisons. Because your 
goodwill and reputation hinge on the 
merchandise sold. 


Compare the underneath construction. 
Compare the drawers—their supports. 
Compare the legs—the method of fasten- 
ing. 

Samson tables have nothing to fear. They 
welcome comparison. Because they sub- 
stantiate our claim that if a Samson table 
won't stand the test, no table will. 


No. 324—Oak 





Mutschler Brothers 
Company 


511 Madison Street Nappanee, Indiana 
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SALMAGUNODI 
The Field in Retrospect 





Paragraphic Bits About the Office Equip- 
ment and Supply Activities of the United 
States in Years Past 


{From The American Stationer, November, 1880—Absorbed by Office Appliances] 
Fifty Years Ago 

A news item commented on a new use for the type- 
writer. A traveler on a western railroad train was noted 
at work on a new model machine, weighing but fifteen 
pounds. He was answering a large volume of correspond- 
ence during a journey of three hours. 

A Detroit item said that Richmond, Backus & Company 
had been selling typewriters for some time on an extensive 
scale. 

S. H. Holderness & Company, operating the Chicago 
Rubber Stamp Works, had issued a catalogue of 150 pages, 
printed entirely from rubber stamps made by the concern. 


{From The American Stationer, November, 1905—Absorbed by Office Appliances] 
Twenty-five Years Ago 


The late Angy Thomas was then New England repre- 
sentative of the House of Eberhard Faber. In later years 
he transferred his activities to the Pacific coast. 

The Japanese government announced a plan for the 
abandonment of the ideographic alphabet, and the substi- 
tution of the Latin characters. The project has never 
materialized, though in recent months there has been some 
mention of the project. 

Control of The Conklin Pen Company had passed into 
the hands of H. E. Fisher. 

The plant of the Tengwall Binder Company at Chicago 
was destroyed by fire, with a loss of $93,000 indicated. 


(From Office Appliances, November, 1915] 
Fifteen Years Ago 


The A. B. Dick Company, Chicago, has announced the 
“Mimeoscope” as the latest accessory for expanding the 
field of the “Mimeograph.” 

“Building Demand by Letters and Circulars” told how 
the Addressograph Company keeps contact with users and 
prospects. We call it “direct mail advertising” now, but 
the power when properly applied continues to keep the 
orders rolling in. 

The twelfth annual Business Efficiency Exhibition at 
New York, October 25-31, inclusive, was described and 
pictured. 

Riddle & Wunderle, Chicago, Ill., had moved to the 
present store on Washington street. 

a 
Campaign on for New Calendar 

The forthcoming session of Congress in December will 
include efforts to secure an international conference to 
consider world wide adoption of the thirteen month cal- 
endar now used by over sixty American concerns in their 
office and factory bookkeeping. Included in this group 
are the following companies identified with the office 
equipment and stationery fields: American Sales Book 
Company, Elmira, N. Y.; L. L. Brown Paper Company, 
Adams, Mass.; The Carter’s Ink Company, Boston, Mass.; 
Chemical Paper Manufacturing Company, Holyoke, Mass.; 
Eastman Kodak Company, Rochester, N. Y.; Fiberloid 
Corporation, Springfield, Mass.; Liberty Paper Company, 
New York, N. Y.; Newton Paper Company, Holyoke, 
Mass.; The Sanymetal Products Company, Cleveland, 
Ohio; Southworth Paper Company, West Springfield, 
Mass.; The Todd Company, Rochester, N. Y. 

The calendar plan most favored makes all months equal, 
having exactly the same recurring twenty-eight week days. 
The day of the week would always indicate the monthly 
date and, conversely, the monthly date would indicate its 
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WHY CLASSIFY RED FIBER POCKETS AND ENVELOPES AS ONE 
DISTINCT LINE—and Folders, Cards and Guides as Another ? 
* 


HERE’S no need to. Both are used and sold for filing 
purposes. There’s no need to buy from two sepa- 
rate sources—to pay two bills—to incur the ex- 
penses of two transportation and handling charges. 





On your shelves the broad expanse of the familiar 
blue, white and gold Oxford labels will convince 
your customers of the completeness of your 
stock. The purchase of a set of guides is more 
likely to suggest to a customer the need for 
file pockets and vice versa. Here are extra 


sales! 

What can be more logical than the pur- 
chase of all from filing supply spe- ® 
cialists—from OXFORD? ° 
OXFORD FILING 


SUPPLY COMPANY 
500 Driggs Avenue 


= 


Brookls n, N. . # 








Also the 


product of 
filing supply 
specialists. 
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Extra Christmas 


Who Concentrate on Parker 











When Christmas gift sales start 
rolling in, Parker contract dealers 
sell Parker products with the 
knowledge that every sale in- 
creases their Parker bonus... 
They know that the extra Parker 
profit during this heavy selling 
season is all cream . . . Their bonus 
is simply extra profit. For over- 
head has been charged already. 
And the bonus increases nel 
profits out of all proportion . 
Last year Parker paid back to 


See the Parker December 


dealers more than $300,000 in 
contract bonuses. In the past 5 
years Parker contract dealers have 
reaped $1,050,000 extra profits 
after the year was done. 

Step up your Christmas profits. 
Sign the Parker contract. Make 
every sale in this fast-moving, 
heavy-demand line earn you extra 
profits this year. It is not too late. 
Any Parker salesman can give 
you full details, or write us for 
copy and full particulars today. 


ad on the right. 





Study the merchandise that Parker will feature, 
and display the same items in window and case. 
Tie up with the constant demand we have estab- 
lished among the millions, for Parker products. 


a yee 











"PEN GUARANTEED FOR LIFE—*5 *7 *10 
Other Parker Pens, $2.75 and $3.50 


THE PARKER PEN COMPANY, Janesville, Wisconsin 
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Profits for Pen Dealers 


and thus Earn Large Rebates 
















as A POCKET MOoe, 
s 
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‘This Christmas Parker offers 


a _— as A Gift Pen 


HAVING TWICE THE VALUE 


at no extra cost — and Guoronteed for Life 


se these ay 


tually —the new pe Ae ts, in addition to clip to change the Desk Pra inte a Pocket 
model This pocket cap. wow free, was $1) extra 

Stop in at any dealer's and see how the 
Ane Parker» converted ser also the lovely array 
cam have this without bu ving a special pen of new Parker Duofold Desk Set Bases for 
Request Pocket Cap with Desk Set Pens Also Chrestimas. 

Likewme, to everyone to whom you give « Bat be sure to look for the: famous 
omplete Parker Desk Set, you really give « 08 the Pen —“Geo. 5. Parker — DUOFOLD.~ 
Pocket Pen—for we include « pocket cap with This means it holds 17.4q more ink than 

average. writes with Preeseretees Touch, and 
ts Cue for 


Ask for the Parker.too.in selecting Pencils to 

match. For Parker Pencils also are convertible 

The Parker Pe Company. Jenceville, 
arker === 


PEN GUARANTEED FOR LIFE!5 
Other Parker Pens $2.75. 83.50 
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Here is a new item that Here is a $5 Base Hereisabrandnew Another new 
has enjoyed good salesat that is a very fast jtem—the Calendar number is this 
“ a little higher price. The mover. A DeLuxe pace Finished in bronze Utility 


>" BBO Base with Lamp, Jr. Pen makes it a 
) $26. You can often sella $13.50 sale. Youcan bronze, a good Desk Base at 
IT WXA DeLuxe Duofold Pen and sell “K” Bases if $7.50 number. $2.50. You can 
‘ | SQ, Pencil with this Base. you show them. WithJr.Pen,$12.50. sell lots of these. 


@ 
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FILING 
UPPLIES 


is one of the major factors ay 
in your business. You se- 

lect them with utmost care. 

You must obtain a complete 

line of good quality yet at 4 

price that permits you to 

meet competition. 

Such a line is the GUSSCO 

Line of filing supplies. 

And, GUSSCO was 

founded with just this idea—to sell to the trade only. A 
line of filing supplies that can be sold without excuse at a 
price that overcomes competition. 

The illustrations of two of the index guides are examples o 
the character of the entire line. Production methods enable 
us to build up large volume, yet every piece is made with ut- 
most care. 

If you are a GUSSCO dealer you may be sure that your goods 
are going to reach you ontime. That there will be no delay. 
That every piece of merchandise will be what you ordered. 


Change to GUSSCO—"The House That Sticks to The 
Trade.” 


We will be glad to 
submit our catelog 
and samples 





GuiDE SYSTEM & Suppty Co. 
335 CANAL ST. NEW YORK 
“THE HOUSE THAT STICKS TO THE TRADE'** 
























































THE COMPLETE LINE 


Folders of every description— 
Index Cards—index Card Guides 
—Pressboard Guides— Metal 
Tip Guides — Celluloid Tip 
Guides and Folders. 
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week day name. The complete four weeks would thus 
exactly quarter all months. These changes, it is argued, 
would remedy the defects in the present calendar, due to 
the fact that the months are unequal and that the month 
is not an exact multiple of the week. 

There is pending before the House committee on foreign 
affairs a joint resolution, introduced by the late Repre- 
sentative Stephen G. Porter (Rep., Penna.), chairman, re- 
questing the President either to call or accept an invitation 
to participate in such a conference. The resolution was 
introduced last April 29, but, due to the rush of the closing 
days of the session, it was left in committee to be acted 
on next winter. 

Calendar reform has been placed on the agenda of the 
next general conference on communications and transit 
to be held under the auspices of the league of nations 
in 1931. 

The United States, although not a league member, will 
be represented at the conference. Passage of the Porter 
resolution would insure American participation in further 
sessions designed to make the new calendar effective. 

National committees formed to advance the calendar 
revision plan are at work in a score of countries, including 
the United States. The American committee, headed by 
George Eastman of the Eastman Kodak Company, is com- 
posed of leaders in business, industry, labor, science, and 
politics. 

—— 


Comparative Figures on Office Machine Exports 

Our World Trade, a quarterly issued by the foreign 
commerce department of the Chamber of Commerce of 
the United States, presents comparative figures on values 
and volume of the principal exports and imports of the 
United States. Typewriters were No. 33 and accounting, 
adding and calculating machines were No. 41 in a table of 
fifty chief exports according to value, January-June, 1929 
and 1930. Classification in this table requires a total of 
$5,717,000 exports annually. 

Typewriter exports, January-June—(1930), 190,000 ma- 
chines @ $10,062,000; (1929), 224,000 machines @ $12,209,- 
000; a loss of 15.2 per cent in quantity and loss of 17.6 per 
cent in value. 

Adding, accounting and calculating machine exports, 
January-June—(1930), 34,635 machines @ _ $7,333,000; 
(1929), 34,635 machines @ $7,274,000; loss of 5.3 in quan- 
tity and gain of 0.8 per cent in value. 

Cash registers do not appear in the list of fifty chief 
exports, as the exports are below the minimum of $5,717,- 
000, yet above $2,000,000. Shipments were—(1930), 17,435 
machines; (1929), 22,547 machines; a loss of 22.7 per cent. 

Price recessions in many lines have been reflected in the 
United States export and import trade and accentuate the 
percentage of dollar value of overseas business. 


a 


Productive Typing for Beginners 

The cleaning and dyeing business of J. Pullar & Sons, 
Ltd., Perth, Scotland, is largely mail order. The mailing 
list is more than 250,000 names, requiring a large corps of 
typists to prepare lists, index cards, labels and envelopes. 
Typists are paid as they learn, and instead of the con- 
ventional “now is the time for all good men to come to 
the aid of their party,” they type records, addresses, etc., 
eliminating waste time and motion. This keeps a steady 
stream of experienced workers ready for more important 
jobs 

This looks like a fine prospect for an up-to-date Amer- 
ican addressing system, although this may have been con- 
sidered, and abandoned in favor of the training which the 
typists receive. 
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ERE is the greatest advance in the history 

of office seating—a combination of the 
famous Do/More postural features with smart, 
modern design. 





You would never know by looking at these 
new Do/More models, beautifully fashioned 
from aluminum, that they are posture chairs. 
But sitting in them—that’s different. They 
work a magic change in one’s comfort and 
energy because they fit. They fit because they 
are adjustable to the exact physical require- 
ments of the occupant. 

Do/More makes the country’s leading pos- 
ture chair. More big business executives sit in 
Do/More chairs than in all other posture chairs 
combined. Now, with the advent of the 
Do/More Aluminum line, the field becomes 
illimitable. 


There are certain territories in which the 
Do/More Franchise is open to such dealers as 
are qualified to give the type of service in which 





,* 
stitial 
te nat 


\LUMINUM 
HAIRS 


the Do/More Principle has its foundation. 
Such dealers will be interested to know that 
Do/More salesmen receive more congratulatory 
endorsements from their clients than is custom- 
ary in business — with repeated proof that 
Do/More Seating increases production, betters 
morale among employees, induces greater en- 
ergy and clearer thinking among executives and 
in general lifts business out of the clutch of 
needless, wasteful fatigue. 

Almost without exception, those who try 
the Do/More principle of seating repeat with 
orders until their entire organizations are 
Do/More equipped. 

Full particulars regarding dealer franchise, 
given upon request to reputable firms. Address 


DO/MORE CHAIR COMPANY 
614 Do/More Block Elkhart, Indiana 


DO/ 


IDEA 


Posture 






iN 
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OF SEATING 


Chairs 
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Overshadowing 


Standing out conspicuously 
in any stock—in any display 
—in any store are the prod- 
ucts of A. W. Faber: 


Pencils 
Leads 
Erasers 
Rubber Bands 


Certain satisfaction comes to the 
man who uses as well as to those who 
sell such meritorious merchandise. 


A. W. FABER 


Incorporated 


NEWARK, N. J. 


Makers of the Famous “ Casteil”’ 
Drawing Pencil Since 1761 


Ae oe 








: 
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Seen at Quality Park in the Mart 

The Chicago regional warehouse of the Quality Park 
Envelope Company, in the Merchandise Mart, was visited 
recently by the following individuals in the trade: 

Thomas W. Moore, San Francisco, Calif.; he is well 
known as a manufacturers’ representative on the Pacific 
coast, and has covered that territory many years. 

Joseph J. Joyce, manager of the Quality Park Box 
Company, St. Paul, Minn.; he declared that the Mer- 
chandise Mart would make a highly efficient building for a 
paper box factory. 

Al. G. Anderson, Artists and Writers Guild, St. Paul, 
Minn.; he reports that the volume of orders for greeting 
cards pouring in from all points, shows that the so-called 
business depression has very little influence with the pros- 
pects for a large holiday trade on high grade merchandise. 

K. L. Boyer, of The Newell B. Newton Company, 
Toledo, Ohio; he stopped over at Chicago en route from 
the convention of The National Stationers Association at 
Detroit. Mr. Boyer called it a wonderful convention, 
and that many valuable ideas were picked up, which will 
help the profits of all dealers who heard the discussions on 
the floor. 

es 
Conservation for Philadelphia Business 

To protect the business of the C. R. Hoskins Company, 
924 Chestnut street, Philadelphia, Penna., the United States 
District Court has appointed John J. Cabrey as receiver in 
equity. His bond was set at $20,000. The receiver is au- 
thorized to continue Hoskins affairs as a going concern 
f the court. 


until further order 

The appointment was made by Federal Judge J. Whit- 
aker Thompson at the instance of three creditors, whose 
claims totaled $3,411. The equity bill filed indicated that 
the Hoskins business has book assets of $103,884, as 
against liabilities of $98,486, or an apparent surplus of ap- 
proximately $5,400. The difficulty lies in the fact that the 
company has about $19,908 in liquidable assets to meet 
current obligations of $64,884. If these are not paid im- 
mediately on the demand of creditors, it is possible that 
suits might be filed for collection. This would cause a 
heavy depreciation in the Hoskins assets. 

ae 
Election by Teletype Corporation 

Following the acquisition of the Teletype Corporation 
by the American Telephone & Telegraph Company in 
September, an election was held, placing executives of the 
Western Electric Company—the manufacturing subsidiary 
of the American Telephone & Telegraph Company—in 
charge of affairs. Clarence G. Stoll was made president 
of the Teletype Corporation; he had been vice-president 
of the Western Electric Company, in charge of operations; 
Stanley Bracken, formerly assistant engineer of manufac- 
tures, Western Electric, is executive vice-president. How- 
ward Krum, Teletype corporation vice-president, in charge 
of engineering and sales, continues to carry those respon- 
sibilities. Frank L. Gilman was chosen treasurer and 
Harry B. Gilmore secretary. 

en 
Direct Mail Meeting at Milwaukee 

The 1930 convention of the International Direct Mail 
Advertising Association was held at Milwaukee, Wis., 
October 1-3. An excellent program was carried out, and 
a large number of exhibits of mailing and processing 
machines, and paper stocks, etc., was studied by the mem- 
bers attending. Over 2,000 were registered. The 1931 
convention will be held at Buffalo, N. Y., some time in 
October. 

The proposition of the Post Office Department to in- 
crease the rate on first class mail was discussed. 
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“WE WOULD NOT ACCEPT 
DOUBLE THE PRICE WE PAID” 





Introduced two years ago, the Century Protecto- 
graph has made itself indispensable in efficient offices 
everywhere. Without exception, Century users com- 
mend its speed, ease of operation and versatility. 
A letter from one of them is reprinted below: 


Independent Salt Company 
369 Lexington Avenue 
New York City 


The Todd Company, December 14, 1929. 


Rochester, N. Y. 
Gentlemen: 

It would be a pleasure to have our name added to your long list of satisfied 
users of the Century Protectograph. 

We would not consider accepting double the price we paid for same, 
if we could not purchase another. 

We sell only the best in our line and use the same policy in buying, 
which is another reason why we have your machine. 

Yours very uly 

WM. G. PORTER, Treasurer. 


Handsome and sturdy, the Century is faster than 
any previous Protectograph, except the larger, more 
expensive Todd Super-Speed. Experienced operators 
have acquired a speed of 1000 checks an hour. Its 
handle responds to the touch of a little finger. Its 
three-color keyboard, and dials which instantly show 
the amount set up, make mistakes almost impossible. 
Identical amounts may be repeated indefinitely, 
merely by pulling the lever. 


The Century Junior, recently announced, is a worthy com- 
panion to the original Century. Sturdy, compact, moderately 
priced, it is ideally adapted to check protection requirements 
| in the home or small business. For full information, address 
| The Todd Company, 1129 University Avenue, Protectograph 
Division, Rochester, N. Y. Sole makers of the Protecto- 
&raph, Super Safety Checks, and Todd Greenbac Checks. 


TODD SYSTEM OF 





CHECK PROTECTION 








118 


SUNRUCO 
FINGER PADS 





"*ALWAYS GRID 
~NEVER SLID” 





Here’s a real profit maker and trade 
builder that will sell constantly every 
month of the year! 


The Standard of highest quality and master 
craftsmanship has been excelled in the com- 
position and design of the ‘‘Sunruco’”’ 
Finger Pad. The many efficient talons or claws 
on the working portion of the pad describe to 
a degree the expression ‘‘Always Grip—Never 
Slip.” 


Holes for ventilation have been carefully spaced 
on the upper surface. For sanitation as well as 
efficiency. ‘‘Sunruco”’ pads are practically in- 
dispensable to the typist, clerical worker, mail 
service and bank employees and others. 


“Sunruco” Finger Pads are made in six sizes, 
S-00, S-11, S-1114, S-12, S-13, and S-14 in red 
color. Each size is packed one dozen to an 
attractive carton, twelve cartons or one gross 
pads to a counter display container. 


Samples and prices gladly furnished. 


The Sun Rubber Company 
Barberton, Ohio 
U. S. A. 





The name “SUNRUCO”?’ identifies exceptional 


merchandise offerings of rubber office specialties. It 
is your guarantee of quality and satisfaction. 


Send today for prices and illustrations of the com- 


plete *SUNRUCO” line. 
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Brazilian Pencil Factories Bought by Germans 

Since the close of 1929 Brazil’s two 
been taken over by German 
fact that 


Commerce Reports] 
leading pencil factories have 
Taking 


two tactories are re 


manufacturers mrto consideration the 


these sponsible for around eighty per 
cent of the estimated value of Brazil's total production of 
lead pencils, it is evident that, in addition to supplying 
over ninety-three per cent of the country’s imports of lead 
pencils, German manufacturers, through the purchase of 
these factories, will have virtual control of the domestic 
industry 

In addition to the above plants, there are three other lead 
pencil factories now in operation in Brazil, two of which 
are located in Rio de Janeiro and the other in Sao Paulo 


The se, 


ucts do not have national distribution such as is the case 


however, are of minor importance and their prod- 


with the pencils of the other two companies, which are sold 
quite extensively in all parts of the country. 

The fact that Brazilian imports of crayons and lead pen- 
cils have shown a progressive decline during every year 
since 1925, with the exception of 1928, serves to indicate 
the growing importance which has attended the develop- 
According to official statis- 
tics, the value of these imports during 1925 totaled approx- 


ment of the domestic industry. 
imately $292,000, as compared with imports of around $183,- 
000 in 1929. 
it may be seen that a decline of about thirty-eight per cent 
took place 


during 1929, while imports in 1928, although showing an 


Using these figures as a basis of comparison, 
in the value of pencils and crayons imported 
increase over the two previous years, fell below the 1925 


level, to 
The fact that the domestic made lead pencils are slowly 


the extent of approximately thirty-two per cent. 


but surely replacing the imported product is further indi- 
cated by a more or less comprehensive canvass of the 
trade. Local dealers who, up to a few years ago handled 
only imported lead pencils, have been stocking increasingly 
large quantities of national pencils, and many have given 
brands in favor of the lower priced 
Quality lead pencils on the other 


hand, have been and will continue to be imported in vary- 


up entirely foreign 


domestic made product. 


ing quantities from the United States, Germany, France 
England 


material and workmanship can be produced by the national 


and until such time as pencils of comparative 
industry. 
To Improve Brazilian Product 

That the two German concerns which have acquired the 
factories mentioned intend to improve on both the quality 
and volume of production is indicated by the fact that the 
first of a series of imports of new machinery has already 
arrived from Germany for the German factory at Campinas 
of Sao Paulo). 


(state According to a statement made by 


officials representing the other German firm, a complete set 
of automatic machines will be installed in their factory at 
(state of Sao Paulo) 
Both 


experienced German technicians in charge of production. 


Sao Carlos before the close of the 


present year. factories, it is understood, will have 
One German company will, within the next year or so, be 
equipped to turn out automatic pencils and fountain pens 
for the domestic trade. Special attention will be given by 
both manufacturers to the selection and proper curing of 
domestic woods for making lead pencils—a phase of manu- 
facturing that was heretofore more or less neglected by 
the tormer operators of these factories. 

Considering the importance of the German manufacturers 
who have taken over the two factories mentioned, it can be 
assumed reasonably 


will be 


that these anticipated developments 
carried out in full. Accordingly, with national fac- 
tories producing better quality pencils in increased volume, 
it is more than probable that a steadily decreasing portion 
of the country’s total demands for this product will be sup- 


plied through importation, because it will be very difficult 
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S dprwew; is a genuine and increasing de- 
mand for filing folders with binder 
fasteners. As the illustrations show, 
these binders are designed to hold groups 
of papers or letters together in their 
proper sequence and prevent the loss or 
destruction of any, so that the file is 
always complete and in order. 


You can stage a successful drive for real 
business on this item right now. They run 
into money rapidly .... even a small or- 
der is well worth going after. 
There are three types of 
binder fasteners in the 


Needed in 
Every 
Office! 


MAIL THIS 
WABASH CABINET CO., Wabash, Ind. 


QWabas 


WABASH, INDIANA-U.S.A. 
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NDER FOLDERS 


Wabash line and they may be applied to 
any folder or cover quickly. Wabash 
Pressboard Folders are all punched to re- 
ceive Duo-prong or Acco Fasteners when 
they leave the factory. Folders of any 
type can be furnished complete with fast- 
eners of either style attached. 


Don’t overlook the possibilities in these 
items! Get ready for some profitable cre- 
ative selling. Many of your customers 
need these folders but never heard of 
them. Send for our sample kit and 
prices now. Use the cou- 
pon below. 


Your Chance 
for Extra 
Sales! 


Sample Kit! 






COUPON NOW 
aon 


Send Sample Kit of Binder Fasteners and complete information about Wabash Binder Folders. 


Name ee 


Fires__.___ - 





— By 


es ee 
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One Grade 
Key Only- 
the BEST 





Munson Supply Co. 
348 Hudson Street 
New York 
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for foreign manufacturers to meet the competition offered 
by low-priced domestic made pencils, which can be pro- 
duced at low cost and are not subject to payment of high 
import duties. 

Assuming that the anticipated improvement in the quality 
of national pencils is realized, there is every reason to be 
lieve that the imports of pencils into Brazil during the 
next five years will show an ever greater reduction than 
the decline which has occurred during the past four years. 

United States exports of pencils, crayons, etc., to Brazil 
have shown a steady decline during every year since 1927, 
and the value of these products destined to Brazil during 
1929 fell approximately eighty per cent under the level of 
similar imports during 1925. Germany, on the other hand, 
has gained steadily as a participant in the trade, despite 
the decline which has occurred in the country’s total im- 
ports of lead pencils during every year from 1925 to 1929, 
with the exception of 1928. In this year Germany’s ex- 
ports reached the highest level of any year since 1925, 
—_——_—_—~<>_—_—_- 


Clearing House for Distribution Information 

Business men composing the domestic distribution de- 
partment committee of the United States Chamber of 
Commerce have formulated a program through which the 
department will serve as a clearing house of distribution 
information, directed at three objectives. 

The first unit in the committee’s program is a plan of 
intensive co-operation with small retailers who have not 
enjoyed the opportunities of learning and applying in their 
businesses modern methods which have been made avail- 
able through the large national organizations. 

The department plans to lend help to local Chambers 
of Commerce through making available in a practical way 
information that has been collected, toward the end that 
unnecessary loss will be eliminated. This, in turn, would 
resolve itself into direct savings to the consumer. 

The second unit in the program is the acquaintance of 
the consumer as to what is generally regarded as the 
“miracle of distribution” which permits almost every per- 
son in the United States to procure near at hand all types 
of necessities and semi-luxuries. To perform this service 
almost one-half the people in the country today gainfully 
employed are in some form of distribution. 

“Great strides have been made in distribution efficiency 
and the successful results have made possible lowered 
prices on articles previously regarded as luxuries,” Fred 
Lazarus, of Columbus, Ohio, chairman of the committee, 
said 

Che committee, describing its third unit, said that in its 
desire to keep the public fairly informed it had developed 
a plan to assemble all criticisms of distribution, to investi- 
gate them in cases where misinformation or ignorance 
were the causes and to recite the facts both to the public 
and to the person making the statement. 

At a recent meeting projecting the work of the depart- 
ment there were in attendance Mr. Lazarus; Edward P. 
Peck, vice-president, Omaha Elevator Company; Omaha, 
Elmer Erickson, vice-president, Midland Warehouse & 
Transfer Company, Chicago; W. T. Grant, chairman of the 
board, W. T. Grant Company, New York; Guy Dundaker, 
president, Kugler’s Restaurant Company, Philadelphia; 
Francis E. Kamper, president, C. J. Kamper Grocery Com- 
pany, Atlanta, Ga.; W. N. Neff, president, Vance Supply 
Company, Abingdon, Va.; H. W. Prentis, Jr., vice-presi- 
dent, Armstrong Cork Company, Lancaster, Penna.; F. P. 
Valentine, assistant vice-president, American Telephone & 
Telegraph Company, New York; E. M. West, Dodd & 
West, New York. 

SS eee 

It is easier to find a thousand recruits than one general. 

—Berloyalist (The Berger Manufacturing Company). 
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SAVES MORE 


ORE value, more sales, more profits for you! 

Our advertising is showing your trade that 

there is no saving in buying lower-priced binders, 

Flexi-Post Binders are higher priced but more 

economical—the difference in first cost is trivial in 

comparison to the lifelong savings these better 
binders effect. 


A Lifetime Guaranty Bond applies to every time 
and money saving feature of their flexible-sectional 
post mechanism. No other binder has this sweep- 
ing guaranty. : 













Screw compression. Sheets protected from wear. 






Non-protruding posts. No scratched desks. Un- 
limited capacity. ‘Two inches of working space. 
Easier bookkeeping. Bookkeepers like that! 







Exclusive franchise protects your profits. 
Mail coupon for facts and literature, 


STATIONERS LOOSE LEAF CO, MILWAUKEE 


xI-Pos 


REG.U.S:PATOFE 
anteed Binder - a Unit of the FAUITLEss Line 


9 > ee cee Ge em me ee oe ne oe eo ee ee eee a aan 
Stationers Loose Leaf Co., Dept. C-11, Milwaukee, Wis. 
Is my territory open for Flexi-Post? Mail booklet and guaranty facts. | 
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NOW IT IS POSSIBLE TO 


STANDARDIZE YOUR ACCOUNTING 
ON NATIONAL CASH REGISTER PRODUCTS 














Bookkeeping 
Machine 


The S. S. Pierce Company of Boston has 
standardized on National Cash Register 
products for all of its record keeping. 
This company has a number of retail stores 
and an extensive wholesale food business. 


In its stores a record must be obtained of 
department sales, and clerks’ sales and a 
receipt must be issued on every sale. 
National Cash Registers of the latest type 
meet this need for the Pierce Company. 


In the headquarters office invoices must be 
written for the wholesale accounts. 
National Accounting Machines handle this. 
The company also wants an analysis of 
each salesman’s business and gets it with 
National Analysis Machines. For the post- 
ing of wholesale accounts to ledgers 
National Posting Machines are used. 


THE NATIONAL CASH 


Analysis Machine 
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Cash Register 


All of these are widely different problems 
and all are exactly met by a National Cash 
Register product. Because of this flexibility 
firms in many lines of business are stand- 
ardizing on National equipment for every 
transaction from a sale over the counter to 
a complicated accounting problem. 


Whether your problem is handling retail 
sales, analyzing sales or expenses, posting 
accounts, writing statements and invoices, 
writing and signing checks or any other 
phase of record making, there is a National 
Cash Register product to meet your needs. 
Our representative in your city will be glad 
to show you how it will do your work 
faster, more accurately and at lower cost. 


REGISTER COMPANY 


World’s Outstanding Producer of Accounting Machines and Cash Registers 
DAYTON, OHIO 
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Ad Specialty Association Realigns 

The Advertising Specialty Association, Chicago, IIl., has 
reclassified its membership, making one group of mem- 
bers which sell through jobbers, and another which sells 
direct. 

Chas. B. Goes (Goes Lithographing Company), Chi- 
cago, is president of the group selling through jobbers. 
D. W. Campbell (Texas Novelty Advertising Company) 
is first vice-president; F. A. Schneider (Ketterlinus Litho. 
Manufacturing Company), second vice-president; A. W. 
Myers (Myers Manufacturing Company), third vice- 
president. 

The direct selling manufacturers chose Theodore R 
Gerlach ( Gerlach-Barklow Company), president; J. B. 
Carroll, vice-president. 

The general officers of the Advertising Specialty Asso- 
ciation are: Charles R. Frederick (American Art Works), 
president; Carroll H. Sudler (Ketterlinus Litho. Manu- 
facturing Company), vice-president; J. B. Carroll (J. B. 
Carroll Company), treasurer. 

Mrs. Bernice Blackwood is executive secretary. 


senepnciaiililiainiteatita 
Society of Sales Executives Meets 
The American Society of Sales Executives held its an- 
nual conference October 9-11 at White Sulphur Springs, 
W. Va. Officers were chosen for the ensuing year: H. W 


Hoover (The Hoover Company), North Canton, Ohio, | 


chairman; M. L. Harvey (New Jersey Zinc Company), 
New York, N. Y., secretary; R. D. Keim (E. R. Squibb & 
Sons), New York, N. Y., treasurer. 

The executive committee includes the elected officers 
and the following: F. W. Beckwith (Hamilton Watch 
Company), Lancaster, Penna.; Col. B. A. Franklin 
(Strathmore Paper Company), West Springfield, Mass.; 
W. I. Goodwin (General Food Sales Company, Inc.), New 
York, N. Y.; T. J. Reynolds (Diamond Match Company), 
New York, N. Y. 


—— 
Typewriter Device Manufactured at Miami 
The Florida Copy-Writing Corporation, 500-01 Profes- 
sional building, Miami, Fla., is preparing for production 
of the “Copygraph.” This device was designed to afford 
manifolding facilities on the typewriter without the use 





of carbon paper. The manufacturing plant is located at 
1820 N. W. First avenue. 

The officers of the company are John H. Barton, presi- | 
dent; H. W. Spears, vice-president; Fred W. Clark and 
W. L. Jones, sales. 


en 
Parker Uses Daily Mail Front Page 

A. R. Zaccola, managing director of The Parker Pen 
Company, Ltd., London, used the full front page of the 
London Daily Mail a short time ago to stimulate business 
for his dealers. This space is a dominant display, costing 
about $7,000 an insertion. In addition to beating quota 
on the anticipated volume, the page display was helpful to 
Parker dealers on the continent, such as in Germany, 
France and Holland. 





—————— 
Child Training Includes Typing 
A classified advertisement in a Chicago newspaper offer- 
ing courses in the training of children, includes typewriting 
for three-year-olds. Another influence that is widening the 
field of the portable typewriter! 


—— 
They Did This Years Ago 
The Associated Press is authority for the statement that 
an exhibitor at the Leipzig spring fair showed a machine 
for printing circulars which overprints some characters 
to make them look like real typewriting. 


a 
A man is as big as his heart—The Office Cat (The Rich- 
mond & Backus Company). 
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CADCO 


LOOSE LEAF 
BOOKS 


A 


THE “ARISTOCRAT” 
No sections required with chain post 


THE “BEACON” 
Sections added to chain post 


THE “FUTURA” 
Sections added to chain post 








CADCO “C” BALL LOCK 


The peer among sectional post-binders 
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(ADCO “VISIBLE” MULTIPRONG 
with the double opening feature 


| ‘ Write for New Catalogue 


and Price List 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 
626 SOUTH CLARK STREET, CHICAGO, ILL. 


| { | ASK YOUR STATIONER 
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TurnYour Pencil 
SharpenerBusiness 
into Profits 


Legitimate profit PLUS quick 
turnover... that’s the reason 
why live dealers prefer to sell 


APSCO 


AUTOMATIC PENCIL SHARPENERS 


..+ “Hook-Up” with our Big 
Advertising Campaign to 
promote the use of APSCO 
Automatic Pencil Sharpeners 


IN THE HOME. 





APSCO CUTTERS . ... deeply undercut 
and ground to a razor edge... 


DON’T SCRAPE... THEY CUT 





AUTOMATIC PENCIL SHARPENER CO. 
Chicago Illinois 
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Recommendations on Packing Practice 

It has been reported that there are more than 6,000 de- 
partment stores in the United States, exclusive of specialty 
stores, doing an annual business of approximately $6,500,- 
000,000. Each year these stores buy wrapping and packing 
supplies valued at more than $25,000,000 to which must be 
added the labor and other costs of distributing almost 
3,000,000,000 packages. methods of im- 
proving this distribution function so as to give better serv- 


There are two 
ice at less cost. First, develop several simplified practice 
recommendations so as to eliminate unnecessary sizes and 
Second, through a study of 


varieties of packing supplies 


present practice, develop recommendations describing 


efficient and economical methods of folding and preparing 
merchandise for delivery. 

In the fall of 1929 the committee on simplification and 
standardization of the National Retail Dry Goods Associa- 
tion requested the division of simplified practice of the 
Bureau of Standards to collect data on the methods and 
materials used by department stores in the wrapping and 
packing of merchandise. 

September 17, 1930, the division of simplified practice fur- 
R. D. G. A. with data col- 
yvering the actual 
These 
stores, representing an aggregate sale volume of nearly 
$600,000,000 a year, were selected so as to give a wide range 
In addition to specialty 


nished the committee of the N 
lected during a four months’ survey c: 
current practice in thirty-four department stores. 


of local conditions dry goods 
stores, and large and small department stores, there was 
included one large organization doing an extensive mail 
The survey covered methods and supplies 
These were 


order business. 
used for both ordinary and gift wrapping. 
further classified according to the type of transaction as 
follows: 

Takes—Merchandise taken by customer, 
Merchandise customer by 
or other typ 


Sends delivered to wagon, 
truck, 


Common Carrier—Merchandise delivered to customer by 


of store delivery system. 

parcel post, freight, or express. 

Che actual field work was conducted during fall, winter, 
spring and summer months, so that it was possible to ob- 
serve the effect on packing practice 
Geographical distribution was 


caused by seasonal 
variation in merchandise. 
also a factor insofar as it disclosed buying habits and cus- 
tomer requirements 

The committee plans to use the material contained in 
the report (a) to develop simplified practice recommen- 
dations covering sizes and varieties for packing supplies 
and (b) to develop recommendations to the department 
stores as to the most efficient and economical methods of 
folding and preparing merchandise for delivery. The com- 
mittee expects to complete a large part of this work in 
time to present it to the annual meeting of the N. R. D 
G. A. to be held in February, 1931. 

The division of simplified practice will be glad to send 


a summary of its complete report to anyone requesting 
a COpy. 
— 
Synnamon Opens Business at Wichita 

W.O 
ita branch of the L. C. Smith & Corona Typewriters Inc., 
the past three years, has opened the Wichita Typewriter 
at 140 North Market street, Wichita, Kans. He 


Smith and the Corona 


Synnamon, who had been manager of the Wich- 


Exchang« 
official dealer for the L. C 
Mr. Synnamon 


is the 


typewriters also carries rebuilt type- 


writers, and does a rental business 

Mr. Synnamon has had an extended experience in the 
typewriter field, and was identified with the trade in 
Wichita the past ten years. 


——$—_—_—_—— 
Our idea of a Prince of Good Fellows is a bird who has a trombone, 
knows how to play it—but doesn’t.—It’s Said and Done (Dictaphone 
Sales Corporation) 
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Announcing:. 


Globe-Wernicke 
ON cTEEL TRANSFER CASES 


Here is Value . . . the result of many years experience! Built to stand the 
gaff of modern business, these NEW transfer cases embody features of con- 
struction that are certain to meet with popular demand. 



















Why should these transfer cases afford unusual value . . . and how is this 
value determined? The following questions take the measure of the modern 
transfer case and tell you just exactly what to look for. 


& Will the drawer hold the full contents of a 28” depth file? 
Is the case strong and rigid so it will give good service for many years? 
Can cases be stacked easily and rigidly . .. as high as desired . . . to 
. save floor space? 

Do drawers operate smoothly and easily even when loaded to capacity? 
Are the contents kept in good condition for ready reference? 

Is the drawer pull firmly attached? 


No. 9490 Check Files ° ° ° ° ‘ 
~— Is the label holder of sufficient size for large indexing of contents? 


-Wernicke Steel Notice the 10 points of superiority of the New Globe-Wernicke Steel 





The NE 
a hah Transfer Case listed below. They cover real transfer case value. Read 
Card Index, Li Check them carefully and then write for additional information. No obligation, 


of course. 


The Globe “Wernicke Co 


on * CINCINNATI 
Canadian Representative: Preston-Noelting, Ltd. 


“se Fo Stratford, Ontario, Canada 





File—for 6) 


File—for 





Card Index 
5” cards 
oi dex 





10 POINTS OF SUF 


Top and sides are of one continuous strip of steel. 
Continuous front channel frame makes jacket extremely rigid. 
Bottom of case reenforced with steel angles. 

All joints welded making jacket and drawer solid units. 





oe WON Re 
eo oa 2 


Closed back reenforces case and keeps out dust. 
Solid back of drawer prevents it from being pulled out of @ 
jacket. 
7. Unusually strong construction makes ceiling-high stacking pos- 
sible. 
8. Large label holder makes indexing easy. Welded drawer pull. 
9. Safety stops control drawer when shut or extended. 
10. Four roller bearings insure easy drawer operation. 
ENTIRE CONTENTS OF FULL DEPTH FILE DRAWER EASILY HELD 


o 
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AND NOW » » 


Conklin 
Christmas 


The Conklin Christmas line fairly 
scintillates with newness, vogue, 
novelty .. . the big elements that 
will make sales volume in the 
holiday market this year. 


Conklin Christmas advertising, as 
at school opening, will reach into 
every part of the national market, 


Brings 
Profits 








presenting pens and pencils of 
such attractive modernity that 
popular interest in writing equip- 
ment is renewed, stimulated and 


thrilled. 


Conklin pens and pencils are 
packaged in a manner that per- 
mits the dealer to make the most 
out of the sales opportunity. The 
display value and flexible con- 
venience of Conklin gift presen- 
tation boxes is making history in 
pen and pencil retail merchandis- 
ing. The unique beauty of these 
Conklin packages is a powerful 
sales-compelling factor appealing 
to the gift buyer. 


All price levels are equally 
served by the Conklin line, and 
yet a few Conklin numbers afford 
the widest range for selection. 


You, too, will have a Merry 
Christmas if you concentrate on 
Conklin. Order direct or through 
leading wholesalers in all markets. 


THE CONKLIN PEN COMPANY 
TOLEDO, OHIO 


Chicago San Francisco 









Pens-Pencils-Sets 
oR eRRE sa 











A genuine Conklin pen and pencil 
set complete in a gift presentation 


box for $5. 


This will be an outstandingly popular 
gift. Gold mounted. Genuine 14- 
karat gold point tipped with iridium. 
In two colors . . . Glossy Black and 


Grgen and Gold. 


The Conklin Endura Symetrik, service 
unconditionally and erpetually guar- 
anteed. The sets handsomely boxed at 
$8.50, $10 and $12.50. In four color 
combinations . . . Black and Gold, 


Leaf Green and Black, Pearl and 
Black and the startling new Pearl and 


Green. 


The sensational Conklin Entente . . . 
the most complete writing equipment 
outfit of all time. Seven complete 
writing instruments are made by com- 
binations of the various marvelously 
designed units composing the Entente. 
Nothing like it has ever before ap- 
eared in the fountain pen industry. 
n two color combinations . . . Black 
and Gold and Pearl and Black. Hand- 
somely boxed. The outstanding gift 
specialty of the year. It retails at $20. 











| TheConklin Ensemble, the 
) one nationally popular 
| pen-and-pencil-in-one. 
| Compact. Beautifully pro- 
) portioned. Made in every 
detail with true Conklin 
care and quality. Individ- 
ually packaged ina unique 
display presentation box. 
In four diferent color com- 
—— retailing at $7 
an 
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Remington Portable Sales Manual Being 
Distributed 

“Selling the Remington Portable,” a manual and text 
book covering every detail of this typewriter, has received 
a more widespread and enthusiastic reception from dealers 
throughout the country than any previous publication is- 
sued by Remington Rand Business Service Inc. 

The book is accomplishing the purpose for which it is 
intended—arming portable typewriter dealers with infor- 
mation and selling talks which are helping to interest and 
sell their prospects. The volume not only tells the dealers 
where to find prospects, but how to sell them after they 
have been located. 

Preparation of “Selling the Remington Portable” has 
been based on the principle that to sell any product effec- 
tively the salesman must understand it thoroughly and be 
prepared to answer instantly any question concerning it. 
The book is not a piece of advertising material and is not 
being broadcast to dealers. It is a text book, intended for 
serious study, and is being sent to dealers only upon their 
own request. 

Text of the book is non-technical, telling in the language 
of the layman what the Remington will do. A complete 
index makes the work invaluable as a reference book. The 
book is divided into three logical sections: 

1. “Why the Remington Is Easy to Sell,” treating with all 
features of the machine, mechanical and otherwise. 
2. “What We Do to Help the Dealer Sell,” reviewing 

Remington Rand’s dealer help policy. 

3. “How to Sell the Remington,” telling how to bring 
into action all of the facts developed in the first two 
sections; how to approach various classes of prospects, 
and how to answer such questions as may come up. 

The book is 5%x8 inches, and has an attractive cover in 
blue and black. It was written by Robert Turner of the 
sales promotion department of the typewriter division, 
Remington Rand Business Service Inc. 

Ee 
Duvieilh Business at New Orleans Moves 

John Duvieilh & Brother, a typewriter business con- 
ducted the past five years at 304 Camp street, New Orleans, 
La., has moved to 222 Camp street. The new store pro- 
vides more space, and has two show windows which afford 
excellent facilities for the display of typewriters. This 
partnership has the agency for all makes of portable type- 
writers, and carries standard typewriters also. 

John and Camille Duvieilh started in business about nine 
years ago, the brothers handling their own repair work, 
and establishing a reputation for excellent service. Both 
worked day and night at the bench. Now with the busi- 
ness organized, the brothers continue to give personal 
service to customers, both on sales and on repair work. 
A partition separates the store from the repair department, 
and visitors are able to watch the mechanics at work and 
to note the facilities of the shop. 

et pee 


Parcel Post to Cuba in Effect 

The parcel post convention with Cuba has gone into 
effect, and shippers of the United States can forward suit- 
able merchandise through the fourth class classification. 

American manufacturers of cigars and cigarettes have 
opposed this convention because of the facility with which 
small lots of cigars and cigarettes can be imported. This 
objection has been dropped, and shippers outside the to- 
bacco field will profit through the new arrangement. 

Tobacco products from Cuba will be routed through 
Jacksonville, Fla., where the customs and internal revenue 
collections are made with the co-operation of the post- 
master, collector of internal revenue and the deputy col- 
lector of customs. 
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SELL YOUR CUSTOMERS 
THE GOOD WILL VALUE 
OF 
BUSINESS-LIKE CHECKS 


Remind them that their businesses are judged 
as they judge others—by the outward marks of 


success, alertness, up-to-the-minute methods. 


Checks written in the old-fashioned way give 
an impression that the business as a whole 
is backward, behind the times. Checks written 
on the Instant Safe-Guard Check Writer carry 
an unmistakable suggestion of modern 


methods. They help to attract business. 


This appeal will help you to close many addi- 
tional sales of Safe-Guard Check Writers. It is 
in line with today’s business principles, and with 


Safe-Guard’s national educational advertising. 


SAFE GUARD CORPORATION 
Lansdale 


Pennsylvania 
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ustomers Are 


Reading 
About 
These 
Chairs 
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Chairs that ex- \ 
cel in design, 


\ 


durability — and 
comfort. Chairs \ 
that are modern \ 


and yet reflect the 
best traditions of fine 
craftsmanship. 

See the Sikes advertisement 
in the November Ist issue of 
The Saturday Evening Post. If 
you are a Sikes dealer tie-up 
with a window display. If you 
are not . write us concern- 
ing a Sikes franchise. 


THE SIKES COMPANY 
Philadelphia 


Chairmakers for 70 Years 


PHILADELPHIA 


4 complete line of matched office suites and com- 
mercial desks is manufactured by the Sikes-Cutler 
Desk Corporation at Buffalo, New York. 
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Southern Tour Gratifies Sheaffer Executive 


H. E. Waldron, vice-president and general sales man- 
ager of the W. A. Sheaffer Pen Company, returned to 
Chicago in October from a trip to Southern business 
centers, during which he met the various territorial man 
agers. His itinerary included Memphis, Chattanooga, At- 
lanta, Birmingham, Memphis and St. Louis. He had 
opportunity to call on a number of the dealers in cities 
visited, and found indications of better business quite 
general. In a number of instances the chief executives 
were at work in the store with their men, caring for the 
requirements of customers. To Mr. Waldron this looked 
like “old times” when the owners and managers were 
active on the floor, and giving personal attention to cus- 
tomers. This is in contrast to previous months when the 
heads of business showed more interest in golf or the 
stock market than they did in the progress of the store. 

Mr. Waldron has moved his office and his home from 
Chicago to Fort Madison, Iowa. This change was made 
to enable him to keep in more immediate touch with the 


general business conditions of the country, as reflected in 
day by day activities of the business. The sales offices 
will continue to operate in the Republic building, Chicago, 
where a complete line of Sheaffer merchandise will be on 
display. The trade in Chicago and environs will be served 
from the offices in the Republic building as heretofore 
J. G. Orr, assistant general sales manager, is at the head 


organization. 
> 

October Shows Biggest Recent Improvement 

More improvement than in any recent month is reflected 
in the October trad ‘Credit Monthly,” publica- 
tion of the National Credit Men. The im- 
provement applies to both sales and collections of whole- 
100 cities covered. 


of the Chicago sales 


survey of 


Association of 


sale and manufacturing firms in the 
Seven cities reported sales brisk, sixty-six reported them 


fair and twenty-seven, slow. Two cities moved from the 


“fair” column to “good” during the month, and twelve 
shifted from the “slow” classification to “fair.” 
[he cities reporting brisk sales were Milwaukee, Wis., 


Campa, Fla., Austin, Tex., and Des Moines, Ottumwa, Cedar 


Rapids and Waterloo, Iowa. 
Three cities reported collections good, whereas only one 
city reported good collections a month ago. These cities 


Austin, Tex., and Huntington, 


Cedar Rapids, I 


were wa, 

W. Va. Sixty-four other cities reported collections fair, 
while thirty-three reported them slow Fifteen cities re- 
ported an improvement in collections during the month, 
moving from the “slow” column to “fair.” 


i 


Furniture Men Continue with Merged Bank 


[The Union Bank of Chicago and the Guardian National 
fank were merged in October, continuing as the Union 
fJank of Chicago. The board of directors of the merged 
bank includes three commercial furniture men, who had 
been members of the Union Bank board: Olaus O. Krabol, 
chairman of the board, Colonial Chair Company; D. A 


Company; Alexander H. 


Revell & Company. 


Clemetsen 

\lexander H 
villas 

Woven Cotton as a Writing Paper 


Raggio, president, 


Revell, Jr., president, 


Some eastern houses have started the use of woven cot 
ton, with a back filling, for correspondence and record 
work. This suggests a new outlet for cotton, which has 
suffered because of low price. This cloth does not take 
printing like a good bond stock, nor is typewriting as 


clear as on good paper Erasures are made readily, and 
there is ample substance to stand repeated erasure. 
a 
Initiative is the ability to do the right thing—first. And 
the world pays well for it.—Quality (Clarke & Courts). 
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Reference is 
instantaneous 







Hinged roller bearing 
loops (patent applied 
for) on the bottom of 
each spacer quide 
enable the guide and 
panels fo tilt forward 
and backward with 
freedom and ease. 
See wide V opening 


A battery handling over 
56000 cards. Any num- 
The Automatic ber of units may be 

grouped to meet re- 


Vandex Unit ni el 
AUTOMATIC FILE & INDEX CO. 


General Sales Offices 


900 Butler Bidg., 427 W. Randolph St., Chicago, lll. 
Factory: Green Bay, Wisconsin OA11-Gray 


































129 





PATENTED AND PATENTS APPLIED FOR 


—a sensation 
in the visible 
equipment field! 


UTOMATIC VANDEX, the only basic improvement in visible 
card records in the last 20 years, combines all the advan- 
tages of all existing card records with the greatest flexibility 
and compactness. And best of all it can be purchased at 
extremely low cost. 


Think of it! As many as 76000 cards, completely visible to the 
eye of the operator, can be grouped within reach of her hand 
without moving her chair — without pulling out a drawer — 
without searching through bulky equipment. Reference is in- 
stantaneous! Never has such capacity been offered before! 


The Automatic expanding feature provides 9 inches of working 
space. Each panel riding on a ball bearing mounting can be 
moved with minimum effort or removed entirely on the instant. 
It saves time! Conserves space! Reduces clerical labor! And 
is adaptable to all classes of records. 


Write at once for our illustrated folder describing this new 
sensation. 
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EVEREADY 


“The Result of Long Experience and Knowledge 
of Requirements” 





5,000 Staples in 
(1) Loading 


No wobbly tin gadget, 
this Eveready Stapler. 
No, sir! It’s built to 
work right, and fin- 
ished to do credit to 
Makes its 
own staples—cannot 
clog or jam. In at- 
tractive enamel Olive 
Green finish. 


anv desk. 


MODEL A 





5,000 Staples in 
(1) Loading 
Will Not Clog— 
Built to Last 


Easy to Operate Fully 
Guaranteed . . All Parts 
Interchangeable Fin 


ished in Nickel Plate 
Rubber Silence Posts 
The Only Fully Auto 
matic Stapling Machine 
Making Its Own Staples 
from Flat Wire. 





MODEL D 


5,000 Staples in 
(1) Loading 


Regular Model “D" Tape Used 
Cast Arm and Base. 
Six Inches Stapling Range 
Gray Enamel and Nickel Plate 
Finish 
Heavy Springs—Rubber Silence 
,osts 
Can Be Operated Rapidly with 
Best Results 
Stands Firmly—Will Not Clog 
All Wearing Parts Specially 
Hardened 
This is a REAL Stapling 
Machine with All the De 
sirable Features and Re 
hnements. 














MODEL K 


inish—Nickel and Enamel, Rubber 


Silence Posts 
Capacity 2 to 40 sheets 


Makes its own staples’’ (from a 
of flat steel tape making 5,000 
staples) without a stop 


Operates easily and noiselessly! 


FROUBLE PROOF! ! ! 
All Parts 


Interchangeable 


BUILT FOR 
HEAVY WORK 


MODEL F 


There are extra profits for you in Eveready. Write today, 
and we'll tell you all about it. 


EVEREADY MFG. CO. of BOSTON 


34 Southbridge St. 
GENERAL SALES OFFICE: 


Worcester. Mass. | 
50 Church St., New York, N. Y. 
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“Painting with Pencils” New Faber Manual 

[Co make more familiar to teachers, students, and artists 
the new technique involved in painting with pencils the 
educational department of the Eberhard Faber Pencil Co., 
37 Greenpoint avenue, Brooklyn. N. Y., has published a 
book containing page after page of illustrations litho- 
graphed in full color, with explanations of the procedure in 
each case. 

The tools used in making the originals so faithfully re 
produced in the new book were Mongol colored indelible 
When markings with these pencils are moistened 
In the book the cor- 


pencils 
with water they produce wash effects 











WINNERS OF THE ROYAL YACHT RACES SALES CONTEST RE- 
PORTED IN THE OCTOBER ISSUE OF OFFICE APPLIANCES ON PAGE 
202 Upper left is Manager C. E. F. Russ, San Francisco, Calif. Lower 
left is Manager A. S. Baugh, Richmond, Va. Upper right is Manager 
H. F. Brainerd, Hartford, Conn. Center right is Manager J. R. Gardiner, 
Toledo, Ohio. Lower right is Manager H. J. Holt, Rockford, Il. 














rect methods of using the pencils are explained at length 
and references to the illustrations serve to make the ex- 
Color harmonies and specific ap- 
plications for water color pencils are discussed. 

The striking illustrations contained in “Painting with 
Pencils” cover a wide range of subjects, such as, jewelry 
designs, still life, interior decoration, animal life, textile 


planations still clearer. 


patterns, floral effects, fashion designs, and posters. 

The unusual interest manifested in art and educational 
circles concerning the new technique of “painting with 
pencils” should make this latest Eberhard Faber publica- 
tion extremely popular 

i 

N. Y. Merchants Publish New Trade Directory 

The Merchants’ Association of New York has recently 
published the 1930 edition of its annual year book in which 
are listed and classified the leading business houses of 
New York City. The book contains more than 7,000 
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PLANNED EQUIPMENT 


. is the work of experts. It is “tailor made” for the individual job. 
To attempt to explain the wide range of planned equipment SECURITY 
is capable of furnishing is a difficult task. One look at the profusely il- 
lustrated Planned Equipment Section of the Security General Catalog 
is convincing. It shows at a glance the splendid cooperation SECURITY 


can offer in this class of work. 
Send today for General Catalog and particulars regarding open territory. No obligation 
STEEL EQUIPMENT CORPORATION 


AVENEL, N. J. 
Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN, PHILADELPHIA 
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Did You Get YOURS... 



















on Sept. 20th 





























N that date, the postman delivered to several 
. = thousand wide awake stamp dealers and sta- 
S ; tioners . . . the first display of the new fall cam- 
SS paign that Stewart & Company is putting on, to 
stimulate sales for stamp men and _stationers 








throughout our territory. 


DID YOU GET YOURS ... ? 


X, 
; Enclosed with this display, we mailed a sample of 
Grom p 


the new CROWN Folder. Attractively printed in 
colors to match the display. A return card was 
also enclosed for requesting additional material 
. . « for counter distribution and mailing. 


DID YOU GET YOURS ... ? 


r 


It’s just possible chat you have been overlooked. 
If so, please write us at once on your letterhead 


and ask for the CROWN Display and sample 
folder, showing the CROWN Line of Daters and 
Numberers. THEN order additional displays or 


folders if you want them. 


TAKE ADVANTAGE OF 
THIS OFFER ... NOW e 


Write us on your letterhead 
or find our ad in the Sep- 


ISG) 


NCORDOR ar, = 


ted ae 
80 Duane Street NEW YORK 





tember issue of this maga- 
zine, and mail the coupon. 
We'll do the rest. 
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names classified into fifty large divisions. Twenty-seven 
of the large divisions are further classified into 142 sub- 
divisions, each of the latter representing a distinct trade 
or profession. An “Index to Classification” lists alphabet- 
ically 1,267 commodities, trades, industries, professions, 
etc., comprising the membership of the association, 

The office equipment industry is well represented in the 
various classifications of the directory. Thomas J. Wat- 
son, president of the International Business Machines 
Company is a vice-president of the Merchants’ Association. 

lee PES ESS 
New Sales Manager for Evansville Desk 

A. L. Haley, who recently joined the forces of the Evans- 
ville Desk Company, Evansville, Ind., has been placed in 
charge of sales for the company. 

Mr. Haley is a native of Tennessee. After taking a two 
years’ course at Principia College, St. Louis, Mo., he start- 





A. L. HALEY 


ed in the furniture business and was for two years office 
manager for the Florence Table and Manufacturing Com- 
pany, Memphis, Tenn. Then he was for six years sales 
manager and office manager for a wholesale furniture house 
in Memphis. Mr. Haley, who is still a comparatively young 
man, has been married for five years, and the Evansville 
Desk Company feels that its dealers may turn to their 
profit Mr. Haley’s youthful enthusiasm and seasoned ex- 
perience 
iia 
Texas House in New Quarters 

The Abilene (Texas) Printing and Stationery Company 
is now quartered in its completely remodeled building at 
1083 North Second street, following a division of the space 
originally occupied by the printing and stationery com- 
pany at Cypress and North Second streets. Formal open- 
ing of the company in its remodeled building was held in 
September. At that time, George S. Anderson, president 
of the company, announced the following department 
heads; Baker Cummings, manager of the territory sales; 
R. S. Stephens and J. C. Hughes, city sales and credits; 
Will Henry Haney, manager retail store at 1083 North 
Second street. 

Mr. Anderson has seen Abilene grow from a city of 
three thousand people to its present size since he took 
over direction of the company in 1896. During these years 
his company has grown to an establishment that now 
ranks as one of this section’s largest. In active manage- 
ment of the Abilene Printing and Stationery Company 
since its inception, Mr. Anderson retained active charge of 
the plant when it was made an independent unit in 1920. 
The original Abilene Printing Company plant was on 
North Second street. Following the publishing and com- 
mercial plant division, new buildings were erected in 1921 
on Cypress and North Second streets. Another unit of the 
printing company was added in March, 1928, with the 
opening of a building at North Second and Hickory 
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PROFIT MORE-- 


POINT THE PATH 
TO YOUR STORE 


"E iP KE % rs , 





Let your customers know where you 
are—what you sell. Give them Peer- 
less Eraser Shields. Peerless Shields, 
imprinted with your name and address, 
are profitable, effective dealer aids. 
Typists like these useful, convenient 
Peerless Shields. They use them con- 
stantly. As they do they are reminded 
favorably of you. When typing and 
other office supplies are needed, this 
friendly feeling brings those who need 
them to your store. Peerless Shields 
are free—but worth a lot to you in 
swifter sales, bigger profits, more last- 
ing goodwill. 

Point the path to your store with these 
effective business getters. Many other 
dealers are profiting through the use of 
Peerless Eraser Shields—through the 
sale of Peerless Keys. Why not you? 
Write us. 


PEERLESS 


KEY CO., Inc. 


New York City 





176 Fulton Street 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 

Kindly send us, without obligation, details of your 
profit-building plan for dealers, together with sample 
Peerless Key dealer helps. 


NGM <ccoccen eae i siekikt.garemeaaeel ceuhee wewes - 
TO err ee Sree ee 
Adds Jccccitecs bua euteae sinnknnnl ee 
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for loose leaf records—in- 
voices, copies, receipts, bills, 
etc., of any size, shape or 
punching. 


The extension slides accommo- 
date any punching of centers. 
The removable posts make ca- 
pacity unlimited. 


Simple as AB C. The lowest priced 
transfer binder made. Retails 
at $3.50 per dozen sets, F. O. B. 
New York. Thoroughly satisfac- 
tory and practical. Used by leading 
concerns everywhere. 


Send for samples. 


F. B. MANUFACTURING 


1228 Intervale Av. 
NEW YORK 




















LooseLeaf 


- HOLDER 





EXTENSION SLIDES 
SCREWS and NUTS 


A PERFECT BINDER 


Co. 
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streets. There the printing plant and office furniture sales- 
room are located, while the downtown house is used for 
stationery and office supply sales \ complete line of 
stationery, office supplies and gifts are carried. The Lady 
Jane Craft Shop is located on the balcony with Dennison’s 
lines.—M. H ities 
S. A. Williams Appointed Colonial Chair Represen- 
tative in East 

S. A. Williams, who has been connected with the retail 
office equipment field in Chicago for over ten years, has 
been appointed representative covering the eastern terri- 
tory for the Colonial Chair Company, Chicago. Mr. Wil- 
liams will call on dealers in all of the states east of the 
Indiana-Ohio line. His territory will also include Michigan. 

Because of his wide experience as a retail salesman and 


as an executive of the Office Equipment Company of Chi- 





S. A. WILLIAMS 


cago, Mr. Williams is well equipped to aid dealers in mer- 
chandising Colonial chairs 

In 1920 Mr. Williams went to the Shaw-Walker school 
of indexing and filing at Muskegon. Following this train- 
ing he joined the Shaw-Walker sales force in Chicago 
where he remained for about three years. Subsequently he 
managed the filing department of a large Chicago retail 
stationer for a year and a half. He left this position to 
organize the Office Equipment Company in which he still 
has a financial interest 

> 
Atlanta Stationer Retires 

W. D. Thomas, president and one of the founders of the 
Newell-Thomas Office Equipment Company, Atlanta, Ga., 
has just announced his retirement as a member of the 
firm. His plans for the future have not yet been stated. 

At the same time, owing to the sale of the building in 
which the company has been located, the Newell-Thomas 
Company will vacate its present quarters at 71 Walton 
street about November 1, and will move into its old loca- 
tion at 66-68-70 Walton street, where it will occupy the 
entire building instead of the corner offices as formerly. 

The Atlanta Office Supply Company, which is located 
with the Newell-Thomas Company, and which is owned 
and managed by J. F. Hanchey, will move about the same 
time into new quarters at 85 Walton street, in the Walton 
building.—J. H. R 

ae 
Wants a Transposition Eliminator 

San Francisco Chronicle] The modern typewriter has 
every desirable feature except a character that will makea 
wiggle as in longhand when you don’t know whether it’s 
“ie” or “ei.” —— 

Panning the Spelling 

Hit or Miss in Chicago Daily News] Tapping a type- 
writer to music is said to develop uniformity in one’s work. 
But there are some otherwise delightful young typists 


whose misspelling is the height of unformity. 





THE FIRST COMPLETE 


ELECTRIC TYPEWRITER 


FOR THE BUSY OFFICE 


Here's a typewriter that seems fairly ALIVE, so swift 
is the response to the lightest touch of the keys. Pro- 
duction is increased 30 to 50% with the ELECTRO- 
MATIC. Fatigue is eliminated. The type impression 
is even and uniform. The net result is a BIGGER 
AND BETTER DAY'S WORK! 


Every typewriter in office use represents but a small 
investment as compared with the salary of the typ- 
ist. Actual figures show that due to the marked in- 
crease in the speed and efficiency of the typist, the 
additional cost of the ELECTROMATIC is offset three 
or four times during the first year of operation. For 











The Electromatic System 
has been awarded the 
JOHN PRICE WHETHERILL 
MEDAL by the Franklin 
Institute of the State of 
Pennsylvania for pioneer 
work in the electrification 
of the typewriter. 





See the 


4 
efficiency's sake equip your office with ELECTRO- meaneieanen / 
! Demonstration 4 
MATICS. Mail the coupon today. <b the thattenel oP 
Business Show v7 es 
DISTRIBUTORS IN PRINCIPAL CITIES in Chicago p7 Po 
¢ 
S . $ 
of YL ee 
ELECTRAGMATIC Om, Eee § 
< 4 e e y, 
TYPEWRITERS oe ¢ 
INC. /& 3 
ROCHESTER, N.Y., U.S.A. Fa RI, oe : 
@ 4 
New York Office . Lincoln Building P42 ow: - oe 
Chicago Office . State Bank Building F od ia KO 4 ? 
A few excellent franchises still available for high grade distributors Z o SEF Ke a » oe 
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GET 
RID OF 
THE LAME DUCKS! 














This last year, several thousand mer- 
chants that we know have completely 
overhauled their selling methods, 
with sratifying, results. They checked 
up and found out just how much 
energy and investment per dollar of 
profit were required by all their vari- 
ous lines, with the result that many 
‘lame duck” lines landed in the street. 
Amon other healthy changes was the 
abandonment of the old policy of 
carrying, a back-breaking, inventory 
of several manufacturers’ lines, in 
order to have “whatever the public 
wants.’ Now these merchants use the 
saner and much more profitable 
method of paring, down to one fast- 
moving, line and Selling That Line. 


In describing, such an experience 
and explaining, why his firm adopted 
the 100 Per Cent Sheaffer Plan, Mr. 
H. K. Brewer, President of the 
H. K. Brewer Company, New York, 


Stationers since 1835, says, “After a 
very thorough 18-month test we are 
fully convinced that the only way to 
profitably operate a fountain pen and 
pencil department is to push and em- 
phasize ONE manufacturer's line... 
During the period since we began fea- 
turing Sheaffer's exclusively oursales 
have increased 50 per cent, and our 
inventory has decreased 25 percent.” 
Do you think that is remarkable or 
unusual? It isn’t. Several thousand 
Sheaffer 100 Per Cent Dealers are 
ready to furnish you with just such 
testimonials. 


Toss out the‘‘lame ducks” that can’t 
keep up with the profit parade! Tie 
into the line that has the rest of the 
industry at its heels and has swept 
aside all past sales recordsconsistently 
for nearly two decades! Get the facts 
on Sheaffer’s100 Per Cent Dealer Plan 


now! 
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SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKR 
W.A. SHEAFFER PEN COMPANY s+ FORT MADISON, lOW “, U 
New rk . I 5 rar 


Chicago 
W. A. Sheaffer Pen Co. of Canada, Ltd , 
Wellinaton, N. Z . Sydney, Australia 
Reg. U. S. Pat. Off 
W.A.5S. P. Co 


169-17 3 Fleet Street—T yronto, Ont 
. 52 Kingsway, London, End 


e world in sales—and Sheaffer's Balance’ line is outsellina 9-to-1 
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This white 
dot identifies. 
Sheaffer's ,the- 
ONLY Zenuine 


Lifetime® pen. "Ae 
y 












BALANCE 


The ONLY Balance® 
pen and pencil is 


Sheaffer's 
+ 
e 
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The World’s Gift Favorites! 
The World’s Greatest Pen Profits! 


Sales leadership proves that Sheaffer's pens and pencils have 



















Al long, been the most popular gifts, and the biggest profit-earners. 
A _ And the fact that nine Balance® Lifetimes’ are sold for every 
INU Eiietime* Ex. flat-top penshould prove even moretoanalertmerchant!Are 
Ly a $200 Others you still pushin® flat-topsin the face of nine-to-one prefer- 
Wl 5 lowers «<@™ ence for Balance’ writing instruments? Feature Balance! 


... The color plate used here is from Sheaffer's second 1930 Holi- 
day national advertisement. This sales message puts over three 
ys “ ; . 6-pece Matched Ensemble, 
bi, thoughts: (1) Fora welcome gift, choose Sheaffer's. (2) “No. WQI6, $40. Others 
Give lasting, pifts, not temporary pifts: give Sheaffer's. (3) ie cape 
For a superlative sift, jive Sheaffer's Matched Balance® 2) Te 
Ensemble... Each point increases your unit sale, plays 2 ~ 
right into your hands, ripht into your cash repister! 


AT BETTER STORES EVERYWHERE . 
7S 


HEAFFER'’S 











PENS-PENCILS-DESK SETS-SKRIP 


W.A.SHEAFFER PEN COMPANY ,FORT MADISON, IOWA, U.S.A. 
New York : ‘ Chicago - . . San Francisco 
m™ W.A. Sheaffer Pen Co. of Canada, Ltd., 169-173 Fleet St.—Toronto,Ont. 
om Wellington, N. Z. - Sydney, Australia - 52 Kin&sway, London, Enj. 
°Reg.U.S.Pat.Off Cw.A.S.P.Co., 1930 
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Seattle Leads in Pen Sales 

Seattle again demonstrated its ability to absorb large 
quantities of stationery supplies as compared with other 
large cities in the recent Parker Pen Contest, which was 
designed as an “anti slump” event, and to prove that busi 
ness is good, if you make it good. 

In this contest first prize—a check for $100—was won by 
Miss Marguerite Parker, saleswoman of the University 
Book Store, in the university district of Seattle, a student’s 
supply house for the thousands of men and co-eds attend- 
ing the University of Washington nearby. Miss Parker’s 











TWO LARGE INSTALLATIONS OF UNDERWOOD TYPEWRITERS 
BEING DELIVERED.—The upper picture shows a truck-load of fifty 
machines for the Gallagher Business School, Kankakee, Ill., entrance to 
which may be seen at the right of the truck. The gentleman second 
from the right is A. J. Sieben, manager of the Underwood office in 
Joliet, through which the sale was made. Third from the right is 
E. Toppel, Joliet service manager for Underwood. Joliet is a sub-office 
under Chicago. The two trucks in the lower picture delivered 100 Under- 
woods to the Englewood Business College, Chicago, recently The en- 
trance to the college is hidden by the truck at the left 








sales for the pen—co-incidentally bearing her name—for the 
months of May and June exceeded fifty per cent of the 
store’s total Parker pen sales during the year 1929 

So the first prize of the check for one hundred berries 
with the John Hancock of George S. Parker, president of 
the Parker Pen Company thereon, was hers, to have and 
to hold—or try and hold 

Other prizes which showed not only Seattle’s ability to 
absorb stationery but the sales ability here, were won by 
Harold S. Kenner, of Lowman and Hanford, pioneer sta 
tionery house of the metropolis of the Pacific Northwest, 
who was awarded a ten dollar prize, and Maud Freeman 
of the Frank B. Wilson Company, given a five dollar prize 
At Pasco, Wash., a five dollar prize was given to Ruth 
Nixon for her prowess with Parkers in her city 

One of the results of the national contest to develop 
sales for Parker Duofold pens was the definite proof that 
when business is bad it is the time for intelligent sales- 
manship, supported by heavy advertising and an aggressive 
policy to make business good.—C, M. L. 


pemmnagiiiietsinins 
Wadenstein Represents Elgin A. Simonds Company 

\llan Wadenstein, who formerly operated a large office 
furniture and equipment house on Fourth avenue, Seattle, 
Wash., which was recently purchased by Nugent & Harris, 
has joined the staff of the Elgin A. Simonds Company, 
representing that organization in the Denver-west terri- 


tory.—C. M. L. 
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DOUBLE 


APPEAL 
of 
BEAUTY 
and PRICE 


SELLS 
GREIST, [amps 


EALERS know from past experience that 
| Greist Lamps mean quick sales and 
good profits. Christmas buyers seeking 
real values cannot resist the strong appeal 
of these good looking and necessary lamps 
at a popular price. 


A full-sized 
desk lamp with 
one-piece ad- 
justable metal 
shade. Such a 
big success in 
two-tone 
Chromax fin- 
ishes at $6.00, 
that we are now 
offering it in 
three popular 
high-grade 
lacquer finishes 
to retail at $4.50 
each. Ask for 
1700. 


= 


We show here a few examples of GREIST 

values that cannot be duplicated. In our 

| new catalog, the complete line of Greist 
Lamps in colors. 


Right now—while you have the time to 
make a good selection—is the time to re- 
plenish your stock—Write today. 


THE GREIST MANUFACTURING CO. 


New Haven, Conn. 





hikes” 7 
oft? - 
; Home or Desk Lamp 
Desklite Two-point adjust- 
? An adjustable lamp ment. Weighted 
{i of stately design for base supports lamp 
fs office or home use, even when brought 
3 retailing at $3.75. down over desk. 

‘ Excellent for spinet 
ote desk. Retails at : 
a $4.50. 

¢ 

s i. 

% >* ret) 

: — wt 

t 

¢ 

Daylight Desk : 

Lamp Flexible Lamp 

} A beautiful lamp An exceptional val- 
fitted with Daylight ue. This graceful 
lens producing soft Swan Neck lamp re- 

s natural light. Re- tails at only $2.00. 

tails at $8.50. 
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- Your 


CUSTOMERS and 
PROSPECTS ARE 
BUYING XMAS 
GIFTS FOR THEIR 
CLIENTS NOW— 











A K-A-PIN 


Brings You This 
Business — 


Tak-a-Pin offers an easy way to 
slide into new accounts, and to 
boom new business with your old 


Most 


are looking for something different 


customers business houses 

something unique to give 
to their clients as a Christmas 
gift. Walk into their offices with a 
T'ak-a-Pin, 


orde r 


and walk out with an 
Tak-a-Pin is 


bec ause 


the unique gift 


Press downward on the top of the 
device and a pin is delivered to 
finger tips—Head up, and 
No scratched 


fingers, no hunting all over for a 


your 
all ready for use 


pin, and no more spilling of dusty 


pin cups .. and = Tak-a-Pin 
adds a touch of distinction to one’s 
desk What business man _ will 


not appreciate a gift like that? 


When ordering, please specify 
whether regular or Christmas pack 
ing is desired 








One Tak-0-Pit und one Vv 


oxe . lispiay cart 


Packed solid colors or as 
sorted 4 eact Mahogany 
Coree ! 


i Walnut to aca 





OAKVILLE-AMERICAN PIN DIVISION 
SCOVILL MANUFACTURING COMPANY 


CARVILLE - AMERICANS 
Om Orvisror 


Waterbury . p} Connecticut 


vane 
Preto 


NEW YORK :: CHICAGO :: SAN FRANCISCO 


VvvvVvVvVvVvVvVvYV 
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Simple Window Display Proves Effective 


\ striking window display—distinguished by its sim 
plicitv—was used recently at school opening to promote 
the sale of Venus, Velvet and Unique thin lead colored 
pencils by the Palfrev-Rodd-Pursell Co., Ltd., manufactur 


I 


ing stationers of New Orleans, La 


desiyned by Mrs i Nachman, 


was set up by using only some pencil boxes from 


Che display, advertising 


navet 


Ee eee ee = 


: me 

t N1QL E 
cp PENCHS ‘ 
: 











AMERICAN LEAD PENCIL DISPLAY IN WINDOW OF PALFREY 


RODD-PURSELL COMPANY, LTD., NEW ORLEANS, LA 

s k, two ferns and a few display cards The latter were 
enlarged reproductions of colored page advertisements 
appearing in the Saturday Evening Post and thus tied up 
effectively with the big national advertising campaign be- 
ing conducted this vear by the American Lead Pencil 
Company, manufacturers of Venus, Vel\ and Unique 

[he display more or less centered around the familiar 
viant Venus pencil, on which is imprinted a picture of the 
famous Venus de Mil The stand on which this rests 
was appropriately covered with green velvet, the other 
stands with blue sateen 

\ similar window can easilv be set up by any dealet 


Che display cards can be « btained from the \merican Lead 


i 


Pencil Company, Hoboken, N. J 
ae 
New Desks for the Home Featured 
Better offices in the home were featured in the fall fur 
niture stvle shows of the Pacific Northwest, especially at 
such display rooms as Bushong & Company, 91 Park 
street, and J. K. Gill Company f Portland, Ore New 
desks with flat tops like thos f the modern executive 
but somewhat smaller, were shown for installation in 
home 
\ttract e presentation f model and of modern 
desk ups appropriate for the busing executive and his 
taff were made at the northwestern office supply and fut 
niture houses during the fall furnishi shows. 
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Like a BASS VIOL.. 
bulf makes the 








UST as a bass viol makes an 

oD ideal “background” for the 

orchestra, so does the buff color 

of Improved Columbian Clasp Enve- 

lopes make the best base for a color- 
printing job. 





Buff soils less easily than white. Being 

a neutral color, it harmonizes with any 
additional color you use. And instead of 
“killing” or spoiling the contrast of addi- 
YY» tional colors—as many standard color-bases 

Lo _— do—buff heightens their effect and really adds 


another color. 





Check up on your stock today and fill in from 
LI Proven COLUMBIAN the thirty-two sizes your paper merchant carries. 


CLASP ENVELOPES 
EIGHT REASONS WHY THE UNITED STATES ENVELOPE 
IMPROVED COLUMBIAN CLASP COMPANY 


ENVELOPE Is THE STANDARD 

Extremely tough, flexible stock ... Scotch The world's largest manufacturer of envelopes 
seams; they never give . . . malleable : 

sana humana cele SPRINGFIELD, MASSACHUSETTS 


metal clasp—anchored at all points 
through double thickness of paper . . . 


flap-hole reinforced with patch that al- With thirteen manufacturing divisions 
ways lines up with clasp ... name and . b 
size number on lower flap . . . 32 stock covering the country 


sizes .. . buff color enhances any other 


colors you use 
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"Twill soon ”Transter time 


Berloy 4-drawer roller transfer units 
offer you many sales advantages Phas: a 


ERE is a transfer unit of ¢, Show them the high back 


outstanding merit ..a sales and solid side construction to 
builder. ¢, Point out to your keep out dust and the roller 


customers its many distinctive construction for easy operation. 


features and they will quickly Emphasize the unusual value 


become interested. ¢, The sturdy in this BERLOY unit 
@. Be sure to check your stock 


channel construction permits 


stacking to any height without and make sure you can take 
drawers binding. To anyone care of your customer require 
who has tugged and pulled at ments ... Now is the time 
old style transfer units, this will to display and sell BERLOY 

blessing, indeed ... Transfer Units. Y 7 7 rf 


prove 


THE BERGER MANUFACTURING COMPANY 
Division of 
Republic Steel Corporation 
CANTON, OHIO 








\ 
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A-—I leavy channel steel frame, front and rear. 

B — Low drawer sides for convenient filing. 

Cc—! ligh drawer back to keep out dust. 

D — Solid bar legs. 

E — Connecting links that lock units horizontally. 


F — Solid sides to keep out dust. 


G— Sanitary hase. 











BERLC YY Transfer Cases are 
made in the following sizes: 
FIRST GRADE 
(Four rollers) 
LETTER SIZE 

CAP SIZE 

BILL SIZE 

LEDGER SIZE 
COMMERCIAL GRADE 

(Without Rollers) 

CAP SIZE 

LETTER SIZE 
CHECK SIZE (two drawers) 


TABULATING CARD SIZE 
(2 double drawers) 


w 


H — Hook fastener in rear that locks units vertically. 

1 — Handle on back for convenient carrying of drawer. 

J — Reinforced top and sides. 

K — Drawer edge formed over wire. 

L — Reinforcing plate that stiffens drawer head and prevents 
handles from pulling off. 

* —_ Roller. 
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“Beautif ying 
the Office” 


our illustrated 





| catalogue is a 
real sales builder | 


that offers a | 














keener insight in- 


Practical, of course, wee | 


market. 





now for your 


but beautiful, too! conn | 


In the expression of his own individuality in selection of his 
office appointments, the modern executive seeks not only the 
practical but the beautiful.... 

Sainbers, Office Accessories combine that subtle expression of 
00d taste and finesse with intrinsic worth that only quality can 
prod UCC .c- Leather paneled desk pads, leather COV ered hand sold 
tooled letter trays, waste baskets, calendar stands, etc., enhance 
the effect intended in the finest furniture.... 

Sell Sainbers, Accessories to make satisfied customers and a jood 


profit is assured. 


SAINBERG & COMPANY, INC 


Manufacturer of Desk Pads and Office Accessories 
37-43 West 26th Street NEW YORK, N. Y. 














p 
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Many of the flat top home desks of smaller dimensions 
than the master size of the office, to fit into the confines 
of the modern apartment or flat, or the bungalow which 
the small family of today usually occupies, were shown in 
Portland show rooms in beautiful period designs to match 
home turniture 

These desks were made for men who wish to spend more 
time at home or to dispose of work which would keep 
them at their offices beyond reasonable hours. These 
desks are also useful to the housewife and other members 
of the family, and exert a certain influence on children by 
familiarizing them with the keeping of records in an 
orderly way 

One of the disadvantages now overcome in the new styl 
desks for the home, identical in type to the business-like 
prototypes, is the size of the latter. Diminished in size, 
so that they can now be placed in the home, and finished 
so that they will harmonize with the color scheme, fit in 
and blend with the other furniture and furnishings, they 
are finding their niche in the modern home and are meet- 
ing with wider vogue, for all the members of the family 


C. M. L 


> -— 
Eberhard Faber Salesmen Use Novel Advance Card 


An out-of-the-ordinary advance card is mailed by Eber 
hard Faber Pencil Company salesmen to announce their 
calls. On the back of card of postal card size is glued an 


illustrated booklet held shut by gold seals. On the coves 





on or about Matendtn (5 





EBERHARD FABER ADVANCE SALESMAN 


the salesman writes in his name and the date of his in 
tended visit with a Mongol colored indelibl pene il When 
opened, the booklet, designed like a strip of motion pi 
ture film, shows the arrival of the salesman, his showin, 


of the Eberhard Faber line, and the taking of an ordet 


—~— 
Fifty Thousand Dollar Business in One Day 

Opening of the University of Washington at Seattle last 
month made an unprecedented demand on “The University 
Bookstore,” located at 4324-28 University Way for type- 
writers, paper, typewriter ribbons, stationery and books, 
used by the members of the student body, estimated at 
7,500 this vear. 

In short, a $50,000 volume of business was the turnover 
tor the first day of school at this large retail outlet for all 
forms of office equipment and stationery Che store is 
managed by James E. McRae, who reported that the ban 


ipts of the first day of the university's fall semester, 


ner rece | 


greater than ever before, would be doubled by the end of 
the week 
Che University Bookstore was recently remodeled and 


enlarged at a total cost of $166,000, making it one of the 





"WHAT DOES 
It COST?” 


“What does it cost?”—the inevitable 
question. Are you, Mr. Dealer, with 
your present line, eager to answer this 
question? Do you feel that after all 
other points are considered, the price tag 
adds weight to your sales argument?— 
Hoosier dealers do. 


They know that point for point—dollar 
for dollar—Hboosier is the greatest value in 
the office furniture field today. Rapid turn- 
over and substantial dealer profits have given 
zest to their enthusiasm. Don’t you feel that 
you too should know more about this quality 


line? Details gladly furnished. 
HOOSIER DESK COMPANY 


Jasper, Indiana 


HOOSIER 
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and NOW... 


The Greatest Improvement 
Ever Made in Stapling Machines 


OR forty years 

Hotchkiss has 
led the field in 
paper fastening de- 
vices. For forty 
years Hotchkiss 
Paper Fasteners 
have been the ac- 
cepted standard 
pioneering, devel- 
oping, using every 
known improve- 
ment that could 
make them better. 

And now Hotchkiss announces for all its wire 
stapling machines the greatest improvement in the 
history of stapling— the Adjustable Anvil!— ad- 
justable in an instant for either permanent or 
temporary fastening of papers— adjustable so that 
papers may be gently, safely gripped for a time and 
later slipped apart—or fastened together tightly, 
permanently, never to be removed or lost. 

Gone now is the need for pins and clips, for any 
paper fastening device except the neat, compact, 
sturdy, efficient Hotchkiss. Gone is all sales resist- 
ance to paper fasteners! Your sales will mount, 
your profits will jump because your customers 
will all want Hotchkiss Wire Stapling Machines 
—and now is the time to supply them. 

Write for details or send in your order immediately for a 
few LA and 2A Hotchkiss Wire Stapling Machines with this 
latest and greatest improvement—the Adjustable Anvil for— 
TEMPORARY PERMANENT 
aS —$—<$—— ————— . 
=" ="_ FASTENING “> =>” 








or 








THE HOTCHKISS SALES CO, 


Norwalk Connecticut 


sPAPER FASTENING MACHINES 


FRUAUANEEAUOUEENUENNUEEEENTEENUO TENN TELE EEEASDEAUEECAAECCCOUEEOADERATOEOODSSDAUO EERO EEEUSERELU ETE EEUEAEOEOUOEEEON 


HOTCHKISS 


Pe 














i) 





OFFICE APPLIANCES 


foremost retail outlets of its character in the country. The 
personnel of the store, all university students, was doubled 
to care tor the big rush that coincided with the opening 
of the fall semester. There were seventy people on the 
payroll during the rush period. Many new stationery lines 
and other equipment for the university students were 
added to the stock i mee Ee 











H. T 
Crocker is the man whose story of being on one trip for thirteen years 
was presented in the October issue. His picture did not come in time to 
be run with the article. We are sure that readers of Office Appliances 
will be interested in seeing the gentleman who has performed so singular 
a feat of stick-to-it-iveness 


CROCKER 


Mr 








Northwest Travelers Club News 


The first monthly meeting of the Northwest Travelers 
Club for the fall season was held at the Andrews Hotel, 
Minneapolis, Minn., on Saturday afternoon, September 27 
The new president of the club, Roy Clarke, was in the 
chair. Several interesting topics were discussed, and the 
president outlined the club's program for the 1930-1931 
season. The plans presented were heartily endorsed. The 
club will this season devote still greater efforts to promot 


ing co-operation between retailers and the salesmen in the 
club. Every dealer in the territory will soon be supplied 
with a roster of the members of the club and an outline 
of its purposes and progress 

* * * 

Herman Rogers, of the Minneapolis Paper Co., was 
operated on for appendicitis at the Swedish Hospital, Min 
neapolis, on September 20th. Herman is doing very well 
and we all join in wishing him a speedy recovery. 

* ¢ ¢@ 

Fred Vye is now representing the Reyburn Manufactur 
ing Company in the northwest. He is a new member of 
the Northwest 


Travelers Club. 


Youcher Printing & Lithograph Co. recently opened 


The | 


their new and attractive store in the Northwestern 
National Bank Building, Minneapolis. Henry Johnson is 
manager of the store Many valuable priz were drawn 
by customers during the first week 

* 

McClain & Hedman, of St. Paul, have recently mad 
some very attractive changes in their store arrangement 
and appointments 

Mr. Mohn has purchased Mr. Holden's interest in the 
Holden-Kahler store at Cedar Rapids, Iowa Extensive 
changes have been made in the store arrangement, and the 
pers mnnel also has been changed 


The Zaiser Specialty Co., Des Moines, lowa, are now 
well established in their rearranged and enlarged store. 
* 
The Gross-Allbe Print Shop, Waterloo, Iowa, has re- 
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/ANDERBILT LEATHER” 


Be€ause.:.----- 


For the first time, leather can be placed in a customer s 
office at a price that will compete with furniture of 
other types 


As a consequence, office outfitters all over America 
are discovzring an entirely new market with Vanderbilt 
leather furniture. They are selling it to the doctors, the 
lawyers, the dentists, the banks and aozens of other 
offices where there has always been a demand for 
leather—but price has been an obstacle. 


Write us for the facts. Our dealers are making money 
on this line because Vanderbilt leather furniture is sell- 
ing today! 


VANDERBILT 


MANUFACTURING CO. 
General Offices - - DETROIT - - 333 State St. 


Chicago Show Rooms - - - Furniture Mart Bldg. 
Factory - - - Vanderbilt, Mich. 


Xddress Inquiries to the Detroit Office 


Write for Prices 


You will be amazed at 
the low cost of this No. 
1213 suite, covered in 
Eagle-Ottawa leather. 
Dixie grade. Also Veal- 
skin finishes and Moorish 
Top Grain leathers in a 
full range of colors. 
Feather spring units in 
cushions. 


Ask for portfolio and 
sample books of leathers. 
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Illustrating the New Metal Glass Divider Rail 


Patent Pending 





100% Adjustable in Any Direction 





™ . a 


No removing of glass—for dusting—just lift the whole 
section. Eliminates glass breakage and injuries from cuts. 
Whole sections may be aul’ 

coming apart. 


odily without danger of 





A low priced wood display 
table with removable dividers 


95% Glass Saving 


Less Handling—Less Breakage. Saves Installa- 
tion Costs in Short Time 


That is what this newly developed METAL GLASS 
DIVIDER RAIL will accomplish for you. 

\ portable or permanent Glass Divider Display Sec- 
tion, any size, can be set up in a few minutes with this 
Fixture. 

You can assemble or knock-down a complete Display 
Section and make elaborate or minor changes easily 
and quickly with the aid of a screw driver only. Com- 
partments can be built up to any size. Increases or 
reductions in bin sizes can be made in fractions of an 
inch, all directions. Hence from one to hundreds of 
compartments or bins may be set up to meet individual 
requirements. Only as many sections of the Fixture as 
is necessary to meet your special requirements need 
be purchased. Write for circular and prices. 


Ideal Table for 10 Centables 


Here is the ideal Table for dis- 
playing 10c merchandise to in- 
sure quick turnover of variety 
goods. 


The wood partitions may be removed 
in a jiffy. Bin sizes to accommodate 
the merchandise whether it be com- 
pact or bulky can be had by merely 
adding to, taking out or shifting the 
partitions. No tools necessary. Write 


for prices. AGENTS WANTED. 


THE 


ORTHWINE 


MANUFACTURING 
COMPANY 
438 West 37th Street 

| NEW YORK 


j Telephone Medallion 5900-1-2 
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cently enlarged its stationery and office furniture depart 
ments. 


‘* * «* 


Arthur Grayston and Roy Clarke made the feathers fly 


during the first day of the duck season, as attested by 
photographs placed on record at their offices. No affi 
davit was required as to their skill as Nimrods. We be 
lieve them. 

* 


has recently 


The Fars 


moved into its attractive new office and warehouse build- 


o Paper Company, Fargo, N. D., 


ing, and is clearly among the leaders of the paper trade in 
this section of the country. To R. E. Cole, president of 
the Fargo Paper C« 


the growth of the firm 


ympany, must go much of the credit for 
The “boys” are invited to visit the 
new quarters of the company 
= 
Royal Dealers Profit Through Kingsbury School 
Service 
Che illustration shows Glenn C. Kingsbury at the keys 
of the Royal typewriter, on which he attains the accuracy 
and speed which so encourage school students, teaching 
by means of the principle of rhythm, which he is declared 
to have been first to apply in typewriting instruction. 


Rhythmatic operation of a typewriter enables the typist, 


GLENN C. KINGSBURY, ROYAL SPEED TYPIST 


it is said, to increase immediately the accuracy and speed 
of the work 
try, Mr. Kingsbury has spread the knowledge of rhythm 
in typing, the importance of which is demonstrated by Mr 


Through his visits to every part of the coun- 


Kingsbury’s demonstrations, and by the definite improve- 
ment attained by students who adopt his method, 
Kingsbury’s work is intended solely as a service to 
schools. The demonstration is a carefully planned en- 
Kingsbury’s un- 


deavor to reach the operators present 


assuming manner and fine personality enable him to hold 
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THE NEW STANDARD 


Rotary Duplicator 


Radically Different 
Gelatin Duplicator 





Provides a speedier, more efficient and more 
convenient method of making copies—with- 
out any stencil-cutting, typesetting or carbon 


manifolding. 


EXCLUSIVE Standard FEATURES 


200 copies from one original. 

50 to 60 copies a minute. 

Reduces sponging or washing of Film 
to a minimum. 

Delivers copies flat—not curled. 

Uses Bond Paper—coated paper not 
required. 

Produces better copies and more 
copies. 

Assures perfect registration. 

Simple automatic operation. 


OPPORTUNITY 
FOR REPRESENTATIVES 


District Agents—The addition of the new Rotary 
Duplicator, together with Standard’s progressive 
policy of steadily broadening its line, has created 
several attractive positions for District Agents in 
various parts of the country. 


Salesmen—There are also openings for capable 
salesmen in established Standard agencies afford- 
ing permanent connections in a rapidly growing 
organization, with opportunities for advancement. 


Dealers—Standard Machines are so simply and 
durably constructed, so easy to operate, and re- 
quire so little service that dealers find them very 
profitable to handle. Permanent revenue from 
supply business. 


Write for Complete information. 


Handard 


MAILING MACHINES COMPANY 


Revere Boulevard Everett, Massachusetts 


Envelo 
Copy Holders 


s Sealers Stamp Affixers 
Postal Permit Machines 
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Step up 
office basket sal 


More and more dealers are finding it 


profitable to carry a complete line of 
metal office baskets. More and more are 
finding greater sales in the Canco line. It 
is complete and varied, attractive and 
nationally known—all being qualities 


that count with big buvers. 


Canco office basketsare furnished in rich 
finishes of oak, walnut and mahogany; 
institutional baskets in white; others 
for more general use In green, corru- 
gated or plain. There is a type and 


size for every use. 


Galvanized Ware Department 
AMERICAN CAN COMPANY 


Toledo €anco Ohio 
= 











Illustrated here is the Canco’ 
No. 82, 13% x 10"/1 x 1444, 
furnished in green, walnut, 
oak or mahogany. We have 
available also the small size 
corrugated basket No. 160, 
1244 x 9% x 11%, also No. 











































480, 19% x 12% x 18, a larger 
corrugated basket. Both of 
these baskets can be had in 
either green or white. 
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the attention and respect of student classes. He receives 
many letters from students thanking him for the benefits 
they have derived. Writing to a Royal dealer, the presi- 


dent of the senior class of a leading Worcester school 


says: “By his expert performance we were inspired to 
greater advancement in typewriting.” This student con- 
cludes: “I am inclosing a standing welcome to you, to Mr. 


Kingsbury, and to all representatives of the Royal Type- 
writer Company.” 

It is stated that in his demonstrations Mr. Kingsbury 
writes at rates from 30 words per minute to 240 words per 
minute. Yet, with the ability to write at such an incredible 
speed, Mr. Kingsbury nevertheless puts most of the accent 
on the lower rates, believing that it is unwise to discour 
age the students by exhibiting an adeptness which they 
feel they can never attain. Rather, he renders helpful sug 
gestions, impresses the students with the fundamental re- 
quirements of an expert typist, and imbues them with the 
desire and ability to improve their own work 

The heads of several leading commercial schools have 
registered warm approval of Mr. Kingsbury’s work, and 
many dealers have found it possible to make sales more 


easily after his demonstrations in local schools 


> - 
Santa Claus Gets Behind the Bates Phone Index 
The Bates Manufacturing Company, 20 Vesey street, 
New York, N. Y., has placed Santa Claus in charge of the 
Bates telephone index display this year \ small cut-out 


Bates 
Telephone Index 














SANTA CLAUS DISPLAY CARD 
BACKING UP BATES TELE 
PHONE INDEX 


card of Santa Claus is provided by the company for plac- 
ing in position behind each Bates index, as shown in the 
illustration. The Index is offered in a wide assortment of 
finishes. The display cards are offered to all dealers han- 


dling the indexes 


———— 
New Issue of Hoosier Desk Catalogue 
Catalogue No. 30, issued October 1 by the Hoosier Desk 
Company, Jasper, Ind., tells in word and picture of the 
company’s four complete lines of matched suites and 
four grades of commercial straight line desks and tables. 
Che catalogue is in loose leaf form. Each sheet is really 
a six-page circular, folded to page size, with four pages of 
each sheet devoted to illustrations and reference numbers 
and the rest of the sheet to general description. Users 
of the catalogue are invited to send for loose sheets per- 
taining to any of the designs, rather than mutilate the 
catalogue—and it is so attractive looking as a catalogue 
that the lover of the beautiful, we feel sure, would prefer 
to keep it intact 
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A NEW OFFICE CHAIR 
THAT STAYS NEW... 


Lighter, stronger, more comfortable, more beautiful, everlasting—the new 
GF Aluminum office chairs! == These modern office chairs are designed for 
greater body comfort, health, and working efficiency, and fabricated of electri- 
cally welded aluminum. «= They have every feature of the finest wooden chairs, 
with only half the weight and they are practically indestructible in regular office 
use. == No work for the repair man, no splintered edges or loose joints, no 
shabbiness, no costly upkeep or refinishing. == And the baked enamel 
finishes harmonize in the finest surroundings. == GF Aluminum Chairs are fitting 
companions in appearance and long service, for GF Allsteel Office Equipment. 
THE GENERAL FIREPROOFING COMPANY - YOUNGSTOWN, OHIO 


CANADIAN PLANT, TORONTO 


OFFICE EQUIPMENT 
DEALERS 


A complete line of GF Aluminum | 


chairs is ready for immediate | 
delivery. A new opportunity for | A [ U M N U M 








greater sales is open to you. | 
Prepare to get your share. 








| 


a — —E EEE 7 ——EEE 


0 
x 
ler 


o 





ESKS - BILES - SABES - SHELVING - FULLER 


| 




















LOW 
UPKEEP 





OFFICE APPLIANCES 


STANDARDIZE 


“sa 
~ 


ETTERtex: DEVICE 





SPEED 
If you want speed 
in record keeping, 
choose Grand Rapids 
equipment. Simplicity 
of construction makes 


SAFETY 


Grand Rapids 
binders hold their con- 
tents securely and can 
be used for ready ref- 
erence without danger 


EASE 


The binder opens 
flat, and simplicity of 
construction makes it 
easy to remove or in- 


COMPACTNESS 


Embodied in the construc- 
tion of Grand Rapids bind- 
ers are features that give 
you maximum sheet ca- 
pacity in most compact 


STRENGTH 


Grand Rapids bind- 
ers will give you more 
years of service, an 
look better after exten- 
sive use, because of 
better materials and 
better construction. 





sert sheets. form. 


every operation rapid of losing sheets. 





The line is complete. Ledgers, 
Journals, Cash Books, Catalog Covers, 
Minute Books, County Records, Pho- 
tostat Binders . . . . all the needs of 
business record keeping are fully met 
with binders of advanced superiorities. 


Grand Rapids binders utilize to fullest advantage the 
Loose Leaf principle. They have no metal parts to 
mar furniture. They hold securely and in perfect alignment one or one thousand 
sheets. The back automatically adjusts itself to any thickness and, due to its 
flexibility, provides a firm, flat, writing surface. 


In addition to better binders Grand Rapids man- 
ufactures ruled and printed forms for record keep- 


ing in every field. A complete stock always on 





hand. Merely tell us what records you wish to in- 


stall or improve, and we will send samples, sugges- 





tions, and prices. 


GRAND RAPIDS LOOSE LEAF BINDER CO. 


GRAND RAPIDS MICHIGAN 
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Some New Eberhard Faber Items 


Markings made with Aquarello pencils, when moistened 
with water, pr ore excellent wash effects The new flat 
Aquarello pencils placed on the market by Eberhard Faber 
are intended particularly for making broad strokes such as 
are often desirable or necessary in sketching, poster work, 
drafting, and making maps, graphs, charts, etc. The new 

ssortment of these pencils is designated as No. 4630 and 
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DISPLAY OF FLAT AQUARELLO 
PENCILS 


llo pencils of different colors. The 
Phe pencils are 434 


contains twelve Aquars 


leads are flat and are encased in wood. 


inches lone and are oval in cross section shape rhe 


dozen pencils in the assortment come in a convenient flat 


box, each pencil sharpened at one end, with the other end 


make se- 


finished in the color of its particular lead, to 
lection of the desired color of pencil a very easy matter 
The boxes are packed six to a carton 

Another display announced by Eberhard Faber is 


ined free to any dealer 


Van Dvke Gold Top 


unter display case G, which is lo 


who buys a gross of tubes containing 


W——— EE 
~~ i 
VAN DYKE 
THIN LEADS 





THIN LEADS IN COUNTER CASE 


VAN DYKE 


thin leads. These tubes retail at 15 cents each and con- 
tain the finest leads made by the company Van Dyke 
icads come in the seven most popular degrees of hardness 
for black. and also in the following colors: red, blue, helio- 


JAMESTOWN 


Buy the 
CORRY- 


Line 














OU will find in addition to special 
values in cases, cabinets and other steel 
furniture, a group of three different stand- 
ard filing cases—"STEEL AGE”. . . “VI- 
KING”. . . and “ARMOR’’—designed to 


meet your different classes of trade. 


Featuring the “ARMOR’’ 


Unusual value at a price—responsible 


for our slogan “Excellence at Lowest 


Cost.” Write for descriptive folder of 
special features in 2-drawer, 3-drawer, 4- 


drawer files, with or without lock. 


Due to new and modern plant equip- 
ment with exceptional manufacturing ex- 
perience, we can assure you values in the 
entire Corry-Jamestown Line that mean 
better profits and better service to your 


trade. 


Ask for Catalog and details of our Inspection 
Offer. Address CORRY-JAMESTOWN MFG. 
CORP., Corry, Penna. Cable Address: CORJAM 


Warehouse Stocks Carried in 


Philadelphia Los Angeles 
St. Louis Seattle 


New York 
Chicago 


ORRY- 


STEEL. FURNITURE 























OUT OF 
THE COMMONPLACE 


Stencil papers and duplicat- 
ing inks may seem to be 
very ordinary merchandise, 
but Ilpaco duplicating sup- 
plies have a personality all 
their own. 


The New Ilpaco Stencil I 
packed in a most attractive 





substantial box 


1 bACO 


duplicating inks and 
stencil papers 


Besides a uniform high quality, Ilpaco dry stencils and 
duplicating inks are lifted high above the commonplace by 
being packed in beautiful containers. The beauty without 
matches the quality within. It creates an impulse to buy. 
Beauty and quality build a personality which develops a 
constantly increasing volume. 

Concentrate on Ilpaco supplies and you will have the defi- 
nite advantages of attractive containers, excellent quality, 
reasonable prices, and an absolutely dependable source of 
supply 


f 


INVESTIGATE 


An initial stock order 





assures you the priv 

ilege of returning it 

without obligation if 

Ilpaco supplies are Ilpaco No. 1400—Intensely 

not the finest you black, free flowing; the finest 

ever offered your ink for fountain duplicators 
, < : Medium consistency dries 

trade ampies on fe quickly Guaranteed not to 

quest harden on the pad 


ILLINOIS 


DAPPER COMPANY 


516 West Jackson Blvd., Chicago | 
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trope, green, yellow, and indelible copying. There are 24 

black leads in a tube, or 12 of any of the colored leads, 
including the indelible copying leads 

Che new G stand is small, light, and compact. It occu- 

pies a minimum of counter space and holds a gross of 

tubes of Van Dyke leads in an assortment of black, col- 


ored, and copying, with the right number of tubes of each 


degree of black and of the colored and copying leads to 
assure quick turnover of the whole gross 

Van Dyke Gold Top thin leads are also packed one 
dozen tubes to a box and two dozen to a carton. The 
dozen tube box is listed as No. 5046 and the carton of 
two dozen tubes as No. 5050 

Helmet pencil tip No. 2330, made by the Eberhard Faber 
Pencil Company, is an elongated eraser which serves also 


a large-sized eraser, round in 


protector It is 


as a point 
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COMBINATION ERASER TIP 


PROTECTOR 


OF 
AND POINT 


DISPLAY 


shape and red in col 


he 
Eberhard Faber lat 
No. 6380. are m 


with six pleasing c 


rr, and comes packed one gross to the 


box container is a folding, easel-back display box. 


ve diameter pencils, known as Magna 
marbelized effects, 


Magna pencils have 


ww available in attractive 


] 


or combinations 

















MAGNA PENCILS IN NEW COLORS 
soft leads, write easily, and have a gilt tip and red eraser. 
They are mounted one dozen assorted colors to the card, 
and are packed one-half gross to the carton 


Still another new Eberhard Faber pencil, which is prov- 
ing very popular among devotes of miniature golf courses, 


is Hol-Hi pencil No. 


pencil 2% inches long, and comes packed one gross to the 


389. It is a short, practical, golf 


box. 














H: the quick, profitable connection for 
you—the number ROBERTS gives to the 
lowest priced, swiftest selling numbering ma- 
chine! 

Get the right number the first time! Don’t tie 
up capital in “dead” or slow moving stock! 
Stock Model 49’s. Connect up with the big- 
ver volume, bigger turnover, bigger profits this 
universally appreciated numbering machine can 


bring you. 
“49” is the number most business men ask for 
and numbering in business is becoming more 
and more important. 
Preference spells profit—cash in with this “pre- 
ferred model. ‘Place a few on your shelves. 
Put in a call for INFORMATION—NOW! 
Find out how you can ring up bigger profits the 


first time with ‘49”. 


NOTE! 

—Model 49 with A. or H. style figures now in 
5 actions—consecutive, duplicate, triplicate, 
quadruplicate and repeat, making 3 type style 
and wheel combinations now available in this 


popular model. 





THE ROBERTS 
NUMBERING 


MACHI 
Ptemamann So- 
“BROOK LYN NY 





THE ROBERTS NUMBERING MACHINE COMPANY 


694-710 Jamaica Ave. 


Brooklyn, N. Y. 


Western Distributors -LOUIS MELIND, CO. 362-64 West Chicago Ave. CHICAGO, ILL. 
593 Market Street, San Francisco, California 















































ROBERTS 


numbering 
machines 








ROBERTS NUMBERING MACHINE CO. 694-710 Jameica Ave., Brooklyn, N. Y. 
Kindly send, your “Lowest Discount Schedule” and other infor- 
mation upon the profit-producing ROBERTS BIG EIGHT. 


NAME 





ADDRESS 
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The “Better Pencil” J Made of Bakelite 


1801-31 Foster Ave. Chicago, Illinois 


Here are the 
See KwAUeenik 





No. 52 Autopoint Oversize in cloudy amber 
or jade, transparent ruby, or amethyst and 
ivory colors. 14k Green Gold-Filled tip, Bell 
Cap and Eraser, Ball Clip for thin ( writing) 
lead, in plush-lined gift box... to list at $4.00 





















HESE deluxe Autopoint models give you the kind of gift mer- 

chandise you need for the Christmas trade. Autopoint’s sturdy 
mechanism has won for this pencil the name of “The Pencil of Big 
Business.” This better and more dependable mechanism makes the 
finer models acceptable everywhere as Christmas gifts. 


Feature these gift-model Autopoints right through for the next 
few weeks. Note how women select them for their gifts to men. 
Note how men, because they know Autopoint dependability, 
pick out the ladies’ models for giving to women. 


How are your stocks of deluxe model Autopoints? Let us 
send youan assortmenttotakecareof yourChristmastrade. 
Autopoint is being advertised in Sunday newspapers 
in leading cities. Tie up with this publicity. Window 


and counter displays will be sent you on request. 


No. 17XR—Ladies’ size, 14K 
Green Gold-Filled Tip, Bell 
Cap and Eraser, with ring 
ad pe ee to list at $3.50 





No. 18-14K Green Gold-Filled Tip, 
Bell Cap and Eraser, with or without 
CUP oe recvecccess to list at $3.50 


AUTOPOINT COMPANY 
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VERY sheet of carbon paper and every typewriter ribbon 
that leaves our plant is built to the QUALITY ideal. 


OLD TOWN Carbon Paper, the cleanest-writing, most dur- 
able duplicating stock that ever slipped between two copies 


...+ OLD TOWN “Hermetic” Typewriter Ribbons, their 


sky-high goodness kept fresh by our famous key-opening de- 
are typical OLD TOWN products. The best you 


at any price. 











vice . 
could buy or sell . . 





‘OW Gown’ 


RIBBON & CARBON CO., Inc. 


Manufacturers 
Brooklyn, New York 





176 Johnson Street 
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Daboll Celebrates Twenty-fifth Year in Typewriters 
M. J 


Daboll celebrated his twenty-fifth year in the type- 


writer business by opening in September an ofhce equip- 
ment store de luxe at 828 St. Germain street, St. Cloud, 
Minn. This store operates under the name of The Type- 


and distributor in central Minnesota for 


writer Shop, 


1s 


\ 





THE TYPEWRITER SHOP, A NEW STORE IN ST. CLOUD, MINN 


L. C. Smith and Corona typewriters, Corona accounting 
cashiers, Corona adding machines, etc. The company also 
represents the A. B. Dick Company, carrying a full line of 
Mimeographs, stencils and Mimeograph inks. The house 
is agent for the GF line of typewriter desks, letter files and 
safes and also carries Eff & C chairs. Metal shelving, 
counters, etc., are used throughout the store 


> 
New Mak-ur-own Window Display 
Here 


own index tabs, 


is an attractive new window display, on Mak-ur- 


that is gaining a great deal of attention for 
many dealers who are making it the background for a win- 
dow on this popular tab. 


rhe Mak-ur- 


own index tab is shown pictorially on this card, which is 


whole process of cutting and attaching a 





MATERIAL PROVIDED BY THE VICTOR SAFE & EQUIPMENT 
COMPANY FOR A WINDOW DISPLAY OF MAK-UR-OWN INDEX 
TABS 


lithographed in five colors. A small price card is also 


furnished which features the “cat's eyes” illustration that 
has been so effective in advertising this product in the 
national magazines. 

These window displays are being furnished free upon 


request by The Victor Safe & Equipment Company, Mar- 
ietta, Ohio, to dealers who carry a stock of Mak-ur-own. 
a 
Mr. Babson Visits the Pacific Coast 


Stanley M. Babson, vice-president and sales manager of 


The Bates Manufacturing Company, New York, N. Y., 
visited the west coast last month. He called on Bates 
dealers in the principal cities of the Pacific coast states, 


combining business with pleasure 
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NEEDED 


TO SELL 
ST. JOHNS 
OFFICE TABLES 


A trifling investment will put on your floor 
a pyramid display of St. Johns Office Tables. 
This pyramid display enables you to show five 
tables of varying size in the space ordinarily 
occupied by one table. 


Whenever you sell a table you notify us and we 
immediately make delivery to your customer 
from our warehouse. Thus, without carrying 
any stock or tying up any capital to speak of, 
you can do a very profitable business on St. 
Johns Office Tables. One dealer is averaging $975 
a year net profit taking orders in this way. 


America’s Best Values 


St. Johns Office Tables sell easily because they 
are the country’s outstanding values. You can 
price them unbelievably low and still make a 
generous profit. These tables are sturdily built 
for lifetime service and are available in any de- 
sired finish. Each has a single dovetailed 
drawer with a three-ply bottom, 


Write us at once for further particulars regarding 
the St. Johns plan of selling office tables from 
samples. There is a lot of office table business in 
your community that belongs to you, and here 
is an inexpensive way to get it. 


ST. JOHNS TABLE CO. . . CADILLAC, MICH. 


ST. JOHNS 


OFFICE 


TABLES 
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When Beauty and Strength 
Were Joined Together 


ACK in the glamorous days of nearly three- 

quarters of a century ago, public officials and 
wivate individuals began using Byron Weston Co. 
Pities Record paper for important documents of 
every kind. They chose it because it combined 
beauty, strength and the highest degree of perma- 
nence. Today these early records bear eloquent 
testimony to the judgment of their makers— and 
have inspired city, county, state and government 
officials to specify this same economical, permanent 
paper for modern records which must stand the 
fierce test of time. 

Use Byron Weston Co. Linen Record for deeds, 
wills, policies, ledgers—every record which merits 
preservat ion. 

BYRON WESTON CO. LINEN RECORD 
isused where ONLY THE BEST will serve 


Records Deeds and Wills Policies Stationery 
Minute Books Ledgers Maps 


WAVERLY LEDGER is used where 
QUALITY AND COST ARE FACTORS 
Blank Books Ruted Forms Pass Books Drafts 
Stationery Legal Blanks Dipltomas 


FLEXO LEDGER is used where a 
FLAT LYING LOOSE LEAF sheet is de-'red 
For High Grade Loose Leaf Ledger Sheets and 

Special Ruled Forms 


CENTENNIAL LEDGER is used 
wherea GENERAL UTILITY PAPER isrequired 
Ruled Forms Broadsides Accounting Forms 

Stationery Pass Books Legal Blanks 
TYPACOUNT LEDGER is used where 
quality and permanence are required in 
Machine Posting Forms 
WESTON’S MACHINE POSTING 
LEDGER and Index 
2 grade below Typacount— But Made to the 
Same Exacting WESTON Standard 
DEFIANCE BOND is used where a 
quality bond OF HIGHEST CHARACTER counts 





If you are not familiar with the complete Weston 


line, please send for samples 


BYRON WESTON COMPANY 


{ family of paper makers for nearly three-quarters 
of a century 


DALTON, MASS., U. S. A. 
Leaders in Ledger Papers 


CLINEGED) 
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Pacific Coast Stationer Demonstrates Paper Making 

Experience of being “back stage” in a modern paper mill 
enjoyed the latter part of October by 
visiting the mezzanine floor of Lowman & Hanford Com- 


is being those 
pany, Seattle stationers, booksellers and printers. Taken 
behind the the 7 
a fine papermill in minute detail from the time the bales 


scenes, customers are shown operation of 


of rags are received from the linen, skirt and shirt fac- 
tories, until the last process has been completed, the 
paper removed from the dry loft and given the finish 
desired. 


Clever in the extreme is the special exhibit that coordi- 
nates the model beater and shredder where the rag pulp is 
actually pounded and cut into long and short fibers, as it 
the 
machinery 


revolves in water solution, with pictures of the large 


pieces of placed in their respective positions 


with regard to the process. 


Pictures and models of machinery and equipment used 
are conjoined with an array of vegetable dyes in retort 
tubes in striking colors, since vegetable dyes are used for 


it is still in the 
the 
raised letters and decorations 


tinting the paper any desired color, whil« 
the 
designs that are placed by 


stage, and before watermark and modern 


pulp 


on the roller over the paper that is still in a fluid state. 


Even the strips of tough water buffalo hide from beasts 


that are shot in India are part of the fascinating exhibit 


fills the 
pores and uneven surface of the unfinished paper to mak« 


Che hides of these animals supply the sizing that 


it smooth and a proper background for ink or 


C. MM. & 


typewriting. 


ee 
Gottschalk Estate Retains Graphic Duplicator Co. 

It is stated that the the late F. C. Gottschalk, 
who died on August 9, will retain the Graphic Duplicator 
New York City, and will 
the business along the lines laid down by Mr. 
Gottschalk. The old employees will be retained and A. F. 


estate of 


Company, 270 Lafayette street, 


continue 


Wegener, who was Mr. Gottschalk’s assistant for more 
than twenty years, will be the manager. 
F. C. Gottschalk was widely known in the duplicator 


field. Although not yet fifty years old when he died, he 
had accomplished much for the advancement of the indus- 
In 1902 he opened the office of the (German) Schapiro- 


in New York City, starting to sell the 


try. 


graph Company 


rst gelatin roll duplicator in the United States. In 1911 
he commenced to manufacture gelatin rolls and soon after- 
ward put the Graphic duplicator on the market. An Amer- 


Mr. 


Gottschalk under the name, Graphic Duplicator Company, 


ican company was organized and incorporated by 


which took care of the business developed up to that time 
built it up to its present standing. 


Mr. Gottschalk had 


severe cold contracted on a recent trip to Europe. 


and has since 
from a 


The 


For some weeks suffered 
cause of his death was heart failure 
- 

Columbian Issues Circular on Executives’ Calendars 

\ circular recently issued by the Columbian Art Works, 
Milwaukee, Wis., 
tives’ calendars is a colorful bit of lithography 
3-in-l, 


designs are 


immediate 


of Execu- 
The 4-in-l, 
2-in-l1 and No. 1 calendars with their various cover 
The 
being distributed to Columbian dealers 


Ine on the company’s line 


shown in actual color circulars are now 

With a copy of the circular sent to Office Appliances 
came an interesting statement to the effect that in spite of 
the the of 
calendars is more than twenty-five per cent ahead of last 


business conditions sale these high grade 


year. 


- = 
J. M. Hackney on Eastern Trip 
J. M. Hackney, vice-president and sales manager of the 


Woodstock Typewriter Company, spent the last two weeks 
of October on a business trip to eastern points. 
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New business from unbeaten paths. You can get this with the new Lyon 








“300” line of steel cabinets and inserts. The interchangeable interior inserts are designed 
for the every day average office storage requirements. ... The price range is so reasonable 2 
that you will also find it easy to sell insert combinations to customers already taken care of 
on straight storage and wardrobe cabinets. Write for Bulletins 463 and 464, that will 


give you complete information on this profitable line. Lyon Metal Products, Incorporated, 


LYON 


STEEL CABINETS + WASTE BASKETS ~- DESK TRAYS + STORAGE AND DISPLAY EQUIPMENT 


Aurora, Illinois. 














OFFICE APPLIANCES 








RPIN 200 GRADE 


GENUINE WALNUT 
GENUINE MAHOGANY 


4 Strong Genuine is a simple word: practically everyone understands it. When 

2 you tell a man that he has before him an article of furniture constructed 

= /] . of combination woods and finished to simulate the appearance of so-and 
elling 


so, your position and your statement are not nearly so strong as when you 
can say “This is genuine mahogany.” 


Ady fs, 5 | 
avanta 9€ There are so many degrees of quality in substitutions that the actual 


worth of a product made of substitutes is difficult to establish. With the 
genuine, it is not so. The word is a measuring stick for the proposition, 
and it makes the Orpin 200 grade outstanding among office desks of this 
type. Metal knobs, in place of wood pulls, are furnished as regular equip 
ment. The all over harmony of design adds to the general desirability 
And the delivered price compares so favorably. 








These are powerful advantages. Why not check up our complete prop 
osition. Let us send you catalog and particulars. 


ORPIN 
DESK 
COMPANY 


121 Medford Street 
Charlestown, Mass. 


pai Sik prj if 


lg A 

















NOVEMBER 


Seattle Firm Publishes New House Organ 


The Seattle Office Equipment Company, 1103 Fourth 


avenue, Seattle Wash., expresses its progressive spirit 
through a new house mavazine, “Stationery Suevestions.” 
Che first copy of this new magazine is an evidence that 
the company believes thoroughly in the adage “Anything 
worth doing, is worth doing well.’ lt is amusing from 
cover to cove! The particular brand of humor dispensed 
with in its columns forces the reader to admit, notwith 
standing all arguments to the contrary, that humor does 
have a very definite place in advertising and selling 
Nothing is written on the “Success of our President”; 
no attempt is made to “uplift,” nor is the copy the least 
bit conventional The editor has the unusual knack of 1n- 


jecting a sizable degree of genuine humor, which not only 


induces the innocent reader to peruse every story on every 


page, but which also gets over a very strong selling ap- 
peal 

For example, in exploiting the merits of the “Dip-a-day” 
desk set, the editor heads his story with a caption, “Enjoy 
Paying Bills,” and then goes on to say, “Although the 


Dip-a-day is neither a cash register nor a fountain pen, 
you will find when it is used that the often painful opera 
tion of writing checks becomes a genuine pleasur 

In the opening editorial of the first issue the editor says, 
“The Seattle Office Equipment Company, it should be 


understood, disclaims all responsibility for anything ap 


pearing in the magazine—in this respect the publication 1s 
unique and different. The real purpose is to keep the sales 
men amused, cheerful and satisfied, trusting that they will 
pass on this happy reaction to all of our customers Phe 
firm may not think much of this idea, so a compromise has 
been arranged When complimentary comment results, 


the firm gets the credit; when business develops, the firm 


gets the profit; and when kicks, complaints and criticisms 


come in, the editor has to stand in the corner.” 


lie 

Garrett Appointed Shaw-Walker Southeastern 

Manager 

The Shaw-Walker Company, Muskegon, Mich., has 
placed Charles R. Garrett in charge of the southeastern 
territory, with headquarters at Birmingham, Ala. Mr. 
Garrett recently returned from a visit to his former home 
in England. While abroad he also visited the Roneo Com- 
pany, Shaw-Walker’s largest distributor in Europe H« 
made calls at the company’s representatives in Paris and 
Antwerp before returning to America Previously Mr. 
Garrett had been engaged in sales promotional work at 


the home office in Muskegon 


ae 
New Stationery House at Sarasota, Fla. 
Cosmo L. Williams, formerly manager of the Office 
Equipment Company of Tampa, resigned to open a store 
known as the Williams Stationery Company, located at 
255 Main street, at Five Points, Sarasota, Fla. The com 
pany will stock a complete line of office supplies, greeting 
cards, gifts and novelties They will be glad to have all 


travelers call on them when they are in this vicinity 


_— 
Brooklyn Firm Takes Larger Quarters 
Salmon-Clunie & Walker, Inc., Brooklyn, N. Y., have 
moved their office and showrooms to 50 Court street. The 
new space provides better facilities for displaying and mer- 
chandising the company’s line of business furniture and 


equipment 


>— 
Supplement to Aurora Metal Cabinet Catalogue 
The new Ace line of steel upright files made by the 
Aurora Metal Cabinet Company, Aurora, IIL. is illustrated 
and described in detail in a supplement to the company’s 
regular catalogue. The supplement contains eight pages 


and is punched for insertion in the large catalogue. 
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Exclusive Sales Franchises for 
the Eff & C Scientifically Cor- 
rect chairs are now being ar- 
ranged in some territories. 
Write for details. 


frererrrrererci sj )) 317132002) 








EFFICIENCY 
CREATIONS 






The FRITZ-CROSS COMPANY 
of SAINT PAUL, MINNESOTA 


(Manufacturers) 





William Burton Wilson 
New York—New England 

52 Vanderbilt Avenue 

New York City, N. Y. 
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Bentley 


G Gerwig 
Desks 





BUILT FOR LIFETIME SERVICE 








Adding to the beauty and use- 
fulness of every-day working 
.a happy com- 


equipment... 
bination of good quality and 
appearance at moderate prices. 


Catalog for dealers 
on request. 


Bentley & Gerwig 


Furniture Company 
of Parkersburg, W. Va. 
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National Stationers Association Convention, 
Detroit, 1930 


Registration—Women 


Abbott, Miss Cecile, Wabash, 
Ind 

Adams, Miss Beth Fay, Hol- 
yoke, Mass 


Backus, Mrs. Charles F., De- 
troit. Mich 

Baer, Mrs. Edwin IL., Canton, 
Ohio 

Banov, Mrs. Leon, New York 
City 

Barie Mrs. William E., De- 
troit, Mich 


Bauer Mrs Fannie, Lynn 
Mass. 

jayliss, Mrs, H. T., Colum- 
bia, S. C 

Bazley, Mrs. F. C., Detroit 
Mich 


Beach, Helen IL. Beach Pub- 
lishing Company, Detroit, 
Mich 
seGole, Mrs. LaMont C., De- 
troit, Mich 

Bieser, Mrs. Horace, Dayton, 
Ohio 

Bushnell, Mrs. Alvah, Phila- 
delphia, Pa 


Carlin, Mrs. W. 
Mich. 

Carpenter, Mrs. Cc. C Chi- 
cago, Ill. 

Cody, Mrs. Cc. F Dubuque, 
lowa. 

Collins, Mrs. Sidney E., Chi- 
cago, Ill 

Connell, Mrs. Charles A.,, 
Philadelphia, Pa 

Connell, Miss Edith R., Phila- 
delphia, Pa 

Copeland, Mrs. Alice, Brook- 
wm, Be Ee 


R., Detroit 


= is, Mrs. Chas. E., Chicago, 

Il. 

Davies, Mrs. John R., Phila- 
delphia, Pa 

Daub, Mrs. F. W., Newark, 
N J 


Dennis, Mrs. F. O., Buffalo, 
_® A 

Diehl, Mrs. Wm. R., Colum- 
bus, Ohio 


Emery, Mrs. Lynn B., Detroit, 
Mich. 

Evans, Mrs. J. E., 
Ontario 


Ottawa, 


Fargo, Mrs. Frank H., Bridge- 
port, Conn. 


Garvin, Mrs. Charles P., 
Washington, D. C 

Geyer, Mrs. Mary, New York 
City. 

Gosiger, Mrs Paul A., St 
Louis, Mo 
Gregory, Mrs 
Detroit, Mich 
Gregory, Mrs. W. R., Detroit. 

Mich 


Winifred A.., 


Hamilton Mrs R W., De 
troit, Mich 


Hawkes, Mrs. L. A., Camden, 
N. WJ 

Hawley, Mrs. S. R., Chicago. 
Ill 


Healy, Mrs. E. B., Santa Fe, 
N. M 

-— Mrs. Edith, Lancaster 

Higgins, Mrs. Tracy, Brook- 
lyn, N. Y 

Honeywell, Mrs. C. 
ton, . 


G., Secran- 

Pa 

Honeywell, Mrs c& we 
Wilkes-Barre, Pa. 

Horder, Mrs. Harry, Chicago, 
Ill 


Jerue, Mrs. Sterley, St. Paul, 

Minn 

Jonas, Jr.. Mrs. Richard A., 
Brooklyn, N. Y. 


Jonas, Mrs. Richard A., Brook- 
Ivn, N. Y 


Keon, Mrs. T. Harris, Phila- 
delphia, Pa 

Kleinschmidt, Mrs. H. H., 
Gary, Ind 

Koehn, Mrs. Harry, Detroit, 
Mich. 


Leonard, Mrs. C. W., Detroit, 
Levy, Mrs Louis H., New 


Little, Mrs. Edward L., Wa- 
bash, Ind 

Lovett, Mrs. Wallace R., Cam- 
bridge, Mass. 

Lynn, Mrs. Harry, New York 
City. 


Macdonald, Mrs. D. D., New 
Haven, Conn 

Malcolm, Mrs Geo., 
Mass. 

Mashek, Mrs. Frank, Chicago, 
l 


toston, 


I1l. 
Mathes, Mrs. C. B., Toledo, 


Ohio. 
Maul, Mrs. Irma R., Detroit, 
Mich. 
Mayer, Mrs. A. J., Detroit, 
Mich 


McLaughlin, Mrs. J. T., Bos- 
ton, Mass. 

Miller, Mrs. Donald C., 
cago, Ill. 

Moir, Mrs. J. E., 
tario 

Morgan, Mrs. J. H., Hunting- 
ton, W. Va 

Murdoch, Mrs. Harry L., Hol- 
yoke, Mass 


Chi- 


Toronto, On- 


Neary, Mrs. James, New York 
City. 

Netzhammer, Mrs. C. A., Mil- 
waukee, Wis. 


Palmer, Mrs., Pittsfield, Mass. 
Price, Mrs H.., New York 
City. 


Rice, Mrs. R. A., Detroit, 
Mich 

Rockwell, Mrs. H. P., Roches- 
ter, N. x. 

Roth, Mrs. C. W., 
Ohio. 

Russell, Mrs. R. S., Cam- 
bridge, Mass. 

Ryan, Mrs. Frank, Chicago, 
Ill. 


Dayton, 


Sainberg, Mrs. R., Pelham 
Manor, N ; 
Sell, Mrs. E. H., 
Ohio. 

Schumacher, Mrs. Ray  V., 
Dayton, Ohio. 

Sick, Mrs. E. S., Detroit, Mich. 

Smith, Elizabeth M., Chicago, 
I} 1. 

Spencer, Mrs. O. H., Chester, 
Pa. 

Stockett, Jr Mrs. Wm. E., 
Washington, D. C. 


Columbus, 


Thom, Mrs. ©. A. H., Detroit, 
Mich 

Thom, Mrs. George, Detroit, 
Mich 

Thompson, Mrs. Roy C., De- 
troit, Mich. 

Towne, Mrs. Richard, Hol- 
yoke, Mass. 


Waddy, Mrs. Woodson P., 
Richmond, Va. 

Walker, Mrs. Arthur J., Min- 
neapolis, Minn 

Whitney, Mrs. G. H., West- 
field, N. J 

Whitney, Miss Jean, West- 
field, N. J 

Wilson, Mrs. E. C., Houston, 
Texas 

Wittstein, Mrs. H. H., Cincin- 
nati, Ohio. 


Registration—Men 


\brams 4. B.. Modern Sta 
tioner, New York City 
Adams Fred L.. MeMillan 
took Co., Svracuse, N, Y 
Allen, Ivan, Ivan Allen-Mar- 
shall Co., Atlanta, Ga 
Alpeters, J. C.. Crescent Brass 
& Pin Co., Detroit, Mich. 
Arnfield, P. F.. Lyon Metal 
Products, Inec., Aurora, Ill 
Arnold, H. B., The H. B. Ar- 
nold Co., Saginaw, Mich. 


Aspley, J. C., Dartnell Publi- 
cations, Inc., Chicago, IL 
Atkins, A. C Lyon Metal 

Products, Inec., Aurora, Il. 


Backus, Charles F., The Rich- 
mond & Backus Co., De- 
troit, Mich 

Backus, Ralph H.. The Rich- 
mond & Backus Co., De- 
troit, Mich. 
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A Broad and:Balanced Line Means 
Chairs For All of Your Customers 


A SIDE from the three outstanding physical characteristics 
Design, Comfort and Construction—a predominant 
factor largely responsible for the ever-increasing sales of 


MILWAUKEE Chairs is ‘“A Broad and Balanced Chair Line.”’ 
Because the MILWAUKEE Line is a “Broad and Balanced 


Line,” you know that from it you can choose for your cus- 


tomers exactly what they want. 


The request may be for chairs of unusual distinction, uphol- 
stered in fine leathers, for a Directors’ Room. MILWAUKEE 
has them. 


It may be the Judges’ and the Jury Chairs for a Court 


House. MILWAUKEE has them. 


A Bank or a Bond House may be re-equipping. MIL- 
WAUKEE chairs meet their desires. 


A Business House decides to investigate the HEALTH- 
COMFORT idea for the clerks and stenographic help. MIL- 
WAUKEE offers the most in correct posture chairs, where 


chair appearance is an added factor. 


A Public Library, a Capitol Building, Professional Offices 
anything in business chairs—THAT’S A BALANCED LINE. 


BREADTH? Yes!—because under each classification, as 
given above, a customer of yours has, not one, but, many 
opportunities to choose chairs that meet their desires and fit 


their budget. 


You’ll Get More Satisfaction and More Profit With 
MILWAUKEE’S Broad and Balanced Line 


Have you the new MILWAUKEE Chair Catalog? A new 
idea to help you build chair sales. Not only illustrated but 
each line completely described. MANY CHAIRS and 
ROOM SCENES IN NATURAL COLORS. 


The Milwaukee Chair Company 
Makers of Finer Chairs for Over Half a Century 
MILWAUKEE, WISCONSIN 
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BUY YOUR CHAIRS UPSIDE DOWN 





The New Milwaukee 








Chair Catalog 
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HE INNOVATION in office acces- 
sories that every progressive 
business man will welcome: 
an electric pencil sharpener— 
small, convenient, decorative. 
It stands in a class by itself. 





The machine automatically 
stops cutting when pencil is 
properly pointed. The sharp- 
ener and motor are mounted 
on a die cast base 7 inches 
square that does not have to be 
clamped or screwed down. The 
cutters are of hardened steel, 
all moving gears are protected 
and there are no belts to slip 
off. The universal motor runs 
@ on both alternating and direct 
sy current, 110 volts. 


TOKIO 













URN the switch, insert pencil 
and a sharp point will be put 
on the pencil, quick as a flash. 













The appearance of the outfit is 
very attractive, and of dignified 
gracefulness to harmonize with the 
furnishings of a modern office. 
The motor is finished in black 
enamel, electrically baked, and 
the sharpener trimmed with bright 
rustproof nickel. It is compact 
enough to be kept on a corner of 
the desk, and easy to move around. 






























The chromium-plated chip con- __ 
tainer is extra large, holding twice 

the amount of chips of other BOSTON 
sharpeners. The outfit has a Polar Cub 
toggle switch and six ft. Standard PENCIL SHARPENER 
Cord and plug cap. The simple 
plugging in any light socket or 
wall outlet makes it ready for 
instant use. 





(ny progressive concern will be 
proud to have one or more of these 
practical time and _ labor-saving 
sharpeners in their office. The 
popular retail price of $12.00 
makes them easily salable. There 
is nothing like it on the market 
within several times its price. 





We have evolved a good sales plan 






for dealers, whereby they can 
make large profits on a small in- 
vestment. Write for information. 
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Bae Edwin I Baer ( 
' Ohi 

Bainbridge 1. G Bainbrids 
Kimpton & Haupt, In« N« 
York City 

Balch, Harry, Qua y Park En- 
veLrope Co st Pau Mir 

Banov\ Leon The Claroty] 
Co New York City 

Bari Willian Io Th Rik 
mond & facku ( > 
roit, Micl 

Barnes Montgomery Che 
Brooks Co., Cleveland, Ol 

Bassett -. The Wahl ¢ 
Chicago, Ill 

Bauer, 1 s lyn Mas 

ay H. F R. L. Br ! 
‘ ( lumbia, S. C 

B e) Fred © Leonard & 
Company, Detroit, Mich 

Be Gol La Mont C The 
Richmond & Backus © 
Detroit Mich 

Bieser Horace Everybody 
Office Outfitters Day n 
Ohi 

Bigelow, L. G Quality Park 
Er elope or st Pau 
Mint 

Bingham, Fred, Boorum & 
Pease Ce Brooklyn N y 

Binghan G. B., The Burrow 
Bro Co Cleveland OO} 

Bird H R Byron We 
( Daltor Mass 

Bishot R. V Of Supt A 
Printing ( Cle eland 
Oh 

Bove Kerr The News 3 
Newton Co Toled o>) 

Braden VW R Sta on 
Loose Leaf ¢ M Wauk 
Wi 

Bradford, H. 8 Amerié 
Pad & Paper (C« New Y iN 

Brainard, Geor The Genet 
Fireprootir ‘ Your 
tow! Ohi 

Drow John A I R. Weld 
or Pittsburel Pa 

Brown, R. Norman, The Bri 
Brothers, Ltd., Toronto, O 

Brubaker, Rex, W. B. Gregor! 
& Son Detroit Mich 

Buckwaltet Paul Nat 
Blank Book Co., Chicas 

Burge \ Art Steel Ce In 
New York Cit 

Burkholder, L. A.. Berge Mf 
(Co Canton, Ohio 

Bushnell, A ih. Alvah I ! 
nell C Philadelphia, Pa 

Carlin, W. R Art Metal ¢ 

ruction ¢ Detroit. M 

Carpenter ( ( Boorut! 
Pease ©C Ch ik I 

Cart rank \ i Safe 
Equipmen Co Cineint 
Oh 

Carter, Richard B The ¢ 
tet Ink ¢ Cambrid 
M 

Ca dy Vi G Yawma 
Forbes R he I N y 

Castle Ka > McM 
Book Cer Syvracuse, N. Y 

Chadwick Hi ( Art Mii 
( nstru 1 ( Tar 
town, N y 

Chandler, H. I \dan ( I 
ing & Foster, It B r 
Ma 

Chase. C) \.. American 1} 
& Paper | Holvoke. M 

(Cheney, Pa WW Southwortl 
a" Roslindale, Ma 

Child i. Da oh Ge is & 
(“o Chicagre ian 

Clark. Pal, Pacifi N. W. S 
one! \ " ! Dr 
land (ore 

Clark Whi L, The Parker 
Pen Co Janesvil \\ 

Clarke _ ‘S EF. S. Web I 
Co Minneapolis, Mint 

Clute G M United Sta 
Pen 1 ¢ 1} idelpl | 

Cobb, George S., Gage | I 
ne ¢ Battle Creek, Mict 

Cody, ¢ Oe The ¢ F. ¢ 
Co Dubuque lowa 

Coggin,. F joorum & | 
Co ) igo 11] 

Cole, Ira. Mittag & V 
In Park Ridge N J 

Coleman, Lee, E. L. W1 & 
Co., Ft. Worth, Texa 

Collins. S. E Automatic IP 
cil Sharpener ¢ Ch g 
Il] 

Conger Claude M Irving 
Pitt Di n Wil n-Jons 
Kansas ( \ Mi 

Connell ( \ Autor 
Printir & Stationer ( 
Philadelphia, Pa 


I 


I 





‘onsodinge Charle Wallace 
Pencil Co., St. I i Mo 
opeland, Hart ! oorum 
« Pease ce l oklyn 
N. ¥ 
‘ornell, E. E., National Blank 
Book Co., Holyoke, Mass 
‘roft Arthur <* System 
New York City 
alberg Frank Ee General 
Fireproofing C« Young 
town, Ohio 
mub, Fred W \ VW Fabet 
Co., Newark, N. J 
avies, John R M Push 
Pin Co Philadelphia, Pa 
avis, Charles E \utomati« 
Pencil Sharpener Co., Chi 
int 
avis, J. O., The Miller-Davi 
Co., Minneapolis, Minn 
awson Wm Kr Chas ‘ 
Dawson Ltd Montreal 
Canada 
Bald George Ss E H 
Treudley & Co In 
Youngstown, Ohio 
ko May Don, DeMay’'s Jack 
son, Mich 
keneen, D. F.. The Rayburn 
Manufacturing Co Phila 
delphia, Pa 
lennis Fred O Dennis & 
(“o Ine Buffalo. N. ¥ 
enzer, C. F.. The C. F. Den 
zer Co., Sandusky, Ohio 
liehl, William R., The Diehl 
Office Equipment Co Co 
umbus, Ohio 
hixon \ L, Peerless Key 
(o., Ine New York City 
horsey. Henry Jr The Dor 
sey Co Dallas Texas 
rese W J Duluth Show 
case Co., Duluth, Minn 
rresser, Malcolm, The Stand 
ird Diary Co Cambridge 
Mass 
duncan John H The H. C 
Cook Co Ansonia, Conn 
duncan W J Duncan &€ 
Smith, In Detroit, Mich 
delhoff = General Pen 
‘ Co., Jersey City " J 


qGevers 


L\dwards, Walter E 


Stationer, Cleveland, Ohio 
Lisenlohr, Otto H The Dor 
sey Company, Dallas, Texas 
tider, J. A I. A. Elder & Co 
Montreal Canada 

mer, H. B., Eberhard Faber 
Pencil Co., Brooklyn. N. Y 
Imerson. Ton Tine Conklin 
Pen Co.. Toledo, Ohio 
mers Lynn I Detroit 
Mic} 

ins J > Evans & Kert 
Ltd Ottawa, Can 

s. Sydney \ Stainton & 
Evis, Ltd Toronto, Ont 
‘a ber Eberhard Eberhard 
Faber Pens ( Brooklyn 
N. ¥ 
‘argo, Frank H Frank H 
Fargo Co., Bridgeport, Conn 

oD i Irving P Koh noor 
Pencil Co New York City 
a mA Amer in Writing 
Paper Co Holvoke Mass 
‘echo J Ss The turrows 
Bros. Co Cleveland, Ohio 
Iner Irving, System, New 
York City 

elds, B, P.. Gurn Furniture 
( Grand Rapids, Mich 
‘irth Normar > System 
New York City 
‘rench \ K Dennison 
Manfe. ¢ Detroit. Mich 
roet A. G The Wahl Co 
Chicage Il! 
rost Rov M Hutchinson 
Office Supply & ’rtg Co 
Hutchinson, Kansas 
“unke Fred ¢ Manufactur- 
er’s Agent, Detroit, Mich 


rardiner .M Lucas Bros 
Raltimore, Md 

iardner, L. B H Prte. & 
Staty. Co Wace Texas 
iarver Ruesell B Roaring 
Springs Blank Book Co 
Roaring Sprines, Pa 

taskill, Nelson B.. Lead Pen- 
eil Inst ite Washington 
, 


rerlach ¢ M American 


Cravon Co... Sandusky. Ohio 
torton, E. H.. The Wahl Co 
Chicago, Ill 
;osiger. Paul A Loose Leaf 
Metals Co St Louis. Mo 
traff, Leland, Georre B. Graff 
Co., Cambridge Mass 
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No. 6304 Design, size 24x38—5 end panels heavily padded. Beautifully em 
bossed in contrasting colors on genuine top grain leather, blue, brown, green or red 
genuine pigskin (embossing on genuine pigskin panels not colored) Colored 
linoleum furnished to match leather end panels. Felt bottom 









No. 6305 Design, size 24x38—5’’ end panels heavily padded. Beautifully em 
bossed im contrasting colors on genuine top grain leather, blue, brown, green or 
‘ genuine pigskin (embossing on genuine pigskin panels not colored). Colored 





linoleum furnished to match leather end panels. Felt bottom. 




















No. 1120 Fox colored all linoleum desk pad. Shaded green or brown with design 


in center. Gold edge arcund pad. Size 24x38. 


The new Fox colored linoleum pads are described 
in detail in a 6-page folder, sent dealers on request. 


Geo. E. Fox & Company 


319 W. Ohio Street CHICAGO 


356 Broadway, New Eastern Wholesale 
Distributor 
Western Wholesale Stationers, 228 S. Los Angeles St., Los Angeles, Cal., 
Pacific Coast Distributor 
Associated Stationers, Inc., Jefferson and Quincy Sts., Chicago, IIL, 
Distributor 


A. H. Denny, Inc., York, 
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| Blotters unseen are sales 
lost. Hidden away, 


they offer no inducement for customers 


| 
| to buy. 


Move « « «and sell them through 


| where they stay clean and attract cus- 

tomers’ eyes. Blotters in full sight are 
bought 
or no sales effort. Consequently sales 


increase, 


In the Wrenn Showblott... 


new sources of profit are opened. It is 


a G. F. all steel, counter high cabinet— 
with choice of mahogany or olive green. 
It comes to you fully stocked with a 
varied assortment of Wrenn’s Blotting 
Papers. Write today for details of the 


liberal installation plan. 


He WpRENN 


1 Oi 





| THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 








Gram IH J. L. Hanson 
Chicago, lll 

Grand, Percy, Grand & Toy 
Ltd., Toronto, Canada 


Granger, Paul, Grainger 


Freres, Ltd., Montreal, 
Quebe 

Grant, Donald, Grant's Book 
Shop, Utica Re 

Grant Donald C.. McMillan 
Book Co Syracuse ms. = 

Gray, D. D Art Metal Con- 
struction Co., Jamestown, 
N , 

Greene Howard 8S New Or- 
leans Assn, of Commerce, 
New Orleans, La 

ireenleaf, Wm H Carter's 
Ink C‘o., Cambridge Mass 

Gregory, W. R W. R. Greg- 
ory & Son Co Detroit 
Mich 

Griffith, G. H., Kohinoor Pen- 
cil Co., Chicago, 

Griswold, H. T., Sanford Mfg 
(‘o., Chicago, Ill 

Guy Harold, Mittag & Vol- 
ger, Ine Park Ridge, N. J 


Hamilton Robert W Greg- 
ory, Mayer & Thom Co., 
Detroit, Mich 

Liamlin. G. FE... McMillan Book 

Y 


co Svracuse, 
Hanover, D. C manufactur- 
ers’ representative, Fosto- 


ria, Ohio 
Hansen, FE. M., Miller-Davis 
“o Minneapolis, Minn 
Hart > K W \. Sheaffer 
Pen Co., Ft. Madison, Iowa 
Hausam, George, Hutchinson 
Office Sup «& Prtig Co., 
Hutchinson, Kansas 


Hawkes Lew, C Howard 
Hunt Pen Co., Camden, N. J 
Hawkins H k., Stationers 


Loose Leaf Co., Milwaukee, 
Wis 

Hawkins, S. P., L. E. Water- 
man Co... New York City 

Hawley, Sherman R., San- 
ford Mfg. Co., Chicago, II 

Hay J B.. Hav Stationery 
Co., Ltd., London, Ont. 

Healy, E. B., Santa Fe Book 
& Staty. Co., Santa Fe, N. M 

Hegarty John D., Wilson- 
Jones Co., Chicago, Il. 

Herr, Herbert H., Ream’s, 
Lancaster, Pa 

Hengge Bob International 
Printing Ink Corp., Cincin- 
nati, Ohio 

Heymann, Harry, Eagle Pen- 
cil Co., New York City. 

Hice, G. S., Roberts Number- 
ing Machine Co., Brooklyn, 
= = 

Higgins, Tracy, Chas. M. Hig 
gins & Co., Brooklyn, N. Y 

Hildreth, Joseph H., Ester 
brook Steel Pen Mfg. Co., 
Chicago, Ill 

Hills, Guy D., Seneca Falls 
Rule & Block Co., Seneca 
Falls, N. Y 

Hobbs, J. N., Southworth Co., 
Chicago, Ill 

Hoffman, Harold, The Smead 
Manufacturing Co., Hast- 
ings, Minn. 

Hoffman, John P., MacTag- 
gart-Hoffman Co., Port Hu- 
ron, Mich. 

Hoge, Wm General Fire- 
proofing Co., Youngstown, 
Ohio 

Holmes, A. B., Columbia Rib- 
bon & Carbon Mfg., Glen 
Cove, N. Y. 

Holmes, F. L., The Prompt 
Press Co., Detroit, Mich 
Honeywell, C. G., Deemer & 
Company, Scranton, Pa 
Honeywell, C. W., Deemer & 
Company, Wilkes-Barre, Pa 
Horder, Harry, Horder'’s, Chi- 

eago, Il. 

Horn H R.. Moore Push 
Pin Co., Philadelphia, Pa 
Horr, Cortland B., Wilson- 
Jones Co., Chicago, Il 
Hosselet, Fred, Swan Pencil 

Co... New York City. 

Hourigan, Edward, Capital 
District Stationers Associa 
tion, Albany, N 4 

Hughes, H. H., John P. Mor 
ton, Louisville, Ky 

Hungerford, C. L., Hunger- 

ford & Card, Binghampton, 
.» 

Hunn, Aug., The H. H. West 
Co., Milwaukee, Wis 

Hunter \ D Maverick- 
Clarke Litho, Co., San An- 
tonio, Tex. 
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Hutchinson, C. A., Johnson 
King Co., Detroit, Mich 
Hutchison R E Dartnell 
Publications, Inec., Chicago, 

I}! 


Ihling, I. R., thling Bros., Ev- 
erard Co., Kalamazoo, Mich. 


Jaques, W. L., Jaques & Co., 
Inc., New York City. 


Jerue, Sterley, McClain & 
Hedman Co., St. Paul, 
Minn. 

Jones, J. J., Jamestown Metal 
Desk Co., Inc., Jamestown 
N. Y 


Jones, R 4.. Oxford Filing 
Supply Co., Brooklyn, N. Y. 
Johnson, Evan, Office Appli- 
ances, Chicago, IIL. 
Josephson, Benjamin, Joseph- 
son Mfg. Corp., New York 
(ity 


Joyce, T Cc General Fire- 
proofing Co., Youngstown, 
Ohio 

Kapp, Joseph R., American 


Loose Leaf Co New York 
City 

Kastner, Edward J... L. E 
Waterman Co., New York 
(ity 

Kastriner, H., Stationers Sup- 
ply Co., Cleveland, Ohio, 

Kaufman, C. L., manufactur- 
ers’ representative, Chicago, 
I} 

Kendrick, Hamilton M., Amer- 
ican Pencil Co., Chicago, Il, 

Kent, T. M., Victor Safe & 
Equipment Co., Marietta, O 

Keon, F. Harris, United States 
Pencil Co., Philadelphia, Pa. 

Kimball, R. E., Eaton, Crane 
& Pike Co., Pittsfield, Mass. 

King. Karl G., The Office En- 
gineers, Inc., South Bend, 
Ind 

Kingsley, Robert ch The 
Richmond & Backus Co., 
Detroit, Mich. 

Kinnie, Ellman, Ellman Kin- 
nie Office Supply Co., De- 
troit, Mich 

Kistler, W. H., W. H. Kistler 
Stationery Co., Denver, Colo. 

Kleinschmidt, H. H., Tribe of 
“K,” Gary, Ind 

Koch, Frank, Koch Brothers, 
Des Moines, Iowa. 

Koehn, Harry J Gregory. 
Mayer & Thom Co., Detroit, 
Mich. 

Kohler, H. L.. York Safe & 
Lock Co., York, Pa. 

Kretchmer, Otto, Peerless 
Key Co., New York City. 

Kuch, Cc. F., Jr., Hotchkiss 
Sales Co., Norwalk, Conn 

Kulp, Benjamin Wilson-Jones 
Co., Chicago, Ill 


Lacey, James ae Wilson 
Jones Co., Chicago, Ill 

Lapin, C. Engle, Feature Sales 
Products Co., New York 
City. 

Laskowski, Wm., Cotterel 
Company, Harrisburg, Pa. 
Latsch, Robt., Latsch Bros.., 

Inc., Lincoln, Nebr 

Lawless, A. J., S. E. & M. 
Vernon, Inc., New York 
City 

Leebody, G. E.. Yawman & 
Erbe Mfg. Co., Detroit, 
Mich 

Leftwich, Austin, Tropical 
Printing Co., New Orleans, 
La. 

Lent, Chas, A., Brown, Lent 
& Pett, New York City. 

Leonard, C. W., Leonard & 
Co., Detroit, Mich. 

Leonard, M. J. American 
Lead Pencil Co., Hoboken, 
N. J. 

Leroux, Joseph, Franklin 
Printing & Engraving Co.., 
Toledo, Ohio. 

Lessard, E. J., Buschart Bros 
Printing Co., St. Louis, Mo 

Levy, L. H.. Meyer's Station- 
ery & Printing Co., Inc., 
New York City. 

Libien J S.. The Libien 
Press, New York City. 
Lindquist, Harry L., Geyer’s 
Stationer, New York City. 
Lindhorst August F., The 
Gibson & Perin Co., Cincin- 

nati, Ohio. 

Lines, E. D.. Jamestown Met- 
al Desk Co., Jamestown, 
N. Y. 
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‘THE “JUNIOR «: EXECUTIVE”: IN - METAL: 
*REVEALS - TOMORROW'S : TENDENCIES: 





No. FF-2760 
THE “JUNIOR EXECUTIVE" 





A Junior Executive Table is Available .. . . Also Clemco Typewriter Desk. 
HIS newest “JoneSteel” Desk Available in all desired finishes 
offers more in advanced features, with Durolino top (or Micarta top at 
beauty of finish, degree of comfort and slight additional charge). “A desk 
perfection of workman- with a wonderful future” 
ship than any desk in its JIUne my EVWI- is the general comment of 
modest price range. OFFICE the trade. 

Concealed wiring for EQUIPMENT WRITE OR WIRE 
telephones, lights and for photos, complete in- 
push or call signals which can be con- formation and prices .. . also de- 
nected with the least amount of time tails of exclusive representation. 
and labor is one of the features that 
places this desk in the forefront of de- Also manufacturers of a complete 
sign and convenience. line of filing equepment., 


Jamestown Metal Desk Co. Inc. Jamestown, 1. 
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STILL THE SAME 


Bushnell Envelopes 


No step-downward change has ever been permitted 
in the quality of BUSHNELL ENVELOPES 
and “VERTEX” POCKETS 
—AND NONE CONTEMPLATED 


We solicit the opportunity of working 
with quality stationers serving 


quality consumers 


An arti¢le of MERIT well advertised is well toward being sold 
We are furnishing the MERIT and the ADVERTISING 








ALVAH BUSHNELL COMPANY 
I8TH AND WOOD STREETS 
PHILADELPHIA 
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Lipman, Charles W Georg 
B Graft Co Cambridge 
Mass 

Little Ed. L Wabash Cabi- 
net Co., Wabash, Ind 

Lovett, Wallace, Standard 


Diary Co., Cambridge, Mass 

Luckett, J. S.. Luckett Loos« 
Leaf, Ltd., Toronto, Canada 

Lund KE a Art Metal Con 
struction Co Cleveland 
Ohio 

Lynn, Harry W Esterbrook 
Steel Pen Mfez Co New 
York City 


Bradley & 
Haven 


Macdonald, D. D 
Scoville, Inc New 
Conn 

Macdonald, R. A 
Peters, Saginaw 

Maedell, Henry, FMagle 
Co., New York City 

Maish, R. A Dennison Mfg 
Co., Framingham, Mass 

Malcolm, George K - 
Webster Co Ine Boston 
Mass 

Marshall, Charles, Ivan Allen 
Marshall Co Atlanta, Ga 

Martin, H. W., The Office Ap 
pliance Co., Chicago, Ill 

Martin, Ray C Boorum & 
Pease Co., Syracuse N. ¥ 

Mashek, Frank, Frank Ma 
shek & Co., Chicago, Ill 

Mathes, ¢. B., The Conklin 
Pen Co., Toledo, Ohio 


Seeman & 
Mich 
Pencil 


S 


Mayer, Alfred J.. Gregory 
Mayer & Thom, Detroit 
Mich. 

McCargar, George L., Stow & 


Davis Furniture Co., Grand 
Rapids, Mich 

McCleary H R., Wilson 
Jones Co., Chicago, Ul 

McConnell, Fred, L. E, Wa- 
terman Co., Montreal, Can 
aqi. 

McCormick, G. S., manufac 
turers’ representative 
Cleveland, Ohio 

McGauley . a. mee 
Co., Chicago, Ill 

McGowan, R. H., The Shaw- 
Walker Co., Muskegon 
Mich. 


Wahl 


McLain, Albert, The Spence 
rian Pen Co. New York 
City. 

McLaughlin a ¢£ Filing 


Equipment Bureau, Boston, 
Mass 

McLaughlin, Peter F Fr. § 
Webster Co., Inc... St Jo 
seph, Mo. 

McLeod, Donald, The Spence 


rian Pen Co., New York 
City 
McPike, H.C., Weis Manufac 
turing Co Monroe, Mich 
McTavish. J. S., Office Spe 
cialty Mfg. Co., Newmar 


ket, Ont., Can 
Meyer, E. A., Eberhard Faber 
Pencil Co., Chicago, Il 
Miller, Donald C., The Office 
Appliance Co., Chicago, Il 
Miller, Homer F., The Miller 
Stationery Co., Dayton, Ohio 
Moir, James E.. The Brown 
Bros Ltd Toronto, Can- 
ada 
Moore, Preston, Wilson Staty 
& Prtg. Co., Houston, Texas 
Moore, R. S., Columbia Rib- 
bon & Carbon Mfg Co 
Kansas City, Mo. 

Morgan, J. H Swan 
Co., Huntington, W. Va. 
Morton, W. A., Ihling Bros 
Everard Co., Kalamazoo 

Mich. 
Murdoch, Harry IL., 
Blank Book Co., 


National 
Holyoke 


Co., Atlanta, Ga, 


Nachtigal, ¢. J.. The Maul 
Nachtigal Co., Detroit, Mich 

Neary, James E., Geyer's Sta- 
tioner, New York City 

Nelson E W.. The Diebold 


Safe & Lock Co., Canton 
Ohio 
Nelson I Columbus 


R ‘ 
Blank Book Mfg. Co., Co- 
lumbus, Ohio 
Netzhammer, CC. A., North 
western Furniture Co., Mil- 
waukee, Wis 
Nichols, Frank R., Columbia 
Ribbon & Carbon Mfg. Co 
Long Island City, N. Y 
Nichols, Harry L., Weis Man 


ufacturing Co Columbus 
Ohio 


Niedecken Henry H Nie- 
decken Co., Milwaukee, Wis. 

Norman, 8S. Guy, Hoosier Desk 
Co., Jasper, Ind. 

Norris, T. W., Columbian Art 
Works, Milwaukee Wis 


Orth, Chas. A., Joseph Dixon 


Crucible Co Jersey City, 
uN @ 
Osebold, Henry \W BR. Greg 
ory & Son, Detroit Mich 
Palmer, Frank, Eaton, Crane 


& Pike Co., Pittsfield, Mass 
Pape, FE. W., Connecticut Val 
ley Stationers’ Assn New 
Haven, Conn, 
Patrick, R. L 


tionery Co., 


Timmins Sta- 


Elkhart, Ind 


Peirce, Howard M., F. S, Web- 
ster Co., Boston, Mass. 
Pelton, James E., C. R, Gib 


son & Co New York City 
Penk, E. R., Binney & Smith 
Co., New York City. 


Pennington, R. O., The Wahl 
Co... Toronto, Canada 
Pennycook, W. S8S., Thos. V 


tell, Ltd., Montreal, Canada 
Perkins. Dorr, H. C. Boyeson 
Co., St. Paul, Minn 
Perry, E. F Trussell Mfg 
Co., Poughkeepsie, N. Y 
Petrie, Howard M., St. John’s 
Table Co., Cadillac, Mich. 
Phillips, Jim LeBoeuf Pen 
Co., Springfield, Mass 
Poor, E. K., York Safe & Lock 
Co., York, Pa 
Power, Jas. A., Eaton, Crane 
& Pike Co., Pittsfield, Mass 
Pratt, George W., J. L. Fair- 
banks & Co., Boston, Mass 
Prescott, Harry ™ Associ- 
ated Stationers Supply Co 
Chicago, Ill 
Price, Herman, Eagls 
Co., New York City 
Price, S. J., National Office 
Supply Co., Detroit. Mich 
Poundsford, H. G.. The 
Poundsford Stationery Co 
Cincinnati, Ohio 


Pencil 


Ramsay, C. H., Typo Trading 
Co., New York City 

Reckford, J. K American 
Lead Pencil Co., New York 
City. 

Redding, W. L., Geyer's Sta- 
tioner, New York City 

Reid, A L., Trussell Mfg 
Co., Poughkeepsie, N. Y 

Reynell, Charles E., 
Filing Supply Co 
lyn, N. Y¥ 

Reynolds, H B., 


Oxford 
Br ook- 


National 


Fiberstok Env. Co Phila- 
delphia, Pa 
Richmond, Fred, The Rich- 


mond & Backus Co De- 
troit, Mich 
Rice, H. P., 
pany of 
burgh, Pa 
Richards, C. H., Gunn Furni- 
ture Co Grand Rapids, 
Mich. 
Rittman, H. N 4. W 
Inc., Newark, N. J 
Roach, . Acme Staple 
Co., Camden, N J 
Robbins, W. G., Carolina Of- 
fice Equipment Co Rocky 
Mount, N. C 
Rockwell, H. P 
Erbe, Rochester 
Roth, C. W., The Roth Office 


Aluminum Com- 
America Pitts- 


Faber 


Yawman & 
Yy 


Equipment Co Dayton, 
Ohio. 
Rousch, C. H., C. H. Rousch 


& Co., Madison, Ind. 
Russell, Ralph S., Doten-Dun- 

ton Desk Co., Boston, Mass. 
Ryan, Frank M., manufactur- 

er’s representative Chica- 


go, Til. 


Sainberg. Robt Sainberg & 
Co., Inc., New York City 
Saltmarsh, Robert C H. S 
Hutchinson & Co., New Bed- 

ford, Mass 


Schaefer, Fred C Sanford 
Manufacturing Co., St. Paul, 
Minn 

Schmaling B O Aurora 


Metal Cabinet Co 
Ill 

Schmiederer, Wm., Buxton & 
Skinner Prtg. & Staty. Co., 
St. Louis, Mo 


Aurora, 


Schneider I’ \ Eberhard 
Faber Pencil Co., Brooklyn 
. @ 


Schoen, C. P.. The Wahl Com- 
pany Pittsford N y 
































PATENTED 
AND 
PATENTS 
PENDING 


The New 
SKELETON TRAY 


This companion tray to our File-Fit- 
ting tray reduces the cost on this valu- 
able card filing principle introduced 
by Wagemaker. 

This new tray is made from one piece 
of metal and features a new type of 
follower, which is as perfect as it is 
simple. 

Trays are made with suspension 
handles as illustrated for filing cabi- 
net use and are also made without 
handles and in 9”, 10”, 11” and 12” 
lengths for desk drawer filing. 


You will want prices and samples of 
these new skeleton trays and we suggest 
that in writing you include your order 
for at least a filing cabinet and desk 
drawer tray in 3x5 size. 
right. 


The pric eis 












PATENTED 
Nov. 14, 1922—No. 143535! 
April 15, 1924—No. 1490353 





Grand Rapids, Michigan 
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: F CTURIN 
The WOGE MAN 1% St UEN york 


Teint = 


—— Applied ro 
Sold With a Written Guarantee 


The New... 





No.3 “Blue Knob” 


HOGE STAPLER 


WON’T CLOG 

At last a stapling machine that is mechanically 
correct to the smallest detail—holds customers— 
no repairs. Staples as many as 30 sheets at one 
time. Strike plunger a quick blow or, press—it 
performs perfectly. It can be converted into a 
Tacking Machine by removing a pin in the base 
—staples will easily penetrate wood or fibre. 
Only by seeing this splendidly built Hoge in ac- 
tion can you judge its superiority. Liberal trade 
discounts. Order a sample and convince your- 
self—you are the judge. 


Your jobber can supply you. If not, write us. 


THE HOGE MANUFACTURING CO. 
23.25 EAST 21ST STREET, NEW YORK 
USE COUPON BELOW 


THE HOGE MANUFACTURING CO 
23.25 East 2ise Se., New York 
Please send me complete description and trade discounts on Hoge 


Stapler No. 3 and Vitrex 


oted wire staples 


-Shee, «> 


Trussell, BE. A.., 











Jobber 














Schooley Arthur, S« hooley 
Printing & Stationery Co., 
Kansas City, Mo. 


Schumacher, R,. B., 
Blank Book Co., 


National 
Holyoke 


Browne- 
Muskegon, 


Sx hutz. Carl M.., 
Morse Company, 


Stationers Loose 
, Milwaukee, Wis 
Sell, E. H., E. H. Sell & Co 
Columbus, Ohio. 
Oakville-Ameri- 
Division, Scovill 
Oakville, Conn. 


can Pin 
Mfg. Co., 


Sheppard, H. R., Jr. The 


Pittsburgh Stationery Co., 
Pittsburgh, Pa. 
Short, Harry, manufacturer's 
representative, Chicago, Ill 
Shortlidge, W. H., The Berger 
Mfg. Co., Canton, Ohio 
Shreiner, H G., Aluminum 
Company of America, Phila- 
delphia, Pa 
Sibert, Ross, The Clegg Com- 
pany, San Antonio. Texas 
Sick, Elmer L., W. B. Greg- 
ory & Son, Detroit, Mich 
Siegert, Wm, C Stationers 
Assn. of New York, New 
York City 
Siekert, Stafford, 
Baum Staty. Co., 
kee, Wis 
Simpson, J. H., 
berstok Env. Co., 
phia, Pa. 


Siekert & 
Milwau- 


National Fi 
Philadel- 


Sinisgalli, Charles V., Utica 
en Supply Co Utica 
Skibb. Alvin R., Associated 


Stationers Supply Co., Chi- 
cago, Ill 
Sleght, Carlton M., Carlton M 
Sleght, Batavia, N. Y 
Smith, Victor A., Parker Pen 
Co., Ltd., Toronto, Canada 
Smith, W E.. A. W Faber 
Co., Chicago, Ill. 
Solinger, L., Eagle Pencil Co 
New York City. 
Southworth, M D., 
worth Co., West 
field, Mass 
Spencer, O. H., Spencer Sta- 
tionery Co., Chester, Pa 
Spicer, B. W., Transylvania 
Printing Co., Lexington, Ky 


South- 
Spring 


Sprott, J. S. Lyon Metal 
Products, Inc., Aurora. II! 
Start, R. S., Defiance Sales 


Corp., New York City 
Stockett, Wm. E., Jr., Stock- 
ett-Fiske Co., Inc., Wash- 
ington, D.C 
Stott, C. A.. Chas. ( goes & 


; 

Co., Washington, D 

Sweatt, H. A., G. C. Princ & 
Son, In Lowell, Mass 


Tavernier, Louis, Fulton Spe- 
cialty Co., Elizabeth. N. J 
Thom, _ Gregory 


Mayer & "Waa Detroit, 
Mich 

Thom, George, Gregory, May- 
er & Thom Co., Detroit 
Mich. 

Thompson, James, United 


States Envelope Co., Spring- 
field, Mass 
Thompson, Roy C.. Lynn §S 
Emery, In Detroit, Mich 
Towne, F. B., National Blank 
Book Co., Holyoke, Mass 


Towne, Richard, National 
Blank Book Co., Holyoke 
Mass 

Trent Seymour, Grand & 


Toy, Inc, of Canada, Toron- 

to, Canada. 

Trussell Mfg 
Yy 


Co., Poughkeepsie, 


OFFICE 


Victor Safe & 
Marietta, 


Tussing, R. M., 
Equipment Co., 


Ohio 

Underwood, Chas, F., Fulton 
Specialty Co., Elizabeth, 
- 


Urmston, R. J., J. S. Staedt- 
ler, Inc., New York City. 


Vail, Richard B., Vail Mfg. 
Co., Chicago, Ul. 

Valleau, T. Frank, The Cooke 
& Cobb Co., Brooklyn, N. Y 


Van Dorn Horace, Joseph 
Dixon Crucible Co., Jersey 
City, N. J 

Van Hise, A. S., The Miller 
Bros. Pen Co., New York 


y 
Vernon, Murray, S. E. & M. 
Vernon, New York City 
Von Ritter, Frank M., Sta- 
tioners Loose Leaf Co., Mil- 

waukee, Wis 


Waddy. Woodson P., Everett 
Waddey Co., Richmond, Va. 


Wadsworth, Charles, Ameri- 
ean Lead Pencil Co., Hobo- 
ken, N. J 

Walker, A. J.. Farnham Prtg 
& Staty. Co., Minnapolis, 
Minn. 


Walker, Sam, B. F. Goodrich 
Co., Akron, Ohio 

Wallace, W. H., Bainbridge, 
Kimpton & Haupt, Inc., 
New York City. 

Ward, aS John Ward & Son, 
New York City 

Ward, John J., 
Cue, . w- 

Waterman, Frank D., L. E 
Waterman Co., New York 
City. 

Webster, Phil F manufac- 
turer’s representative, San 
Antonio, Texas 

Weissenborn, R \.. General 
Pencil Co Jersey City, 
nN. < 

West, J. E 


Long Island 


Dartnell Publica- 
tions, In« Chicago, Il 
Whitmore Eugene Dartnell 
Publications, Inc Chicago, 

Ill 

Wiesing, J. E.. American Pad 
& Paper Co., Holyoke, Mass 

Wilcox, L. B., Hutchinson Of- 
fice Supply & Prtg. Co., 
Hutchinson, Kan 

Willenborg, J. Frank, Willen- 
borg Staty & Prtg. Co., 
Cincinnati, Ohio 


Williams, Albert W., Station- 
ers’ Guild of Am., Philadel- 
phia, Pa 

Williams, Harry, Ryan & 


Williams, Buffalo, N. Y. 
Willis, R. H.. S. E. & M. Ver- 
non, New York City. 
Willoughby, Eugene, Geyer's 
Stationer, Chicago, IIL. 
Wilson, E. C Wilson Staty. 
& Prtg. Co., Houston, Texas. 
Wingert, L. P.. General Pen- 
cil Co., Jersey City, N. J. 
Wirtz. J. A., The F. W. Rob- 
erts Co., Cleveland, Ohio. 


Wittke, J Ss A., Westfield, 
N. J 

Wittstein. H. H., Globe-Wer- 
nicke Co Pleasant Ridge, 
Ohio 

Wolf, C \ The Mayer- 
Schairer Co., Ann Arbor, 
Mich 

Wood. Robert N., Esterbrook 
Steel Pen Mfg. Co., Cam- 
den, N 

Wray, Geo. B.. The Quigley 
Furniture Co Whitesboro, 
_ = 


Yawman, F. J., Y awman & 
Erbe Co., Rochester, , wi 


os 
New Silverglo Catalogue 


“Light by Silverglo” 
new catalogue of the 


300 East Federal street, 


explains the distinctive Silverg 


me as 


forms of office and hom« 


show Silverglo lamps in use, 
President Hoover's new desk by 


of the lamp made for 
Silverglo The last pare ol 
sive list of prominent users 


the catalogue 
fective in August. 


is the 
products of Silverglo Lamps, Inc., 


Baltimore, Md The 


applied to desk lamps, 
vhting. Dozens of illustrations 


and among 


of Silverglo 


comes a new price list, 


title on the front cover of a 


catalogue 
lo system of indirect light- 
table lamps, and similar 
them is a picture 


catalogue gives an impres- 
lamps, and with 


which became ef- 
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VINCIBLE NO. 


The First 
One-Piece File 


A distinctive departure from the conventional type file 
construction. Every detail is developed to a new higher 
level of refinement. 


The interior skeleton frame carries all locking and operat- 
ing mechanism;—a complete structure independent of the 
case. This structure is as rigid as most completed files. 


The skeleton is entirely built of “U” shaped 16-gauge 
structural steel beams; joints are flanged and electrically 
spot welded. The channel housing for the drawer sus- 
pension is 14-gauge steel calipered to precision. The par- 
acentric lock mechanism is an innovation in its positive 
action. 


The sides and back of the file are formed 
in one-piece heavy gauge steel. There are 
noupright seams. Ends are expertly flanged 
to lock the skeleton to the case as securely 
as an inseparable unit. Top and base lock 
securely into place without the necessity 
of welding marks or the slightest possibility 
of other accidental imperfections. The 
entire exterior is tool-free and marvelously 
adapted to the finest grained finishes ever 
applied to steel business equipment. 


Surpassing the 
Highest Standards 


1000 LINE 


of the Industry 














-—TLE OF 


New Type Drawer 


Construction 


The progressive movement of the drawer mechanism is timed as accurately 
as a clock. The frame of the side suspension is formed of 14-gauge steel; 
its angular structure provides surplus reserve strength. 


The suspension operates smoothly on four sets of ball bearings and the 
drawer operates on four other sets of ball bearings. The runs on the drawer 
sides and suspension housing are 14-gauge steel, providing a solid rolling 
surface. Both drawer and suspension are easily removable 


Heavily loaded drawers operate silently and at the lightest touch. They 
close silently on rubber cushioned drawer stovs. There is no rebound. 


Tapered edges on the drawer fronts seat all drawers in perfect alignment. 


An 


Innovation 
In Follower 


Design 





The new type compact follower isa handsome flush finished panel. Locking 
mechanism is inside the follower panel and is controlled conveniently from 
the top. 


Notched tern-plate slides inside tne drawer accommodate the follower lock 
bolts. The follower moves forward and locks automatically without 
touching the levers, and moves backward by releasing them. There is no 
reaching into the drawer. No sharp edges. No sacrifice of drawer space. 


Drawers Are 
Removable 


The drawer with its contents is 
portable. Simply raise the drawer 
off the suspension and place it 
back just as conveniently. A 
convenient grip is provided in 


the rear of the drawer. 


Inside of the front drawer pane! 
two embossed buttons provide 
finger space, allowing convenient 


access to the first file folder. 





THE NEW INVINCIBLE 


JS / e VASE 
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CENTURY 


Most Complete 
Variety of Units 


The Invincible No. 1000 Line is complete in Five, Four, 
Three, and Two-Drawer heights. Card, Check, Box and 
Document drawer inserts are available. Special units are 
also available in standard heights for Bill Files, Check, Card, 
and Document Files, Tabulating Files, Ledger Files, Plan 





Files, Cupboards, Leg and Caster Bases, complete battery 
and counter equipment. From this extensive line every 


modern filing requirement may be supplied. 


The label holders are solid bronze and the drawer pulls of 
latest design are alloy cast in solid bronze. Substantial satin 
finish is applied. Walnut graining is faithfully reproduced 
from impressions taken directly from finest selected walnut 


woods. Other fine standard finishes are also available. 


Tore Demonstrating 
Features Than Any Line 


Ever Gave You 


Every purchaser of quality equipment expects a demonstra 
tion of plus values, service refinements and efficiency fea 
tures. In the Invincible No. 1000 Line every worthwhile 
element of service and style reaches an advanced degree of 


perfection. 


The one-piece construction, the deluxe, marless finish, 


express a striking individuality. The portability of the 
drawers widens the scope of service. The compact follower 
introduces a desirable new convenience. The smooth work- 
ing, silent ball bearings provide a drawer suspension at its 


best. The collective advantages offer the highest ideal of 


a 





filing cabinet construction, yet the price is comparatively 
reasonable. Resourceful dealers will do well to show the 


Invincible No. 1000 Line. Write to the factory today. 


meer 


ENUMBER 1000 LINE 
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INVINCIBLE METAL FURNITURE CO. 


810 Franklin Street, Manitowoc, Wisconsin 
New York Chicago Los Angeles 
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QUICK... EFFICIENT... ACCURATE... 
Addressograph will effect immediate 
savings in your operating expense by 
handling innumerable jobs in every 


department of your business. 


Keeping on a satisfactory profit basis 
is always a real problem. Yet many con- 
cerns show good net profits even when 
gross revenue is off. They do it by cut- 
ting down expense. Their results show 
what can be done by eliminating waste, 
effecting economies—doing more at 
less cost. 

With Addressograph you can both 
reduce operating expense and build 
business. 

Use Addressograph to cut expense in 
every department of your business —in 
bookkeeping, record keeping, collecting 
disbursing, billing, factory form writing, 
routing, duplicating, printing, and mail- 
ing. Wherever it's used, Addressograph 
does the job cheaper, without error, and 
10 to 50 times faster than was possible 
by the old methods. 

In your sales department use Ad- 


dressograph to simplify direct mail 


LINE 





Small Addresso- 
graphs operate at 
speeds fram SW to 
1,800 mmpressions 
an hour. Print 
through a ribbon 
Prices from $20 
to $264.75, fo. b. 
Factory. 







Electric and automatic Addressographs 
— print through a ribbon—speeds from 
2,000 fo 12,000 impressions an hour. Elec- 
tric machines $295 to $870 — automatic 
machines $595 to $12,750, fo. b. Factory 





Class 5200 Dupligraph produces 500 

personalized letters an hour with name 

and address, salutation, body of letter 

and date. Prices $300 to $350. Other dup- 

licating machines $57.50 to $2,025, f. o. b 
Factory. 
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STRAIGHT 


This advertisement is appearing 
in a list of general and business 
magazines. Office appliance 
dealers and salesmen will find the 
message it contains of interest to 
all customers when discussing with 
them problems of reducing ex- 
pense — saving time — speeding 
up the daily routine. 


advertising, to get the right message to 
the right buyer at the right time, to revive 


inactive accounts and get new ones. 


Whatever your business, whatever its 
size, use Addressograph for “a straight 
line to results.” The Addressograph rep- 
resentative in your locality will gladly 
submit definite ideas to you and demon- 
strate the profitable application of 
Addressograph to your problems of re- 
ducing expense, increasing sales — 
building profits. There is no obligation. 


Write now! 


ADDRESSOGRAPH COMPANY 
General Offices: 901W. Van Buren Street, 
Chicago, U. S. A. 

Canadian General Offices: Addressograph Co., 
Limited, 30 Front Street, W., Toronto, Ontario 
European General Offices: Addressograph, Limited, 
London N. W. 10 
Divisions of Addressograph International Corporation 
Factories: Chicago, Toronto, London, Berlin, Paris 


Sales and service agencies 
in the principal cities of the world 


RESULIS 


Copyright 1980. Addre 





aph Co, 





Von Calabar: 


TRAOFE 


PRINTS FROM TYPE 
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A New Light 


Comes to the Aid of 







Business and Industry 
No. 201. Desk Lam 
ES ag gy pe Ly | L VE R G L O 


ment. Heavy base. Height 
15 inches. Beautifully fin- 
ished 


ciency. Silverglo relieves strain, eliminates blinding glares 
and shadows, approaches normal daylight— increases efh- 
ciency and production. 
Silverglo combines the indirect lighting principle with a silvered 
bulb, a new reflector and a glare-neutralizer. 
Ask your dealer or write direct for catalog. 


(ciency. St artificial light causes nearly 50% loss in efh- 


Silverglo Lamps, Inc. 
300 East Federal Street 
BALTIMORE MARYLAND 















At left, No. 410 
Reading Lamp. A Sil- 
verglo floor lamp, ad- 
justable in height from 
42 to 60 inches Angle 
f shade also adjusta- 

OF heautiful pro 





Above. Double Desk Lamp No. 307. Both 
shades are adjustable. Separate base switches. 
Height, 17 inches. 


Above, left, No. 697, beau- 
tifully finished, of heavier 
construction and appear- 
ance, is 15 inches high, has 
adjustable metal shade. 


Above, right, No. 696. For 
Junior Executives. Modeled 
in simple dignity and fine 
detail Adjustable shade 
Overall height, 13 inches 


At left, No. 1055. Colo- 
nial Design three candle 
lamp: Spun brass shade 
174 inch diameter. Height 


27 inches. 


At right, No. 600. Ex- 
ecutive Desk Lamp. An 
ornament to any office 
Trough shade adjustable 
Base solid brass, 17 
inches long. Height, 14 
inches. 














NOVEMBER, 1930 


Secretary and General Manager’s Report—Continued from 


page 38 


becoming more apparent all the time that all manufacturers will find, as 
they study merchandising possibilities, that the dealer is an economic 
outlet, that the dealer can afford a service to the manufacturer that costs 
the manufacturer less than the development of such services on his own 
part 

So we give you this small picture of growing departmentization of the 
business, the development of commodity competition in the dealers’ stores 
and the natural trend on the part of the dealer toward a selection of the 
commodities upon which he has the least competition from outside sources 
and the selection of commodities that show him the greatest profit possi- 
bility. 

The business office of this Association has been accused this year on 
more than one occasion of showing too much interest in some particular 
commodity. Let me say at this time that the business office of this Asso- 
ciation is primarily and fundamentally interested in the commodities that 
will tend toward a greater prosperity for the group that this Association 
represents ; that we are equally interested in all commodities that show 
possibilities in this direction and that we should be pardoned for our en- 
thusiasm when some particular commodity or some particular group of 
manufacturers, seeing the possibilities in this great new mode of distribu- 
tion, co-operate, go ahead and do things that we realize are carrying us 
forward and bringing us toward the goal that we all have in view. 


We might point out that at the regional meeting this year there has been 
the largest attendance that ever has been secured in the history of the 
Association since this regional districting plan went into effect and this in 
face of the fact that a business depression was in existence. The courage 
and foresightedness and clear-thinking faculties of the men in this business 
have never been more forcefully demonstrated than during the last twelve 
months. Fortunately, the casualties in our ranks have been few. There 
have been a good many wounded but very few incapacitated and it speaks 
well—in fact, it is a glowing tribute—that despite difficulties, despite a 
slower consumption of merchandise, these men have met together in these 
meetings, they have shown keen interest in the work of the Association, 
they have participated in its work and we are going to come out of this 
battle stronger and better equipped to meet these better business condi- 
tions which are just around the corner. 

The slogan of this convention is: Where are next year’s profits 
coming from? All through the year, in regional meetings, we have been 
developing an organization that will devote its major efforts to the in- 
terests of this business as a whole. Those who fall by the wayside will 
not fall by reason of any lack of organized endeavor on the part of those 
who can see into the future, who believe in this business and who can 
realize its possibilities. The growth of trade associations the world over 
has been astounding. The recognition of trade associations by President 
Hoover and by the great business agencies of the country, in calling them 
into consultations, in using their combined strength and their combined 
effort to keep business afloat and on an even keel, is an added tribute to 
those men who, twenty-six years ago organized this Association which has 
weathered over a quarter of a century of both good and bad business con- 
ditions and has unified this great trade in such a way that tremendous 
development has been made. 

During the past year, your administration has endeavored to reconcile 
trade differences and complaints in reference to trade practice by pro- 
viding a Trade Relations Committee and a Manufacturers’ and Retailers’ 
Research Committee and we believe that the solution of all trade abuse 
will come only through a clear picture in the minds of all parts of the 
trade as to the problems of all the various factors in the trade. 

Your General Manager attended the annual meeting of the United 
States Chamber of Commerce in the capacity of National councillor and 
at various times during the year has contacted the different departments 
of the Chamber in a co-operative way. The business office is particularly 
appreciative of the co-operation of Mr. Henry P. Fowler who addresses 
the conference this morning. Mr. Fowler is the Assistant Manager of 
the Research Department of the U. S. Chamber of Commerce. He is a 
graduate of Harvard Law School and has been a tower of strength and a 
most capable adviser to your business office and I would like to see this 
conference offer a resolution of appreciation for the help and service that 
Mr. Fowler has been to this Association. 

Through our contact with the United States Chamber of Commerce, when 
the Hoover Business Survey was appointed we were able to have ap- 
pointed on this committee a retail stationer. This, I believe, is the first 
time that national recognition of this kind has been given to our busi- 
ness, and immediately it places us on the list of basic industries and 
gives recognition to the fact that we probably are the most barometric 
industry in the whole cycle of merchandising. We also have the same 
retail stationer—Mr. Harry Horder of Chicago—on the Trade Association 
Committee of the United States Chamber. 

I do feel, before I close my remarks in reference to the U. 8. Chamber, 
that the following comment is necessary: I believe that the time is com- 
ing when larger committees in reference to a great many phases of mer- 
chandising will be working in conjunction with the Chamber. I would 
like to see the personnel of these committees made up of men in the 
ranks. I fear, sometimes, that in times of depression and business stress 
that we look altogether too much for help to men in high places when, 
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GUNLOCKE 
LEATHER 


FURNITURE 


Made for Lasting Comfort 





HAIRS that will be as attractive and as 

comfortable in 1940 as they are now, are 

the chairs to buy—particularly in the present 

market. For all equipment, from cheapest to 
best, is now moderately priced. 


The GUNLOCKE line includes chairs for the 
general office and for the executive, for clubs, 
reception rooms, fraternities, etc. GUN- 
LOCKE quality means more comfort for the 
present and for years to come. When you 
consider its period of service, its cost is far 
below the lower priced grades. 


Dealers who specialize on high grade mer- 
chandise should sell the GUNLOCKE line. 
Catalog and full details on request. 


The W. H. Gunlocke 


Chair Company 
Wayland New York 
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HERE IS THE NEW 


UNIVERSAL 
SLIP-SHEETER 





ROTARY 
STENCIL 


How Many 


Duplicators in Your 


Territory? 


A very large number no doubt and most of them in con- 
tinual use. Also most of them have not been equipped 
with slip-sheeters because there has been no practical de- 
vice available until the Universal was produced. Thus the 
Universal Slip-Sheeter at $35.00 presents a profitable sales 
opportunity. 

The Universal Slip-Sheeter is extremely simple and very 
sturdy in construction. It is absolutely positive in action. 
Operates automatically with any speed of machine. Easy 
running and quiet. Can be attached or detached like a 
receiving tray in a jiffy. Uses plain slip sheets which 
retail for 50c per 100 sheets. Enables Mimeograph to do 
clean work on any kind of paper. 


DEALERS— AGENTS 


Dealers and agents: There is a general need for Universal 
Slip-Sheeters in your territory. Don't delay to get full 
information about this unusual opportunity at once. Write 


MODERN MAIL 


EQUIPMENT CO. 


240 Broadway NEW YORK 
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as a matter of fact, the man on the firing line could bring a quicker 
result by reason of his closer contact with actual conditions 

American must be democratized. Just as the Government is 
building a skeleton organization which can be quickly put into the flesh 
in time of war or national danger, so I believe that a great business 
skeleton should be organized which can rapidly go into action in times 
of business stress and depression, and while I appreciate the fact that 
the generals and the lieutenant generals of business are needed to lead 
the vast army that would be necessary to compete with business reverse, 
I believe that the more important thing is the vast army it is made up 
of—men in the ranks not only nationally organized, but, I believe, inter- 
nationally organized, in conjunction with the countries of the world who 
always have suffered together in times of bad business 

We have published a new Who’s Who this year containing the list of 
membership, the by-laws and the brief account of the annual meeting 
and this will be repeated during the coming year. Your Association has 
sent out, during the past year, over 50,000 bulletins. We have conducted 
ten researches into various subjects such as Compensation, Cost of Doing 
Business, Overhead and numerous other things. For five months, we ran 
a department in a large magazine, calling the attention of the consumer 
to the importance of the tools of business sold by the stationer. The 
continuation of this type of work through other magazines seems to be in 
sight. The Information Bureau has answered some 1500 inquiries in ref- 
erence to merchandise, where it can be found, what it is and who makes 
it. We have published twelve issues of the National Stationer and you 
will be interested to know that at the present of this 
organ as an advertising medium has become so apparent that we have 
requests for more advertising space than we are able to supply. Twenty- 
eight pages of the Stationer Sales Book have been written and distributed 
through the National Stationer 
the country for extra copies of the various sections of the Stationer Sales 
Book. Just before the convention, one dealer in Los Angeles asked us for 
20 copies of the Stationer in order that each of his men might have the 
information contained in that particular number. Stationers in many 
sections of the country are subscribing to the National Stationer for all 


business 


time the value 


We are receiving requests from all over 


One large and prosperous concern in Baltimore gets 30 
copies a month. We do not consider the National Stationer a trade pa- 
per. It is a paper devoted strictly and specifically to the interests of this 
Association. It is the official organ of the Association and one of its 
major jobs is to keep all the members advised as to what is going on and 
to contribute, in some small way, to the commodity education of the 
salesman behind the counter and, after all, he is the man on the firing 
line and a factor in this business for which the business office has the 
profound respect. We have added, during the current year, 31 
the National Index, five of which were new lists, and while 
some of the largest stationers seem to feel that they could get along 
without the Index, a great number of the smaller dealers find it of the 
greatest benefit, notwithstanding the fact that many sheets in it should 
be revised and brought up to date and a new development of this most 
important service should be taken care of 

The business office has answered several hundred questions during the 
year from members who have sent in their balance sheets and other in- 
formation about their business, asking us to let them know, during these 
troublous times, how their particular condition compared with the aver- 
We have felt profoundly honored by the confidence 
exhibited by many of our members in submitting this matter to us 

I brought my scratch pad with me, and I thought it would be a little 
quicker to briefly point out certain things, to give you a quick picture of 
them 

We have 550 active paid-up dealers; 200 more who are non-member 
dealers but are contacted through the National Stationer; 250 traveling 
salesmen, 50 other member classifications; 225 manufacturers, and 2,000 
retail salesmen, tied into the National Stationer and through our bulletin 
This gives us a total association contact of 3,275, with publicity 
contacts of 500,000. 

The attendance, as we have pointed out before, at regional meetings of 
dealers, was 1,005; manufacturers and travelers, 700. There was a dupli- 
cation there, because many attend more than one meeting; it should be 
about 300. And 800 retail salesmen. 

We sent out 55,000 bulletins, and 48,000 issues of the National Stationer, 
or copies of the National Stationer. We answered 1,412 inquiries in the 
information bureau, have written 8,300 letters, have had 364 visitors at 
headquarters. The President has traveled 20,000 miles, the General Man- 
ager 19,100, the Executive Committee 13,600, and the Governors 39,000, 
making a total mileage for the administration of 91,700 miles traveled 
by the officers of this Association in the year. 

Office equipment and supplies contributed by member manufacturers 
during 1930 totaled $2,800.00. Manufacturers came in and furnished our 
office, gave us all the supplies we wanted ; we haven't had to ask for any- 
thing. We are too modest for that; we would not ask for it. (Laughter.) 

We have had a number of questionnaires, sale compensation, cost of 
making sale, general compensation. Manufacturers committees, broken 
packages ; the suggestionnaire, loose-leaf, general store merchandising, and 
now have one out on fountain pen repairs. 

We have had two controversies, a lot of fun. There have been ten com- 
plaints on trade relations, some compliments and a lot of kicks. 

Is the work attracting attention? We have a stationer on the Hoover 
System magazine joined the Association, and 


their salesmen 


most 


pages to 


age in the business 


service 


Business Survey Committee. 
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Entire stock of Office Furni- 
ture including Suites, Period 
Grades, Commercial Grades, 
Desks, Tables and accessories. 


Write or wire for special prices. 





The J. F. Dietz 
Company 


4851 Spring Grove Avenue 
| CINCINNATI, OHIO 
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ACME 


FURTHER ADVANCES THE STANDARDS 
OF BEAUTY AND PERFECTION OF 
STAPLING MACHINES! 


The NEW, ALL-CHROMIUM ACME CHAMPION is here! Ready 
to increase your sales . . . your PROFITS! Ready to be placed 
in hundreds of offices . . . EXECUTIVE offices! It's beavu- 
tiful. . . . Distinctive in appearance . . . efficient econom- 
ically . . . perfect mechanically! IN STEP WITH MODERN 
TIMES! Show your customers how to use it as a tacker by 
removing the base! Display this new machine . . . the only 
ALL-CHROMIUM plated stapling machine made . . . and 
watch your profits soar. Wire trial order . . . TODAY! 


THE ACME STAPLE COMPANY, CAMDEN, N. J. 


THIRTY SIX YEARS OF MANUFACTURING EXPERIENCE 
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has carried a for five months. It also has con- 
ducted a retail stationers’ shopping tour and sales survey, which you will 
hear about tomorrow. The Gregg Publishing Company, we are working 
with them now, to reach their 85,000 students in the business schoo's. I 
have been requested to write a small textbook on how to buy stationers’ 
supplies. That is tough, isn’t it? (Laughter.) And we are going to have 
an educational department in Gregg’s, in which the stationer will be 
recognized as carrying these products. 


stationers’ department 


Dartnell, in Chicago, has joined the Association, and is going to inaugu 
rate new selling help, for the retail salesman 

We are making the buying public the manufac 
turers advertising in 1930 mentioning the stationer has reached 40,000,000 
prints. The words ‘‘stationer’’ and ‘‘buy from your stationer’’ have been 
published this year in 40,000,000 printings, and I think that is an indi- 


stationer-conscious ; 


cation of progress. 

In conclusion, someone asked me not long ago what associations were 
for, what they could do and whether they were devoting their activities 
to prices or whether they had other activities, and I was able to answer 
very quickly, this: That the trade associations that I knew anything 
about today are not devoting their activities at all to prices. It is easily 
recognized that price maintenance by agreement and on any kind of a 
national scale would be an illusion and a snare. The American business 
man will not allow anyone to dictate to him what prices he shall get for 
his goods, and in addition to this the laws of our country specifically 
forbid price fixing by co-operation, with the result that trade associations 
find no place in their programs for work of this kind, and even if the 
law allowed price fixing, I doubt very much whether uniform prices could 
be determined and I know they could not be agreed upon in any national 
or international scale. 

What, therefore, can a Trade Association do? My answer is this: In 
this day of growing combinations and mergers, of domination 
of a great many businesses by huge financial combinations, in this day 
of chain store growth, the independent merchant finds in this National 
Trade Association his only opportunity to compete and retain his place 
in this scheme of things. His Trade Association supplies him with the 
facilities that the unit chain store is able to procure from headquarters. 
His Trade Association assures him that his interests in a national way 
shall be protected. His Trade Association gives him an opportunity to 
meet with and exchange ideas with the other people in his business from 
all parts of the country and internationally. His Trade Association gives 
him a background of strength, of cohesion, of national thinking. His 
Trade Association is devoted to the upbuilding of better business methods, 


in a day 


of better service to the consumer, of employment for more people, of bet- 
ter compensation for those who are employed, of better and more efficient 
stores, of the development of his Trade Association as a national asset. 

Just as the business that is most successful is the one that thinks the 
least of prices and the most of service, so is the Trade Association suc- 
cessful and the trade successful that concentrates upon service to the pub- 
lic, the upbuilding of a trade as an asset to the local community and to 
the nation at large, and to the development of respect for the trade as an 
asset to the local community and to the function of a trade association 
is to do the things for a business that no individual could do alone. 

And so, finally, we point to the accomplishments of the National Sta- 
tioners Association as of being devoted to progress, to fraternity among 
the people engaged in this business and to the greater development of a 
trade or craft that has been in existence since 1403 
itself 

I thank you, gentlemen 


Its record speaks for 


CHARLES P. GARVIN 


—_—<g>——___—_ 


“How to Apply the Harvard Bureau Figures to Your 
Business”—Continued from page 51 


Of the lines that are lower in the table, G and H have a margin that is 
at least equal to my cost. This is not true of the last two lines. These 
are store items ordinarily, as the average sale indicates. On these I must 
attempt to reduce selling costs. It occurs to me to try to get orders by 
mail or telephone. I cannot afford to have salesmen devoting time to them, 
as the orders are too small. 

What about increasing the size of the order? In general, it should be 
noticed that those lines which have a cost of selling equal to or below 
the general average of the store, have a high average sale, whereas those 
lines which have a cost of selling greater than the general average of the 
store have a low average However, the 
have the highest average sale. The average sale for bound and loose leaf 
items is higher than any of the lines of commercial stationery which are 
below it in the table. It will require either an increase in the average 
sale, or a decrease in the cost of selling, or both, to make these goods 
profitable to sell on the outside. As manager of the Outside Sellers, In- 
corporated, I make a note to ask the manufacturers of these articles to 
help me work out offers of such items around $5. 


sale lowest cost line does not 


This question of the low average sale makes me wonder what it costs 
to handle small orders as against large orders. Naturally, I know it is 
more, but I would like to know how much. Dividing my orders and sales 
into groups, those below $10, those from $10 to $20, those from $20 to 
$100, and those over $100, by departments of the store, and using my 
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Profit This Year? 


THAT depends largely on turnover. If 
our shelves are loaded with slow mov- 
ing office supplies —the answer to this 
all important question is that you will 
probably wind up the year with a red 
ink figure. 

The difference between profit and 
loss is turnover. And that’s just the rea- 
son for handling sae in your 
store. Executabs do sell. The amount 
of stock necessary represents only a 
small outlay in dollars and cents. Di- 
rect factory shipments may be obtained 
almost over night. No need to load up 
in order to have a representative dis- 
play and stock. 

Profit this year thru the sale of this 
new indexing tab—the tab that replaces 
all other types of indexing material. 
The tab that is always 100% visible — 
that hides none of the facts that are to 
be indexed. 

Executabs are a big seller. The re- 
peat business is great. Many of the larg- 
est stationery houses in this and foreign 
lands find Executabs very profitable. 
There are no red ink marks after a 
year’s sales efforts with Executabs. 

You want greater profits for the bal- 
ance of this year om you want a profit- 
able item for next year. Then why not 
investigate Sasontia now? Gladly will 
we send you the Executab portfolio and 
full information on our plan of how we 
aid you in selling. 

Write now for the Executab port- 
folio. Sent to any interested stationer 
without the slightest obligation. 


XECUTA 


100% VISIBLE INDEX 


EXECUTAB CORPORATION 
36 Power Building, North Tonawanda, N. Y. 
































STEEL FURNITURE 


Corporation 
Desk -e- 





HER is a steel desk for the general 
office that combines neat appearance and 
unusual durability with a high degree of 
efficiency, at very reasonable cost. 


The top is strengthened with both steel 
box stiffeners and Z bars. The sides are 
solid to the touch and free from“drum- 
ming” or tinny noises. 


The slotted-type interchangeable drawer 
permits one-inch adjustments of parti- 
tions. The center drawer springs out suf- 
ficiently when unlocked to release all 
other drawers and to keep them unlocked 
until the center drawer is again locked. 


This desk is one of the items in a com- 
plete quality line of steel desks, filing cab- 
inets, transfer cases, storage cabinets, and 
wardrobes made by the STEEL FURNI- 
TURE Manufacturing Company. 


Progressive office-equipment dealers will 
find our dealer franchise of unusual in- 
terest and profit. The line is being placed 
now in the Middle West and on the Atlan- 
tic seaboard as well as in the West. Details 
will be cheerfully furnished to dealers in 
localities where we are not represented. 


Write... 
STEEL FURNITURE MANUFACTURING CO. 


Baldwin Park, California 
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transactions and sales on the cost basis indicated, I have another table 
which shows me the cost of handling each size of order 





TABLE Il 
Outside Sellers, Inc 
DEPARTMENTAL TRANSACTIONS, SALES, COST AND PERCENT OF 
COST TO SALES BY VOLUME GROUPS 


Art & 

Group Furniture Stationery Eng.Sup. Mimeo. Printing Total 
Trans. . No. 1827 59,267 8,780 52 # #626 70,952 
Sales ... --$ 8,432 126,067 17,884 1,357 3,012 156,752 

0-$10 Cost .. .$ 8,699 62,288 9,097 2,032 3,004 85,120 

% to Sales % 103 49 51 150 100 54 
Trans. . No 1429 2,798 507 54 389 5,177 
Sales .-$ 21,358 37,915 6,855 698 5,607 72,433 

$10-$20 Cost $ 9,240 8,215 1,486 331 2,481 21,753 

% to Sales . % 43 22 22 47 44 30 
Trans. . No 3407 1,419 295 144 697 5,962 
Sales . .$149,023 51,713 10,327 6,669 28,986 246,721 

$20-$100 Cost $ 38,217 9,526 1,910 1,676 7,571 58,901 

% to Sales % 26 18 19 25 26 24 
Trans. . No 639 150 18 38 83 $28 
Sales . . $134,857 27,944 2,807 5,905 13,180 184,693 

$100 and over $ 24,807 4,716 476 1,126 2,507 33,632 

% to Sales % 18 17 17 19 19 18 
Trans. . No 7302 63,634 9,600 688 1,795 83,019 
Sales ... .$313,672 243,638 37,873 14,629 50.786 660,598 

Total Cost $ 80,964 84,744 12,969 5,166 15,563 199,406 

% to Sales ~% 26 35 34 35 31 30 





This table tells me that when I take an order for $10 or less, it costs 
me about 50c on the dollar to fill it (100c in the furniture department), 
85% of my orders and 14% of my sales are of this character. In the next 
group, those orders between $10 and $20, I am fortunate enough to obtain 
normal cost, or about 30c on the dollar. For all orders above $20, I have 
better than normal cost, and on orders $100 and over, I have to pay only 
18% cost of selling. Again, orders in different departments of my busi- 
ness have different ratios in this respect In general, orders for sta- 
tionery items in the $100 and over bracket are about 1% lower than the 
average 

There is one department of my business which is not shown on the 
table, which I have been in the habit of treating in a rather special man- 
ner. This is the contract sales department, it consists principally of large 
orders taken at a small margin, from certain specified large buyers with 
whom I am interested in developing business During the year I did 
$33,000 in sales in the contract department, and costing the sales and 
transactions so included, I find that it cost me 18 7/10% to do this sort 
of business. This is practically the same cost as the over $100 order. The 
$32,000 business on my books shows gross margin of a little over 6%, 
and if it cost me 18% to do the business, naturally I showed a net loss 
of 12% In the future, as in the past, I may want to take these 
orders for the prestige there is in them or the buying power, but I might 
as well make up my mind to charge advertising with the difference when 


on sales 


I handle them for anything less than 18% on sales. 

From this instance, I am forced to acknowledge that there are some 
customers in my market, some customers who buy too close for me to 
I would like to know in a general way what sort of 
So I have another table showing the 


handle at a profit 
customers I can handle at a profit 
number of customers, the number of transactions, sales, and the cost of 


sales for different sizes and customers 





TABLE Ill 
Outdoor Sellers, Inc 
NUMBER OF CUSTOMERS, TRANSACTIONS, SALES, COST OF SALES 
BY CUSTOMER VOLUME GROUP - 
Cost (Trans 


Annual Customer Transactions Sales 
Volume No % Tot No % Tot $ Tot $ @ $1) 
0 $9 1939 37.7 $556 3 8,408 1.3 5,943 3.1 
$10 19 789 15.3 1,496 5.3 11,285 1.8 6,358 3.3 
20 29 447 8.7 3,985 4.7 10,891 1.7 5,782 3.0 
30) 39 329 6.4 3,527 1.1 11,408 1.8 5,409 2.8 
10 19 231 5 2,958 3.5 10,269 1.6 1,652 2.4 
"0 99 628 12.2 11,929 490 13.797 6.9 19,155 10.0 
100-499 638 12.4 27,033 31.7 137,882 21.6 19,783 26.1 
0999 74 1.5 6,785 8.0 50,804 7.9 15,168 8.0 
1000 and over 67 13 20,053 23.5 354,886 55.5 78,609 41.2 


5142 100.0 85,322 100.0 639.630 100.0 190,861 100.0 


Annual Transactions Sales Per Average % Cost 

Volume Per Cust Customer Transaction to Sales 
0 £9 2 $ 1.34 $ 1.8 70.7 
$10 19 6 14.30 2.51 56.3 
20 29 9 24.36 2.73 53.1 
30 39 11 34.68 3.24 17.4 
10 19 13 $4.45 17 5.3 
50 99 19 69.74 } 67 3.7 
100-499 12 216.12 10 0.1 
500-999 92 686.54 7.49 29.9 
1000 and over 299 », 296.81 17.70 22.2 
17 $124.39 $ 7.50 29.8 





What this table shows was somewhat surprising to me, especially such 


a large apparent loss on the small customers. I found I had 1939 cus- 
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This Famous Seale 


HIS is the scale which makes 

business for stationers who sell it 
and saves business for those who use 
it. 
Stationers have found that the Han- 
son line of sensitive Postal and Parcel 
Post Scales adds to their volume be- 
cause these scales are sold for more 
money. The reason for the higher 
cost of them is obvious to anyone who 
will compare a Hanson Scale with a 
scale of any other make. Not only 
compare the appearance but the sen- 
sitiveness and accuracy. 
Users have found that Hanson Postal 
and Parcel Post Scales save business 
for them. They pay correct postage 
—no more—no less—on every piece 
of mail including Parcel Post that 
leaves their establishment. Their 
postage is fully paid which means that 
prospects and customers are not asked 
to pay part of it. How much busi- 
ness is obtained from a prospect who 
is called upon to pay part of some- 
body else’s postage? 
Last year the Chicago Post Office 
alone returned 2,232,947 pieces of 
mail for postage. 
No user of a Hanson Scale has ever 
compelled a customer to pay one cent 
of deficient postage. 
Hanson Postal and Parcel Post Scales 
are well made weighing mechanisms. 
They are not toys but are practical 
business devices for business houses 
to use. | 

















4 Interesting Numbers 


No. 1508 Air Mail Scale. 2 lbs. capacity graduated by 
one-fourth ounce. 
No. 1509 5 Ibs. capacity. Weighs first class mail up to 
four pounds, second and third class up to eight ounces, 
and parcel post up to four pounds. 
No. 1512 20 Ibs. Parcel Post Scale, giving correct rates 
for all zones. 
No. 515 50 Ibs. Parcel Post Scale, giving latest zone 
rates on dial. 

Hanson Scales are automatic. There are no weights 

to juggle. cing place articles to be weighed on 


1 
the platform. The indicator immediately points 
to correct weight, also to the correct postage. 








A Special Christmas Item 


Thousands of Bath Room Scales are given as gifts every Christmas 
season. You may as well secure some of this business and you can 
do it with a showing of the Hanson Petite Model-Health Scale. This 
scale has capacity of 250 lbs., graduated by pounds. It has rubber 
mat on platform, graceful lines, and choice of four attractive finishes 
—white, orchid, blue, and jade green. Non-tipping base. Diet book 
with each scale. Scale is guaranteed for life. Usually retails at 
$12.00. 


525 N. Ada St., 


Hanson Scale Company (Est. 1888) Chicago 
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because the 


Remington Portable 


meets the modern requirements of smart appearance 
combined with Utility... Speed ... Compactness... 
Durability ... it is inevitable that its sales should con- 
tinue to soar. That it should bring increased business 
to you. Dealership franchises are still available in some 
localities. Write us... today. 


Typewriter Division 


Remington Rand 


BUSINESS SERVICE 


BUFFALO, NEW YORK 
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tomers who bought less than $10.00 from me during the year. This is 
approximately 38% of my customers The serving of these customers 
occasioned 4566 transactions, which was 5.3% of the number of trans- 
actions, and these transactions yielded me $8,408 in sales, which was 1.3% 
of my sales. The servicing of these customers and transactions cost me 
$5,943, which was 3% of my cost. The average customer in this category 
bought two items of $4.34 during the year, or $1.85 per transaction. The 
$5,943 cost is 70% of the $8,408 sales. I think I could easily get along 
without these customers. 

The next two groups of customers, those buying between $10.00 and 
$20.00, $20.00 and $30.00 per year, cost over 50% of sales to serve 
Even the group $50.00 to $100.00 is surprisingly costly, and here is a 
sizeable volume of sales I could not get along without. The salesmen 
can tell me which of these customers are possibilities for the $100.00 and 
over group, where my costs first appear to be normal. The less than 
$50.00 customers would be the ones I should attempt to bring into a 
store for service, if I had one. I must try to reach them cheaper, prob- 
ably with advertising for telephone orders. 

My $1,000 and over group of customers, of which there are 67, only 
cost 22% of sales to handle. But some of them are price buyers, just 
as much as those in the contract sales department. I think 20% on sales 
or cost plus 25% is the dead line for these important customers. Some 
of them put in small orders galore I can find out from the number of 
orders and sales in the ledger just how each one stands. Probably I can 
work with the salesmen on these accounts, to bring up the average order 
and bring down the cost. 

What about my salesmen, and the cost of their orders? Some of them 
have duties other than selling, and so I cannot hold them responsible for 
the volume of sales exclusively, but is what business they get profitable? 





TABLE IV 
Outside Sellers, Inc. 


TRANSACTIONS, SALES, AVERAGE SALES, COST OF 
SALES BY SALESMEN 





Salesman Number % to Total Average 
Number Trans Cost Sales Sales Sale 
8 2882 $ 13,643 22.6 $ 60,216 $20.89 
26 5927 $4,201 26.1 169,221 28.55 
25 3742 10.478 25.6 40,825 10.91 
9 2680 8,882 26.6 33,323 12.43 
18 2559 5,937 26.9 22,046 8.62 
14 5527 15,423 28.4 94,147 9.80 
20 3701 8,436 30.1 27,945 7.55 
16 2270 5,396 30.4 17,713 7.80 
17 1473 7,307 31.7 23,026 15.63 
3 4113 8,105 32.4 25,010 6.08 
2-4-11-21 527 3,418 25.3 13,499 25.61 
Total 35401 $131,226 26.9 $486,973 $13.76 
Profitable 
10 4136 $ 7,617 36.5 $ 20,838 $5.04 
15 7219 9,195 37.0 24,801 3.44 
24 4941 6,665 40.0 16,629 3.37 
2 6240 0,993 40.0 27,430 4.40 
1 7573 9,974 41.9 23,799 3.14 
13 9899 13,029 43.6 29,847 3.02 
6 10199 11,054 50.1 22,023 2.16 
5, 7, 23, 
23, 28, 29 4157 6,716 54.4 12,346 2.97 
Total 
Unprofitable 54364 $ 75,241 42.3 $177,714 $3.27 
Total All 89765 $206,468 32.1 $664,687 $7.40 





I made another tabulation of my salesmen showing the number of orders, 
sales and cost, and I found I had a cost variance in salesmen having a 
considerable volume, between 23% and 50% of sales. The average sale 
of the lowest cost salesman is $20.89. The average sale of the highest 
cost salesman is $2.16. This variation as well as the variation in the 
cost of selling is due to the kind of customer the salesman has as well as 
to the kind of selling he does, but I am most interested in the kind of 
selling he does 

How much are my salesmen specializing, and what is the result? Taking 
the departmental sales of each individual salesman, I find that there was 
specialization in the furniture department on the part of salesman No. 
26, who did practically one-half the business of the department. Another 
salesman had one-half the volume of art and engineering supplies depart- 
ment. Some salesmen have exhibited a mild degree of specialization on 
mimeograph and printing, but there was no evidence of any specialization 
in the stationery department. The highest sales of any one salesman in 
this department constituted less than 10% of the total sales of the de- 
partment. There seemed to be a great difference between the salesmen as 
far as this department is concerned, one salesman attained a volume of 
$28,000 with 2300 transactions, another attained a volume of $20,000 with 
9500 transactions. Specialization would increase the average sale, and 
lower my cost which seems to be what I need to do in this department. 

What am I going to specialize upon? Probably different things at dif- 
ferent times of the year, but certainly not any of the products which 
appeared to have such high costs in my first table. I have already had 
some success in specializing on furniture, and filing equipment, mimeo- 
graph and printing. All items have a high average sale. Bound books 
and loose leaf come next in the table, the average sale is low, but better 
than most stationery items and probably can be increased. Cost of selling 
is normal, gross margin is generally good. What shall I concentrate on? 
I shall try to select items in the line in which the normal orders would 
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For a Speedy, Accurate Inventory 
and a Safely Kept Record 


STA 





INVENTORY SHEETS 


IMPROVEMENT in this kind 
of record is as desirable as in any 
other part of bookkeeping. 
WESTAB Inventory Sheets are 
arranged to contain all the infor- 
mation necessary to a true picture 
of a business stock. Substantial 
weight, sulphite bond paper is 
used, pen ruled and printed both 
sides. Each sheet provides for list- 
ing sixty-five commodities. 

By means of the cover, back and punchings, 
this original entry record can be assembled 
in book form with prong fasteners or, the 


punchings being standard distance, in a ring 
book or post binder. 


STATIONERS: Prepare to feature these 
improved blanks; send for specimen sheet 
and prices, or for our complete catalog of 
profitable stationery items. 


KALAMAZOO 
STATIONERY 
COMPANY 


Division of Western Tablet & Stationery Corp. 
KALAMAZOO, MICH. 
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Polytype 


SIGN PRINTER 











A word or two with 
each impression 


Every Stationer can profitably 
handle the Polytype sign print- 
ing outfit, whether or not he 
regularly carries rubber stamp 
goods. Useful in retail stores, 
real estate offices, restaurants, 
schools, churches, clubs, news- 
paper offices, etc. 


Single characters or letters, or 
complete words or phrases are 
easily and clearly printed. The 
letters are one inch high and, 
by means of the Polytype 
aligning rubber and locking 
stick, can be grouped in words 
or phrases up to eight inches in 
length, thus printing a com- 
plete sign in one or two im- 
pressions, neatly and in perfect 
alignment. For window and 
counter display signs, Polytype 
offers a method superior to 
that of outfits hitherto intro- 
duced. Order one today ; dem- 
onstration will sell many oth- 
ers. Illustrated folder and 
price on request. 


HANS H. HELLESOE 


2444 Ainslie Street 
CHICAGO 
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I shall try it out first with the 
my books. Who will sell 
what I want them to do, 
something For the 


exceed $10 units. Where shall I sell it? 
accounts that are worth more than $100 on 
it? I shall try to coach two or three men 
preferably men not already specializing on 
time being, they will give up former duties, whatever they were, and 
devote their entire time and energy to learn what can be accomplished 
with this specialization on this line. Finally, I would like to say that this 
picture is only one. It is not the number of stores even that you heard 
talked about this morning It is one business It may not be 
typical. It is wholly in outside business. It is a matter for you gentle- 
men to determine for your own businesses entirely how applicable this 
proposition is. I can conceive of the limits being far different for other 
businesses, but the point is that for my business I need to specialize more 
on products, I need to go after $10.00 orders, I need to bring up more 
customers to $100.00 a year, and I need to specialize certain salesmen. 


else. 


only 


Now, I would like to hear from any one here of some actual experiences 
that you may have had which will either controvert or back up the con- 
clusions that I, as a rank outsider, have reached from analyzing some- 
what one stationery business. If you have any suggestions or questions 
I would be very glad to try to answer them 

—_—_——_<g—___ 


Recent Developments in the Trade Practice Conference 
—Continued from page 53 

on the interpretation of Section 2. Certainly, to the average layman the 
meaning of this section is by no means clear. The only feasible method 
of securing the co-operation of business in the observance of this statute 
is to make it possible for business groups to adopt an interpretation, ac- 
ceptable to the Commission as consistent with the spirit of the law, which 
is understandable to the individual members. 

Other Group I rules suffer in much the same respect. It is to rules in 
Group II, however, that the greatest harm will undoubtedly result if the 
the Commission’s proposals become effective. As I have said, Group I 
rules are to a great extent merely restatements of the law. It is doubtful 
whether these rules alone contribute much to the value of the conference 
Through Group II rules, however, industry is making its law merchant 
In this way American business is seeking to correct, voluntarily and by 
co-operative action, many of the outstanding abuses which have grown 
up through years of competitive warfare. Such practices as dumping 
surplus products outside the normal sales territory, irresponsible bidding 
enabling the buyer to ‘‘shop around’’ among the bidders, and other prac- 
tices of this character have been condemned by Group II rules. These 
rules and others the Commission proposes to eliminate in their entirety 
Any agreement among competitors which results in a substantial lessening 
of competition is clearly illegal. Is it clear, however, that an agree- 
ment to ship all products f.o.b. factory or to refrain from shipping on 
consignment has the effect of substantially lessening competition? May 
it not be said that agreements of the latter type tend to regulate and, 
therefore, promote rather than restrain competition—a distinction long 
since recognized as sound by the United States Supreme Court? 

Back of all this there is of course the fundamental objection that the 
Commission’s program, if finally adopted and put into operation, transfers 
the trade practice conference from an instrument available for the self- 
regulation of business and makes of it a means through which the Fed- 
eral Trade Commission will itself be prescribing rules for the regulation 
of industries holding conferences. The theory that an industry may set 
up its own standards of conduct and, with the approval of the Commis- 
sion, endeavor to make them effective can no longer be supported. On 
the contrary, an industry which holds a conference must not only be 
willing to accept the regulations which the Commission approves but it 
must accept regulations which are largely restatements of existing law. 

This, in a general way, is the situation which confronted the industry 
representatives meeting in Niagara Falls on September 25. The attitude 
of business organizations as expressed at that meeting is found in the 
initial resolution of the conference: 

WHEREAS, the Federal Trade Commission has notified a large number 
of trade and industrial groups that it proposes to revise or to reject certain 
of the Trade Practice Conference Rules previously adopted by such trade 
and industrial groups with the approval of the Federal Trade Commission, 
and— 

WHEREAS, notice from the Federal Trade Commission of said pro- 
posed revision and rejection has caused, and is bound to cause, much 
disturbance and concern among trade and industrial groups, and to bring 
about added unstability in the present business situation, and— 

WHEREAS, one hundred and ten (110) business or trade or industrial 
groups have already expended time, energy and a large amount of money 
in securing the adoption by members of their groups of Trade Practice 
Conference Rules, and their adherence Rules, all on the repre- 
sentation by the Federal Trade Commission that the Rules had been ac- 
cepted or approved as proper definitions of unfair trade practices, and— 

WHEREAS, the members of this conference are convinced, after con- 
sideration of the matter, that the Commission full power and au- 
thority to prevent and correct any evils which might result from a mis- 
understanding or misinterpretation of said Rules, by official interpreta- 
tions and determinations in connection with specific complaints, NOW 
THEN, be it 

RESOLVED, 


to such 


has 


that the members of this meeting hereby submit to the 
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When Buyer and Seller Agree 











... without question... 


There’s never an “argument” between buyer and seller when 
the subject is Steelcase Desks. These outstanding desks “look 
the part” for every claim made for them and their popularity 
indicates their ability to satisfy. 

To the buyer, Steelcase Desks mean real economy and continual satisfaction. 
They never wear out, depreciation and the fire hazard are eliminated. The 
drawers always glide easily, the drawer bottoms and partitions cannot split, 
the green linoleum top is restful to the eyes, and there are never splinters on 
legs or tops to tear clothing. In brief, Steelcase Desks work with the buyer— 
not against him. 

To the seller, Steelcase Desks represent an unusual profit opportunity. Large 
corporations, the country over, are standardizing on Steelcase Desks. They 
know that whether it be for one or a thousand desks, Steelcase will meet all 
requirements of efficiency, permanence, attractiveness, and economy. Every 
Steelcase dealer knows that his competitors can never offer a finer desk at an 
appreciably lower price. His position is secure because it is based on a quality 
standard at a price that is fair to the buyer and fair to himself. Write for the 
interesting details. 


METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 


‘STEELCASE 


Business Equipment} OUND WHERE BUSINESS SUCCEEDS 
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IMPORTANT COG 
IN YOUR BUSINESS 


— 
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FORCE 


A poor seller is like a broken gear-tooth—it holds up the regular turnover of 
your stock, and cuts down profit. But a quick seller works the other way. And that’s 
why the Force Model No. 150 is an important cog in every dealer’s business. For 
here’s the hand numbering machine that practically sells itself. 

From its smooth-working mechanism to the graduated gauge plate that makes 
accurate placing of numbers easy, the No. 150 has all the features of a high-quality, 
high-priced machine. The high quality is obvious, but the price is only $8.50. At 
that figure the No. 150 is way ahead of competition, and every one who sees it realizes 
it. Just make sure every last one of your prospects knows these facts, and sales will 










take care of themselves. 
So lay in a big stock of No. 150’s now—and watch what a husky boost this quick- 
turnover numberer gives your business. 


WM. A. FORCE & COMPANY, INC. 


105 Worth Street, New York City 
103 No. Wacker Dr., Chicago 573 Mission St., San Francisco 
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Federal Trade Commission their protest against the proposed revision 
and rejection of Trade Practice Conference Rules by the method and in 
the manner by which it has proposed to revise and reject them, and 
respectfully urge the Federal Trade Commission to abandon such pro- 
cedure, to adhere to the policy upon which industries for ten years have 
been encouraged by it to depend, and to adopt the policy of making spe- 
cific interpretations of such rules, if, as and when they are called upon 
to interpret or adjudicate, them in connection with complaints duly 
brought before the Commission 

What will be the future of the trade practice conference no one can 
now foretell. By unanimous action the Niagara Falls conference has 
asked that the conference procedure be continued without substantial 
change unless and until positive knowledge of its abuse reaches the Fed- 
eral Trade Commission. A considerable number of industries, relying on 
the permanence of the Commission’s program, have devoted much time, 
money, and effort in the holding of conferences and in directing their 
business affairs in conformity with rules which the Commission has ac- 
cepted. To these industries the Commission undoubtedly has the obliga- 
tion, first, of making a clear and frank statement of its future policy with 
regard to the trade practice conference and, second, of refraining from 
disturbing business standards or policies adopted under its guidance, where 
it is demonstrated that such action will have a demoralizing effect on the 
industries themselves. 

It is not my contention that the Federal Trade Commission should pur- 
sue any course of conduct which it considers outside the scope of the 
authority delegated to it by the Congress of the United States. I am 
merely suggesting that the time has now come for a straight-forward 
declaration of policy with regard to the trade practice conference. If 
the conclusion is that the Commission’s present authority is inadequate 
to carry on the work of the conference, consideration will undoubtedly 
be given to the character of additional legislation necessary for this pur- 
pose. 

Meanwhile, to any industry which is considering the wisdom of apply- 
ing for a trade practice conference I can only offer the counsel to ‘‘mark 
time.”’ I have the utmost confidence as to the eventual outcome. The 
efforts of business to devise a sound program for the self-regulation of 
its members, directed temporarily toward the trade practice conference 
of the Federal Trade Commission, will not be allowed to fall by the way- 
side. Until such time, however, as the conference can again be con- 
ducted in an orderly manner, undisturbed by threatened changes of rules 
and policies, industry will naturally be reluctant about submitting its 
rules to the Federal Trade Commission or, indeed, placing such rules in 
practical operation 

—_$——@>—__—_— 


The System Retail Stationery Sales Survey—Continued 
from page 55 

was what you got in spite of the fact that the inquirer might be plump 

and chocolate is certainly not recommended as a diet to reduce weight. 

‘The visible index salesman was waiting on a lady while I was waiting 
to talk to him, and during that time kept his hat on. This certainly 
did not make a very favorable impression upon me. The other salesman 
met was on the ground floor. He seemed more interested in cash cus- 
tomers, and would excuse himself quite frequently to wait on somebody 
else, in spite of the fact that there were plenty of other salesmen standing 
behind counters who might have been called on to make the sale, but 
no one made any attempt to wait on these people excepting the salesman 
to whom I was talking.’’ 

Gentlemen, here was our investigator trying to spend money and plenty 
of it, and it was just simply made impossible for him by the attitude of 
the man representing this large stationer 

“The first salesman was just too lazy to talk about anything, least of 
all to show me anything. It took him about an hour to let me look at 
their files and safes. While he was talking to me the fire apparatus 
passed by the place, and for a moment I thought he would leave me to 
rush to the windows to see in which direction the engines were going. He 
told me that they spend a lot of their time watching fire engines speed 
to fires on 

Nevertheless, gentlemen, this was in one of the largest stationers in 
the country, and the largest in its own city. I wonder what you would 
think if this man happened to be employed by any of you. Not only did 
he make the sale in question impossible, but he certainly did not lay the 
foundation for future favorable relations between the prospect and his 
company. 

“They had a few visible indexes on an old decrepit table, both table and 
system covered with dust and greasy finger prints. They did not recom- 
mend them because they were impractical and too expensive as compared 
with the loose-leaf visibles which they told me were less expensive and 
could be used for more purposes, also that they had greater card capacity 
and were easier to handle.’”’ Now we all know that this last statement 
certainly is not a fact and why any salesman should stress the price end 


of a system and put the sale on a price basis is certainly beyond me. 
Maybe the other product was better for the need, although how he would 
know that it was, without inquiring what the need was, becomes a prob- 
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DISPLAY 
No. 660 for 
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FILE 


REAR VIEW 
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The New Series 
for Visible 
Records 
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Sample 
Color Cards 
Showing 
All Styles 
on Request 











THE H. C. COOK CO. 
ANSONIA, CONN. 





SIGNALS 
Sells. +> 


because its hand- 
some lithographed 
metal face flashes 
the common uses of 
metal signals—and 
Cook’s Signals have 
exclusive patented 
features which ac- 
counts for their uni- 
versal demand. 


Signals 


repeat frequently— 
The twelve colors, 
plain and printed, 
provide unlimited 
uses in vertical card- 
files or visible rec- 
ords. 


Faster 


because unlike pen- 
cils and pens people 
need to be shown 
their usefulness. 
The display does it. 
Let No. 660 work 
in your store. Free to 
Cook distributors. 


Write 
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Peofit Makin 
eaders ... .— 


It’s the exclusive features, aside from the 
standard Loose Leaf items that enable 
Cesco dealers to develop and hold new 
business. No other manufacturer offers 
Visible Equipment with Prong construc- 
tion in the ring book price range. No 
other manufacturer carries a complete : 
line of Ledgers, Post Binders and Prong ‘ 
Binders with Fibre Covers. And the : 
Cesco Automatic Book Binder is another 
exclusive feature. Get acquainted with 
these new items—they will increase your 
business and put new pep in your sales 
force. Catalogs and Discounts on re- 
quest. 

Available -—-—— 


Exclusive Agencies 





We have a very attractive exclusive agency 
proposition for active dealers in open terri- 
tory. Send for details. 


The C. E. SHEPPARD CO. 


271 Van Alst Avenue 
LONG ISLAND CITY, N. Y. 
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lem too. Why not put the sale purely on a use basis and leave out the 
question of price? 

**They, the 
and addresses but expect soon to transfer to a book visible. In 
of their departments is already Now itself is a 
good point because that shows that they are up-to-date and have faith in 
the lines they are carrying. It will them to the effi 


clency of the product by taking the consumer to see the installation right 


themselves, use rotary visible index for prospects’ names 
fact, one 
using it.”’ this in very 


enable demonstrate 
in their own office 

“The office was very untidy. Papers were strewn all over the tops of 
desks and tables, and most of the furniture was shabby. The whole place 
was poorly illuminated and had a rather gloomy appearance. When I 
was taken up to the furniture floor the place was as dark as a morgue 
Finally two small lights were turned on. These disclosed a line of dusty, 
Those desks which I able to 
with no possible chance of viewing 


finger-marked file cabinets and safes was 
see in the dark were pushed together, 
them from all sides, unless the whole row of them was completely dis 
When I told the salesman that we were going to open a district 
his merely nodded head but absolutely no 
effort whatsoever to interest me in furniture, and because of his reluc- 
tance I, on the other hand, did not broach the of furniture to 
The whole effect was most uninviting ; there was absolutely no sales 
appeal. It certainly left a very bad taste in my mouth 

*“‘When I asked him for jute folders to be used in a salesman’s port 
folio he said they had none in stock but thought there were some in the 
They were not sell- 
ing many of these because the price was too high. Why, gentlemen, did 
this man not, granted the opportunity of selling a really worthwhile prod 
uct, stress the service and performance in rough usage that could be ex 


arranged 


office in town he his made 


question 


him 


basement Once more the price argument came up 


pected from a jute folder? It would have made a real impression on this 
prospective customer. Surely, if they carry them at all and if they are 
being sold in quantity all over the country, there is a real sales argu 
ment back of their use. He could have made a friend for his company 
for future transactions if he recommended as high class and satisfactory 
a product as a real jute folder. Instead of that, what d'd he do? He 
recommended manila folders because they were most in demand and good 
enough for any purpose. We know they are not, because they are not 
made for any purpose but for certain purposes. Again the soda fountain 
clerk 

‘“‘When I brought up the question of a sorter he said he had a $12.00 
one in stock but he recommended a red fibre accordion type which sells 
for 50c because it is less expensive and serves the same purpose.”” My 


goodness, can you picture that! 


‘They carried no automatic envelope sealer because there was no Call 
for it.”” Imagine! A store of this size waiting for someone to come in 
and take a product away from them 

‘When I asked him about the file guides he told me that they had 
them in stock and they would provide us with whatever we needed.’’ 
Well, maybe they would, but why in the world didn't he find out while 


He evidently 
was just 


the investigator was there and determine what was needed? 
didn’t think it worth make any effort to sell; he 
waiting for somebody to come in and buy something 

‘‘The whole place, including the merchandise, floors and the windows 
lacked appearance, good display and arrangement.’’ In other words, as I 
management was to blame and not the salesman 

No. 8 is a mixture of most excellent 
selling practice and a examples of very merchandising. Th: 
salesman who talked to our investigator very thoroughly described their 
also their method of developing 
This is a service 


was while to 


told you in my foreword, 
MR. FELLNER Store curious 


few poor 


line of filing cabinets and visible index ; 
filing systems and visible index systems for their buyers 
which they render free of charge. After studying and installing a system 
they follow it up with a monthly visit and if expansion is needed, sug 
gestions and recommendations are made and usually accepted. This is 
evidence of the care taken in making these studies 

‘Unfortunately, all the visible index equipment and catalogs were out 
with the invisible salesman and they had no duplicates in stock. On the 
book visibles, they showed me a sample and demonstrated very carefully 
both the working features of the same and its utility 

One very excellent piece of selling took place. They 
mend either of the systems, especially in absence of the tray visible sys- 


tem, stating that they would have to study our needs before making any 


refused to recom- 


statement to tell us what we should have 
They use neither the book or tray visible in their own business, which, 


of course, did not make so good an impression on the investigator as 
would have been made had they been able to point to an installation in 
their own offices 


“While they offered to secure any type of sorting devices I wanted, no 
argument was advanced as to why I should buy any of them; it was just 
simply a question as to whether I insisted on having one, and then they 
could get one for me.”’ Why, oh why, couldn't that salesman have known 
the value of a sorting device and spent a moment or two in talking about 
it so as to convince the prospect of its real value? They carry two brands 
of safes in the recommending one above the other because 
of its greater fire-resisting construction. Now, this point of greater fire- 


resisting construction is a good one, but why carry the two lines—why 


smaller sizes, 


not find the sales argument for the second line to offset the superior fire- 


? 


resisting construction of the first line 


They also did another good piece of selling in connection with this 
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Sengbusch announces 


FILAPEN 


to meet a universal demand 
that has existed since the in- 
troduction of fountain pens 







Especially designed for filling fountain pens of all 
popular sizes and varieties of filling mechanisms. 


1 Pen is always filled from a full cup of 
e clean, fresh ink. 


2 Pen point is always submerged to prop- 
e er depth, flush with pen section. 


| When pen is withdrawn, Filapen closes 
3. automatically, preventing dustand evap- 
oration, saving and preserving the ink. 


4 No muss. Fingers and furniture are 
e kept clean throughout the operation. 


It’s happened again! History repeats itself as 
Sengbusch brings out another winner to join the 
Sengbusch line of fast-selling office appliances. 


Stationers, ink men, pen men, schools, offices, 
public institutions, have written hundreds of letters 
to Sengbusch calling attention to the need for an 
inkwell from which fountain pens can be filled 
easily, quickly and without muss. Here it is! 


By all means, see Filapen at once. You will rec- 
ognize a winner when you see it. You will want 
to stock it, push it to the limit in the tremendous 
market that has been waiting for just such a con- 
venience as the new Sengbusch Filapen. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
1115 Sengbusch Bldg. Milwaukee, Wis. 
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These New Indiana Chairs 


provide a new opportunity 


A A 


HE line of New Indiana 

chairs provides a new oppor- 
tunity for service and profit to 
dealers everywhere. Here is a 
line of good, medium grade 
chairs to match the various 
popular designs of office desks. 
A large volume of sales was pre- 
determined and a consequent 
low price established. 


v 


The new line features the Bank 
of England type and the favor- 
able response of dealers indi- 
cates that we were not amiss in 
our judgment. Made in a fine, 
modernly equipped factory with 
every facility for good work at 
hand, it is quite natural that 
these chairs have provided a 
new opportunity for service 
and profit. 


vieYv 








N Indi 
Orders may be pooled with shipments from the 
Indiana Desk Company. Carload lots require 
less handling arrive in first class shape and cost air eaten } 


less per hundredweight than lL.cl. shipments. 
Jasper . - Indiana 
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Indiana Desks... 


to build up the ‘‘most 
| profitable’ department— 


HERE are Office Equipment Dealers whose de- 

cision a few years ago to establish an office furni- 
ture department is now credited with the “most 
profitable” division of their business. Careful 
planning of displays, allotment of space, advertis- 
ing, canvassing and intelligent selection of mer- 
chandise—all were vitally important factors. 

INDIANA DESKS with wide variety of style 
and grade, matched suites and commercial designs, 
supply practically every desk re- 
quirement with quality contrib- 
uting to the dealer’s success. 
Produced in a center of high 
grade hardwood production, 
they offer a combination of su- 
perior quality and reasonable 
price worthy of the dealer’s ex- 
clusive campaign. Full details 


and catalog on request. 
Orders may be pooled with shipments 


Ind: Desk 
from New Indiana Chair Company. A 
ap aa eam pool carload makes a convenient stock, 
easily handled and quickly turned. Ask 


us. 























Jasper. - Indiana 
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WHERE ARE NEXT YEAR'S | 
PROFITS COMING FROM?| 


The Best Answer to This Question Is Found in the Well Established Fact That it Pays to 
Sell Items That Have Instant Value-Giving Appeal to the Consumer. This Lessens Sales- | 
Resistance and Insures Quick Turnover Which Reduces Overhead and Increases Profits. | 





| DEALERS 


: ; QUALITY PARK ENV.-CO. 
WHO SELL 


Expanding Wallets, Vertical File Pockets, etc.,’are assured that 
they are offering their customers easily recognized values of a 
durable nature which enables them to eliminate all competition 
and guarantee re-orders. 


These Items Are Used by Everybody | 
To Show Them Is to Sell Them | 


| Keathot thor 





—ez~ 


Patent No. 1734642 





VERTICAL FILE POCKETS 


have tan cloth gussets that do not break 
out in the lower corners, and the rein- 
forced fold-back flaps prevent tearing 
or cracking. Packed in neat looking 
boxes of 25. 


EXPANDING WALLETS 


in 1, 2 end 4 pockets are also protected 
where the wear is 
directly to the j 
chaser 


Ffyh +4 atest ~ 


value for his money. PACKED IN 
SMALL 11 ie CONTAINING 
TEN WALLETS. 








Patent No. 1734642 








Send for a Carton each of the Five 


best selling sizes. Display them in the store and show window. Then listen to your 
cash register record some of next year's profits for you. 


Ample Stocks of all Standard Sizes Ready for Immediate Shipment. 
| (We Also Carry the Above Items with Old Style Red Paper Gussets) 


QUALITY PARK ENVELOPE COMPANY 


Makers of Up-To-Date Filing Containers for Modern Business 


| 11-116 Merchandise Mart 
CHICAGO 


| Western Wholesale Distributors, 
Associated Stationers Supply Co., 
231 So. Jefferson St., 
Chicago 








Eastern Wholesale Distributors, 
A. H. Denny, Inc., 
356 Broadway, 
New York 


Factories at 


ST. PAUL, MINN. 
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safe. They refused to recommend one until they knew what building we 
would be located in so as to give the necessary fire protection. 

When discussing mechanical and ordinary pencils, to which no prefer- 
ence was given, a new water color pencil was brought to my attention. 
This pencil is used on paper and when water is applied the marking is 
turned into a lasting water paint. This was a very good piece of selling 
and it certainly evidenced keen attention to the possibility of selling more 
than was just what was asked for. The investigator closed the report on 
this store by saying that they impressed him as being most efficient in 
describing the various uses of the system and product under discussion 

MR. GARVIN: Then let us have Store No. 11 

MR. FELLNER: Now we come to Store No. 11 ‘This is in a small 
town but is an up-to-date store. While the stock is very limited and the 
store small it is well illuminated and the atmosphere is very cheerful.”’ 
One of the stores visited sold a permanent ink for 15 cents a bottle in- 
Well, this. store goes still one better 

They certainly must have confidence 


stead of 10 cents as advertised 
They sell it for 25 cents a bottle 
that their customers do no reading of business magazines and never go 
anywhere else. Ink of this quality and brand is displayed in many places 
at the regular advertised price of 10 cents. 

The owner of the store who waited on our investigator said that they had 
a ten-drawer, visible index system in stock but because it was lunch time 
would not be possible to show it.’’ How do you like that? ‘‘They carry 
a well recognized line of filing cabinets but only had one in the window 
and none on the floor and for this reason it was possible only to give 
prices and not in any way to demonstrate the use of a filing cabinet.’’ 
They carried a well-known envelope sealer in stock which sells for $12.00 
but they were willing to make a special price concession of $2.00 on it and 
take $10.00 for an immediate sale. All through the conversation stress 
was placed on the fact that a good price would be made on anything that 
was purchased there. No other argument seemed to have entered into the 
consciousness of the salesman who in this case, you remember, happened 
to be the owner of the store. But in spite of all this, the gentleman was 
most courteous and made a pleasant, though not valuable sales impression 
on our investigator. 

MR. GARVIN: I think we have given you enough figures on bad sales 
methods and inasmuch as this is a convention devoted to progress, it 
might be well to study a little bit the methods of some stores that are 
making a real success and we give you, at this time, a new class of store 
which we shall call Class A stores. We recognize that it is too much 
to expect that any store should be perfect, but we point to these stores 
with pride as retail stationery stores that are pursuing the right policy 
and are getting results. So we give you store No. A-l 

MR. FELLNER. ‘‘As soon as I walked into this store I was very much 
impressed with their display of merchandise and the layout of their store. 
The place was very well lighted—both from the street and from artificial 
lighting, with modern up-to-date clean looking show cases—the mer- 
chandise was all attractively grouped on shelves and in show cases—not 
too crowded, but in such a way as to give you a complete picture of what 
they had on the floor. The clerks all seemed to be intelligent looking and 
well dressed. I was approached by one of the clerks and I told him that 
I wished to look at some filing equipment. He told me that they were 
on the third floor and that I could get up there by taking the service 
elevator, which I did.’’ 

Once there, I was again struck with the grouping and arrangement of 
things on that floor. All of their filing cabinets and other equipment was 
attractively grouped up there, so it was easily accessible and also easy 
to see They had modern lighting fixtures and a big window in front. 
This clerk inquired as to the use to which I would put the files and the 
number of pieces that I would have in it. I told him and he recommended 
three four-drawer cabinets. He showed me the newest thing a manufac- 
turer had with the ‘‘Tri-Guard’’ feature, which makes reference work to 
file much easier. 

The files on display there were very clean and attractive looking. The 
folders all had the angle tabs on them, giving you a visible system inside. 
He explained this in detail to me and showed me how much easier it would 
be. I was struck by seeing this thing so attractively arranged, because it 
created within me a desire for similar things for our own files. I then 
mentioned the fact that we were a Chicago concern thinking of opening 
offices in Philadelphia. He then pointed out to me that they carried a 
complete line of stationery and that they would like to have us for a 
customer and inasmuch as we were buying equipment we could buy it all 
there and explained to me that the more we bought the greater the dis- 
count would be. He asked me if I had bought my desks yet and I told 
him ‘‘no,’’ that I figured on having those sent on from Chicago. He then 
pointed out that it would be much better to get them there—both from the 
standpoint of economy and service. He told me that they handled two 
lines of desks. He explained the construction of each and showed me some 
cross sections of desks and he told me why the desks were well con- 
structed 

We then rode up on the elevator to the fourth floor, where they had 
their more expensive desks and never have I seen such an arrangement as 
they had. There was a beautiful carpeting on the whole floor. There 
were pictures on the walls—pictures that were suitable for office use and 
still they added very much to the appearance of their display room. 
The lighting fixtures were very modern and up to date and nice looking 
and on various desks throughout the place they had the newest things in 
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|UNDERwoons 


ALL GRADES— ALL MODELS— 
ALL TYPE STYLES 


100% 


FACTORY 
REBUILT 
UNDERWOODS 


“THE REBUILTS SUPREME” 


They sell themselves—The prices are right 
You get quick turnover. 


90% 


FACTORY 
REBUILT 
UNDERWOODS 


“THE MONEY-SAVERS” 


The same as 100% Rebuilts, except that you 
give them your personal touch by doing the final 
adjusting, aligning, and inspecting yourself. 


IMPROVED 
RENTAL 
UNDERWOODS 


“HIGH QUALITY—LOW PRICE” 


The machines for the low priced buyer. Good 
machines with which to meet competition. 


PERSONALLY 
SELECTED ROUGH 


UNDERWOODS 


The sensation of the year—A sample will con- 
vince you. 


Write Today for Our 
New Price List! 


SHIPMAN-WARD 
MFG. COMPANY 


1778 Shipman Bldg. 


4401 RAVENSWOOD AVENUE 
CHICAGO, ILL. 
Foreign Representatives 


Consolidated Machine & Supply Co. 
48-54 West 25th Street -:- -: New York, N. Y. 
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Genuine 
“Challenge” 
Eyelets 


now sell to the 


Retailer 


at heretofore 


Jobbing 
Discounts 


If you haven’t received our 
latest schedule, please send 
for it. 


Edw. L. Sibley Mfg. Co. 


Since 1886 


Bennington Vermont 
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lamps, ash trays, desk sets and various other important accessories that 
one likes to see in finer offices. They had leather couches, leather 
settees, leather chairs, etc. They had the furniture grouped as nearly as 
possible to the periods and also to the kind of wood. They had maple, 
oak, walnut—light and dark—mahogany and mahogany stain walnut. He 
pointed out that an advertising agency office should be as modern as 
possible and that the latest thing in office desks was the maple and 
showed me some very beautiful maple desks. He pointed out different 
labor saving devices that were contained in this desk and showed me a 
lock which was a feature which they would be glad to put on the desk and 
various other things 

His whole attitude was one of help and co-operation in helping me 
solve my problems and right at this point he mentioned he would like 
very much to come over and look at the office space that we had decided 
upon, so that he might arrange the layout for us. He then brought me 
into their own offices and showed me their filing system, etc. He took a 
great deal of pride in representing his company and proceeded to take 
me from the top to the bottom of the store to show me their different 
departments and all the way through the place gave an attitude of 
cleanliness and neat arrangement and they had a very complete stock 
I can’t imagine anything in the stationery line they didn’t have. He men- 
tioned the fact of having suitable furniture for the office of the chief 
executive. He inquired as to the nature of the work and said that he 
would like to talk with the men and that after he had he would lay out 
a complete office right on the store floor and screen it in, so that the man 
could come in and see exactly how his office was going to look. He 
showed me some very fine and expensive cabinets to match some expensive 
desks 

I had already taken up about two hours of the man’s time and my con- 
science was beginning to bother me. He was doing such a beautiful job 
that I felt guilty and without inquiring into any further stuff, I just le‘t 
and promised to get in touch with him the following Monday 

MR. GARVIN: As we come to the end of this survey, we want to call 
your attention to another class of stores and we want to call these stores 
Class AA Plus. They are worth thinking about. They are the type of 
store that is going to influence the future of the stationery business 
materially. 

Mr. FELLNER: Store No. AA Plus 1 is in a medium size town. This 
store carries everything from A to Z. The window displays are excellent 
and so is the arrangement of the various departments in the store. The 
store is well illuminated so that every nook could be plainly seen. The 
salesman, in a very thorough and direct fashion, explained the uses of 
both the book and tray visible index systems. They, themselves, use 
these systems for sales, stock and prospect records. They had the very 
best display of visible index systems of any store visited by the investi- 
gator, and all sizes of books placed on a slanted counter and above this 
counter on a smaller counter all the forms of the systems for which the 
book could be used. Everything was spotless and the explanation was 
above reproach. When we came to going over the filing cabinets the use of 
them was described in detail, practically no time was spent in going into 
the construction of the cabinet but the salesman said that it was of no 
importance anyhow; they were all good. They showed me their line of 
furniture which was quite complete and of good quality, but stated they 
did not quote prices on individual pieces of furniture but only on com- 
plete suites.’’ 

MR. GARVIN: Then let us step up the ladder a step further and con- 
sider store No. AA Plus 2. 

MR. FELLNER: Store No. AA Plus 2 is located in a large town. In 
fact, it is located here in the same town as a store in which we had a 
rather unpleasant experience, but here all was quite the contrary. I 
wish that every stationer in the United States could visit this particular 
store and talk with the men at the head of it and find out how they have 
been able to permeate the whole store with what’s unquestionably the'r 
own great ability and enthusiasm. Everybody was on his toes; from 
everybody there emanated a distinct feeling of reliability, knowledge, cour- 
tesy, willingness to serve and ability to do it. It’s the kind of a store 
which I feel certain is in the great majority represented here today by 
this gathering. Our investigator says that this store, while smaller than 
the other store with a more limited stock, had sales methods far super or 
to it 

Just one instance given by the investigator. ‘‘My first request was for 
a dust cloth which I thought I would bring back for my own desk in the 
office. Without another word the salesman brought out a five yard package 
of cheesecloth, another package containing an oil cloth and some furniture 
polish. He did it in such a way and seemed to want to help that I 
couldn't resist buying all three articles which he had brought out.’’ 

“All the salesmen I came in contact with in this store were alert, 
courteous, aggressive and above the average type. The offices, too, had 
the atmosphere of activity. They were very modern, neat and well illumi- 
nated. 

“We went into the question of visible indexes and they were thor- 
oughly and pleasingly described with great emphasis placed on what they 
were to be used for and what we could expect from them. 

“They showed me a posting sheet lifter to hasten the turning of cards 
when posting. This is the only store that brought this out, but it was in 
line with the rest of their selling. ‘ 

Their supply of office furniture, while limited, was attractively 
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“CLEMCO” Kensington Flat Top Desk—No. 
K166—A piece of unusual design, balance and 
proportion. 


The New “CLEMCO” Kensington Suite 


N announcing a new fine office suite by “CLEMCO” your first thought may be that we are 


broadening our already extensive line. It’s true. We are. 


But those best acquainted with the “CLEMCO” Policy recognize in this a new design achievement 


for which a known and strong market exists—a market wherein profits abound in unstinted 


measure, 


This beautiful new suite, of Early English design, is made of sawn oak with an open pore wax 
finish. Its beauty is further enhanced through the dark stain of rich color beautifully high-lighted. 


The distinctive hardware adds the finishing touch for quality—appearance. 


The “CLEMCO” Kensington Suite includes the Flat Top Desk, the Table, Telephone Stand with 


cabinet, Bookcase, Waste Basket, Arm Chair and Revolving Chair. 


Its strong sales lie in its richness of design and excellent value—a value you 


will quickly recognize. Write—let us tell you more about it. 


The Clemetsen Co. 


Makers of a Complete and Exceptional Line of Desks and 
Fine Office Suites for Business, Bank and Professional Use. 


AS 
3401 W. Division St. LIEMICO© Chicago, Ilinois 
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Bentson Transfer Case, full steel 
sides. Interlocks in rigid stack, 
any working height. Sanitary 
base if desired. 


Welcome Any Prospect 
with BENTSON 
FILE CABINETS 


The convenience of well planned steel filing 


equipment is as much wanted as ever but many 





rec > . y re ‘ y r? + Te 
offices are trying to get along with obsolete Bentsen 1100 Line 
. : — we counter eig h t—also 
Bentson, Grade —_ equipment because they must rigidly limit in- made three full size 
4 < 4 rawers 


vestments of this kind. BENTSON offers you 
Opportunities to provide modern time saving 
equipment for a variety of purposes at low 
cost. Why not use this line to induce action? 


Let us send you descriptive matter and prices. 


The Bentson Mfg. Company 


Aurora, Illinois 


Eastern Wholesale Distributor Western Representative 
— _ , VERNON J. SELFRIDGE 
A. H. DENNY, INC., 356 Broadway 800 N. Spring St. 
near Leonard St., New York Los Angeles, Calif. 


Michigan and Ohio Representative 


Fred C. Funke, P. O. Box 244, Detroit 





Bentson 800 Line Bentson Add-A-Unit Line 
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grouped and arranged on colored rugs to help the customer visualize its 
appearance in an office.’’ You will all agree with me, won’t you, that 
this is a most excellent way of displaying furniture if it is possible to do 
so, and should certainly help in the sale of more of this line, particularly 
if the salesman is a specialist in selling furniture for the office. 

“Then we came to the question of filing cabinets and the salesman 
very frankly said that he was not going into a description of the con- 
struction, which he was sure I would accept as O. K., but that he wanted 
to show me a complete filing system which was installed in one of the 
drawers and with my permission he was going to talk about it instead of 
the construction because that was what a file was for, anyhow.”’ 


I know there are lots of stationers in this country and many salesmen 
in the stationery stores who are just as good as this particular man, but 
I am certainly taking my hat off to him and the others like him in many 
stores called on who measure up to what we all consider real sales stand- 
ards. ‘‘He asked me how much correspondence we had and I told him 
that we had about 500 clients. He then recommended the use of an 80- 
division index of pressboard with celluloid tabs and a heavy manila folder 
to bes used in connection with it for filing purposes. In all his recom- 
mendations he made them right to the point and suggested no alternative. 
He certainly impressed me as knowing just what he was talking about 
and being in a position to tell us just what we ought to do to get the 
best results. Even on an ink he had a definite brand to recommend as 
the most permanent on the market and did not let his enthusiasm lag be- 
cause it was only a question of a ten-cent bottle.’ 

This was a real store! 

Now as to what should be done generally— 

Management can insist that every salesman be courteous, and maintain 
a pleasant attitude toward the customer. Salesmen should be aggressive, 
they should have initiative, they should be enthusiastic. When the fact 
is mentioned that a new office is to be opened it should occasion the 
offering of all sorts of equipment to make up a complete office. Salesmen 
should be full.of suggestions and recommendations without being tiresome 
Salesmen should be intelligent, specialists on the lines they are selling 


Windows should be properly trimmed, stocks should be properly dis- 
played, attention to be paid to the correct type of illumination. Prices, 
catalogs, samples should be easily located. The offices of the stationers 
themselves should be well arranged and should reflect the lines of mer- 
chandise they are endeavoring to sell. 

Selling effort should be placed on selling services, use, 
efficiency, economy and not on products or construction of them. 

There should be an absolutely unbreakable rule that sales people should 
know what use the equipment is to be put to, before venturing to recom- 
mend any product. Sales people should be fully equipped with infor- 
mation as to operation and results to be obtained. The cost of the prod- 
uct itself is a minor matter if results can be obtained 


performance, 


Those that carry furniture should arrange this furniture and 
display it attractively as in the office of the prospect. Furniture all hud- 
died together like a bunch of sheep exposed to a wintry blast and 
huddling together for mutual warmth certainly makes a very poor impres- 
sion on the prospective purchaser. Furthermore, the furniture salesman 
Furniture should be quoted-in suites and not on 


stores 


should be a specialist 
single pieces. 

Now as to the store and its windows— 

Dust cloths are not terribly expensive and neither are feather dusters 
and a little elbow grease used with either of them works wonders. 
I suggest that three major steps should be taken: 

1. Salesmen should be I have touched on the lines 
which this training should proceed. 
Merchandise on floor and show windows should be properly displayed. 

3. Your own offices should be modern in appearance and use of equip- 

ment. They could then be used as ideal demonstration rooms 

After all what is the market for this equipment in the United States? 
In 1880 there were some 176,000 clerical workers in this country; forty 
1920, this number had grown to 3,000,000, a tremendous 
jump. But what happened in the next ten years—2,000,000 more—up to 
5,000,000. What happen if this continues on at the same rate? 
Why, by 1980 there wili be over 125,000,000 clerical workers in this 
country. Everybody will be doing clerical work excepting the children, 
the people in hospitals and insane asylums. Of course, that’s a ridiculous 
picture you'll say—it can’t be. No, of course, it can’t, but on the other 
hand, think of the opportunity it offers all of us to sell office equipment 
to American business to multiply the efficiency of the human hand and 
the human brain so as to cut down this terrible rate of growth of the 
We must supply mechanical and electrical 


To sum up 


trained along 


to 


years later in 


will 


number of clerical workers 
slaves in the form of systems, machine, equipment, methods and ideas 
so as to enable American business men to be as efficient in their office as 
they are in their factories 

Gentlemen, in closing let me offer you a toast. 
market sufficiently large to provide room for all of us, sufficiently eager 
to buy, to take all the legitimate products we can offer, sufficiently teach- 
able to enable us to serve to the fullest extent of our ability and in so 
doing make as much money as any of us has a right to expect. 


The American business 


I thank you! 
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ARE HERE AGAIN! 


LAN NOW, for the big profits on filing equip- 
ment that transfer time always brings! Sell 
Acco Folders, Fasteners and Punches. 


Made of durable pressboard that lasts a lifetime, 
the Acco Folder takes up less room in the files 
and binds contents neatly, compactly. Every 
Acco Folder contains an Acco Fastener, a broad 
based, two-pronged, lock compressed binder that 
holds papers tightly, accurately and as originally 
filed. When the file becomes inactive, the Fas- 
tener, still binding the Folder’s contents, is slid 
out of its metal holder—and safely bound, in- 
dexed papers are ready to be put away. A new 
Fastener puts the Acco Folder into active use 
again. 





The holes in the papers through which the Fas- 
tener prongs are inserted, are made by the Acco 
Punch, which operates at a touch of the finger- 
tips; an accessory that provides the third of this 
particular Acco’s profit-making trio. 


The sale of one of these items invariably leads to 
the sale of all three. Send for the Acco Pocket 
Catalogue, which tells how these and other Acco 
products make filing-time profit-time. 


° 
ACCO PRODUCTS, Inc. 


American Clip Co. 
39th Ave. and 24th St., Long Island City, N. Y. 


Canada: Europe: Argentina: 
Acco Canadian Co.,Ltd. Acco Company, Ltd. Fred Berg & Co. 
454 King St., W. 18 Whitefriars St. 448 Sarmiento 
Toronto London, E. C. 4 Buenos Aires 
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Tells the whole 


story at a glance 






free Telephone 


The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the 
Burns Hi-Lo Bracket. 


IT DEMONSTRATES— 
—the up and down feature 
how it swings on the base 


the simplicity of the extension 
-the many ways it may be mounted 


—ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—<And it costs you nothing— 


When you get the Burns Bracket 
Display, you pay for only those parts 
as may be resold, the base and dummy 
telephone are free. 


1—H87 Hi-Lo Bracket.... tone’ chal $5.75 
OE Se eee ee 75 
— 85 ss WTTITTTL TTT TT TTT 75 
I— 94 ” nous Seeecds Feseseeenes -75 
I 83 ~~ -@¢eecews océnuecuecense 75 
1— 86 ~~ + ~g¢eececdesetepansesoet 1.25 
s—Oak Base ........ sécbvevesneeene eee 
1—Dummy Telephone ............. No Charge 

| Se EE Er ee $10.00 


Less your usual discount 


USE THE COUPON 





American Electric Company, Inc., 
State and 64th Sts. 
Chicago, I! 


Gentlemen: 


Please send me No. 30 Dealer Displays as 
listed above. 


Street oe coe CO. cctscccesccsscesceteocnstees 
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(“Planning Your Work and Managing Your Sales”— 
Continued from Page 47.) 

fine. (Laughter.) I don’t know how he would class us. (Laughter.) 

“‘also German.’” That is good for Milwaukee. “Have organized sales 
forces and worked with high pressure and slow motion concerns.’’ 
(Laughter.) I don’t know how he would class us. (Laughter.) ‘“‘I am my 
own best reference and don’t think much of some bankers I could refer 
you to for information.’’ (Laughter.) ‘I would be glad to see you 
personally.”” It will be a cold day when he does. That fellow would 
own your business before you would get very far with him. (Laughter.) 

Now, what is wrong with those letters? I took a lot of time in going 
over those letters with you. What is wrong with them? There was no 
planning, no preparation. Is there any difference between those appli- 
cations for a job and the manner in which the average salesman comes 
in to try to separate you from your money? The average fellow that 
comes in to sell you desks, don’t he work the same way? Yes. He 
hasn't planned his sales talk, he hasn’t thought about your problem; 
he simply comes in and talks. He is looking for an order, these fellows 
are looking for a job. We said in that advertisement, ‘‘Send-us a 
photograph.’ Not one single man out of sixty-seven sent one in, not 
one said, ‘‘I weigh two hundred pounds, I am a blond or am bald headed. 
or wear a salesman’s moustache (Laughter.) Couldn't a man think 
so far as to describe himself? Actually one fellow came in to see us 
one time about a job, and I think he must have been about six feet 
six in his stocking feet, and he certainly weighed 350 pounds, and I 
thought he would be a fine salesman to have on your force, six foot six 
tall, looking down at you. We like to have a description of a man, and 
a man can picture himself to you when you are asking for that. Is there 
anything to prevent a prospective salesman from coming in the front 
door? You say, ‘“‘We will make an appointment by telephone.’’ That 
don't mean anything. The prospect you call on says he don’t need your 
goods. You know that, for if he had he would have telephoned. The 
reason you call on him is because he didn’t telephone you. That is why 
you are there. What is to prevent these salesmen from coming in and 
telling you their story. Wouldn't you admire a fellow who racked his 
brain for an idea where he could have diplomatically come in, in spite 
of the advertisement, in planning, in preparation; trying to sell per- 
sonal service like merchandise, on bluff. Here is another one. We see 
pages of advertisements for salesmen. For the jobs these applicants were 
after, they filled out places where they had been employed, and I think 
there was half a page for names of jobs they had held before and why 
they left. And sometimes there isn’t room enough on the page to put 
them all down. It reminds me of the story about Jakey. Rebecca was 
in the hospital, and Jakey went out to see her the first day. He cou'dn’t 
see her, but they sent out word to him that she was improving. The 
next day he went out again, and they said to him, ‘‘You can’t see her, 
but it is all right, she is improving.’” He went out the third day, and 
they said to him, ‘‘We are sorry, but your wife died.’’ ‘“‘By God,” 
Jakey said, ‘“‘it must have been from improvements.’’ (Laughter.) The 
customer judges you and your salesman just the same as the employer 
judges the prospective salesmen. You are the lawyer when you present 
the proposition and make the appeal, and the customer is the judge, 
and he renders the decision according as you have planned the case 

The need for increasing your selling time can be summed up in these 
words: No salesman is making money for his firm excepting when he 
is in the presence of an able-to-buy prospect, telling his story in an 
able manner and asking for the order. Paul Ivey once said that two 
conditions were necessary for an order, first, a need for the service or 
product. Second, money to pay for it. The rest is up to the salesman 
It sometimes takes much thought and head work to bring out the sales 
story, and that brings me to the second subhead of this talk, How to 
Plan 

Customers want facts Plan to give them Customers want ideas 
Develop them. It takes time and labor to prepare a proposition of this 
kind. You have got to go into a man’s business and find out something 
about it. You cannot be an adviser unless you are informed, and advis- 
ing today is the thing that gets orders 

Here is a layout of an office, and on each one of these little templets 
is the name of the party who occupies that desk, and the size of the 
desk. This is an actual layout. The salesman that made that layout 
and sold the job spent hours and hours of work preparing for this pros- 
pect before he presented this to him. Work of that kind requires thought- 
ful planning. Nothing worth while was ever achieved without hard work 
and enthusiasm 

The day of the ABC Printing Company is gone. We see the signs 
taken down today, and in their place we find a sign which reads ‘‘The 
Printing Arts Bureau.’"” These printers are not selling printing any 
more; they are selling ideas. Some little time ago we talked about 
doing some direct-by-mail advertising, and a certain salesman came in 
and sat down and asked a lot of questions and we discussed the thing 
back and forth for about an hour. He went back and was gone for 
about a week, and when he returned he presented this outline here 
Here is the market, the types of prospects, how many there are in the 
territory Here is a market chart laid out in a little different way, 
showing you the possibilities. Here is one of the first pieces to be 
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A smoother road for salesmen 


found 


on the 


MULTIGRAPH MAP 


AKE a map of the places where 

the Multigraph can serve your 
business... and you'll cover every 
department if you make the map com- 
plete. But you'll double-star the sales 
department because the Multigraph 
today is the key to many a current 
sales problem. 


coma "> _ 
= ia 





With Multigraph equipment you can 
easily and economically select and 
cultivate those markets which offer 
sales at a profit. You can bring pros- 
pects to the closing point before your 
salesmen call. You can put sales in- 
formation into the hands of both 
salesmen and customers while the 


MULTIGRAPH MAP 
~ f 2 (SNECAS vy 
O 





Speed up your business with 


The MULT/LAHAPIT 





facts are fresh, timely and effective. 
Selective selling and the Multigraph 
have proved an aid toward more 
profitable selling, more satisfied sales- 
men, and better collections. 
Ask a Multigraph representative for 
details . . . or write 
THE AMERICAN MULTIGRAPH SALES COMPANY 
1836 East 40th Street Cleveland, Ohio 


THE MULTIGRAPH SALES COMPANY, LIMITED 
137 Wellington Street, West, Toronto, Ontario 
(or consult your telephone directory ) 


The Addressing Multigraph, at one revolution of 

the drum, writes the letter, fills in a perfectly 

matched name, address and salutation, signs the 
letter, and addresses the envelope. 











The American Multigraph Sales Company 
1836 East 40th Street, Cleveland, O. 


Please mail us copy of your check list 
guide to Multigraph uses —“‘33 Ways.” 
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THE POLAR LINE NOW OFFERS MANY 
NEW ITEMS OF CHARACTER AND BEAUTY= 


Write for Full Detailed Information 


THE PRESIDENT—Oak Leaf Design Handsomely Embossed and COLORED PADS 


Masculine in Character and Beauty 





‘No Locked Cornere— Wedge Corner Hiesmesiti 





EXCLUSIVE Four Piece DESK SET 





NEW TURNED LEG OBLONG 
WALL WASTE BASKET 





We manufacture a very large assortment of different 
patterns and colors of folding screens. 


RENAISSANCE PATTERN 








NOTE: We have recently moved our 
¢ factory into a new concrete 
building and have every modern facility for 
extending quality and service. 














OUR NEW HOME 
Terminal Commerce Bldg. 
P olar Mig. Co. 401 N. Broad St., Philadelphia, Pa. 


—_—_ =——=—_88866 SSS == == 
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mailed out and a description of it. Here is the second piece to go out 
and a description of it. Not only that, cover, but much of the copy 
that is to go inside of it, and the layout of it. The headings for the 
different pages 

QUESTION Does the printer furnish the copy, or did you furnish 
the copy? 

MR. NETZHAMMER: The printer furnished the copy. Now the lad 
that did this job here must have spent hours and hours on it. This is 


a big job, if I had the time to go through it and analyze it for you 
If there is any one who wants to see it, I will be glad to show it to you 
That salesman is able to make only one or two layouts like that a week, 
but when he gets a job it runs into thousands of dollars, and the other 
poor printing running around looking for a little job of 
printing envelopes or something for five or ten dollars 

Here is a sales help developed by a dealer with a view to assisting 
the salesman in making suggestions for proper floor covering, drapes, 
colors on the wall and the color of the woodwork in an office. This is 
Armstrong’s Standard Linoleum. This is a suggestion for the wall treat- 
ment; here is a suggestion for the woodwork, and this is a suggestion 

That dealer does not sell any of 
helps a customer to build a com- 


salesman is 


for the drapes that would go with it 
this merchandise at all. He simply 
plete job so that when he delivers an order of his goods, the surround- 
ings will be compatible with it, and the job will be complete, will be 
That is a service help that is appreciated by the prospective 
and particularly where the dealer is not trying to sell him 
floor covering or drapes or these other things 


correct 


customer, 


Sell ideas. There are five situations that confront a salesman: 1 
Make sale in store. That doesn’t take much nerve or initiative. 2 
Phones, he makes calls. That is an easy way to make a call, but it is 


not very effective. 3. Given prospect to see. Then fear creeps in. He 
may meet a competitor there. 4. Hears in a roundabout way that the 
customer is going to buy. He don’t believe it and don’t go. (Laughter.) 
5. Cold That is the biggest field there is, and frequently he 
don’t work it. Unless you have a good call report system or check-up 
of some sort, you may not know how good those things are. The door 
knob pullers’ club is the finest organization in the world, but not all 
salesmen belong to it 

Now what happens when you plan your work? And that brings me 
to the last subject Results Here is a catalogue us by the 
Pittsburgh Reflector Company, and it is a beautiful piece of work on 
lighting fixtures. It must have cost a good deal of money to get out this 
book. And the salesman’s card is pasted in the front of the book. We 
had occasion to plan for some lighting in a new store, and we wrote two 
letters. We wrote one letter to this fellow, and another letter to another 
house, not so well known and which does not spend so much money in 
sales helps as this firm does in this catalogue. Both letters were identical, 
and in stated that wanted to fit up this store with lighting 
and wanted them to tell us what was the proper thing. We told them 
what intended to accomplish, and asked them to make suggestions 
About a week later the man, not this man with the catalogue, 
came in with a complete plan and laid it on the table “What 


canvass 


mailed 


essence we 
we 
second 
I said, 


is this?’’ He said, ‘‘That is the plan of your lighting for the store.’ 
I said, ‘“‘What store?’’ ‘‘Your store.”” ‘‘Well, how did you get the 
measurements?’’ ‘Oh,’’ he said, ‘‘we measured the store.’’ ‘“‘How did 


‘“‘We got the key.’’ “‘Where did you get it?” “From the 
telephone operator.”” “How did you know she had the key?’’ “Oh, we 
inquired around and found out.”’ I said, ‘‘You came here with a view of 
getting into that store, and making measurements, making a plan, and 
then presenting the plan, before you proposed taking up any of my 
time?’’ He said, ‘‘Yes, sir.’” Four days after this plan was presented, 
this other salesman telephoned. He said, “Can I see you some time this 
morning?’’ I said, ‘“‘What about?” ‘‘About that letter you wrote two 
weeks ago.”’ I said, “We are just about ready to let that job this morn- 
ing.”” He said, “Oh, wait, I will be right over.”” ‘‘All right.”” When 
he came over he sat down and said, ““What do you think you need over 
there?”’ “I don’t know. That is what we asked you to tell us.”” He 
said, “‘I don’t know; you ought to have some idea of what you ought 
to have. Give us some idea of what you want.” Contrast that with the 
attitude of the first man, and also this man being given such a sales help 
as this catalogue. And how many times big concerns spend a lot of money 
on sales helps, a lot of money on advertising, and then fail to train their 
men or hire the proper kind of men to go out and complete the job. 
Here is a floor plan of a job that was sold. The manager of this 
branch office said that he wanted to call in an architect to make a lay- 
out of these new quarters, that they were doubling their quarters, and 
taking over half a floor of a large office building. The salesman said, 
“That isn’t necessary; we will plan that space for you ourselves.’’ He 
said, “‘That would be fine, if you can do that.”” And this plan was 
made up just as you see it there, and was ready in ten days from that day 
The vice-president and general manager from New York came to the 
city, expecting to spend three or four days on the details of arranging 
this office, as they had done every place else. They were dumfounded 
to find a plan such as this all ready for them, and the resu‘t was that, 
instead of spending a week, they spent two days, and left. When the 
estimate for the furniture was presented, the New York office said, ‘“‘We 
can buy this furniture for fifteen per cent less in our town, but in view 
of the time you have saved us and the service that was rendered by you, 
we have decided to place the order locally.”” The man that made that 


you get in?’’ 
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the comfort of an office chair and the length 
of its service depend on the quality of the ma- 
terials and the character of the workmanship. 


do you know what is inside the upholstered 
chairs you buy? 


write for booklet “A” describing 
the construction of Brower chairs. 


Brower chairs are priced only in top grain 
leather of the best quality. Why do most 
manufacturers price their chairs in machine 


buffed leather? 





write for booklet ‘B’’ describing the 
different cuts of leather and explain- 
ing why top grain leather is the best. 





BROWER FURNITURE COMPANY 
GRAND RAPIDS, MICHIGAN 


“the center of fine furniture” 


manufacturers of fine upholstered business 
chairs, designed and built for those who ap- 
preciate good furniture. 
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**Postur-Chair’ 


No. 9606 17 





LI A 


The Far Reaching ECONOMY 


of UHL Steel Equipment | 


A$ long as people have to work in order 
to live, there will be time to be saved, 
energy and health to be conserved, loads to 


be lightened and lifted. 


So there will always be a demand in offices and 
factories for the utility and particular fitness of 
UHL equipment. The economies effected in so 
many different ways and the low installation cost 
actually put money in the user’s pocket. Lifetime 
durability would be a modest claim; in fact we have 

yet to learn of a UHL installation wearing out in 

use. And there is economy of time and strength, 
adjustment to the natural working position and 
elimination of lost motions. 


UHL steel equipment is sold by dealers all over 

the U. S. and in practically every region of the 
world. It has enabled many dealers to open up 

new accounts, to re-establish old ones and generally 

to increase distribution and margins. Send for 
Booklet “Catalogue of Neglected Sales Opportuni- 
ties” and see what you are missing. 


The 
Toledo Metal Furniture Co. 
1466 Hastings Street TOLEDO, OHIO 





Fr w 


The No. 50-56 File Stool 
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plan burned the midnight oil. If he had had to make a plan like that 
in the day time, he would not have had much time for field work, because 
that takes time and work, but it is the kind of work that pays in the 
end. That plan takes into consideration every person that works in that 
office, the size of the desk he is to have and where this desk is to be 
located. Everything is taken into consideration, and the job is planned 
as a whole. 

Now, are there customers to plan for? A little while ago Julius Klein 
said that eight billion out of forty-eight billion distribution in this coun- 
Sixteen and two-thirds per cent is waste, poor management 
of men and time. Coleman Cox, in his latest book, “It Seems to Say,’’ 
says: ‘‘We hear much about sales helps, and here are the ones that I 
have found most essential during my forty-two years as a salesman. A 
firm that has the confidence of the people, a product that is made right, 
priced right, a saies manager who is long on constructive suggestions 
and short on conceit, a shipping clerk who sees to it that the deliveries 
are made on time and in good condition, and an accountant who writes 

diplomatic letters to customers in place of sarcastic or 
saucy ones. Any salesman can sell if he has all those important helps 
and no salesman can sell without them. 

Now let me submit a platform for salesmen. Plan your next day’s 
work the night before. Do cold canvassing. Make out your call reports 
Keep your own sales records and make frequent comparisons 


try is waste. 


friendly and 


every day. 
Render planning service to your prospects. 

Customers expect much these days. I believe a great deal of that is 
due to high class advertising. The customer reads the advertisement of 
a high class product that has been prepared by the best brains in that 
business, and he gets a high idea of the institution that sells that prod- 
uct and the company that makes it. He goes into the store, and as was 
said here yesterday, the windows are not washed, the merchandise prob- 
ably is not in the stock or it is poorly displayed. A salesman ambles up, 
and kind of looks at him as if he wonders whether he is in there on 
purpose or not. And what happens? The advertisement is big and fine 
When the customer sees the store in which the merchandise is sold, the 
picture is reduced, and when finally he comes into contact with the 
salesman, who is supposed to be the closing argument, the picture pretty 
nearly dwindles away altogether. It reminds me of Ikey going to the 
undertaking establishment. He looked at the corpse, and he didn’t recog- 
nize it. Then he looked at the undertaker and he didn’t know him. He 
looked at the Rabbi and he was a stranger too, and Ikey says, “I guess 
I am in the wrong funeral.” (Laughter.) 

Now we need the converse picture. We need the picture of an ad- 
vertisement that will sell us on this product or on this service, whatever 
it may be. And then we need a store with a floor display and a front 
that is so inviting and so clean and so up-to-date that this picture of the 
merchandise given us in the advertisement has grown to be bigger. And 
then we need a salesman on that floor who is so thoroughly informed 
on this product that when the prospect is finally confronted by this 
salesman, with his knowledge of the product and his ability in serving 
this customer, it has become so big that there isn’t any question about 
advertising. 

Working hours are growing shorter Vacations are 
Any sales manager will tell you if he could get his salesmen to think 
in definite terms of tomorrow, while today is still here—well, he would 
It is more necessary than ever 


more frequent 


have a sales force that is hard to beat 
to plan carefully and thoroughly in order to conserve time. It is a duty 
you owe to your prospect when you ask him for his time. It is a duty 
you owe to your house, to give the best that is in you. It is a duty you 
owe yourself, in order that you may climb the ladder of success. 

In closing let me quote Daniel Webster when he speaks of duty: 
“There is no evil we cannot either face or fly from, but the conscious- 
A sense of duty pursues us ever. It is 


ness of duty disregards it. 
If we take to ourselves the wings of morn- 


omnipresent like the Deity 
ing, and dwell in the uttermost parts of the sea, a duty performed, a 
duty violated is still with us for our happiness or our misery. If we say 
that darkness shall cover us, and the darkness is in the light, our obli- 
yet with us. We cannot escape their power nor fly from 
They are with us in this life, and will be with us at 
that scene of inconceivable solemnity which lies yet 
further onward, we shall still find confronted by the con- 
sciousness of duty to pain us whenever it violated, and to 
console us so far as God has given us grace to perform it.’’ (Applause. 


gations are 
their presence 
its close, and in 
ourselves 
has been 


Convention stands.) 
ee 

W. B. Faustmann Inc. Moves into New Store 

W. B. Faustmann Inc. has moved from 105 Court street 
to a new and larger store at 46 Flatbush avenue, Brook- 
lyn, N. Y. The new store, which is in one of the best sec- 
tions of Brooklyn, has no competition in the immediate 
vicinity. Four large display windows provide plenty of 
space for the exhibition of new lines of high grade social 
stationery recently added by the company. Representa- 
tion of the Royal Typewriter Company will be continued. 
Mr. Faustmann is interested in taking on new lines of 


stationery novelties. 
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Illustrating No. 2566 
EDCO DESK. Butt wal- 
nut veneer top and panels. 
Six two-inch solid walnut 
legs, fluted and orna- 
mented on outside faces. 
Corners rounded on upper 
part of leg, legs built up 
and turned at bottom. 


This model is 66 
by 36 inches, 1'2 
inch striped wal- 
nut to with 
moulde edges. 
The continuous 
¥, inch back and 
the side panels 
and drawer bars 
are beautifully 
scrolled. 


This design is 
available also in 
the 60 by 34 inch 
size designated 
No. 2560. 


Good Values 


with a profitable mark-up to retail 
at sales-impelling prices 


For 27 years, the Evansville Desk Company has been making 
GOOD desks—high grade, sturdily constructed, faultless 
finished desks. 


We have never lowered our ideals or compromised our stand- 
ards of manufacturing processes. We serve thousands of 
business and professional men who demand excellent quality, 
good appearance and real worth at a moderate price. This is 
the richest market today. Where wear and worth are united with 
a chastened appearance in conservative taste as in EDCO, you 
have a consistent, year-round seller. 


Send for our new catalog E26 showing all styles and grades of 


EDCO DESKS. 





Overlapping drawers, three 
in the left, two in the right 
hand pedestal, are locked 
by an automatic non-stick- 
ing device of metal, con- 
trolled from center drawer. 
Deep drawer in right hand 

destal is partitioned. 

rawer sides are of 
wood, drawers are dove- 
tailed front and back, 
three ply bottom framed 
in all sides, drawers are 
finished inside to match 
outside. 


Desk is finished with 
three coats of clear 
lacquer rubbed all 
over. Pedestals are fit- 
ted with vermin proof 
bottoms. 





~EVANSVILLE DESK COMPANY 


EVANSVILLE, INDIANA 
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The Item That You Want... 
<o 
ee 


when you want it 








That sums up one big advantage of 
F. E. B. service. 


if every retail merchant were to add up 
the sales lost because he could not supply 
the particular items customers wanted, 
the figure would prove startling. 





This situation applies with equal force 
to the merchandising of Filing Supplies. 





Cards You can sell any line of folders and guides 
Guid to the casual customer who comes in to 
» : . . . >. 
PERECS buy with no definite idea of what he really 
Folders wants. 
F. E. B. But, today, so many customers do know 


what they want that if you can’t supply 


patented Guides 7 - 
it, someone else will. 


and Folders 


Vertifile That is why you will find it profitable to 
S ‘al F take advantage of the one line of Filing 
Special Forms Semis eciitaie te is , h a 
of ellie Supplies which is complete, the one line 
a which contains the thing which the cus- 

oS stack Home ready tomer wants no matter what he wants. 


for quick delivery. 








Follow the F. E. BEE-Line to profits. 





Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 
F. E. B. Building a 27 Melcher Street és, Boston, Mass. 
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Distribution Blamed for Trade Condition 

Addressing an industrial conference at Lehigh Univer- 
sity, Bethlehem, Penna., October 17, Edward Filene, econ- 
omist and merchant of Boston, told the meeting that the 
present world economic depression is due to our anti- 
quated system of distributing goods. 

The chain store, he said, is the “first halting step” in 
the direction of scientific distribution, but buying goods 
in the average retail store, he asserted, is frequently like 
paying $2,000 for an automobile whose production cost is 
less than half that sum. 

“We have 
existence,” he said. 
tempt in retailing to achieve mass distribution in harmony 
with the development of mass production. At a time 
when the world needs a scientific system of distribution 
so that mass production may function, distribution is not 
only refusing to take the step, but frantic efforts are being 
made to mobilize public sentiment against the move. 

“The chain stores, of course, are only a halting first step. 
Ultimately we must come to mass distribution upon a 
scale which we have scarcely dreamed of. All along the 
line there must be such an elimination of waste that the 
masses everywhere shall be able to buy in abundance in 
proportion as science teaches us how to produce abun- 


movements to tax the chain stores out of 


“Yet the chain store is the first at- 


dantly. 

“This itself would eliminate unemployment. 
for unemployment is through the lessening of work, not 
through any system which makes unnecessary work neces- 
sary. With such economy, prices can be lowered and with 
a scientific outlook behind such economies, prices will be 
lowered. And with the lowering of prices, more persons 
will be able to buy more things, which will necessitate 


The cure 


more production and more employment.” 

Mr standardization 
terest of economy. 

“Standardization, so far as it has been developed,” he 
said, “has not tended to standardize life. It is in our tra- 
dition that life is standardized—in our fear of facing the 
facts—and in so far as we do face the facts and act fear- 
lessly upon them, human lives are liberated to go to their 
different ways, but we are constantly undoing with tra- 
hands the things which our scientific hands are 


Filene advocated wider in the in- 


ditional 
finding to do. 

“We are erecting tariff barriers throughout 
to make mass distribution impossible at the 
We are lowering wages in 


world 
time 


the 
very 
when it is most necessary. 
many cases when we ought to be raising them, and we, 
in our literature and drama and even in our pulpits are 
crying out against the materialism of this machine age, 
when what is most needed is to perceive the machine for 
what it really is—the instrument which man under science 
is at last raising up to solve the overstrain of the strug 
gle for existence, and liberate him to pursue his cultural 


and spiritual aspirations.” 


Ew 
M. W. Phillips Recovering from Appendicitis 
Operation 
M. W. Phillips of the American Numbering Machine 
Company, Brooklyn, N. Y., suffered an acute 
attack of appendicitis, necessitating an immediate opera- 
tion. He is reported to be now well on the way to recov- 

ery at the Jamaica hospital, Jamaica, Long Island. 
i 
North Carolina Stationery Firm Ceases Business 
Word has come from W. E. Gates, formerly president 
and treasurer of the Economy Office Equipment Company, 
12 West Fourth street, Charlotte, N. C., that this company 
Companies with this name on 


recently 





is no longer in business. 
their mailing lists should delete it as further operation 
under the name Economy Office Equipment Company is 


not contemplated. 








A Product 


That Means 
PROFIT ... 





Profits are the life blood of busi- 
ness. So, it is indeed something to 
know of a product which makes fast 
friends and thereby profits. 


Such is the Grand Prize line of 
Carbons and Ribbons. We make 
them so good—what with Du Pont 
Dyes and the finest of cloth and tis- 
sues—that users develop into regular 
customers. 


Write for the Grand Prize Sales 
Plan. We'll tell you, also, how to ob- 
tain the Grand Prize tester for Car- 
bons and Ribbons . . . free. A postal 
with your name and business address 
will do. 


Super-Write 


A new line of Carbons 
and Ribbons for those 
who demand the finest. 


Write for samples. 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON AND RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, President 
1451 Harrison St. San Francisco, Calif. 
396 FLINDERS LANE, Melbourne, Australia. 
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“What a Dollar Buys in Office Supplies” 

Featuring a Dollar Day, or a Dollar Gift Table, the 
office supply and equipment house can attract new interest 
and attention during the pre-Christmas holidays. Hun- 
dreds of suggestions may be made in the matter of office 
and desk supplies, pencils, pens and paper, that will make 
gifts for one’s own office, if not for another person, and 
which may be bought for one dollar, to “lead” new patron- 








No. 1009 
Pressed Glass 
No. 1009¢ : vo : 
Cut Glass age into the office equipment and supply store. 

Although the Dollar Gift Table, or Dollar Day is a fea- 


ture that is capable of stimulating business at any season, 





since the average business man or office girl will always 
find something for a dollar that will make a gift or a treat 
for his or her own desk, nevertheless Christmas is espe- 
cially propitious for advancing such an occasion 
The slogan, or couplet, “What $1 Buys in Office Sup- 
lies,” may be used to show the diversity of articles that 
may range from the pencil sharpener, to the ream of good 
grade white paper, box of carbon paper, typewriter rib- 
bon, or two reams of canary yellow second sheets, down 


to the First Payment of a Dollar that can be made to ap- 


AUTOMATIC SELF CLOSING ply on any piece of office equipment valued at any price, 


in the store. 
Where credit is shown to be good, the customer’s dollar 
| that responds to the Dollar Sale may apply as the initial 


installment on a valuable desk, typewriter, or expensive 








No. 1003 
Pressed Glass 
No. 1003¢ 
Cut Glass 


A 

















Rarely 1S beauty and sy m- cabinets or office furnishings. 
metry of design combined As upon another occasion recently, in a Northwest office 
with utility such as the user stationery store, the dollar may be featured from another 
finds in Presto Automatic angle. “One Dollar for Your Old Fountain Pen” was the 
. cr Pty : : offer on that occasion which brought in old pens for new 
Se osing Ste thi . 
: bs lf Cl sing Inkstands. in this Dollar Trade In sale, when a dollar was allowed on 
I hey are alw ays popular the old pen when a fine new pen, fresh from the mint of a 
sellers. modern manufacturer in all its resplendent new finish, was 
: : purchased 
Ireac “tenere « »¢ om on : . 
Presto Moisteners are sim- Thus in several ways, The Dollar, a unit of monetary 
ple, swift and sure. Eco- value that is standard over the world, may be made to per- 
nomical in price, attractive form for the office supply house that knows the value of a 
in design and speedy in use. St Ae ae 
; What Is Temperance? 
Make sure of your stock Some two or three months ago, Crane & Company of 
now! Topeka, Kans., through Charles L. Mitchell, secretary and 
sales manager, sent out a questionnaire asking various 
| persons for a definition of temperance. Previous question- 
q 
2275 Third Avenue naires asked for definitions of the words hero and pro- 
NEW YORK, N. Y naenen 














The replies to all these questionnaires indicate con- 
siderable study on the part of the ones replying as well 
be R = S T O as absence of personalities and intolerance. 

In the temperance questionnaire, the prize was awarded 

by the judges to R. R. Taylor, manager of the Commer- 

M O | S T E N E R cial College at Dodge City, Kans., who said: “Temperance 

, is that quality of will power which makes it possible for 

an individual to guard his body against excesses, his mind 
against impurities and his spirit against superstitions.” 

The roller spreads the 


moisture where you 
want it. 


Definitions came from almost every part of the United 
States, some of which are very apropos. 

The judges had no little difficulty in choosing the best 
definition. —_—~»—__— 

Advertising Help for “Edco” Dealers 

The Evansville Desk Company, Evansville, Ind., is dis- 
tributing among its dealers limited quantities of an attrac- 
tive advertising blotter. In addition to the company’s 
name and address and facsimiles of two “Edco” trade 


Exact amount of mois- 
ture quickly regulated, 
insuring clean and neat 
work. Remains sani 
tary—all parts non- 
corrosive. 


ape marks, the following words appear on each blotter: “Edco 
Fountain Line of Quality Desks—Prompt Shipments.” At the bot- 


Pen. , . . at ‘ 

tom is a space for imprinting the dealer’s name and 
address. The blotters are cut from mottled tan and gray 
stock. The printing is done with a red-brown ink giving 
a nice color contrast and a pleasing general effect. 
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The display frame with 
card in position size, 
over all, 104% x15. Green 
leatherette, richly stamped 
in gold. Cards in brilliant 


Three cards sent you 
with the frame. Size, 84% x 
11%. Timely new cards 
furnished from time to 
time. Make your own cards 










colors. with Drawlet Pens! 




















STATIONERY 
IN PERFECT 





Send For 


ESTERBROOK COOPERATIVE 
DISPLAY SERVICE! 


Ce new — new beauty, new usefulness, 
new selling power! This handsome Esterbrook dis- 
with the sales-ful cards we furnish—with 





play frame 
the cards you can make and insert yourself —gives you 
a year-round, every-day feature for your window that can 
always be fresh and interesting! 

We offer it FREE— if you'll use it! It is a permanent 
window feature that can be used again and again. If it 
helps you build more sales — not just on Esterbrook 








products, but on every item you sell—vwe'll feel repaid. 
Fill out and mail the coupon — now! Esterbrook Pen 


$ 7 @) @) -0O Company, Camden, N. J. 


IN CASH PRIZES! 
For retail stationery ———— 
merchandising ESTERBROOK PEN COMPANY, CAMDEN, N. J. 








| D b A S Gentlemen: 
Please send me FREE the new Esterbrook cooperative display service, including 
Wiens ws Ger fall Gale cee Ses ] The dark green leath- 2 The 3 current display Your additional service 
a erette frame, richly cards printed in bril- of timely cards from 
’ magazine ° ” . . : 
fommer tue ie meee stamped in gold. liant colors. time to time. 


Contest closes November - a ’ 
I intend to use this in my window. 


Name_ 


Address 
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GRAFFCO PRODUCTS ARE PACKED IN ORANGE AND BLACK BOXES 


NEW! 


the 


Graffco Hi-Speed Ruler! | 


Here is a ruler—entirely new in 
G conception—entirely new in con- G: “fy 
rajyco struction—entirely new in action. raffco I; 
. It is a steel shell within which 
Vv | SE Clips are two parallel rubber-covered VISE Signals ce 
have an inner steel rollers that run the length of Me <8 a 
he Tr. 7 se rs -— > 2 J oO Wt 
tongue that prevents papers the ruler. ‘The = revolve ,eus te Ss 7 dein 


, freely on steel bearings at fare = 
slipping In any direction. each end card files UCaddsess—>~ : 
3 sizes hold 2 to 60 papers. Made The possible uses of the ruler for more than “a bunc ee cards. 

s g steel, : -alle . They never forget—bringing to 
ot plate “d pring stee 1, and called drawing plans advertising layouts r hep 
the only perfect paper clip. A fea- —crose-hatching—bookkeeping and of your attention the right thing a 

the right time. They tell w hen 


ture you will appreciate is the up- fice work of all kinds—are unlimited. 
Three sizes 12-inch—selling for and where to send 


ables you encily to slip ———«—" ee 
8-inch—selling for }2.50. >rs>— > ~k 

the clip on. Ask your ~ ters—order stock 
—stop cre dit. 


dealer for the clips in G : 

the orange and black [& | raffco Maptacks | M ad eo plated 

we aa spring steel in 2 
. es _G * — sizes—enameled in 


ee YD \ oage 
a at: ae 12 brilliant colors. 


Graffco VIZ Signals 


Make your visible index systems 
alive with these busy little sig- 
— nals. They 
tell when 
credit 
wo.!0 should be 
stopped— 
_jishipments 
= made— fol- 
low-up letters sent out—and 
perform a thousand other im- 
portant jobs. 12 colors and 
several sizes. Endorsed by vis- 
ible system manufacturers. 


turned lip—which en- 


~~» @ 


Here’s help in visualizing where 
You turn directly to the dealers are located, where unde- 


pages wanted, if your loose veloped territory exists, the cover- 


leaf and bound books are tabbed age of salesmen’s routes, and other 
with Grafien Vien tadex Tobe. valuable information. Brilliantly 


Removable. adjustable, and trans- Colored spherical metal heads and 
ferable from page to page as you sharp points of steel. 

work. Celluloid window takes Grattco Maptacks are the finest 
pencil or pen, or furnished printed made and are inexpensive. 3 sizes. 
with the alphabet, numbers 1 to 20 colors. 1000 combinations. 


31, or months. Steel frames, two 
oe Graft Company ridge, Mass: 


sizes. Write for catalog. 
Camb 


‘ 





64 Washburn Avenue 


GRAFFCO PRODUCTS ARE PACKED IN ORANGE AND BLACK BOXES 

















NOVEMBER, 1930 


Sioux City Firm Has Fine Establishment 

The Office Service Division of the Verstegen Printing 
Company, Sioux City, Iowa, has a splendidly equipped 
store. The space at the front is devoted principally to the 
display and sale of office supplies, commercial stationery 
items and a line of office machines including the Corona 
adding machine and the Corona typewriter. 
Standard typewriters and other office machines are ex- 


portable 





R. VERSTEGEN P. VERSTEGEN 


hibited in room part of which can be seen 


through the arched doorway at the rear of one of the pic- 
tures. At the rear of the store is an office furniture display 
room where model office arrangements are grouped to aid 
prospective buyers to visualize how the equipment will 


a special 


look in their offices. 
In addition to conducting a progressive retail commer- 
cial stationery business the Verstegen Printing Company 





OF THE 
-The upper 


DIVISION 
IOWA 
picture is of the commercial stationery and office machines sales room. 
The lower picture shows the office furniture display and sales room. 


OFFICE SERVICE 
SIOUX CITY, 


INTERIOR VIEWS OF THE 
VERSTEGEN PRINTING COMPANY, 


operates one of the largest and best equipped printing 
plants in the Sioux City territory. The Verstegen broth- 
ers, whose portraits are shown here, are up and coming 
business men who have no time to be frightened by the 


bugaboo of business depression. 








| 
| 
| 
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Profitable 


Christmas Sellers 
HOME AND LIBRARY GLOBES! 























Stock and feature these authentic, attrac- 
tive Globes for profitable Holiday business 


ATION-WIDE interest in current events 
has popularized the use of Globes to fol- 
low the day’s news—to visualize what’s going 
on in the world. A Globe of the World is 
rapidly becoming a fixture in the modern home 
or office—and makes an ideal Christmas Gift. 
Make a special Holiday feature of some of the 
many attractive and authentic Weber Costello 
Globes of the World. They are acknowledged 
by educators to be a reliable source of world 
information . . . moderately priced . . . pre- 
senting an opportunity for volume sales and 
substantial profits. 
FREE BOOKLET—Before you order any 
Globes of the World, be sure to send for our 
booklet, illustrating the many new designs. 
We will send you too, the facts on how others 
are selling more globes. Just address Dept. 
Gi1s4. 


Weber Costello Co. 


Dept. G1154 << Se 


MAKERS OF GLOBES, MAPS, BLACK- 
BOARDS, ERASERS, AND CRAYON 
FOR NEARLY HALF A CENTURY 

















VAN SICKLEN 





Small Leather Goods of High Quality 


with a Feature Distancing Competition 





Build Up the “Buying Urge” in Your Display 
Seize This Opportunity for Holiday Profits! 


Use the VAN SICKLEN personal mono- 


gram idea—demonstrate it—feature it—sell it! 
Initials, lodge or fraternity emblems inserted 
in an instant. You can do it while the cashier 
is making change. Permanently fixed in a 
handsome shield on all the VAN SICKLEN 
monogram line of bill folds, wallets, key cases, 
cigarette cases, etc., made up in smartest styles, 


This 


individual touch goes over big, both with your 


latest leathers, most advanced designs. 


industrial accounts and the personal, drop-in 
trade. 
Gift Items of Proven Sales Power 


There is real demand for this merchandise dur- 
Send 


for full details of our special assortment of 


ing the holiday season. Prepare for it. 


proven holiday winners. 











VAN SICKLEN CORP. 


ELGIN ILLINOIS 
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Esterbrook Offers Display Frame with Removable 
Cards 


The Esterbrook Pen Company has just announced to 


the stationery trade a new window display service em- 
bodying certain features said to be unique among sta- 
tionery displays. 

\ representative of the company described the idea as 


follows: 

“In developing the new Esterbrook display service we 
struck out on a new path. In offering this service to sta- 
tioners, we believe we are giving something of real value 
to them, which will be completely flexible and adaptable 
to serve their own needs. 

“The display takes the form of a frame, 11 inches wide 
and 15 We picked this size because it is 


inches high. 


FINE 


yecan nine 





Here is one 
of the three original cards. It is a brilliant blue. Frame 
is dark green—lettering gold—-pen boxes red 


NEW ESTERBROOK DISPLAY FRAME 


large enough to make an announcement dominating the 
center of a window, and yet small enough so that on other 
occasions it can be tucked away in a corner on a shelf and 
not be cumbersome. This frame is of a good quality of 
dark green leatherette; stamped in gold. A message re- 
minding the passersby to “Keep a box of good pens in 
a permanent feature of the The 


strongly with a special fibre double easel 


your desk” is frame. 
frame is built 
so that it can’t warp or get to looking shabby. 

“The idea of this frame is to provide a dignified setting 
cards the stationer may wish to make up. But 
we have gone even farther. than that and have prepared 
special cards in brilliant.colors to go out with the frame. 
The first of these cards “Sdvertises wedding stationery. 
The ‘Ideas for 
Parties—and Inexpensive Ways to Carry Them Out.’ The 
The stationer 


for any 


second card carries the following copy: 
third is a card advertising Esterbrook pens. 
can use any or all of these for as long or as short a time 
as he sees fit. When he gets the display frame, these 
cards provide him at once with three good ideas for win- 
dow displays of variety and interest. From time to time 
we will forward other timely cards for the frame. 

“We make quite a point of indicating, both to the sta- 
tioner and to the passersby, that like these are 
extremely easy to make with Esterbrook Drawlet pens. 


We are convinced that if a stationer will just try his hand 


cards 


at making his own price tickets and display cards with 


Drawlets, he will be enthusiastic over their simplicity, 
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Building Business for You 













. . - ORDS 
A BUSINESS THAT HAS LOST ITS REC 





ass 
is like a pilot that has lost his comp 








uld well 
“4 PLANE lost in the fog,” the paper say. They co 











say the same thing about many businesses —— businesses that ~ 
w destroyed by fire. 
a aken one morning to find their records 


. . 
e fe build a safe hat affords the utmost m protect 
* “ t jon 






against fire — the Diebold Dominator. Our skilled craftsmen pat into this safo the same care- 
» 


i vi Vv + by the Underwriter®’ | aboratories 
ful workmanship of the t ijebold ault Door. Class A raung y 





. e s ec v : e* ‘Diebold-ize 
i the Diebold Dominator. : 
is further proof of the lasting protection afforded by 





your uness auns fire y ins ing @ vr. f . 
u bus ag { b tall Diebold Dominato Safe — . « « 






oe 
SAFE AND Lock COMPANY, CANTON, out 


Diebold SEVENTY YEARS OF oane, eRe 


One BRICK is not a building. But one brick on another brick makes a 


skyscraper. This point can also be applied to the present Diebold national 
advertising campaign. This advertisement shown here is a member of a 


series that have been running for several months . . . one advertisement 


on another advertisement. . . building materials of business for you. 


Diebol SAFE AND LOCK COMPANY, Canton, Ohio 


SEVENTY YEARS OF BANK SERVICE 











THE HARTER CORPORATION, Sturgis, Michigan 


Gentlemen: 


Please rush full details about the new Handistands. 


Name _ 
Address 





Model No. 825 Handistand 


\ 


id 
















; 
al 
be 
§ 
~~ 


Vey 


‘ 
© BIGGER SALES 
VIA 















Now is the time to get out in front with a real money-maker. 
Different from any machine stand or utility desk that you've ever 
seen, you'll find the new Handistands a sensational seller. For 
the first time, new Harter “‘desktype” construction brings this 
essential office equipment into the executive class. And at a 
price that is less than rolled metal. Here too, are knockdown 
stands so simply, so cleverly assembled that even you will be 
amazed. A real appeal to the big buyer that you can't afford to 
miss. In olive green, fat mahogany and special finishes. No. 825 
serves as a utility desk; No. 850 takes practically every type of 
machine. Get all the facts NOW. No obligation, of course. 


THE HARTER CORPORATION 


Sturgis, Michigan 


| 
| 
| 
Model No. 850 Handistand 
| 
| 
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Clinb Aboard 


) This BIG PROFIT 
SPECIAL 








LR 


A STAND 





SO EASILY 
a 


\ 





ASSEMBLED 
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speed and ease of use. Therefore, he will be a much bet- 
ter salesman of Drawlet pens and will find it easier to 
make his displays, both in the window and inside the 
store, timely and interesting.” 

The Esterbrook Company is offering this display serv- 
ice without charge, but we understand that the display 
itself is unusually costly and an effort is made to secure 
the stationer’s co-operation by asking him to send for it 
only if he wishes to use it 

> 
New Literature Soon Ready on “D & T” Line 
The Davenport-Taylor Manufacturing Company, 412 


Orleans street, Chicago, is preparing advertising literature 


EDUARD UMBRICHT } 


CASHIER 








A NEW DAVENPORT-TAYLOR NAME 
PLATE 


“ 


showing all the various styles and types of “D & T” signs 
and name plates. One of the many new items is shown 
herewith. 


~~ 
“De-Bunking Thrift” 

From M. A. Moers of the Harris-Moers Company, Cin- 
cinnati, Ohio, was received a copy of a little four-page 
folder under the above title, written by Edward J. Hoff, 
vice-president of the Central Trust Company of Cincinnati. 

In this pamphlet the author goes straight to the point, 
but succeeds after all in paying a compliment to real thrift. 
He says that after twenty-five years of misunderstanding 
and of defining thrift as doing without things one wants, 
he has recently learned to consider seriously a more com- 
plete definition of thrift which includes in its meaning to 
profit, to thrive, be successful in the acquisition of prop- 
erty. Under this definition every one wishes to practice 
thrift. He points out that every product of whatever 
nature was paid for by thrift in the sense of saving and 
the actual development of every product was brought 
about by thrift in the sense of intelligent spending. There- 
fore, some one must save and some one must spend wisely 
every dollar that goes into the upbuilding of the country. 
He points out as an example that it may be thrift to spend 
money for cleaning or pressing a suit of clothes. It is 
thrift to save part of one’s earnings, but not to save so 
large a part as to force one’s dependents to practice too 
much self denial. Don’t stint yourself the first forty years 
of life to live on a bed of roses the last twenty. It is thrift 
to own securities that pay a reasonable rate of interest, 
but not to buy stocks from wild cat promoters that 
promise unreasonable returns. 

It is thrift to get the best quality and the lowest price 
on any article that one needs, but not to do without the 
article if one actually needs it. 

In conclusion Mr. Hoff says: “Grasping, save-it-all, 
don’t-buy-if-you-can-avoid-it thrift is bad business. Intelli- 
gent spending, constructive buying and sensible saving are 
good business—and good business means good times.” 

> 
Cole Steel Equipment Extends Sales Representation 

Edward V. Bogart, 805 Bell building, Montgomery, Ala., 
is now covering the states of North and South Carolina, 
(Arkansas, Oklahoma, Texas, Georgia, Florida, Tennessee, 
Alabama, Mississippi and Louisiana for the Cole Steel 
Equipment Company, Long Island City, N. Y 

In the New England states and New York State with 
the exception of the Metropolitan district, the company is 
represented by C. F. Rowell, 1559 East Eighteenth street, 


Brooklyn, N. Y. 








CANODE 





The office supply dealer intent upon a program of 
“Everything for the office” welcomes the Canode 
line of SUPERFINE office supplies. Inks for 
every purpose are included in this broad line, every 
kind of supplies for rotary duplicating devices, paste, 
typewriter brushes, ribbons—carbon paper. 


IMMACULATE carbon made on a fine Crompton 
tissue is a high grade correspondence carbon meeting 
favor in competition with the best of the others. 
SUPERFINE offers a new standard of service in 
the general office—a carbon affording complete sat- 
isfaction to average users. 


CANODE carbon is a popular price grade—the 
happy medium combining price an quality answers 
the demand of the great majority of the trade. By 
concentrating on the most popular weight and color 
and selling in volume, we can provide an attractive 
package and put quality in it, and Canode pencil 
carbon provides excellent quality. 


We shall be pleased to send full information with 
price list and complete line discounts. 


Canode Ink and 
Office Supply Co., Inc. 


4534-38 W. North Ave. Chicago 
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HAT 

IS A PROFIT 
FOR IF NOT 
TO KEEP ? 


Prorits from the 
sale of ALMA DESKS are BEST 
yours to keep. There is no 


comeback on the ALMA 
quality. 


are 


Realizing the ever popular consumer's dol- 
lar is seeking more than ever, for better 
values at less cost, ALMA is meeting the 
demand with a line of office desks incor- 
porating many new and important improve- 
ments, at still lower prices. 


In short, the ALMA Line presents greater 
profit-making opportunities than ever be- 
fore with a guarantee of improved quality 
standards that enable you to keep that 
profit. 


It will pay you to keep in close touch with 


the ALMA line. 


ALMA DESK CO. 
High Point, N. C. 
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Noel Boulware Company Expands 

The Noel Boulware Company representing in eastern 
Oklahoma the Woodstock typewriter; Victor adding ma- 
chines; Speedograph duplicating machines; Herring-Hall- 
Marvin safes, vaults, etc, as well as dealing in standard 
portable typewriters, rebuilts, duplicating machine sup- 
plies, Line-A-Times, etc., at Tulsa, Okla., recently moved 
from 12 West Third street, into larger and better quarters 
at 226 East Fourth street. 

Mr. Boulware came to Tulsa six years ago. Prior to 
moving to Tulsa he had been associated with one of the 
major typewriter companies for over 10 years, serving as 
district manager at Kansas City, Mo., and Toledo, Ohio. 
He selected Tulsa after investigating the opportunities of- 
fered in various cities over the country. He states that 
he has never had any reason to regret his choice, and is 
today more enthusiastic over future prospects in Tulsa 
than ever before. As an active civic worker during the 
past six years, and as president this year of the Tulsa Jun- 
ior Chamber of Commerce, Boulware has had ample op- 
portunity to study the future possibilities of the Magic 
Uity. 

During the first three years of his residence in Tulsa, 
Boulware was associated with another Tulsa office equip- 
ment concern. In March, 1928, he organized the Noel 
Boulware company, which took over the business of the 
Office Appliance company, a pioneer in this field in Tulsa. 
Direct factory representation was secured for many lead- 
ing articles in the office machine field, and operations were 
enlarged until finally new quarters with more space and 
better facilities were necessary. The new quarters have 
been remodeled to suit the needs of the business. 

a 
Commercial and Baldwin Merge at Chicago 

The Commercial Stationery Company, 173 West Madi- 
son street, Chicago, Ill., has acquired the Baldwin Sta- 
tionery Company, 331 South Wells street. The Baldwin 
store will continue to operate under its own name, and is 
in charge of Jack Parry. 

The Commercial Stationery Company was organized in 
September, 1925, by a number of stationery men who had 
been associated with the Commercial Stationery & Loose 
Leaf Company. At the inception the business was con- 
ducted at 221 West Madison street, where it continued 
until October 1, 1928, when the present space at 173 West 
Madison street was taken. A large part of the fifth floor 
1S occupied. 

The officers of the Commercial Stationery Company are: 
Harry C. Burbery, president; Jack Parry, vice-president; 
Wm. Levinson, secretary and treasurer. Associated with 
the officers as stockholders are Stewart MacDonald and 
Chas. E. Bodeen. The late T. S. Merrill was one of the 
organizers. 

The Baldwin business was established by Miss Sarah 
Baldwin in the early ’Nineties. She had been engaged in 
the bookkeeping department of Keen & DeLang, sta- 
tioners. Miss Baldwin is said to have been the pioneer 
woman stationer of the United States. The Baldwin store 
was located at 316 South LaSalle street fifteen years. In 
November, 1928, the business was moved to 331 South 
Wells street, in the Insurance Exchange building. The 
store has entrances from Wells street and from the build- 
ing lobby. 

a 
Superior Office Specialty Company Publishes 
New Catalogue 

The Superior Office Specialty Company, 544 West Lake 
street, Chicago, IIL, has issued a new catalogue containing 
many illustrations in color. The company’s complete line 
of desk pads, folding desk pads, linoleum desk tops and 


chair cushions is shown in the new publication. 
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THIS SUITE OPENS UP 
THE “REASONABLE PRICE” 


TRADE FOR NEW BUSINESS 















Here is an excellently designed Period 
BEST Style suite that will appeal to a large class of 

your trade desiring new beauty and quality in 
pau their office furnishings but whose purchases 
right at this time must necessarily be tempered with 
reason, as to the costs involved. 










To be able to gain their objective without resorting 
to the high figures predominating in their minds will be 
interesting news on which you can cash in. 


The Number 2900 suite illustrated here shows a rich, 
dignified grouping that contains all of the practical values, 
with the artistic values, plus the actual values that could be 


desired. 













_GooD 4 
MYRTLEBJRDESKS 
MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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The BARR PORTABLE 


HREE years ago the BARR TYPEWRITER was comparatively 
unknown. TODAY it is a recognized factor in the typewriter 
industry—rapidly increasing in public favor. 


In designing this machine, John H. Barr, a pioneer in typewriter 
engineering, has utilized all the knowledge gained through years 
of experience as the designer of different types of writing ma- 
chines. 


He has developed the BARR PORTABLE to a condition of stur- 
diness and completeness hitherto unknown in typewriters of this 
class. 


THE BARR was developed and is manufactured in the heart of 
that section of New York State where the commercial typewriter 
had its birth—a section which still suggests leadership in type- 
writer construction. 


THE BARR is not just another portable. Like other machines of 
this class it is light and compact. But here most of the similarity 
disappears, for its key lever—type bar action and carriage me- 
chanism are as substantial and efficient as will be found on any 
high grade standard office typewriter. 


THE BARR is the first portable to employ the segment shift and 
now is equipped with a real, adjustable-stop tabulator, operating 


v from the keyboard. 
Vv THE BARR is built in three models—The Special, The Universal, 
Vv and The Wide Carriage. The Universal is the most complete 
portable typewriter made. It costs a little more and is more than 
Vi worth it. 





BARR MORSE CORPORATION 


ITHACA, NEW YORK 
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Interesting Application of the Ediphone 

During the seventieth anniversary celebration of the 
Central Church of Christ at Des Moines, Iowa, September 
28th to October 3rd, the congregation was given the priv- 
ilege of hearing the voices of three former pastors who are 
now located at New York City, Oakland, Calif., and In- 
dianapolis, Ind., respectively. These three ministers dic- 
tated their speeches on Ediphones at the three points 
named and the to Des Moines 
they were reproduced on a standard Ediphone secretarial 
a special electrical pickup and 


records were sent where 
machine, equipped with 
amplified with a Webster amplifying unit through two six 
foot speakers. The sufficient to be heard 
throughout the church auditorium by a capacity congrega- 
tion, some of whom had not heard the voices of their for- 
mer pastors for fifteen years and more, yet they were able 
to understand and recognize each pastor’s voice. This 
electrical pickup has made it possible for the Ediphone 
Company at Des Moines to give an additional service to 
their users where there is a request for the amplified re- 
production of a record dictated anywhere in the world. 
It is also possible for them to reproduce a record through 
the use of an Ediphone secretarial machine and an elec- 
trical radio to a small group without the aid of a large 
amplifier and speakers. Thomas Harris is the Ediphone 
representative at Des Moines, and has connected 
with the Ediphone for the past eighteen years 


volume was 


been 


AA 
Chautauqua Artists Use Aquarello Pencils 
The art colony at Chautauqua, New York, this summer 
was busily engaged in coloring paper, fabrics, etc., with 
Aquarello water color pencils. These new products of the 
Eberhard Faber Pencil Company are meeting with favor 
from those engaged in arts and crafts work. The charac- 
teristics of these new pencils, which are of particular im- 











ARTISTS USING AQUARELLO PENCILS 


portance, are their adaptability for use on various ma- 
terials such as linen, crash, silk, cotton, parchment, wood, 
leather, etc., their richness of color, their fastness of color, 
and their convenience. Only the pencils, water and a 
brush are required—the paint is in the pencil point. The 
Eberhard Faber Assortment No. 1163, twelve different col- 
ored Aquarello pencils in a handy, easel type box is a 
favorite with the public. 


= a el 

Pioneer Philadelphia Stationers Open New Store 

William F. Murphy’s Sons Company, commercial sta- 
tioners at 509 Chestnut street, Philadelphia, have an- 
nounced the opening of a new store at 23 South Sixteenth 
street. 

The company was organized in 1820 by William F. Mur- 
phy. The present president of the company is William 
Henry Brooks, former president of the National Stationers 
Association. 


| rests in place of the 
| usual solid top. 








Style 
No. 24B 





A New and Im 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable machine 


Can be equipped 
with raised or 
flush, interchange- 
able right and left 
side shelves. 


Fits 
Any [Typewriter 


or Hand Operated Adding or Calculating Machine 


-o[ Write for further particulars and prices 


SHERMAN-MANSON MFG. CO. 
621-31 S. KOLMAR AVE., CHICAGO 


| 


The ENGLEWOOD 
7000 Grade 


A better looking executive line priced to 
help you get more business. 

It is distinctive looking—different. It is de- 
signed to meet your requirements for a high 
grade executive desk—priced within the reach 


of the average business man. 


The 7000 Grade is another big reason why 
ENGLEWOOD is the better desk line for you. 


The brochure illustrating the entire ENGLEWOOD 


line will be mailed on your request. 


ENGLEWOOD DESK CoO. 


58th & Lowe Avenue 
CHICAGO 
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Toledo Office Appliance Show November 6-7 
Sponsored by the Toledo Chapter of the National Asso- 


Those Who Have Been Observing ciation of Cost Accountants, the Toledo Office Appliance 


Show will be held in the Chamber of Commerce Audi- 


the Progress of torium on November 6th and 7th. 


A special committee consisting of John E. Madden of 


Wideman and Madden, B. P. James of Monroe Calculat- 
ing Machine Company and R. S. Celland of Burroughs 
Adding Machine Company is handling the show details. 
Heads of Toledo firms and their office executives are 
being urged to attend the show and see the latest develop- 
ments in office appliances as exhibited by: International 
Business Machines, Burroughs Adding Machine Company, 







Will Be Interested to Know ge yh . 

Felt & Tarrant Manufacturing Company, Monroe Cal- 

that our business is booming. Sales the past four culating Machine Company, Marchant Calculating Ma- 

months were 50% greater than for the correspond- chine ¢ ompany, W ales Adding Machine C ompany, Elliott- 

ing period a year ago. More firms, large and small, Fisher ( ompany, Victor Adding Machine ( ompany, 

are installing ROTAPRINT equipment. Addressograph Sales Agency, American Multigraph Sales 

Company, Remington-Rand Business Service, Interna- 

The advantages of this simple lithographic print- tional Visible Systems Corporation, National Cash Regis- 

ing machine for office uses at greatly reduced cost ter Company, Todd check writer, and the F. & E. check 
are becoming well known and those so fortunate as writer. 

to share in its introduction will reap a rich harvest. Walter E. Miner, comptroller of the Willys-Overland 


Company and past president of the Toledo Chapter, is on 


Some Territory Open the directorate of the National Association. 


eg 
to those desiring an agency. , : 
Change in Melvin, Roberts & Horwarth 
WRITE TODAY for Particulars , Organization 
Howell D. Melvin, president of Melvin, Roberts & Hor- 
Tell us about your organization or yourself, your expe- warth, San Jose, Calif., has purchased the interests of 


rience and the tlerrilory preferred. 


Philip S. Roberts, formerly of the company 
REINER’S ROTAPRINT, Inc. T he company was organized in 1918 as the result of a 
consolidation of the Melvin Printing and Stationery Com- 
One—10V Park Ave., New York pany and Roberts & Horwarth Stationers. The business 
gradually expanded until it now occupies two buildings 
| extending through a block with frontages on two streets. 
( — TW), i. B / During recent years the company devoted a great deal 
The Papers Were 7é7ve Hu of attention to the development of departments appealing 
to women’s trade. Half the main floor space was given 
over to fine stationery, party goods, gift-ware, cards, 
leather goods and kindred merchandise. Recently a large 











gift balcony was opened. 

The company has combatted chain store competition by 
stocking only the higher grades of merchandise. Concen- 
tration on the development of the departments handling 
social stationery and gift-ware has resulted in increased 
sales that overcame any slump in the sales volume of the 
commercial stationery departments, giving the firm an 
average sales record in excess of corresponding months 


of 1929 
> 
Worcester House Opens Typewriter Service 
Department 


Narcus Brothers, 24-26 Pleasant street, Worcester, 
Mass., are opening a typewriter service department, and 
will handle new portable typewriters, Regal Royals, all 
makes of used machines and a complete line of typewriter 
Thats Why Important supplies. Julius Hayman, who for the past twelve years 

has been connected with the Underwood Typewriter Com- 


Records are Usually pany, will have complete charge of this department. 


at Written with a 
VRITING rueen - New York Title & Mortgage Company Compliments 
aU Storms 


The bulletin entitled The National Titleman, published 
exclusively for the New York Title and Mortgage Com- 
pany of New York City, mentions in one paragraph a 


9 secret of success in filled-in letters The same ink in the 
typewriter ribbon as was used in the ribbon of the Multi- 
graph is necessary. The company, they said, buy their 

PREMIUM WRITING FLUID ribbons from H. M. Storms of Brooklyn, N. Y., using the 
“The Ink That Has Defied Time for 70 Years’ | No. 37 inking 
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KRANTZ STAPLER 
SUPREME IN ITS FIELD 


N this machine-age when every detail of business calls 
for maximum speed combined with maximum effi- 
ciency, to survivea stapler must operate quickly, smooth- 
ly, precisely—without noise, clogging, pounding. Ed- 
ward Krantz, the inventor, spent seven years building 
such a machine. Test after test was made until perfec- 


est touch is sufficient for operation. It is another con- 
tribution to America's leadership in office specialties— 
— advance in the construction of stapling ma- 
chines. 


The Krantz stapler produces three different and distinct 
types of staples, any one of which may be had by rotat- 





tion was attained. 

It is simple, having only three moving parts, accurately 
milled to less than 1/1000th of an inch. It is absolutely 
wear-proof. Its performance is continuous, working 
with the exquisite precision of a fine watch. The slight- 


ing the patented Krantz rotary anvil— 


1. Permanent Staple 
2. Temporary Staple 
3. Loose Staple (for more than 25 sheets of paper) 


» BUILT LIKE A WATCH 











LEVER ACTION (SAME PRESSURE FOR 
OWE OR FIFTY SHEETS) 


‘LIFETIME’ CASE HARDENED MECHANISM 


ROTATING ANVIL (PERMANENT OR 
TEMPORARY STAPLE) 


POSITIVE FEED (SAME AS USED ON 
TYPEWRITERS ) 


V4 ACTUAL SIZE 


FREE APPROVAL OFFER 


LIST PRICES | Kiants Mig. Company E 
Krantz Staplers $5.00 each ' Chicago, 4 | 
Krantz Sta . $2.00 |! 

oe ples (box 5000 staples). .$2.0 ! Gentlemen: You may send me the new Krantz stapler ! 
| on approvel. If | do not return it within ten days, in- | 
; P " voice me at the special introductory offer discount. 1 

a f 4 A I 

GUARANTEE ; FIRM pocccscccensbhdetbadedsetesdsedacdbaleteuyeeneneneeene 
Krantz Stapler is unconditionally guaranteed to give , | 
continuous and satisfactory service for Q years from | ADDRESS CPR EEE EEE EEE HEHEHE EEE EEE EEE HEHEHE HEHEHE EEE i 
date of sale. Ifit does notdo so, it will bereplaced | City... eee cece eeeeeeeeenes BEATE s ccceccvcsotas : 
er mency colunded hee of ALL chage. 8 L.emsaeeeaee one Seawwé w= alee | 


KRANTZ MFG. COMPANY 


CHICAGO, ILL. 
SALES OFFICE 35. Wacker Drive 


MAIN OFFICE 1800 N. Francisco Ave. 
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ROYAL RETURNS TO THE AIR 


Sunday Night, November 30th 
with JESSE CRAWFORD 


“ROYAL'S POET OF THE ORGAN” 


By unanimous vote of the radio audience ... by request 
of hundreds of Royal dealers .. . Royal again presents 


the incomparable Jesse Crawford, “Royal's Poet of the 


ROYAL TYPEWRITER COMPANY, INC., 
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Ml 








Organ,” with a matchless background of illustrious guest 


artists. Tune in on your local station. Hear Jesse 
Crawford and Mrs. Crawford at their twin consoles . . . 
and the “Royal Duotones,” an orchestral novelty! Tune in 
on the “Radio Hit of the Year!” Full information —post- 
ers, display material, station lists and time will reach 
you shortly. Publicize Royal's Return to the Air. . . It will 


mean Increased Profits. 


2 PARK AVENUE, NEW YORK CITY 


Makers of the Easy-Writing Royal for the Office and the Royal Portable Typewriter for the Home 
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PASSED AWAY 





Joseph Boyer 


Joseph Boyer, chairman of the board, Burroughs Adding 
Machine Company, Detroit, Mich., succumbed to pneu 
monia October 24, after an illness of ten days. He was 
eighty-two years old, and had been associated with the 


Burroughs ex- 
The 


Burroughs enterprise developed into the American Arith- 


William Seward 


perimented with his original adding device in 1884. 


Burroughs machine since 


mometer Company, of which Mr. Boyer was elected vic 


president in 1898. The company moved to Detroit in 1904 
where it was associated with the Chicago Pneumatic Tool 
Company, another one of Mr. Boyer’s undertakings. In 
1902 he was elected president of the American Arithmom- 
eter Company, and in 1905 was chosen president of the 
Burroughs Adding Machine 
the Arithmometer company. 
1920, 


Company, which supplanted 
Mr. 


became 


3oyer continued as 


president until when he chairman of the 


board, which position he held until his death 
Mr. Boyer 
Septembe r, 1848 


he was a young man, but he did not forget his birthplace 


was born on a farm near Pickering, Ontario 


This farm passed out of the family when 


Mrs. Boyer passed away a number of years ago. Sur- 
viving Mr. Boyer are Mrs. Henry E. Chandler, Mrs. R 
Boyer Miller, Mrs. Standish Backus and Mrs. Harold 


Chase, of Santa Barbara, Calif.; and Frank H. Boyer, ol 
Los Angeles 
October 27. 


When 


farm 


The interment was in Woodlawn Cemetery 


about sixteen years old Joseph Boyer left the 
Ontario, 
There- 
went to California, and worked at the machinist 
moved to St. 


Determining that the only ave 


and entered a machine shop at Oshawa, 


where his starting wage was fifty-four cents a day 
after he 
trade; subsequently he Louis, where he 
worked in several shops. 
nue to success was to go into business for himself, Mr 
Boyer opened a little machine shop, in which he pro 
making glass bottles, and also covers 
This 


til Mr. Boyer was forty, when he had established himseli 


duced moulds for 


for glass containers business struggled along un- 


successfully 
Later Mr. Boyer met William Seward Burroughs, and 


gave him place in the shop, with privilege of using the 
machine tool equipment. The 
befell Burroughs, but 


friendly aid of Mr 


usual tribulations of an in- 
and the 
Burroughs Adding Machine 


ventor with persistence 
sover the 
Company became a going proposition in 1891, and during 
the next four years one thousand machines were sold. The 


plant was moved to Detroit in 1904. 

Mr. Boyer was a member of the Detroit club, Detroit 
Athletic club, Detroit Golf club, Detroit Old club, Bloom- 
field Hills Country club, Prismatic club, Turtle Lake and 
North Channel Fishing clubs: he 
Aurora Lodge, F. & A. M., St. Louis. 
of the Detroit Zoological Society. 


was also a member of 


He was a director 


T. Albert Brown—An Appreciation 
In the death of T. Brown 
North 
lost a 
Brown was the son of 


Albert Brown, president of 
Ltd. of Toronto, 
Life 


Brothers, and director of the 


American Assurance has 


Company, Toronto 


Mr. 


Richard Brown and the business of which he was the head 


leader in its commercial life 


had its origin in England in the eighteenth century, but 
was brought to Toronto in 1846. 

Mr. Brown was a graduate of Jarvis College, entered 
the business in 1885, became vice-president in 1893, and 





| These Improved Desk Moisteners 
in YOUR Window 


| 





SILVER TOP GREEN TOP 
A demonstration display will sell them. The new prin- 
ciple of operation, the high quality and extra convenience 
will develop more sales, when proven in use. Show the 
non-corrosive construction and extra large capacity—four 
Made of glazed porce- 
lain with genuine hog bristle feed, will last a lifetime. Re- 


times that of other moisteners. 


filling required but seldom; cover retards evaporation and 
STATIONERS, write for descriptive circulars, 


prices and discounts. 


William Uttz Mfg. Co. 


828-840 Engineers Bldg. Cleveland, Ohio 


spilling. 














-~ __ 


Reap the Benefit of These 
INCREASED SALES! 


CHOOL-TIME sales of Higgins’ Draw- 
ing Inks have shown a marked increase. 
And they're going higher! 

The Reason: An extensive advertising 
campaign to over three hundred and 
fifty thousand student-users, including 
suggestions for new uses and a nation-wide 
prize contest. And the proper sales and ex- 
planatory tie up with teachers and art super- 
visors everywhere! 











This bigger business is coming through deal- 
ers. Are you among them? Secure a good 
stock of Higgins’ Black and Colored Drawing 
Inks. Send to us for an outline of this 
unusual campaign—and for samples of 
new counter cards and imprinted color 
@ leaflets. 


me CHAS. M. HIGGINS & CO., Inc. 
# 271 Ninth Street Brooklyn, N. Y. 
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QUALITY 
CARBON PAPER 
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Every ribbon and carbon requirement 
of business is fully provided for in the | 
“Little” line Little Brand Carbons and 


Ribbons are of such Uniform high quality 
as to constitute a standard of compari- 
son A LITTLE, INC. products are 
known first quality 


If your 


knowledge 


and technical 
are known first 


ability 
this fleld 


sales 
in 


quality, if you are interested in a con- 
nection where character and ability are | 
recognized, write us in detail We can | 


make you a worthwhile proposition. 


A. P. LITTLE, INC. 


ROCHESTER, N. Y. 




















NEW YORK OFFICE: Bible House, Astor Place 
— a a 
NTS 
The 


VARITYPER IDEA 


(4) 


It’s just a question whether you prefer a 
typewriter which permits you to empha- 


size words, phrases or paragraphs by obso- 
lete 
capitalization— 


and unsatisfactory underscoring or 


= @Of - 


The VARITYPER which affords you 
italics for such emphasis, or—if you 
prefer—an entirely different type 


tace for that purpose—all on the | 
same machine! 











VARITYPER 
Incorporated 

2 Lafayette St. 
New York 


Will gladly 
furnish you 
information 
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president on the death of his father in 1920. He was in- 
timately associated with the business for nearly four de- 
cades and saw it grow from small beginnings to one of the 
largest concerns of its kind in Canada. 

Mr. Brown was interested in church, philanthropic and 
He belonged to the Sherbourne United 


welfare work. 





BROWN 


THE LATE T. A 


church of the Y. M. C. A. During the war he was chair- 


man of the committee in charge of Y. M. C. A. military 
camp work for Ontario. He belonged to many clubs and 
associations and was a generous patron of all amateur 
sports. 
% oh oh 
Fred D. Organ 

On Wednesday morning, October 23, Fred D. Organ 

passed away suddenly at the St. Luke’s hospital. An emer- 


gency operation for sinus infection was performed. 

The death of Fred Organ will be a shock to a large 
circle of friends. He was widely known in the loose leaf 
and bookkeeping machine fields. For a number of years 
he was with the Elliott-Fisher Company, later with the 
Kalamazoo Loose Leaf Binder Company and then with 
Of he 


had been Chicago sales representative of the Master-Craft 


Remington-Rand Business Service. recent years 
Corporation, loose leaf specialists, at 343 South Dearborn 
He 


vived by Mrs. Organ of Chicago and his brother, Robert 
Organ, of St. Louis. 


Street, Chicago. Mr. Organ was 47 years old is sur- 


Funeral services were held on Saturday, October 25, at 
2:30 P. M., at Oakwoods Chapel, Sixty-seventh street and 
Greenwood avenue. 


v 7 
oe oe 


J. P. Schroth 


Schroth of San Jose, Calif., died recently. 


y 
Loe) 


i. &e Mr. 
Schroth was formerly a Royal typewriter dealer in San 
His business is being continued by Harold Hillis at 
the same address, 154 South Second street. 


J Se. 


y y y 
Loe Le) be 


William Wright Judd 
William Wright Judd passed away at his home, Holyoke, 
He had 
Mr. Judd was president of the Hamp- 
shire Paper Company, and also the Carew Manufacturing 
Company. 


Mass., October 5, aged sixty-two. been ailing 


about six months. 


He was active in the American Pulp and Paper 


\ssociation, and had been a president of the Writing 


Paper Manufacturers’ Association, 


William K. Richards 


William K. Richards, many years treasurer of the George 
D. Barnard Company, St. Louis, Mo., passed away some 
time ago, at the age of ninety-one. 

Te le rl 
F. F. Jones 
Jones, one of the inventors who contributed 
of the at 


Francis F 


to the development typewriter, passed away 
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The “DEAL of the Year! 


“A LL-FAX” and “ALL-STAR” 
complete bookkeeping 


Outfit No. 8-1 


Single entry, bound 


Specially designed for use 


outfits that will create 


RECORD 
: SALES 
Outfit No.S-2 fH} an = FOR OUR 
ee ae A] cetomitaur 990 PIR ALERS 


sales volume and 


by small concerns. Each 
outfit contains instruction 


sheet and sample entries. A 









bookkeeping outfit, all in 
one cover, that anyone can 





use. 





For medium sized concerns iain =e 
using the single entry sys- increase profits without material increase in investment. 
tem. Federal Income Tax 


reports may be made up Thousands of concerns are right now in the market for 


directly from the sum- simplified bookkeeping outfits. The preparation of 
maries. Federal Income Tax reports, the closing of 1930 records 
ra and the opening of new books for 1931 create this need. 


To meet it we have prepared and have ready for im- 
Outfit No. 8-3 mediate shipment, 3 complete bookkeeping outfits 
which combine quality, approved methods and ECON- 
OMY.They are intended toLEAD YOUR late FALLSALES. 


Double entry, bound 


For concerns employing a 


bookkeeper. This outfit will Window displays and direct mail flyers accompany each 
meet the needs of any busi- **deal.”’ Read the descriptions at the left, estimate your 
ness for accounting figures own sales possibilities, then mail the coupon for com- 


and tax return data. plete descriptions, suggested retail prices and order blank. 


Wilson-Jones Company - New York - Chicago - Kansas City 











& WILSON-JONES COMPANY 
° ° ° 3300 Franklin Boulevard O. A. 11-30 
This offer is good only until Chicago, Hlinole 
Decem ber 3] 1930 Sign and Ptsase send immediately facts about your Bookkeeping Outfit ““DEAL” for December 
. » .  % business. 
mail the coupon today for Name — -—— —— —____________________- aD 
° ‘ce ss Address . : a . ; —— -_ — 
complete details of ‘‘deal. 
(i O—————EE ——— State 








SERVING BUSINESS THROUGH PROGRESSIVE STATIONERS 
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AVING IN SPACE 











T is surprisingly easy to demonstrate the supe- 








riority of Pressteel Visible units for record keeping. In 


T PRESSTEEL VISIBLE REcoRDS give all business 
. ; : facts in a flash—Greater speed, due to convenient 
making your regular calls to your customers offices you as tena neater cack enteneek: neielaniiion 

Ease of operation, a flip of the finger and 


have but to keep your eyes open for ready qpplications of cards are ready for posting on either side. . . 


fad ; One hand operation, cards lie back without holding 
Pressteel Visible Record Equipment. even though trays are extended at an angle. . . 

Larger capacity, more cards in less space . . . 17- 
in. convenient depth, may be used on desks or 
tables without sacrificing working space . . . Vo 


Where records demand frequent reference or posting lost motion, more cards within reach of operator 


. Both sides of card available, cards lie flat in 


nventor led er credit deferred aymen ’ front and rear position . . . Front and back visi- 
sales, anni ger, , payne ts, pur bility, doubles signaling space, speeds up reference 
: and assures accuracy . . . Positive 4-inch align- 

chase there Pressteel Visible units will give greater ac- ment, assured through metal cardhold- 
d ibili d . ers and movable spacing cups... . 

curacy, convenience, speed, accessidi ity an performance. Auxiliary sheets, will increase capacity 
of record or may be used as a sub- 

sidiary to master card . . . Better sig- 

. . = , naling, signals cannot shift or drop off. 

The many points of superiority of Pressteel Visible units They travel with cards taken out of 
trays for consultation Color or sym 

make the demonstration easy. Check over the record keep- hol signaling may be made without re 
moving cards . Protected edges, 

r tomer 3 i card edges may be coated with quick 

INS equipment of your customers today You will find Wall Tray drying lacquer after they are inserted 
; Fi in trays, if desired . . . Storage units, 

many applications for Pressteel just waiting for you to sell. vertical card units may be attached for inactive 
. records . . . Fire protection, may be housed in 

You, too, can open larger avenues of profit with Pressteel any safe . . . Interlocking construction, they 


grow with your records. 






but write for the full story today. 


PRESSTEEL ENGINEERING CORP. |bcscioeiaracs 


two page folding units 








NEW YORK OFFICE: 52 VANDERBILT AVE. 
FACTORY: DERBY, CONN. 
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Rochester, N. Y., October 14. He was born at Rochester 


April 22, 1857, and spent his entire life there. The model 


of his typewriter is in the collection of the Smithsonian 
Institute at Washington. Mr. Jones was also the inventor 
of a printing press 
——— 
“Apsco” Goes Higher in Garland Building 


The Automatic Pencil Sharpener Company, 58 East 
Washington street, Chicago, IIl., has moved from the thir- 
teenth floor to the eighteenth floor of the same building. 
The 


and 


new offices have daylight illumination from two sides, 
an unobstructed view of Lake Michigan to the east. 


The windows face Grant Park, the downtown yacht har- 
bor and the wide expanse of Lake Michigan. Northward 
the Navy Pier frames this marine scene. 

Mr. Collins extends a welcome to visiting stationers, 


““ 


who will enjoy the view of Chicago’s “front yard,” and 


will get plenty of thrills in case they happen to be in 


Chicago on days when the yachtsmen are fighting for 
position to get a good start on one of the many races 
held during the season. 


The new quarters of the Automatic Pencil Sharpener 
Company are more convenient than those occupied on the 
thirteenth floor. The progresses 
straight lines, and it has been possible to provide sym- 
metrical of the furniture. 
eral private offices, and the record and supply room, the 


office work now in 


arrangement Except for sev- 


office is open, and splendidly ventilated. 





a 
Transcello Wrapping Paper 

The Transcello Paper Company, 654-68 West Virginia 

street, Milwaukee, Wis., is producing a new transparent 

paper, for use in packaging foodstuffs and miscellaneous 

merchandise. This product is transparent, lustrous, grease, 

dust, and moisture proof, sanitary, and of moderate cost 
utenti 

(I. S. M. A. Convention.—Continued from Page 84.) 
Libel 


6. The petitor by words or acts which untruth- 


fully call 


defamation of a con 
in question his business integrity, his ability to perform his 
his of his 


an unfair 


contracts, credit standing, or the grade, quality or count 


goods is practice 

Intimidation 

trademark should take legal measures to 
the of of 


ademark made for the purpose of harassing 


7 oe 


protect his 


e owner of a patent or 


property rights and circulation threats suit for 


intringement f patent or tr 
and intimidating a competitor’s customers is an unfair practice 
Price Discrimination 


8. Any discrimination in the price of any products of the marking 


devices industry as between purchasers of the same class, is an unfair 
that shall 


giving of quantity or cash discounts to pur 


practice, provided, however, nothing in this rule be con 


| 


strued as preventing the 


chasers wl are entitled to them, as governed by the customs of the 
trade 
Price-Cutting 

). The selling of goods below cost for the purpose of injuring a com- 
petitor and with the effect lessening competition is an unfair trade 
practice 

Note The term “cost” as used in this rule shall mean the cost 
of material, plus the cost of labor, plus the cost of all overhead items 
including rent, light, heat, power, taxes, depreciation, interest, man 
agement salaries and expense, selling salaries and expense and handling 


charges to the point where the product is delivered to the customer 


Secret Discounts 


10. The payment or allowance of secret rebates or hidden or unearned 
discounts, whether in the form of money or otherwise, or extending 
to certain customers special privileges not extended to all other cus- 
tomers of the same class is an unfair practice. 

Group Two Rules 
Unfair Prices 

11. We declare it to be the judgment of this industry that an ac- 
curate knowledge of costs is indispensable to fair competition and that 
we will not quote a price f a product which does not give us a fair 


margin of profit over and above such accurately determined costs. 
Note: The st’ as used in this rule shall mean the cost of 
material, plus the cost of labor, plus the cost of all overhead items in- 


term “"c 


cluding rent, light, heat, power, taxes, depreciation, interest, manage- 














—-the copyholder 
so strikingly dif- 


COPY RIGHT 


ferent, it gets you an audience at once. So 
simple and easy to operate, it gets the order. 


Look at the 2 levers, the tilted front plate, the 
gray line finder, the graceful ease of position. 


Write for Sales Territory. 


ENDURO MFG. CO., Inc. 


620 Case Bldg. ROCHESTER, N, Y. 















ADDING MACHINE 
PAPER 















FEET 


Guaranteed 


The paper 
from which 
VAL-U-ROL 
is made is a 
closely knit 
sheet with a good 
tear test. It gives 
service! Further- 
more the clean, 
blue-white color en- 
ables easy reading of 
figures. Both sizes in 
stock. Order today. 


YANKEE PAPER: 
SPECIALTY CO.wi: 


WISCC 
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PENDING MATTER FILE 
‘All active matter at your finger tips’’ 


This Kohlhaas File eliminates the drudgery of 
searching through thousands of letters in “gen- 
eral correspondence files’’ to locate live material. 
It segregates pending matter and holds it avail- 


able for instant reference. This file (like other 
Kohlhaas devices) is practically indestructible. 
Light in weight and easy to handle. Indexed to 
ee individual needs of user. 1, 2 or 3 inch 
tabs. 


Sectional Portable 


Write for full 


stating your requirements. 


THE KOHLHAAS COMPANY 


183 N. Dearborn St. Chicago, Ill. 


HOFFMAN Desk Pads 


will not warp— 


Nothing loses customers as fast as desk pads which 
shortly become full of humps and bumps. Hoffman pads 
positively will not warp. They will stay flat and smooth 
and uniform 

There are sixty different styles of Hoffman pads in 
genuine and imitation leather, linoleum and in brass and 
We also make all kinds of cloth covered 
Write for catalog. 


particulars 








bronze corners 
filing and index boxes. 


i. HOFFMAN established 1888 
459 Broadway 
NEW YORK CITY 


NOTE NEW ADDRESS.... 
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selling salaries and expense and handling 
customer. 


ment salaries and expense, 

point where the product is delivered to the 
Bribery 

12. We declare that the practice of lavishly entertaining our cus- 


charges to the 


tomers, presentation of gifts, and the like constitutes commercial bribery 
und is an unfair practice 
Price Lists 
13. We declare that we shall publish the prices of our | 
openly printed price list with terms over our own individual or 


roducts in an 
company 
name 
Larceny of Trade Secrets 
14. We declare that any means which are employed by us to obtain 
nfidential information about a competitor or his business, 


secret and cx 
the customers to whom he sells, if secured without his 


such as lists of 
knowledge and consent, is an unfair practice. 
Authority 
15. We declare that it is the judgment of the marking devices in- 
dustry that the promulgation of trade practice rules for the suppression 
be carried on continuously and with that 


of unfair practices should 
Board of Directors of the International 


end in view we authorize the 
Stamp Manufacturers’ Association to appoint a committee to investi 
gate the alleged violations and to make complaints of such violations to 
the Federal Trade Commission if deemed advisable and to request the 
Federal Trade Commission to call new conferences from time to time 


for the purpose of amending these Trade Practice Rules. 

The rules as suggested were discussed and revised after 
the manner given then unanimously 
The president appointed R. F. Hershey, Arthur 
Greig a committee to continue the work 


above and were 


adopted. 
Fales and J. A 
and seek the approval of the Federal Trade Commission 
on the rules adopted. 

Verne Harry Schweizer and J. A. Greig were 
appointed as a credentials committee, whil« Han- 


son, Henry Evers and Homer Willard were made an audit- 


Sorge, 
Henry 


ing committee. 

The afternoon was spent by the delegates in attendance 
at the ball game. During luncheon, Charles Steiner of 
St. Louis was presented by the Chicago Stamp Club with 
a beautiful desk lamp and pen and ink stand set and by the 
St. Louis Stamp Club with a handsome traveling bag, both 
gifts being in celebration of Mr. Steiner’s seventieth birth- 

Following invocation by the Rev. H. T. Bahnsen and the 
welcoming address by J. R. Field, secretary to the mayor 
day. 

Tuesday Morning Session 
of St. Louis, and President Adams of the St 
Club, William Jenkins reported as chairman of the board 
that developments already made 


Louis Stamp 
of directors. He said 
promise achievements in the future that will be of great 
benefit to the industry, bringing to all an increased knowl- 
edge of business procedure, better methods of costing and 
sales work and a better foundation generally. The board 
of directors registered approval of the preliminary work 
done by Secretary James Greig and by the business coun- 
Elmo Lewis of Detroit. 
before the convention for 


selor employed last year, E. St. 


which were brought 
approval included the 


form of accounting for the smaller units, the preliminary 


Things 
secretary’s suggested simplified 
survey of the industry by a staff of technicians of the 
United States Department of Commerce Trade Practice 
Conference, and the matter of the continuation of a cer- 
tain amount of field work to give the association a better 
knowledge of individual problems. Statistical information 
will be published in part from time to time to keep the 
members informed of the volume of business being placed, 
The association's trade 
The speaker said 


its distribution, classification, ete. 
magazine will continue to be published. 
that we are starting a new and broadening phase of asso- 
ciation work which shows exceptional promise. 
President’s Report 

Following the report of Mr. Jenkins, President Spaeth 
report, the last 
At the beginning of that period, the of- 


read his annual covering the work of 
fifteen months. 
ficers were faced with the reorganization and coordination 
It was decided to call in E. 


various 


of contemplated activities. 


St. Elmo Lewis to advise the association on 
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This portfolio is 
small enough 
{1134 x 17\4} to 
be carried easily, 
yet is large enough 
to be read at a 
distance. Printed 
in two forms—as 
a booklet for use 
before individual 
prospects, and as 
an easel {illus- 
trated} for use 
before committees, 


boards, etc. 


For Furniture ot 


( haracter, demand WOOD 
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This Portfolio 





s 








These 
Pro gresst ve 
Ma nufacturers 


are Members of W. O. F. A. 


The Clemetsen Company 
Chicago, Illinois 
Commercial Furniture Company 
Chicago, Illinois 
Doten-Dunton Desk Company 
Cambridge, Mass. 
Evansville Desk Co. 
Evansville, Ind. 

Gunn Furniture Company 
Grand Rapids, Mich. 
Horrocks Desk Company 

Herkimer, N. Y. 
Leopold Desk Company 
Burlington, Ia. 

Marble & Shattuck Chair Company 
Cleveland, Obio 
National Desk Company 
Herkimer, N. Y. 

O. C. S. Olsen Company 
Chicago, Illinois 
Quigley Furniture Company 
Whitesboro, N. Y. 
Shelbyville Desk Company 
Shelbyville, Ind. 
Standard Furniture Company 
Herkimer, N. Y. 
Taylor Chair Co. 
Bedford, Obio 


COOPERATING ASSOCIATIONS 
American Walnut Manufacturers Assn. 
Chicago, Illinois 
Hardwood Manufacturers Institute 
Memphis, Tenn. 

National Lumber Manufacturers Assn. 
Washington, D. C. 

Northern Hemlock and Hardwood 
Manufacturers Assn. 

Oshkosh, Wis. 




















ncrease Your Sales! 


One of the merchandising aids 


prepared for Wood Office Furniture 
dealers by W.O. F. A. 


REPARED by merchandising experts 

familiar with the factors which make sales, 
this portfolio presents in visual form the 
definite, specific advantages of wood as a 
material for office furniture. One by one the 
points are driven home... . your prospects’ 
questions answered before they are asked. 


This portfolio is one of the features of the 
great advertising and merchandising cam- 
paign of W. O. F. AA—Wood Office Furniture 
Associates, Inc. Advertisements telling the 
exclusive advantages of wood are appearing 
in leading magazines . . . . requests for the 
booklet, “Planning the Modern Office in 
Wood,” are being received daily... . wood 
office furniture dealers everywhere are taking 
advantage of the codperation offered by 
W. O. F. A. 


When you visit a prospect, use the W. O. F. A. 
salesman’s portfolio! Stand it on the table... 
read it aloud. You'll find it organizes your 
presentation .... holds the attention of your 
listeners . . . . makes your sales talk more 
effective. Any of the manufacturers listed in 
the adjoining panel will be glad to help you 
secure copies of this portfolio. 


This symbol appears in every advertise- 
ment and is stamped on furniture 
made by members of W. O. F. A. It is 
the link that ties you with this great 
campaign. If the furniture you sell 
bears this symbol, you are the one who 
will profit by the activities of W. O. F. A. 


WoopbD OFFICE FURNITURE ASSOCIATES, INC. 


420 LEXINGTON AVENUE, NEW YORK CITY 
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A STORY IN 


We can suggest the breadth and va- 








riety of the Columbia line, tellin, how it 


includes units for every need—for letters, 





leBal papers, orders, bills, catalogs, leXal 
blanks, electros, folded documents, 
checks, notes, vouchers, blueprints, cards 
of every size, and general storage pur- 


poses. 


Wecan make our statement stronger by 
adding, that no matter what filin’, equip- 
ment your customer desires Columbia 





can supply it. There are cabinets of five 
Commercial Grade Files drawer, four drawer, counter and desk 
height; wide and half sections; card in- 
dexes, short depth files, and transfers; 
posting, trays, ledZer desks, check sortin? 
desks, and cross files. 


COLUMBIA 


The Super-Quality Line of Office Equipment 





Counter Height Files 





Standard Height Files Upright Card Files 
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PICTURES 


But the most convincing, demonstra- 








tion we can here make of Columbia's 
ability to meet widely varied demands is 
simply to show you pictures. Here they 
are—ten of them, a small fraction of the 
number that could be produced—illus- 
tratin?, typical installations of Columbia 
steel equipment. That the Columbia line 
will also meet the needs of your cus- a _ ” 

. : ? = - 
tomers is the fact that emerges from this "r 


story in pictures. 


Why not let us complete the story by 
sending, you the latest catalogs, price lists 
and other information. It will be a pleas- 


ure to do so. 


St BES Ceeee 


Columbia Steel Equipment Co. 


Office and Showroom P. O. Box 2244 
Chestnut Street at 18th Philadelphia, Pa. 





Sectional Equipment 





Special Counter Equipment Two Drawer and Five Drawer Files 
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‘Sees 





Fr 








M* EDISON, head of the National Edi- 


phone Organization, assures you of 






a local service in the United States and 





Canada second to none. This reputation is built upon the 






developments of his laboratories in the quality of Ediphone 






equipment and is proved by the evidence of satisfied busi- 






ness leaders during the history of the dictating machine. 


nas 0.8ine 





CHICAGO BUSINESS SHOW SPACE No. 113, NOVEMBER 10th-15th 


») 
WORLD 
SERVICE 
Edison’s New Dictating Machine 
THOMAS A. EDISON INC., ORANGE, NEW JERSEY 
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matters. Through his counsel, Mr. Greig was selected as 
managing secretary and the office of the headquarters was 
put on a scientific business basis. Mr. Greig has put sev- 


eral valuable activities into effect covering a three year 
program to be submitted at another point of the proceed- 
ings. 

Two surveys were undertaken during the year, one by 
Mr. Lewis and another by the Department of Commerce. 
Mr. 


survey gave him material to lay before the association in 


These surveys were absolutely confidential. Lewis’ 


a program to alleviate and correct some untoward con- 


ditions. The president recommended that the charts of 


business published at association headquarters be con- 
tinued as one of the real fact finding activities of the asso- 
ciation. He referred to the Marking Devices Journal in 
a complimentary vein and concluded his remarks with the 
that 


policy of insisting on a reasonable profit even at a less 


suggestion marking device men should adopt the 
volume for a while. 
Report of Treasurer 

Joseph A. Pardi, treasurer, next made his report, which 

showed a comfortable cash balance in the treasury. 
Report of Nominating Committee 

Mr. Schindler reported for the nominating committee 
President, Frank J. Spaeth of Boston; treas- 
urer, Joseph A. Pardi, 
term, William Jenkins; 


as follows: 


Chicago; director for four-year 
director for one-year term, Harry 
Jonas; three other directors, Henry J. Hanson, Art G. 
Fales and Henry Evers, remain on the board until 1931, 
1932 and 1933 respectively 

A vote of 


organizations: 


appreciation given to the following 
The St. Louis Stamp Club for their hospi- 
tality and good work for the convention; the St. Louis 


Convention and Publicity 


was 


Bureau for assistance in regis- 
tration and other services; the Goes Lithographing Com- 
to the Hotel Jefferson 
for efficiency and courtesy in handling room reservations 


and other matters. 


pany for supplying coupon books; 


Several telegrams and communications 
were then read by President Spaeth. 

A report by Al. B. 
the Pacific zone, outlined encouraging conditions in that 
district. 


Davidson, senior representative of 


Secretary’s Report 
The report of Managing Secretary James A. 
the 
importance of 


Greig out- 
lined purpose of trade associations and emphasized 
the 


reach conclusions. He 


securing facts before attempting to 
outlined the work of Mr. Lewis, 
his own work and that of thirty-five local representatives 
who called meetings of their clubs to secure definite an- 
swers to a series of questions. 
the 
make a survey of the industry. 


Furthermore, a special 


committee of association obtained an agreement to 
Practically all these forms 
of research are proceeding at the present time and some 
will this 


revealed 


continue indefinitely By continued research, 


definite facts from time, 
namely, that— 
1. The marking devices industry has suffered from having no authori- 


tative 


certain are time to 


source of information in regard to changes in the trend of its 


business and other vital facts of importance to stability. 
2. The marking devices 


industry has suffered from having very in- 


adequate information in regard to costs 


3. The marking devices industry has suffered from a lack of the 
spirit of wholehearted cooperation 
4. The marking devices industry has suffered from the attempted 


application of unsound economic practices, which tend to increase sus- 
picion and distrust in the industry. 

5. The marking devices industry has suffered from a lack of study 
of its markets and a very prevalent lethargy in the utilization of modern 
merchandising methods 

6. The marking devices industry has suffered through lack of an ade- 
quate medium of education and expression. 

7. The marking devices industry has suffered through lack of a daily 
and permanent point of contact with conditions and developments of 
the business. 


8. The marking devices industry has suffered from the prevalence of 


——— 
Fulfills an office need 


50 years old 


Ever since business machines with rubber rollers have 
been used in offices, there has been a demand for 
Cant-Slip—a sister product to the well known success, 
Clarotype. 


CANT=SLID 


Every office will buy Cant-Slip on sight because it 
cuts down office expenses. As iters and other 
business machines get, old, the rubber rollers fail to 
grip the paper, thus impairing the efficiency of the 
machine. Cant-Slip is a preparation which makes 
worn rubber rollers on typewriters and other office 
machines grip the paper. It is a success because it is 


a good product and answers a long felt need in every 
office. 
as staple as ink. 


It gives you the profit of a specialty—yet it is 
It repeats consistently. Hundreds 
of dealers already have stocked 
it. Cant-Slip sells for 50 cents, 


and offers you the same dis- 
counts as Clarotype. Cant-Slip is 
backed by advertising and sampling 
which is bringing this product to 
the attention of thousands of sten- 
o —— daily. With every dozen 
of nt-Slip we give a display box 
which is a sure attention getter. 
Let us send you the complete story 
on this product. There are as 
steady profits in it as there are in 
Clarotype—the modern type cleaner. 
Write us today. 


THE CLAROTYPE COMPANY, Inc. 
16-M Hudson St. New York 



















METAL-BILT 
CUSPIDORS 


FINEST BRASS & STEEL 
CUSPIDORS 
AT 
MODERATE PRICES 


Send for Catalog. Dept. 11-7 


DETROIT METAL SPECIALTY CORP. 
DETROIT U. S. A. 
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The ¥ 
nA mP 
PAPER 
FASTENER Company 


The New No. 3 
Super-Model 
Ties from 2 to 16 
sheets Bond Paper 
—Binds Heavier 

Pieces. 





Bump Serves All Over the 
World. Satisfied Users re- 
veal Reliability and Econ- 
omy. The Bump fastens 
important papers for mailing 
and filing. The 
Stand or Desk 
Model Ties and 


Perforates. 


















Alw ays Dealer's information 
Ready on request. 
Insures 


Flat 

Filing La Crosse 
No Staples, N IS. 
Pins or Clips U.S.A. 


used. 














Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 
is adjustable. The 
metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 
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unfair and unethical practices, including commercial bribery, hidden or 


discriminatory discounts, selling below cost and many other unfair 


methods of competition. 
9. The marking devices industry has suffered from the economic waste 
consequent upon lack of standardization of its products and lack of in- 


formation in regard to the important factors which are causing loss 


or prohts 

10 The marking devices industry has suffered from a duplication of 
machinery and equipment over and above any present demand for the 
same. 

The secretary then outlined a proposed program of ac- 
tivities for the year 1931 including field work, organized 
membership, cooperation, schedules, guaranteeing valuable 
information to members, carrying on of the Marking De- 
vices Journal, merchandizing plans, work of the statistical 
bureau, uniform cost accounting, government survey, trade 
practice conferences and miscellaneous activities. 

Wednesday Morning Session 

President Spaeth opened the session at 10:00 A. M. and 
in the absence of E. St. Elmo Lewis, detained by illness, 
Mr. Jenkins was appointed to act as chairman. Matters 
involving the Lewis questionnaire gave some interesting 
results. Mr. Jenkins mentioned other features of the Lewis 
report and then took up in an extended way the questions 
with composite answers made at the sales clinic. 

In the afternoon, D. K. Wallace of the U. S. Department 
of Commerce made an interesting talk which was in the 
nature of a preliminary report of a compilation which 
it was possible for him to get together at this date. He 
stated certain facts of the marking devices business, out- 
lined distribution problems, advised the study of buying 
habits and suggested the necessity of further survey. At- 
tempts to get volume regardless of price are frowned upon 
as being unprofitable. 

Mr. Wallace discussed the preliminary survey, cost of 
goods and analysis of orders. 

The report of the budget committee was followed by 
discussion of ways and means to assure the financing of 
the association. At the conclusion of the discussion, the 
membership approved the budget as presented. 

Thursday Morning Session 

This was taken up by a report of the managing secre- 
tary concerning the membership of the association. Mr. 
Sorge reported for the credentials committee, giving a 
total attendance of one hundred and one persons. The 
auditing committee approved the report of the treasurer, 
and the report of the committee was adopted, the auditor 
complimenting Mr. Greig upon the neatness and correct- 
ness of the books of the association. 

The next order of business was the election of officers. 
The names previously presented having been put in nomi- 
nation, and there being no further nominations, the secre- 
tary was instructed to cast one ballot for the names 
submitted. 

A report was submitted by Mr. Swift, chairman of the 
committee on revision of the by-laws. The report of the 
committee with one or two corrections was adopted as 
read. 

Mr. Hanson was called upon for the report of the com- 
mittee appointed to select the location for the 1931 con- 
vention. Buffalo, N. Y., was the city selected and the 
report of the committee was adopted. 

Committees on steel stamps, rubber stamps and other 
groups then reported, after which the convention ad- 
journed sine die. 

en 


Zipper Case for Ring Books 
The Famous Pencil Case Company, 9 West Twentieth 
street, New York, N. Y., has brought out a line of safety 
pockets with talon fasteners, for use with ring books. 
These are made for standard size ring books. 
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‘A NEW COMPLETE 
LINE OF STEEL.,. 
FILING ® STORAGE 
-EQUIPMENTuaaaa, 




































Aad 


A quality lime to meet every filing and 
| storage requirement of the office . . . attrac- 
tively priced to afford a good margin of profit 
| . the new ASCO line ‘of steel filing and 
ii storage equipment in standard and counter 
| heights was designed and built for you. 


Steel card cabinets beauti- 
fully finished—with follower 
block. Holds 1500 cards. 





If you have had an opportunity to study the 
new ASCO catalog you know this new line is 
just what you need. It is all-complete embrac- 
ing storage and wardrobe cabinets, filing cabi- 
nets in legal, letter, invoice and standard com- 
binations of card and document sizes down to 
the simple one drawer unit. Every item is made 
in our own new factory of the best furniture 
steel and finished in green, grained mahogany 
or grained walnut. 


card cabinets. Holds 
3000 cards. Can be 
equipped with ASCO 
simplified built up 
feature. 


Steel double drawer | 


The ASCO franchise thus attains a new signifi- 
cance in the office equipment world. Today as 
always the sale of any product bearing the well 
known ASCO trademark is recognized as ade- 
quate assurance of quality at a popular price. 


If you have not received your copy of the new 
ASCO catalog, write for it now. Select your 
Fall requirements and order at once. Our de- 
| liveries will be prompt and thorough as usual. 
Desk High Storage Cab- | Don’t delay. , 


inet. A real companion 
for the desk worker. 








ART STEEL CO. 








iTNCORP OLA te 
300 EAST 145th STREET NEW YORK 
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eginning Nov. 8t 
Carter's Nation- Wide Campaign! 


Complete! Compelling! 


.... it will make Carter's 
pens and ink easier than 
ever for you to sell.... 


MASHING double-page advertisements in four colors 
. outstanding pages in black and white . . . appear- 

ing in such leading magazines as the Saturday Evening Post, 
Literary Digest, Collier's, American Magazine, Vanity 
ag 
That is the extensive new advertising program with which 
Carter's stands back of its co-partners in the stationery 
trade and stimulates business for them on Carter's Pearltex 
Pens and Ryto Ink. 
Your customers can't miss seeing these frequent attention- 
compelling advertisements . . . can’t help but be impressed 
by the mother-of-pearl beauty and great serviceability of 
Pearltex Pens . . . and by the smoothness, deep color and 
lasting quality of Ryto Ink. 
To assure you of GREATEST sales 
help from this advertising, it will be 
concentrated during the late fall and 
Christmas season, when your cus- 
tomers are buying most heavily. 
Famous for quality . . . and now 
more heavily advertised than ever 

. . the Carter line will sell! Write, 
wire or phone for further details. 
The Carter's Ink Company, Boston, 
New York, Chicago, Montreal. 


Carter's 


PENS AND INKS 














NOVEMBER, 1930 


(New Machines and Devices.—Continued from Page 


Art Metal Desks Feature Choice of Tops 
Desks and tables in the Art Metal “3800 line, 

included in the deluxe suite for the executive 
offered with Mellon brown micarta tops as standard 
This material, heat 
placed in contact with its 
The 
unaffected by 


which are 


office, are 
now 
equipment. which will withstand the 
of a lighted cigar or cigarette 
advantages. 


de sks 


other micarta tops on 


and 


surface, has many 


Art Metal “3800” line are soap 





DESK TOPS 


ONE OF THE ART METAL “MICARTA” 


alcohol, inks, oils and other liquids 


and being non-porous, will not 


water, most acids, 
They will resist scratches, 
ink, 


fruit acids which are particularly active on mar- 
bles and other types of tops do not affect the micarta top. 


absorb dirt, grease, or other stains. 


Some 


Grained steel tops covered by plate glass are standard 
equipment. 
and 
but 


the “2600” 
covering, 


Art 
“Artolin” is 


In the two other Metal desk lines, 
“1500,” the 


grained mahogany or walnut steel tops to match the desk 


green standard 


are also featured. 


A new and exclusive Art Metal development is the 
grained Artolin top. These are offered for any flat top 
desk in the “1500” and “2600” lines at small additional 


charge over standard green Artolin tops. 

top surface which has 
Art Metal desks for many years. The grain- 
material in any way. The gloss is 
a grained surface delightful to 


Artolin is the smooth, velvety 
been used on 
ing does not affect the 
subdued and the result is 
the eye and pleasant to touch. 

The process of graining Artolin is the result of experi- 
ments over a period of years. The grained surface of the 
top is permanent. It will withstand ordinary desk usage 
and may be cleaned with mild soap and water. 


— — —~ 
Changeable Colors in Advertising Signs 


The Interstate Electric Mo., has 
developed advertising signs which permit change in text 
DuPont “Pyralin” is used in 
range of colors is ob- 


Company, St. Louis, 


color scheme. 
forming the letters, and as 
tainable, the effects 
may be illuminated from within, or to employ transmitted 
light 


and also in 
a wide 
These signs 


can be varied widely. 


eee 
New Style Sturgis Chair 

The Sturgis Posture Chair Company of Sturgis, Mich., 

has brought out a new chair of an adjustable type having 

developments as compared with previous 


three new 


models. 

The use of two rubber bumpers, one on the upper part 
and one in the middle of the back post to eliminate any 
possibility of the chairs marring furniture, especially when 


the chairs are used in close quarters. In some instances, 


especially in insurance offices, the desks have been known 
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| DRESNER “DRES-SETS" 


for XMAS GIFTS 


















50 new styles of men’s dressing cases, fashioned in 
luxurious imported leathers, in new “utility-box” 
and folding styles. Handsomely lined with plain 
and grained genuine ebony fittings. 6 to 12 piece 
sets. To retail at $10 and up. Get our new 
“Dres-set” catalog now. 


NATIONAL BRIEF CASE MFG. CO. 
500 So. Peoria St. CHICAGO, ILL. 



















MakeYourOwn 
Show Card 


Ask Your 
Jobber For 


COIT’S PENS 








-- 


You need never be low on ra profit writers. 
They’re carried in stock by s “everywhere— 
consequently you can aia de the stock in a few 
hours. But in case you are not acquainted with 
these pens, send for the special sales trial assortment 
of a dozen pens, prepaid. 


THE BRIDGEPORT PEN CO. 


BRIDGEPORT a CONNECTICUT 





























JUMBO GEM 





PERFECTION No. 70 PERFECTION No. 50 


STANDARDIZE ON THE 
GENUINE GEM AND PERFECTION 
DESK MEMORANDUM CALENDARS 
Handsome bases of heavy, cold rolled, pressed steel in 
black enamel, statuary bronze, nickel and brush brass 


finish. Arches which tip backward and forward to facilitate 
mounting the pads. Rubber plugs to prevent scratching. 


“The House of Service” 


Pa Es 
DEFIANCE © 
a) ‘a 
i_44 {SALES CORPORATION 


Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET NEW YORK 
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HOTEL FORT SHELBY is located in the heart of Detroit's 
shopping, theatre, financial, wholesale and insurance districts; no 
other large hotel is so close to the principal railway terminals, 
airports and steamship piers. 
The variety of rooms and suites offered by Hotel Fort Shelby 
insures your securing accommodations to meet your needs. 
Here you will find service 
at its zenith . . . efficient, 
unpretentious, thoughtful 
Four restaurants serve 
your needs or whim or 
purse. 
Hotel Fort Shelby’s 900 
units are paneled and 
servidor equipped . . . all 
have private bath. Rooms 
as low as $3.00 per day 

. suites $10.00 and 
upwards. 
Motorists are relieved of 
their automobiles at the 





door without service 





charge. 
Write for Free Road 
Map 


HOTEL FORT SHELBY 


**delow With Friendliness” 


E. J. BRADWELL, Manager 
DETROIT 
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to be not more than thirty inches apart, in which case 
rubber bumpers are a decided improvement on an ad- 
justable steel posture chair. 

The inverted back strap which not only enhances the 
appearance of the chair but is superior from a technical 
standpoint. 

Without necessarily getting away from the quick, posi- 
tive back adjustment without the use of tools, the com- 





STURGIS ADJUSTABLE 
POSTURE CHAIR HAVING 
NEW FEATURES 

pany has added the possibility of having permanent ad- 
justment whenever anyone does not wish the adjustments 
changed on the chairs once they are set. This permanent 
adjustment is secured by the addition of a hexagon nut 
on the hand wheels, which when tightened prevents the 
possibility of anyone turning the handwheels by hand. 


eS es 

Diebold Announces New Idea in Office Safes 
The purpose of the new Record-Desk safe recently de- 
veloped by the research laboratory of the Diebold Safe and 
Lock Company, Canton, Ohio, is to provide the convenience 
of a desk and a filing cabinet combined with the protec- 








THE NEW DIEBOLD RECORD DESK SAFE 


tion of a safe. The new safe affords ample space for 
making entries and handling records, yet obviates the ne- 
cessity for carrying the records to and from the safe or 
vault where they would otherwise have to be stored at 
night and in general when not in use. Dead accounts may 
be removed immediately without disturbing live records. 
Entries may be made readily either by hand or on the 
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A fight to the finish—with machine gun or pistol. 


You wouldn’t hesitate in your choice of weapon if placed in such 
a position. For the man with the machine gun is almost a sure 
bet to win. 


A-S-E gives you a similar advantage in your fight for steel cabinet 
and locker business. 


The line includes 29 different. types and sizes of steel cabinets to 
meet every requirement—from the small country store to the large 
city office or manufacturing plant. 


There are steel transfer cases in standard sizes, storage cabinets, 
wardrobe cabinets, combination storage and wardrobe cabinets, 
filing cabinets, desk-high cabinets, counter-high cabinets. Spe- 
cialized cabinets for filing tabulating machine cards and for storing 
electrotypes. 


And all A-S-E cabinets, lockers, transfer cases, and unit shelving 
have advantages of design and construction—developed through 
18 years experience in steel craftsmanship—that 
have made them standard equipment for many 


of the world’s largest businesses. 
The fall of the year is 
the time to push steel 
transfer case business. 
A-S-E cases have many 


As one of the first steps to a more prosperous 
new year, send the coupon for complete details 


on the A-S-E line. 
exclusive advantages 
that can give you in- 
creased sales and 


profits. Send the cou- 


All-Steel-Equip Company, Inc. 
600 Griffith Avenue 








pon. 
AURORA ILLINOIS 

All-Steel-Equip Company, Incorporated a 
600 Griffith Avenue—Aurora, Illinois 
Please send me the new A-S-E catalog C-28. i 
I 

PRMD. 0 0 owcbieseeneacnceceneetitees ae akeas eel : 
I 

Aides... .00-ceaspesnadanesibtiessaskanacdneeeenaan : 
i 

Gh ac occvcssepesneesictnabinan GUNG s + ona tinkesse eich cae ! 
» —_——n— ee eee —_——_— onan 
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“HITS THE MARK" 


é 





“They Sell and 
They Stay Sold” 





To lay out a Successful 
Executive Office— 


the experienced salesman lays his plans to combine the atmosphere 
of a high grade club with the convenience of a well equipped 
laboratory. For the executive must have both proficiency in the 
trade and technical aspects of his business and the ability to im- 
press and attract people with the merit of his service. In both of 
these matters, furniture is of great importance. 


The matched suites of the Tell City line have been well received in American 
markets because their design so well combined a cheerful, inviting appear 
ance with features of convenience and service The zoo line consists of six 
flat top desks ranging from 66x36 inches to 38x26 inches, five typewriter 
desks, drophead and pedestal type, ranging in sizes from 60x34 inches to 
38x26 inches, four tables ranging in sizes from 72x34 inches to 38x26 inches, 
also telephone cabinet and waste basket 

The beautiful figured walnut surfaces, the deft touches of ornament, antique 
hardware and clear finish blend in an appearance that has preference in 
most medium grade requirements. 

Particularly now, when retailers must restrict their stock and display costs, 
this Tell City zoo series offers especial advantage in its application to present 
day requirements and the good quality at very moderate cost. Why not fit 


this line into your plans for the new season? Write for full information 


TELL CITY DESK COMPANY 
TELL CITY, INDIANA 
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machine. Several people may work at the Record-Desk 
safe at the same time. 

The door, or cover, is counter-balanced so that it may be 
lifted with great ease, and the operation of lifting the cover 
causes the record trays to rise into working position. 
Shutting down the cover causes the cards to sink into the 
safe. 

The new safe is particularly well adapted for use with 
card record systems which require frequent posting. Banks 
and building and loan associations can use the Record- 
Desk safe to great advantage. It is certified to offer two 
hours’ fire resistance. 

A folder describing and illustrating the new Record-Desk 
safe will be sent by the manufacturers upon request. 

3 e+ 


Wilson-Jones Announces New Bookkeeping Outfits 

The Wilson-Jones Company, 3300 Franklin boulevard, 
Chicago, has prepared three complete bookkeeping sys- 
tems under the trade “All-Fax” and “All-Star.” 
Outfit No. S-1 is recommended especially for use by small 
It is a single entry system in bound book form. 


names 


concerns. 
Outfit No. S-2 uses a single entry system but is loose leaf. 
It was designed for use by medium sized concerns using 
the single entry system. Outfit No. S-3 involves a double 
entry system and is a bound book. This outfit is intended 
to meet the needs of any business for accounting figures 
and tax returns data. 

All three of the systems were prepared to meet the de- 
mand for simplified bookkeeping sets, with particular 
reference to the necessary Federal income tax reports. 

et — 
Improved Bates Eyeleter Announced 

The Bates Manufacturing Company, 20 Vesey street, 
New York, N. Y., has announced a new and improved 
Bates eyeleter carrying a lifetime guarantee. 

The eyeleter is now finished in olive green with nickel 
trim. A new track for the eyelets insures proper feeding. 
“Shooting” out of eyelets is prevented by a new collect 
and plunger construction. The roller operation of the 
lever handle has been improved, tending to eliminate wear 
and making the action easy and positive. Each eyeleter 
has affixed to it a plate bearing the wording of the Bates 
guarantee. 

The company also announces certain 
count on the Bates eyeleter, eyelets and Samson punches. 
The new discount schedule went into effect October 15. 

Desk Rack with Useful Features 


The Improved File & Rack Company of 86 Park place, 


changes: in dis- 





New York, N. Y., has gotten out a useful adjustable 
desk rack which holds city telephone directories and 
IMPROVED AD 
JUSTABLE DESK 
RACK 
other things such as books, folders, catalogues, sheet 


music, etc. The device has a lacquered wood base with 
seven bronze-finished steel arches or supports for con- 
It may be had in olive green, mahogany or walnut. 


tents. 
ee 
William Uttz Company Announces Two New 
Moisteners 
The William Uttz Manufacturing Company, 828-840 


Engineers building, Cleveland, Ohio, is offering to the 


243 












Every Stationery Dealer 
can benefit by the 
National Advertising of 


Moore Push-Pins 


and 
Moore Push-less Hangers 








The popularity of our new window- 
| front packets is steadily increasing, and 
| wherever displayed they quickly sell. 
| Order one of these displays from your 
Jobber and get your share of profits. 


STYLE ‘‘F” STYLE “G”’ 
42 10c packets 48 10c packets 
Push-Pins and Push-Pins 
Push-less Hangers only 
STYLE ‘‘L” 
150 10¢ packets 
| Push-Pins and 
Push-less Hangers 


MOORE PUSH-PIN COMPANY 


Wayne Junction Philadelphia 
Established 1900 

















First To Sell Under $100 


BARRETT 


DESK ELECTRIC 


ADDING AND LISTING MACHINE 


99: 


F.O.B, PHILA, 





HAND MODELS AS LOW AS $69.50 


BARRETT DEALERS 
HAVE THE ADVANTAGE 


WRITE FOR 


SPECIAL DEALER’S OFFER 


Lanston Monotype Machine Company 
PHILADELPHIA, PA. 
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I trade two new desk moisteners under the names Green 
Top and Silver Top. The moisteners are similar in con- 

struction and design, the difference being that the Green 
Top has a green metal cover plate over the water reser- 
voir and the Silver Top a cover of brass heavily nickel 
plated and highly polished. The moisteners use the 
principle of capillary attraction in raising the water from 








Another Well Made | 
SUPERIOR Desk Pad 


that lies flat on desk at all times. Write for spe- 
cial price on our new 19x24 stiff desk pads made 
with genuine leather padded corners of assorted 
colors. Yes! We make flexible desk pads also. 
Have you received our new catalogue and price 
list? Many new items. Mail coupon today for 
more prohts. | 


Superior Office Specialty Co. 











Manalacarers of Desh Pads, Lincloum Desk Tops and Chair Cushions SILVER TOP MOISTENER MADE BY THE WILLIAM UTTZ 
544 W. Lake St., Chicago, III. MANUFACTURING COMPANY 
_ pSRrtomeogimee aries. ~ 518-9 wr ag gee een 
| SUPERIOR OFFICE SPECIALTY CO. | | the reservoir to the contact surface at the ends of brushes. 
| ae ee Se aap Sean eee l | One end of the brush is immersed in the water and auto- 
| tsar aa || matically brings the necessary amount of moisture to the 
Kindly mail us your new catalogue and price list. Thank you. | ‘ ; . 4 
| | contact end where gummed surfaces can be moistened 
1 NAME . silicnenhh tian onecegtalias | easily and cleanly. No adjustments are necessary. The 
I ADDRESS only operation required is occasional filling of the reser- 
Sei i a aR Tk dens hie eeae eG | voir with water and semi-monthly rinsing of the brush. 
CITY... STATE.....cccccccccscocs | | Each moistener is equipped with four rubber feet to pre- 
| BUYER'S NAME ... cele etl amit tn cinatic ti atet en eect || vent it from slipping and from marring the most highly 
| finished surface. 
| en 
New Storage and Wardrobe Combined in Cabinet 
3 | The Art Steel Company, Inc., 306 East 145th street, 


New York, N. Y., has brought out a new combination 





Get Your Share of Bigger Profits 


A to Z or Recipe cabinet sets. Unusually | 
attractive and sturdily constructed. 
Leatherette and cloth covered, assorted 
beautiful colors. An ornament for the 
desk and kitchen shelf. 


Write for samples and price list | 
| storage and wardrobe cabinet—No. 1834SW. This unit 


ry’ . ty ‘ rT Tr 
I HE W ARSHAW MFG. Co. INC. has four shelves for storage, one hat shelf, a coat rod and 


35 YORK ST. BROOKLYN, N. Y. two two-prong clothing hooks. All shelves are adjustable 





NO. 1834SW COMBINATION STORAGE AND WARDROBE CABINET 
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JASPER DESKS and CHAIRS 


The pioneers and leaders in office desk and chair mass production, offer you a new 
deal to meet the new business conditions. Serviceable equipment in designs now on 
call at prices that will induce action. For first hand information, ask us. 


Desks and chairs can be purchased 
from us in pool cars at carload dis- 
counts, lower freight rates and the as- 
surance that goods arrive in first-class 
condition, without damage. We so- 
licit your inquiries. 





JASPER DESK CO. 
Jasper, Indiana 


SPER CHAIR ~ 
ye 5) 












Sa Ino: 
JASPER CHAIR CO. 


Jasper, Indiana 








JOHN W. MESSIMORE, CHICAGO REPRESENTATIVE, TELEPHONE LONGBEACH 4821, 1467 CATALPA AVE., CHICAGO 
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Your Customers 
need your help! 


As far as any customer of yours is concerned, 
you are the man who knows most about all 
office appliances. 

When it comes to visible records, for instance, 
your customers will want your help in select- 
ing the right product whether you happen to 
sell visible equipment or not. 


There are definite reasons why it will pay you 
to recommend Acme! 


In the first place, Acme Visible Records are 
best. And the fact that you are using them for 
your own customers’ records, accounts re- 
ceivable, stock records and others will show 
all your customers that your place of business 
is one they can go to for complete adaptability 
ofthe most modern office appliances . .. Visible 


benefit of impressive advertising done the 
world over. 


And in the second place, the Acme Card 
System Company is in no way a competitor 
of yours. It neither manufactures nor sells 
anything except visible records. Acme is the 
world’s largest exclusive manufacturer of 
visible equipment. 


Be sure you know the facts about Acme when 
your customers ask for advice. Our book 
“Profitable Business Control” will be sent to 
you on request. It shows the 12 points of 
Acme superiority. It tells just how Acme 
Visible Records build profit in any depart- 
ment of any business. You’ll see why Acme 
will reflect great credit to anyone who recom- 


APPLIANCES 


Records. And so you receive the accumulative mends it. Write for it today. 


Acme Card System Company, 8 S. Michigan Ave., Chicago 


ACME VISIBLE RECORDS 


PROFIT BUILDERS OF MODERN BUSINESS 
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on one-half inch centers. The cabinet is finished in green, 
grain mahogany or walnut. 

The outside dimensions of this cabinet are 34(wide)x72 
(high)x18 inches deep. 

a 
Typewriter Table Made of Steel 

The Yawman and Erbe Manufacturing Company, Roch- 
ester, N. Y., makes a sturdy typewriter table of steel, 
equipped with a drawer. The legs are made of angle 
steel, and are removable to permit dismantling the table 
when not in use. This is a convenience for large concerns 
which have peak loads in their typing work, enabling the 
storage of seasonal equipment in small space. This table 





“Y AND E” STEEL TYPEWRITER TABLE NO. 7836 


is twenty-six inches high, with a top 36x24 inches, of 
steel. The knee space is 191%, inches wide and twenty- 
four inches high. The bottom of each leg is turned under, 
forming a flat square cap which does not mar the floor. 

The drawer, 93 inches wide, 334 inches high, and 15%& 
inches deep inside, operates on a channel suspension. A 
spring stop prevents accidental removal of the drawer. 

This table is available in “Y and E” olive green, ma- 
hogany or walnut grained finishes. 

nnannetiiineiinenie 
Additional Items in Sheaffer Line 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
is introducing to the trade two new items. One is a spe- 
cially designed Faries “Amronlite” lamp, beautiful in its 
lines and distinctive in convenience. This has a round 
base, in which is a socket for a Sheaffer fountain pen; two 
sockets can be provided. The lamp is approximately 
fourteen inches high, with a shade 9% inches long and 
six-inch base. The finish is a deep rich bronze. 

An innovation permits the clever exchange for any lamp 
shades made for “Amrolite” lamps. Either green or 
bronze shades are available. This item lists at from $15.00 
to $19.00. 

As a special Christmas item the Sheaffer organization 
has prepared an ensemble of writing equipment with an 
elegant papeterie of Montag’s “Historic” paper. The box 
is embellished with a portrait of Jeanne d’Arc or Na- 
poleon Bonaparte. The writing paper is packed in a 
drawer located at the bottom of the box. Above, imme- 
diately under the lid, are ensembles of Sheaffer pen, pen- 
cil and gold mounted “Safety Skrip” package; or a desk 
fountain pen set and “Safety Skrip.” The portrait prints 
are held by silken strands within the lid; these prints are 
suitable for framing. 


, 


a 
Science Comes to the Aid of Check Users 
The New York Evening World of October 2, presents 
some interesting information with regard to a new device 
for detecting altered checks. The story comes from Chi- 
cago via the United Press and is as follows 
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OFFICE If iI] insi he Faries li f 

HOUR s— lamps, you'll Anya Dy cunpen, | ond eye 
sight. 


and After Faries lamps are honestly made, rea- 


sonably priced, and beauti- 
ful in design. The slip-on 
shade and other exclusive 
features are patented, giv- 
ing you additional value. 






Our Office Supply catalog 
will make it convenient for 
you to choose any style of 
desk or table lamp. Send 
us your inquiry now. 


No, 3601 


FARIES MANUFACTURING CO, 
DECATUR, ILLINOIS 


— 
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No. 
2401-6W 


PIERCECRAFT label on a chair 
Is a guarantee of wear, 

A guarantee that comtort lies 

In every chair a dealer buys. 


S. Ks PIERCE & SON CO.; SARS 


New York Boston Philadelphia San Francisco 
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with 


ECLIPSE 


PNEUMATIC 


INKWELLS 





A Gift of Beauty 
A Gift of Utility 
with an excellent dealer profit 


Domes of crystal beauty, coming singly or in sets, some with 
chaste designs in silver or copper deposit, make gifts that are 
as handsome as they are practical. Built on the pneumatic 
principle, which means no wasted ink, blots or stained fingers. 
Used in offices and homes throughout the country. Order at 
once for Christmas business or write for dealer offer. Prompt 


shipments. 
GENERAL ECLIPSE COMPANY 


Department A Danielson, Conn. 











HAND 


Reg. U.S. Pat. On 





Loose leaf forms, budget forms, inventory sheets,’ bills of 
lading, stock lists, ete., are secure when entrusted to the 
Free Hand binder. This handy little device grips firmly, 
but releases at a touch. One hand does the trick, leaving 
the other free for writing. Ask for descriptive price list. 


FREE HAND 
BINDER CoO. 


74-76 Beekman St., New York, N. Y. 
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Ultra-violet rays may now be employed in protecting the 
bankroll as well as the health. 

A protective system, using ultra-violet rays and which 
automatically issues an alarm or calls the police the mo- 
ment an altered check is presented at a bank window, has 
recently been patented by Dr. D. Julian Block 

“A bank needs only to have its checks treated with an 
infinitesimal amount of a certain chemical which does not 
affect the appearance of the paper,” said Dr. Block, “and 
to install small ultra-violet ray producing apparatus be- 
neath the counter at its paying tellers’ windows. The 
chemical may be applied in the ink instead of the paper 
and is thus adaptable to protective check writing ma- 
chines; or it may be applied to both ink and paper. 

“The moment a check made with paper or ink so pre- 
pared is presented at the teller’s window, the invisible 
ultra-violet rays produce a fluorescence which makes 
genuine figures shine brilliantly, while any alterations in 
figures, erasures or other signs of tampering show up as 
dark, non-luminous spots on a glowing background.” 

The system may be used in connection with a highly 
sensitive device known as the “electric eye,” which re- 
intensity of light. 


the check was 


changes in light or color or 


sponds te 
Thus, at the same moment the flaw in 


exposed, the electric eye would automatically sound an 


alarm or transmit a silent signal to an officer. 
Governments may protect their currencies against coun- 

terfeiters by printing money on paper treated by the Block 

formula. As an aid to crime detection, poisons may be 


discovered by the new svstem many days after being taken 
living or the 


into the human system, whether the victim be 
subject of a post-mortem examination 
An adaptation of the system may be used in military 
signaling in place of the heliograph whereby messages 
invisible to the enemy may be transmitted and received on 
a fluorescent screen. 
Interesting New Moistening Machine 


The Watters Package Machine Company, Lincoln, IIl.. 


3 NO or 


MACHINE 


NEW MODEL WATTERS MOISTENING MACHINE 


who manufactures eighteen models of “Package Master” 
one-stroke automatic industrial taping machines for seal- 
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ANNOUNCING... 
the new line of Art Metal Transfer Cases 


N' W in the standard Art Metal line you can buy any 
piece of metal office equipment, down tonine sepa- 
rate types of transfer cases. These transfer cases are 
brand-new models. There’s one for every type of filing 
. . . letters, bills, legal sheets, ledger sheets, and four 
different sizes for cards. They offer your customers four 
distinct improvements: 

1. Inter-lock Stacking 

2. Bulge-proof Loading 

3. Stand-up Filing 

4. Handy grasp Carrying 
They can be piled as high as the ceiling without binding 


the lower drawers. The interlocking top fits right into 


the drawer above. A °/16 inch formation keeps drawers 
from bulging. There are slots for stop plates to hold the 
folders upright. And a comfortable handhold at the back 
of every drawer makes it easy to carry around. 

In addition to these four brand-new selling points, 
these transfer cases share the virtues of all Art Metal 
steel equipment. Drawers open and shut easily because 
mounted on two steel rollers. Sides are cut low so you 
can flip through the contents in a hurry. Label holders, 
drawer pulls and entire case attractively finished. 


For prices and more details on these nine new Art 


Art Metal 


JAMESTOWN - NEW YORK 


Fire Safes . 


THE ART METAL LINE 


Sectional Files . Plan Files ... 





Upright Unit Files 


Storage Cabinets .. . 


Metal Transfer Cases, get a letter off to us today. Art 
Metal Construction Company, Jamestown, N. Y. 
Desks . . . Shelving . . . Horizontal 


Counter Height Files . . . Postindex Visible Files 
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The greatest value 





PREMIER-REMINGTON 


Rebuilt by Remington - - at Ilion, N. Y. 


The Premier-Remington is as nearly new 
as human skill and modern machinery can 
make it. 

Reduce your sales resistance with this 


wondertul sales booster. 


Write tor full details. 


American Writing Machine Company 


Established 1880 
374 Broadway New York, N. Y. 
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ing fibre shipping containers, packages, and cartons, are 
offering to the public a new device, called the “Lick-No- 
More,” a licking machine which moistens any size gummed 
label or envelope as though it had (actually) been licked. 
The machine licks instantly the entire gummed surface. No 
excess water gets to the label or envelope and only one- 
hand operation is needed. 
Four models are available. The larger models are for 
use in packing and shipping rooms, and the smaller for 


use in office and mailing rooms. There is a personal desk 


model for office use, which licks stamps, envelopes, seals 
and stickers, called the “Office Licker.” All models are 
reasonably priced. er are 


A Valuable Book 
Office Appliances is indebted to Eric T. King, 
Department of Commerce 


chief of 
the specialties division, U. S. 
at Washington, for a copy of “The United Kingdom,” a 
book just off the press of the Government Printing Office, 
and which is said to contain more information in a prac- 
tical and useful form on British industries than is accessi- 
The book is a 
large volume 9% inches long by 6% inches wide. It con- 
It is an industrial, com- 
United 
Department of 


ble anywhere else between two covers. 


tains 953 pages, including index. 
handbook of the 
and is issued under the name of the U. S. 


mercial and financial Kingdom 


Commerce, Bureau of Foreign and Domestic Commerce. 
The book is part of Trade Promotion Series No. 94 and 
Hugh 

officers of the U. S. 
Commerce State. It 
every conceivable department of British industry. 


was compiled by Butler, American trade commis- 


sioner, assisted by Department of 


and Department of covers almost 


It was 
written to present the essential facts and important de- 
velopments of the post-war period in a form readily acces- 
business men. It within the 


American presents 


compass of a single volume the complex economic struc- 


sible to 


ture of one of the world’s foremost manufacturing and 
trading countries, a country which is the largest overseas 
market for United States goods. 

The first Part One 
general factors in British industry and trade, while Chap- 
ters 4 to 16 the commodity 


groups, giving essential matter regarding British produc- 


three chapters of deal with the 


inclusive, cover principal 
tion and export and various phases of the British market 
for imported goods 

Part 
practice Ss, overseas investments, etc. 

In Part Three are to be found several chapters on sub- 


Two deals with the taxation of business, banking 


jects closely associated with selling in the British market. 
The 
handbook represents a very painstaking effort on the part 
of the United States United 
Kingdom, who contributed to the work in addition to carry- 


Part Four includes a section on Northern Ireland. 
foreign trade officers in the 


ing on their other duties. 

The book, priced at $1.75, should be in the hands of 
every American manufacturer interested in export. It may 
be obtained from the Superintendent of Documents, Wash- 
~e 


F. W. Johnson Opens Used Furniture Store 


ington, D. C. 


F. W. Johnson has established the Office Equipment 
Service Company at 1239 South Michigan avenue, Chi- 
cago, Ill., specializing in used office furniture. At that 


address he has ample space for the display and storage of 
furniture, and facilities for refinishing stock as required. 
Mr. Johnson entered the commercial furniture business 
about eight years ago with the distributor for Library 
Bureau at Angeles. Three afterward he 
went to San Francisco, where he was engaged one year 
with the H. S. 1928 he went to 
Chicago, where he entered the service of the Yawman and 


Los years 


Crocker Company. In 


Erbe Manufacturing Company. 


OME dealers say 
they stock a line; 
others say they se// it. Often- 
times the difference in these 
two attitudes is a difference 
in profits. 
The dealers who have se- 
lected the Seymour line find 
it one of the selling types. 
Every item in the line fills a 
definite need in the office, the 
factory or the retail store. 
Increase your own selling 
line by adding these profit- 
able items. Your jobber will 
be glad to supply you. 
THE SEYMOUR PRODUCTS CO. 
SEYMOUR, CONN. 
New York Office: 
1807 Chanin Bldg. 


Banker's 
Moistener 


Ryco Book 
Ends 


“Parsul” Sealer 
takes tape up 
to 116” 


“Ryco” Sealer 
takes tape up 
to 3” 


Adams 
Desk Memo 








LOOK TO 
YOUR ROLLS 


USTOMERS want good 


rolls. It is exasperating 
to have paper constantly tear- 
ing, or to get dim, illegible o>) 
printing. And it’s unnecessary. 
U. S. Certified * rolls are made 
of the finest paper used in add- 
ing machine rolls. It will not 
tear readily and clear, sharp 
printing results. See for your- 
self by writing for samples. 


U.S.LACEPAPER WORKS 


Ine. 


163 Union Ave., Brooklyn, New York 



















* Registered 
U 8 Patent Office 

















NAME PLATES 


ALL KINDS 


MR. BALDWIN 


Style No. 6—Card Type 


EDOUARD’UMBRIGHT 


CASHIER * 





Style No. 15—Cast Bronze Type 


Write for complete catalogue 


Davenport-Taylor fg. Co. 


412 ORLEANS STREET 
Chicago, Ul. 


Detroit Los Angeles 


Seattle 


Boston 
San Francisco 


New York 


Sir Richard Sutton and Quorn Hounds 
(Size 27x35) 


FRAMED PICTURES OF 
DISTINCTION 
Adapted for Office Furnishing 


Visiting Buyers Are Cordially Invited 
to Review Our Extensive Display of 





Color Prints Mezzotints 
Color Etchings English Sporting Prints 
Black and White Etchings Paintings 


Write for full information. 


EMERY BLUM INC. 


Fine Art Publishers and Importers 


225 Fifth Ave. New York 


Suites 418-420-422-424-426 
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New York Business Show Exhibits 
Continued from page 64 
ELECTROMATIC TYPEWRITERS, INC., Rochester, N. Y. and 
York, N. Y., demonstrated Electromatic typewriters; Electromatic 
matics and Electromatic perforators. The typewriter is a complete electric 


New 
auto- 


typewriter suitable for all kinds of typing The automatic is equip- 
ment for writing any desired number of letters automatically from 
a perforated roll Only the salutation or any special words or 
phrases need to be filled in by touching power-operated keys. The 


electrically operated perforator received special attention of the onlookers 
this exhibit Thompson, vice-president and 
Cartwright, assistant to the vice-president; Miss 
G. E. Reynolds, office manager; R. W. Davidson, New York manager 
ELLIOTT ADDRESSING MACHINE COMPANY, Cambridge, Mass 
New York, N. Y., displayed a new model hand addressing machine, print 
ing a message on one side of a postcard, either typewritten or handwritten, 
the postcard used for 
using a steel pen in doing this work) This new 
prints the message on the proper 


In attendance at were R. G 


general manager; D. P 


and 


using a special stencil size of a (also can be 
sketching purposes by 
machine automatically feeds the postcard, 
side. The then automatically fed through the 
printing the name and on the cards Also 
company’s other models of addressing machines, suitable for all types of 
business. New York Manager R. DePace was in charge 
ERROR-NO, INC., Little Falls, N. Y. and New York, N. Y. The 
Super Error-No model was displayed here for the first time. This 
model folds down back of the machine to enable the operator to use the 
drop head of the regular typewriter desk. The full line of Error-No copy- 


Harper, president, from Little Falls, 


machine, 
the 


cards are same 


address shown were 


new 
new 


holders was also displayed. C. C. 


N. Y., was in charge assisted by Walter Bret, New York agent, and 
Margaret B. Concannon. 

F & E CHECKWRITERS. (See Weig Sales Corporation.) 

FABER PENCIL COMPANY, EBERHARD, Brooklyn, N. Y Mongol 


black and colored indelible were featured with the company’s 


commercial line of erasers, ink, pencil and typewriter rubber bands and 


pencils 


the Star typewriter type cleaner. W. J. Crangle was in charge 


FEDERAL STORAGE WAREHOUSES, New York, N. Y (See Madden 
& Prendergast, Inc.) 
FINDEX COMPANY, THE, Milwaukee, Wisc. and New York, N. Y 


The mechanical finding and record systems with many new and interesting 


improvements were demonstrated. Robert J. L. Lee, eastern district man 
ager, was in charge 

FORBES PUBLISHING COMPANY, B. C., New 
Magazine and Forbes Business Library are on display 


York, N. ¥ 
This 


Forbes 
exhibit was 


in charge of Thomas E. Quinn, assistant sales manager 
FORCE & COMPANY, INC., WILLIAM A., New York, N. Y., showed 
the various models of hand machines for numbering and dating, including 


Model 150 automatic; Model 200 lever Paragon automatic ; 
Paragon lever movement; Paragon yardage machine ; Columbia automatic ; 
Monarch small frame; packing case marker; daters Models 400, 425, 440 
and 450; canceller ; interest dater for bank use; numbering ma- 
chine with ribbon for copying, as well as several special models for un- 
numbering This exhibit was in Hubert L. Ronayne, 
Baumann and Robert H. Oakley 

GARDNER COMPANY, Ebensburg, Penna ae Be Se 
featured various models of and listing also a com- 
plete new electrified line of machines. The display included a subtraction- 
adding machine with counter; duplex machine 
with control key which permits subtraction in one counter simultaneously 
with addition in the other counter. W. R. Brown of the New York office 
charge Miss Miriam Thim, Vice-President 
Stanley W. Allen were also in attendance 

GENERAL FILING COMPANY, Chicago, Il., 
line of desk trays and inserts and re-equipment for filing cabinets. 
McKnight and Mr. Scofield were in charge 

GESTETNER DUPLICATOR CORPORATION, Bloomfield, N. J. and New 
York, N. Y., exhibited the Gestetner duplicator in many models. Mr. 
Nichols was in charge of this display. 

GRAND RAPIDS LOOSE LEAF BINDER COMPANY, Grand Rapids, 
Mich. and New York, N. Y., showed the Proudfit loose leaf products, as 
well as the new Grand Rapids post binders and Meter Binder. On display 
were a complete line of printed commercial forms for accounting. New 
York representatives George D. Hicks and Ralph H. Kieffer were in 
charge. 

GRIP-FIX COMPANY, INC., New York, N. Y. Grip-Fix, a waterless 
adhesive, was shown, and its many uses explained. P. W Kemp was in 
charge 

HAIRE PUBLISHING COMPANY, New York, N. Y. Journal of Business 
Education, a publication devoted exclusively to the teaching of business 
subjects in colleges, universities, high schools, private schools and corpora- 


movement ; 


revenue 
usual charge of 
Harry G 
and New 
adding machines, 


single subtraction-adding 


was in instructress, and 
displayed the Adjustafile 


R. C. 


tion schools, was shown Don 8S. Taylor, managing editor, and S. A. 
Craig, advertising manager, were in charge 

HEDMAN MANUFACTURING COMPANY. (See Weig Sales Cor- 
poration.) 

HOLMES ELECTRIC PROTECTIVE COMPANY, New York, N. Y. This 


exhibit consisted of a central office protective system against burglary 
In the center switchboard with an operator demonstrating how 
alarms are received from various types of protection side of the 
switchboard represented an office in which is located a safe, protected by 
of a vibration The other 


was a 
One 


means detector side represented a residence 








NOVEMBER, 1930 253 





JACKSON DESKS 


An Added Beauty and 


a Finer Service for 
American Business 


The matched suite idea, emphasizing the superior 
artistry of wood craftsmen working with genuine 
materials gave to business people something better 
in equipment and environment—added to their joy 
of work. But much of it has been so costly on one 
hand and so overly ornate on the other as to be of 
service to only a small group. 


The 1900 series Jackson Desks are produced as an 
answer to both these objections. Graceful simplicity 
of design, the beauty of genuine figured walnut, ma- 
hogany or native oak at a cost making them avail- 
able to the great medium grade demand, even in the 
present market conditions, distinguish these desks. 
Detailed description and specifications with prices, 


on request. 
Hansbactrad Ly v4 


JASPER OFFICE FURNITURE COMPANY? 
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Additional Profit 
in FAULTLESS 
CASTERS 


pee TL Ese Office Chair Casters bring an 
additional profit to you. Big and husky... 
oversize for comfort . . . easy-swiveling and rapid- 
turning for speed .. .with broad wheel of Ruberex 
... quiet ... sturdy ... easy on floors and rugs. 
FAULTLESS Casters offer your trade many 
obvious advantages...and they can’t fall out. 


If you are not handling FAULTLESS Casters 
you should investigate at once. Send for 
complete information and discounts today. 


FAULTLESS CASTER COMPANY 
EVANSVILLE, INDIANA 


Fauttiess GA-22-10 Office Chair Caster— New York + Chicago + Grand Rapids + _ Los Angeles 
oversize extra sturdy stem, to fit 2” bore. High Point, N.C. + Canadian Factory: Stratford, Ontario 
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Fauttiess CB-22-8 Office Chair 
Caster to fit 3s” bore. ‘ 
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living room where the wall safe is protected by means of an invisible 
light ray Both of these syste were connected to the switchboard, show 
ing how the alarm functions and the company’s service J. T. Quigley 


and G. W. Hall were in charge 

HOOVEN LETTERS, INCORPORATED, New York, N. Y., showed two 
Hooven automatic typewriters in constant operation. President Horace H 
Nahm was in charge 

HOUGHTON MIFFLIN COMPANY, New York, N. Y., showed the Mer 
riam Edition of the Webster's New International dictionary 

HUSH-A-PHONE CORPORATION, New York, N. Y., exhibited the Hush 
A-Phone for the pedestal phone and a new model for the hand-set phone, 
introduced in the last year President H. C. Tuttle was in charge, as 
sisted by A. F. Waltzinger 

INK-OUT MANUFACTURING COMPANY, INC., Montclair, N. J., 
showed Ink-Out the single fluid ink eradicator Richard J. Peer was in 
charge, assisted by Theodore Reichard 

INTERNATIONAL BUSINESS MACHINES CORPORATION, New York, 
N. Y., exhibited representative models of business machines equipment 
including International electric tabulating and accounting machines (Hol- 
lerith patents) International time recorders and electric time systems ; Day 
ton money weight scales and store equipment, and International industrial 
scales The International tabulating and accounting machines included 
electric sorting machine ; electric tabulating and accounting machine; key 
punches both electric and hand; verification key punch ; electric duplicat- 
ing key punch; electric automatic gang punch and hand gang punch; in- 
terpreter; electric printing counting sorter; Type 83 electric sorting and 
tabulating machines; Ticketograph The International Time Recording 
division display consisted of representative models of International electric 
hourly supervised time systems consisting of time indicating, time record 
ing and time signaling devices; master clocks; secondary clocks; attend- 
ance time recorders; automatic payroll machines; job time and cost re- 
corders ; signal program devices; door recorders; watchman systems; the 
Electroprint, the latest model automatic time stamp, and the new electric 
unit clock for offices and stores The Dayton Scale Company division 
showed moneyweight computing scales; No. 402 automatic even balance 
scale; No. 4113 safety electric food chopper; No. 44 Safelectric slicer ; 
magniscope computing scale; electric meat slicers; electric coffee mills; 
electric combination coffee mills and meat choppers; bread slicers. The 
International Scale Company division's exhibit consisted of industrial 
weighing devices, such as heavy duty portable scales; even balance 
industrial scales; hardware and counting scales; parcel post and postal 
scales ; percentage scales; ray-on scales and over-and-under scales 

William MacLardy, manager of the exhibit and window display depart 
ment, was in charge of the exhibit 

INTERNATIONAL POSTAL SUPPLY COMPANY, THE, Brooklyn 
N. Y., demonstrated the efficiency of the new Combination Junior check 
endorser in operation with the Recordak International K and Junior 
check endorsers, metered mail models, and a new coupon counter were 
also shown. Superintendent Spelman and Engineer Pacher were in charge 

INTERNATIONAL SCALE COMPANY (See International Business Ma 
chines Corporation.) 

INTERNATIONAL TELEPHONE & TELEGRAPH COMPANY (See 
Postal Telegraph-Cable Co.) 

INTERNATIONAL TIME RECORDING COMPANY (See International 
Business Machines Corporation.) 

JEAN COMPANY, C. W., New York, N. Y. The company’s duplicating 
machine and copying machine were displayed. C. W. Jean, assisted by A 
Watson, was in charge 

KEE LOX MANUFACTURING COMPANY, Rochester, N. Y. and New 
York, N. Y¥ Carbon papers and typewriter ribbons of all kinds were 
shown Manager John A. Noonan and Assistant Manager Edward R 
Foudy were in charge 

KRANTZ MANUFACTURING COMPANY, Chicago, Ill Here were 
shown the company’s lines of stapling machines and typewriter shock 
absorbers Edward Krantz and Hubert S. Bowles were in charge. 

LASALLE EXTENSION UNIVERSITY, Chicago, Ill. and New York, 
N. Y., demonstrated the Stenotype, the machine way of shorthand. The 
seventeen major business courses were shown. Information was also given 
on the Corporation Service Division, having to do with special courses 
to suit requirements of large organizations with requirements of many 
thousands of courses Manager A. C. Shaughnessy was in charge 
Also in attendance were Walter Weller, William O'Neill, William Brandt 
and H. J. Hansen 

LUDLOW & COMPANY, R. J., JR., New York, N. Y. (See The Bircher 
Company.) 

MADDEN & PRENDERGAST, New York, N. Y., showed executive 
suites of office furniture, filing cabinets, sectional bookcases, steel shelv- 
ing, safes, architectural woodwork, floor coverings, draperies and radiator 
enclosures D. E. Prendergast and W. J. Madden were in charge 

MARBLE CHAIR COMPANY, THE B. L., Bedford, Ohio, and New Yerk, 
N. ¥ (See Madden & Prendergast, Inc.) 

MARCHANT CALCULATING MACHINE COMPANY, Oakland, Calif., 
and New York, N. Y. In addition to the complete line of adding calculators, 
both hand and electrically operated keyboard models, there was demon- 
strated the newest one hundred per cent all-electric model, known as the 
EEG. This model incorporates all the automatic features embodied in the 
other electric models, plus an automatic electric carriage shift. Also 
shown were compact portable models and the Twinplex model, which per- 
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Serviceable PRODUCTS 


Higher quality, meeting 
the present day demand 
in the line of filing, 
carrying and _ mailing 


containers. 





Based on sixty years of success- 
ful service to the business public, 
the Diemer line serves every 
strong envelope of modern busi- 
ness. Catalog No. 30 and 


samples on request. 


John F. Diemer Co. 


Established 1869 


519 Broadway 
New York 


























STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 


STEEL FURNITURE CO. 
1410 S. Wabash Ave. CHICAGO 
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STEEL 
EXECUTIVE 
DESK FILE 





LETTER AND 
LEGAL SIZE 


Provides a convenient way for filing per- 
sonal correspondence and papers. 

Artistically designed and beautifully 
finished in olive green, grained mahogany 


or walnut. 


Popularly priced for office or home. 


Display a few and see how quickly they 


sell. 


Another one of the many Cole products. 


Our policy is to sell through dealers only 


Write for catalog and price list 


COLE STEEL EQUIPMENT CO. 


33 Crescent St., Long Island City, N. Y. 

















Catalogue 
on request 
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of 
OFFICE 


DESKS 
Since 1890 


OFFICE AND FACTORY 


MOFFAT STREET 
CHICAGO 
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forms double operations of multiplication and division at the same 
time. New York District Manager William V. Black was in charge, as- 
sisted by the sales force. 

MARTEN’S TYPE CLEANER COMPANY, New York, N. Y. A type 
cleaner for typewriters and office machine type, Addressograph plates, 
check writers, rollers, etc., was demonstrated. A. T. Wilkinson and H. H 
Jarrett were in charge. 

McCARTHY BUSINESS MACHINES COMPANY, INC., New York, N. Y. 
The McCarthy inserting machine was exhibited. The model will insert 
from one to four enclosures in an envelope at the rate of three to four 
thousand an hour. F. J. McCarthy, John J. Chapin and L. A. Olsen were 
in charge. 

McCASKEY REGISTER COMPANY, THE, Alliance, Ohio, and New 
York, N. Y. Three divisions of the company were represented ; the com- 
mercial, consisting of cash account and credit account systems; general 
merchandise systems; the professional division devoted to systems for 
handling the financial and clinical records of the doctor and dentist; the 
industrial division, including controlling stock, perpetual inventory, costs, 
production, planning, routing and dispatching, tool check and tool inven- 
tory, order control, machine control; carbon backed factory and office 
forms. 

McGRAW-HILL PUBLISHING COMPANY, INC., New York, N. Y., 
showed the magazine ‘‘System’’ and other publications. Irving Fellner 
was in charge of this display. 

MERCEDES CALCULATING MACHINE COMPANY, INC. (See Ralph 
C. Coxhead Corporation.) 

METWOOD OFFICE EQUIPMENT CORPORATION, New York, N. Y., 
showed the new telephone directory holder and other lines this company 
handles in their retail store. The exhibit was in charge of E. Gilbert. 

MODERN MAILING EQUIPMENT COMPANY, New York, N. Y., 
featured the new Universal slip-sheeter for rotary duplicating machines. 
Ben Ferrar and Mr. Blair were in charge. 

MONROE CALCULATING MACHINE COMPANY, INC., Orange, N. J., 
and New York, N. Y. Monroe high-speed calculators and portable add- 
ing calculators, were shown, including twenty-place small electric and 
executive models. As a special feature, demonstrations were given of the 
application of the Monroe to special lines of business such as banking, 
investment houses, life insurance, general business, department stores, 
manufacturers’ payroll work and schools. R. Trego, manager of the 
downtown New York district was in charge, assisted by the sales personnel 
of the four metropolitan district offices. 

MOSLER SAFE COMPANY, THE, Hamilton, Ohio, and New York, N. Y. 
Here were shown single and double door A and B label and T-20 label 
underwriters’ safes, as well as burglary-resisting steel chests; safes and 
equipment for chain stores; oil stations, etc., and a model of their new 
bank night depository safe. L. B. Morris, manager of the New York 
branch, was in charge, assisted by H. Jacobs, manager of the bank vault 
department. 

MOSS, SAMUEL H., New York, N. Y. The company’s Gold Index 
rubber stamps were shown. The gold index consists of the imprinting 
of the reading matter on each stamp in gold on the front of the wooden 
mount. The mounts are of highly polished black wood Time clocks, 
numbering machines and daters of all description were also displayed. 
Sales Manager Samuel G. May was in charge. 

MULTIPLEX DISPLAY FIXTURE COMPANY, St. Louis, Mo., and New 
York, N. Y. Multiplex swinging wing panel display and selling equip- 
ment was shown. Some of this equipment is of all steel construction with 
display panels of a new style steel beveled moulding and finished in 
antique bronze. H. B. Feldmann of the New York office was in charge. 

MULTISTAMP COMPANY, THE, INC., Norfolk, Va., and New York, 
N. ¥Y. The Multistamp, in a variety of sizes and models, was shown here. 
Vice-President P. H. Mason and Sales Manager R. M. Warnock were in 
charge 

MUN-KEE PRODUCTS CORPORATION, Newark, N. J., featured the 
new and improved Mun-Kee silent stamp pad. The ‘‘V’’ groove desig- 
nates a specific place for inking greatly simplifying the re-inking process. 
W. N. Hunter was in charge, assisted by Miss C. L. Weinstein. 

MUNSON SUPPLY COMPANY, New York, N. Y., featured pneumatic 
speed keys for typewriters and adding machines, as well as the Munson 
concave keys both of which may be had in green, white or black 
rubber. 

NATIONAL CASH REGISTER COMPANY, THE, Dayton, Ohio, and New 
York, N. Y. The company’s complete line of cash registers and account- 
ing machines were shown. A feature of this exhibit was the continuing of 
a durability test of the adding and typewriting model. This machine was 
started in operation May 15, 1930, making an average of 7,208 operations 
a day. It has now passed a mark equivalent to three years of actual 
service at an average of one thousand postings a day. Competent repre- 
sentatives of the company were on hand to explain the line. 

NEW YORK TELEPHONE COMPANY, New York, N. Y. The contribu- 
tion of the art of telephony to world commerce, the extension of tele- 
phone service across the Atlantic to European countries so that the Ameri- 
can business man can talk as easily to Paris, London or Rome as to a 
neighboring city was visualized in this display. There was a large map of 
North America and Europe, eighteen feet long and eight feet high, which 
was used to inform those who visit the show of the ease and reasonable 
cost of trans-Atlantic telephone service Another feature of this exhibit 
was the telephone typewriter, which makes possible the instantaneous 
transmission of written messages from a central point to any number of re- 
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Colonial’s N ew 
Nos. 337 and 
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f COLONIAL 


NOW OFFERS A 


More Complete 
Line of Moderate 
Priced Chairs 


The four chairs shown on this page 
are only typical of several new uphol- 
stered chairs brought out to meet the 
present demand for chairs of striking 
quality at moderate prices. These 
chairs, and others, are fully described 
in Catalog Supplement soon to be is- 
sued. 


A noted Economist says: 


“To stimulate consumption, it usually is neces- 
sary either to reduce the prices or to increase the 
value of the products. The time is now at hand 
when either or both of these things can be done 
in most lines. I am not so keen for price reduc- 
tion as I am for improving the product and giv- 
ing better value for the money paid. Giving 
more goods, better goods and improved service 
for a dollar is the way to bring back prosperity.” 


Colonial’s New Price 


List No. 50 


just issued, carries many price changes, 
bringing you the utmost in value. 


Colonial believes that, as a manufac- 
turer, it should give assurance to its 
dealers that the period of maximum 
quality at rock bottom prices has been 
reached. 


Photographs and prices of the spe- 
cial values shown on this page will be 
gladly forwarded, on request. 


COLONIAL CHAIR COMPANY 
1730 to 1758 N. Maplewood Avenue 
CHICAGO 
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ceiving machines located a few yards or hundreds of miles away 

NOISELESS FOLDER COMPANY, Minneapolis, Minn., and New York, 
a. = Noiseless folder with new automatic feed and new Rotafold fold 
ing machines, in both hand and automatic feed were shown Vice-Presi- 
dent I. C. Klepper was in charge assisted by Fred C. Lenke, New York 
manager Also in attendance were C. M. Worthington, New Jersey rep- 
resentative, and Alfred F. Lyons, eastern sales manager 

NORTH-LIGHT CORPORATION, New York, N. Y., showed a full line 
of office daylight portable lamps, semi-direct, overhead units for office 
lighting, also units designed for the art and color trade Especially 
featured is a new opal flashed glass made on the same chemical formula 
as the company’s lenses and adopted by some of the leading X-ray com 
panies as standard for radiographic in interpretation John F. Sublath 
was in charge. 

0. D. PATENTS CORP., New York, N. Y., displayed the Design-Aidor, 
a device made in the shape of a triangle serving the purpose of a divider, 
protractor rule, square, parallel, angles, stencil set and curves James 
Holloway was in charge 

OFFICE APPLIANCE COMPANY, THE, 417 South Dearborn street, Chi 
eago, and New York, N. Y., explained Office Appliances, the news and 
technical trade journal, and its services to readers. In charge of this dis- 
play was C. H. Everly, vice-president and eastern manager, assisted by 
George C. Wheeler Also in attendance was Secretary John A. Gilbert 

OFFICE APPLIANCE & EQUIPMENT COMPANY. (See Error-No, 
Inc.) 

OHMER FARE REGISTER COMPANY, Dayton, Ohio, and New York, 
N. Y Various models of cash registers were shown here, including No 
3000 ; lever model ; press-down, etc Other products of the company, such 
as accounting machines, taximeters, industrial counters, fare registers, 
ticket-printing registers, fare boxes and devices for recording the elements 
of time, mileage and speed in the operation of motor vehicles, were also 
displayed. New York Manager George F. Jacobs was in charge. Also 
in attendance were Vice-President H. B. Ohmer; Col. R. L. Hubler, 
general sales manager; R. M. Ohmer, sales manager for the cash register 
division ; K. Jackson, W. Rubin, Mr. McKenna and J. Stiles 

ORTHWINE MANUFACTURING COMPANY, THE, New York, N. Y 
showed steel and wood furniture; a complete line of filing equipment, 
storage cabinets, etc., made up the steel display, while.commercial grades 
of furniture as well as matched suites constituted the wood furniture ex- 
hibit Display specialties and display items, including new devices for 
building glass divider displays were also featured Leo Zorn, A. J 
Herold and H. R. Brewer were in charge 

PENENE CORPORATION, New York, N. Y., showed for the first time 
Penene, a new quick-drying writing ink President Ralph A. Belmont 
and Treasurer Edward M. Davidson were in charge 

PHILLIPS RIBBON & CARBON COMPANY, INC., Rochester, N. Y., 
and New York, N. Y. A complete line of inked ribbons and coated 
carbon papers of all descriptions were displayed, as well as four or 
five patented specialties which are exclusive in the company’s line 
Featured was the new Lineograph, a device for facilitating the handling 
of carbon sheets and letter heads. Manager J. H. Wilkinson of the New 
York office was in charge Also in attendance was Mr. Phillips of the 
home office 

PLECHNER, M. M. (See Standard Mailing Machines Company.) 

PONTON COMPANY, INC., THE W. S., New York, N. Y. The various 
features of this company’s letter service were explained. These consisted 
of addressing machines in action, a crew of typists addressing advertising 
literature from mailing lists, hand addressers, etc. A portion of the com- 
pilation department served to indicate the manner in which the company’s 
guaranteed mailing lists are prepared 

POSTAGE METER COMPANY, Stamford, Conn., and New York, N. Y 
Here were demonstrated the Pitney-Bowes mailing equipment, including 
metered mail machines, postage meters, mailing equipment, mail tables, 
sealing machines, stamp affixing machines, canceling machines, parcel post 
mailing machines, etc. The exhibit was in charge of salesmen and sales 
executives from factory and local office. 

POSTAL TELEGRAPH-CABLE COMPANY, THE, New York, N.Y. Postal 
Telegraph compact typing telegraph machines were displayed. Two of these 
machines occupying only five square feet of space each, less than half of 
that required by the old equipment, were inter-connected by wire in the 
booth. In the background was a large electrical map of the International 
system Part of the booth was devoted to a display of cable equipment 
furnished by All America Cables, Inc., and Commercial Cable’s affiliated 
company Mackay radio and New York theatre ticket service, recently 
inaugurated, were featured 

POSTINDEX COMPANY, INC., Jamestown, N. Y., and 25 West Forty- 
third street, New York, N. Y Booths 353, 354, 355, 356 Featured for 
the first time was the machine bookkeeping visible equipment designed 
especially for this work. Visible filing devices of four types were shown, 
including Model 1 stacks; Model 5 books, featuring compactness and 
portability ; Model 8 cabinets and Model 3B swinging panels for use in 
cross index, telephone and address records. James A. Croke was in charge 
of this display. Mr. Atwood of Jamestown was also in attendance. 

QUIGLEY FURNITURE COMPANY, Whitesboro, N. Y., and New York, 
N. Y. (See Madden & Prendergast, Inc.) 

QUIK-LOK FILE COMPANY, THE, New York, N. Y. Collapsible stor- 
age files for documents, deposit slips, charge slips, vouchers, orders, 
letters, drafts, checks, etc., were shown S. Scheinman was in charge. 
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The Chippendale 
in solid walnut, 
walnut or maheg- 
any finish. 


Craftsmanship 


Send for our new catalog and price list 


NEWARK CHAIR COMPANY, Inc., “x's 
——— sedan 








} Impressions” and afford: 








CROWN PRODUCTS, for more than a 
quarter century, have been making **Good 


is Exceptional durability. 


2: Excellent opportunity for energetic and 
capable distributors. 


3: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. _ Samples 
and exclusive sales proposition upon 
request. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 
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STANDARD OF THE 
MARKET 


VERTLKLIP card 
holders are practi- 
cal, enduring, and 
attractive. Differ- 
ent sizes — nickel 
plated or mahogany 
finish. Spring clip 
is of clock spring 
steel. 
AILIN- 
ONE pa- 
per clasps 
have three at- 
tractive finishes and 
are made in three sizes. 


git Fricker CORPORATION 
10814 Berea Road, Cleveland,O 












ACTUAL 
SIZE 


Number 15 
Free samples. 








Where space 
is very 
valuable 





it will pay the office 
equipment dealer to 
display these light du- 
rable stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 
request. 





Searles Electric Welding Works 


Manufacturers 





1850 Fulton Street 








Chicago | | 








OFFICE APPLIANCES 


RAND McNALLY COMPANY, Chicago, Ill., and New York, N. Y., ex- 
hibited a complete line of marketing and distribution maps, map system 
cabinets and associated material, a complete line of atlases and globes, 
featuring especially the Commercial Atlas Service, the 1931 edition of 
which will be available about January 15. D. H. Haight, sales manager 
of the map division, was in charge. 

RAPID ADDRESSING MACHINE COMPANY, 
Elliott Addressing Machine Company.) 

RECORDAK CORPORATION, THE, New York, N. Y., demonstrated the 
Recordak, a check-photographing machine, and the many systems which 
have been built up around it, including the Recordak Straightaway system 
of single posting bookkeeping, which provides economies in the operation 
of the bookkeeping department The Recordak transit system was also 
explained. This it is said has been effecting economies in the 
of the various transit departments of banks. A new Recordak 
was shown for the first time. George C. McMahon was in 


New York, N. Y. (See 


operation 
for com- 
mercial use, 
charge of this exhibit. 

RECTIGRAPH COMPANY, Rochester, N. Y., and New York, N. Y. An 
18x24 Rectigraph machine was on display. This is a photographic copying 
machine, making photographic copies directly on sensitized paper at actual, 
enlarged or reduced sizes. A. A. Krieg was in charge 

REINER’S ROTAPRINT, INC., New York, N. Y., showed for the first 
time a combination roll and suction feed Rotaprint complete with auto- 
matic ink fountain and automatic water fountain. It is said that this equip- 
ment can either operate from a continuous roll of paper or flat cut stock. 
The new Sheetfeed Rotaprint Model No. 2, which embodies many mechan- 
ical changes over the old style Sheetfeed Rotaprint, also has an automatic 
ink fountain. This was also displayed for the first time. Vice-President 
G. J. Farmer was in charge, by C. Wetter and R. C. Dix. 
President Harry S. Sanders was also in attendance 

ROYAL TYPEWRITER COMPANY, INC., New York, N. Y., displayed 
the Royal standard typewriter and the Royal portable in all colors includ- 
ing pastel shades of blue, green, flame and orchid and the duotones in 
blue, green, red and olive. Featured also was the new basket shift on 
the wide carriage models. W.C. Lavat and A. J. Newlands were in charge. 

SHAW-WALKER, THE, Muskegon, Mich., and New York, N. Y. Booths 
exhibited a complete line of Skyscraper business furniture, most of which 
was shown for the first time; visible card record equipment; indexing, 
modern bank operating equipment and machine bookkeeping equipment. 
The Skyscraper desk was shown in an array of special color finishes de- 
signed to harmonize with the metal trim in modern office buildings, as 
well as standard wood-grain and olive green finishes This desk was 
shown in models for every office need, all with the new roll-edge working 
top, electrical planning and each one organized to fit the needs of a par- 
ticular type of worker. Tables to match desks were also on display. A 
new line of aluminum chairs was shown for the first time. Modern bank- 
ing equipment including insulated ledger desks, a central information file 
setup, a ‘‘Check-o-Matic’’ unit, etc., were exhibited 

This exhibit was under the supervision of J. J. Burgoine, while Frank 
Glover was in charge of the visible display; R. W. Magill had charge of 
the bank display and L. K. Straus was in charge of the indexing and 
machine bookkeeping display. 

SIMPLEX TIME RECORDER COMPANY, Gardner, Mass., and New York, 
N. Y. Payroll time recorders and cost recorders in various models were 
displayed. E. H. Kelder, R. Mitchell and N. Salomon were in charge. 

SNYDER MULTIFORM CORPORATION, New York, N. Y. Multiform 
apparatus, attached to various makes of typewriters, using a wide range 
of printed forms to illustrate the scope of the device, was demonstrated. 

STANDARD MAILING MACHINES COMPANY, Everett, Mass., and New 
York, N. Y., demonstrated the company’s rotary duplicator ; stamp affixers ; 
copy holders; envelope sealers; postal permit printer and sealer, and the 


assisted 


new junior duplicator. 

This exhibit was in charge of Marcus M. Plechner, New York Sales 
agent. Also in attendance were F. W. Stork, vice-president and general 
manager, and F. W. Vanderhoof, sales manager. 

STANDARD REGISTER COMPANY, Dayton, Ohio, and New York, N. Y. 
Standard autographic Kant Slip registers, flat and roll printing for regis- 
ters and all types of typewriter billing machines; Standard aligner unit 
for Eliott-Fisher billing machines were shown. In addition to desk elec- 
tric registers which can be counter-sunk in tables, desks or counters, the 
company featured the Standard rotary desk electric register. New York 
Manager R. M. Henry was in charge. 

8. T. DEVICE COMPANY, Drexel Hill, Penna., featured the new Esty 
Carrier for portable typewriters, computing, mailing, dictating machines 
and many other auxiliary uses. Carrier is readily adjustable to any desk. 
The exhibit was in charge of S. W. Thatcher, president, and James H. 
Smith, secretary and treasurer. 

STEEL EQUIPMENT CORPORATION, Avenel, N.J., and New York, N.Y. 
The company’s standard line of steel office furniture, including visible 
index and Cello Clip plan filing equipment, was on display. C. W. Danes, 
vice-president in charge of sales, was director of the exhibit, while 
C. A. Hertfelder had charge of the booth 

TABULATING MACHINE COMPANY, THE. 
ness Machines Corporation.) 

THAYER TELKEE CORPORATION 

TICKETOGRAPH COMPANY. (See 
Corporation.) 

TOWNER, J. E., New York, N. Y. 


(See International Busi- 


(See Chairinton Corporation.) 
International Business Machines 


Perfection Dry Tab package sealers 
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. ... as others see us 


This advertisement is No. 3 in a series of testimonials from America’s Leading Dealers 




















To his commendation of 
Columbia cooperation in the 
opposite paragraph, E. 
Clifton Wilson, one of the 
best known dealers in the 
South and President-elect of 
the National Association, 
adds: “You are doing a 
very commendable work 
for the dealers and I am 
certain that they appreciate 
thoroughly the wonderful 
cooperation you are giving 
us. 


“IT want you to know 


we are very appreciative of all 


that you have done for us.’’ 
—E. CLIFTON WILSON, President, WILSON STA- 
TIONERY AND PRINTING CO., HOUSTON, TEX. 








O commendations of Columbia’s Cooperative Sales Plan by 

two former Presidents of the National Association of Stationers 
—A. J. Walker and W. Neil Stewart—can be added the testimony of E. 
Clifton Wilson, President-Elect. 


Coming, as it does, from a leader in his field and supplementing the 
endorsements of his predecessors, Mr. Wilson’s statement stresses 
the effectiveness and helpfulness of Columbia’s dealer cooperation. 


There is a difference in typewriter ribbons and carbon papers—a 
difference this unique sales plan capitalizes to its most profitable 


extent. " 

What this plan has done for others 

it can do for you. Write to Colum- : 

bia—now—and learn how. ° 
TYPEWRITER RIBBONS 


AND CARBON PAPERS 


COLUMBIA RIBBON & CARBON MFG. CO., Inc. Main Office and Factory: Glen Cove, Long Island, N.Y. 


Branches and Agencies in all Principal Cities of the United States; also Toronto, London, Mexico City, Madrid, Milan 








THERE ca A DIFFERENCE IN TYPEWRITER RIBBONS and CARBON PAPERS! 
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WINNER! 


Sa, 








The new I The Daddy 
of them 


model No. 9 all— 


FASTENER 


REGISTERED U. S. PAT. OFF 




















250 staples 
in one loading 





Temporary & Permanent %) 
Fastening 








Alse Serves 
As Tacker 


Here's the newest and largest capacity desk stapling machine on the 
market. It has all the useful features that has made the SPEED FAS- 
TENER a favorite among stapling machine users. 250 point sharpened 
frozen staples with one loading. Temporary, permanent fastening. A slight 
adjustment and it serves for a tacker. The side indicator and the sliding 
stop gauge assure a uniform and accurate stapling up to 6 inches in depth. 
Rubber feet prevent the machine from scratching desk or table. The new 


Model 9 is the Daddy of all staplers. 


There is a Speed Fastener for every stapling job. The Babe—in 
five colors is the smallest stapling device on the market. $3.00 retail. 
Babe $3.00 Model No. 5 the most convenient stapling machine made. A push 
$3.50 west of or pull of the finger grip gives either temporary or permanent fas- 
tening—binds 50 sheets of 16 Ib. paper or equivalent up to 3” from 
the edge. $5.00 retail. Model No. 13 the only desk type, popular 
priced stapling machine which takes a half-inch staple, binds 120 
sheets of 16 Ib. paper or equivalent up to 314” from the edge. 
Either 14" or 14” Speed Fastener Staples can be used. $6.50 retail. 
Model No. 100, the 3-in-1 stapler. Removable head permits stapling 
in two positions and it can be used as a tacker. Other Speed Fas- 
tener models for every requirement. 












Model No. i 










Get the new display featuring this 
new number. Now is the time to act. 


PARROT 
SPEED FASTENER CORP. 


388 BROADWAY NEW YORK 





$10.00 $12.00 
Models No. 2 and No. 213 
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were displayed, also the Link and Packer gummed tape se alers J. E 


Towner was in charge 
UTILATREE PRODUCTS, INC., New York, N. Y., demonstrated the 
walnut, olive green, mahogany and ivory 


Utilatree folding costumer i 
john RK. Reynolds was in charge, with Miss Mabel Leather acting as 
hostess 

VARITYPER INCORPORATED, New York, N. Y., explained the Varityper 
idea, and displayed the new Model A Varityper in nine, sixteen, twenty 
and twenty-four inch carriage lengths W. E. Pierce, sales manager, 
was in charge 

VEEDER-ROOT, INC., Hartford, Conn., and New York, N. Y., showed 
keystroke counters for typewriting and billing machines. D. J. Post, Jr., | 
were H. N 
the 


assistant sales manager, was in charge Also in attendance 
Bliss from the home office, and J. T. Quinlan and D. J. Ogilvie of 
New York office 

VICTOR ADDING MACHINE COMPANY, Chicago, Ill., and New York, 
N. Y. In addition to the standard line of six, eight and ten bank adding 
machines with or without direct subtraction and the retail store model in 
two capacities of $99.99 and $9,999.99 the company showed for the first 
time the twelve following machines: %th fraction, ‘eth fraction, 
% fraction, 4th fraction as applicable to the leather industry, machine 
designed especially for handling tons and pounds and hundredweight, hours 
and minutes, hours and minutes divided into five minute periods, feet and 
inches machine combined with 4th fraction Especially featured was a 
new statement machine with a new 13-inch tabulating wide carriage 
attachment permitting the listing on statements and wide forms of months, 
dates, debit, credit and balance symbols. The credit items automatically 
printed in red A novel way of displaying the new rust proof cadmium 
plated parts of the product was introduced The works of one of the 
subtractor models was shown in a tank of water with gold fish swimming 
around. Sales Promotion Manager W. F. Scranton, of Chicago, was in 
charge 

VISIBLE RECORDS EQUIPMENT COMPANY, Chicago, Ill., and New 
York, N. Y Flex-Site visible equipment in different sizes and materials, 
with all kinds of bindings, including fabrikoid covers with non-rust steel 
rims, were shown, as were also embossed index sheets, said to insure a flat 
writing surface, which were displayed for the first time. Two new devices 
for holding visible equipment include an enclosed posting or reference 
cabinet in which the units are used in a steel cabinet, and a rocker type 
multiple unit on a metal posting table in which from two to five units 
with stiff covers can be carried in a convenient position for quick posting 
and reference R. W. Brown, New York manager, was in charge Also 
in attendance was C. H. Law, sales manager, from the home office. 

VICTOR TALKING MACHINE DIVISION, RADIO-VICTOR CORPORA- 
TION OF AMERICA, Camden, N. J., showed the Micro-Synchronous Victor 
Radio with Electrola in the endeavor to popularize music in industrial 
establishments as an aid to efficiency 

VIVID INCORPORATED, Chicago, Ill., and New York, N. Y. Two sizes 
of the regular Vivid duplicator which has a built-in roll conveyor, designed 
for companies who use a large battery of gelatin rolls daily, were on dis- 
play The company is introducing and showing for the first time two 
models of a new line of gelatin duplicators. These are similar in many 
ways to the present type machine, but do not have a roll conveyor 
The gelatin rolls are separate units and the machine is designed for those 
companies who need but a few rolls daily. New York Manager Charles 
R. Watkins was in charge, assisted by C M. Jaffer, W. Millmore and 
F. D. Pratt. Also present was E. E. McNally of the home office. 

WATERMAN COMPANY, L. E., New York, N. Y. Fountain pens, pen 
cils, desk sets and desk lamps, writing inks, check signers and the 
Signagraph Junior were shown W. O. Husten was in charge of this 
display 

WEIG SALES COMPANY, New York, N. Y. All models of F & E 
Lightning checkwriters and coin changers were shown 

WESTERN UNION TELEGRAPH COMPANY, INC., New York, N. Y., 
demonstrated the Simplex printer telegraph apparatus, and the sending and 
reception of cable messages. Stock and commercial news tickers were in 
full operation The stock ticker is said to be the latest high speed 
machine Self-winding clocks were also shown. 

YAWMAN AND ERBE MANUFACTURING COMPANY, Rochester, N. Y., 
and New York, N. Y Several new lines were shown, including steel desks 
in colors, visible index equipment; mechanical posting tray equipment; 
bank systems and equipment; a new feature, known as ‘‘Indexing Row’’ 
in which are exhibited many types of indexing for correspondence, alpha- 
betical, geographical, numerical, subject, etc. Other features include a 
new expanding index; an index for the use of architects in filing data, 
approved by the National Association of Architects, and a new index 
for electragists, also approved by the National Association of Electragists. 
R. A. Furlong, manager of the visible index division, and W. M. St. John 
were in charge 

WHITLOCK METERED MAIL COMPANY, LTD., Los Angeles, Calif., 
and New York, N. Y Metered mail machines of all types were demon- 
strated, as were also parcel post machines. New York Sales Manager 
Petersen and W. R. Lord, sales manager, were in charge 

——_. 
Business Show Guest Book 

Albert B. Abrams, Modern Stationer, New York; E. Allcock, Lynd- | 
hurst, N. 5.3; C H. Ames, U. S. Typewriter Parts & Supplies Co., New | 
York, N. Y.; Mrs. C. H. Ames, Brooklyn, N. Y.; W. Andersen, J. E. 
Albright & Company, New York; W. T. Anderson, Geiger Bros., Newark, 
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EVERKLEEN vevuxe PADS 
WITH EMBOSSED PANELS 


The outstanding beauty of the ornate embossed panels and the 
rich and luxurious appearance of the new Everkleen De Luxe 
Desk Pads is only obtained through the use of the highest grade 


of materials in the hands of master craftsmen. 


Made of ‘i4 Everkleen battleship linoleum, in green or brown, 
with genuine Spanish, Colonial or veal-skin finished leather, 
this new number will harmonize with and enhance the appear- 
ance of the fittings in any rich and refined office installation. 


This pad is but one of a complete line of modern desk pads, 
linoleum desk tops, chair mats, leather covered gold tooled desk 
sets, secretary pen and pencil combinations. They are stain 
proof and easily cleaned with a damp cloth. 


Write today for our catalog and prices. 


EDGEWATER MFG. COMPANY 


87 WALKER STREET NEW YORK, N. Y. 











\/ HAT is the big reason why all 
business houses and offices (except a 
about 4%) have standardized on Vul-Cot? 


It isn’t just one reason. It is 9 to Fo 
99 reasons. The weighing of ALL con- e . 
siderations, as modern managers and pur- Stang n 


chasing men now do. 


Each finds that Vul-Cot is the one 
right thing. And not by any narrow mar- 
gin, either. It isn’t possible that all these 
keen managers could be convinced by any 
light advantage of hazy “guess-so.” Not 
they. 

They found something. It was 
real; and positive. What they found was 
important—big enough to turn the scales. 
Too big to pass up. 

There is a lot more to this matter 
of right disposal of waste, and right equip- 
ment for it, than you think. It does affect 
profit, and business, and the quality and 
quantity of work an office does; and other 
things besides. 

Look into it; the whole of it. Trace 
its effects; analyze it. Think it through. 





Every real Vul-Cot is permanently —— 


name-marked. Look for it. At Stationers. 
Colors and wood-effects to harmonize with your office. Made by 





NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware 


Pacific Coast Representatives 


N. L. & K. W. Zeagler, 408 South Spring St., Los Angeles, Calif. 














The Foremost 


Steel 
Costumer 


All hollow metal 
Balanced Construction 
Won’t Tip Over 
Rigid Locked Base 
Solid Bronze Hooks 
Lasting Finishes in Color 
Write for color repro- 
ductions and prices 
The SANY METAL PRODUCTS CO. 
1695 Urbana Road, 


cosTUM ER. 
















Cleveland, 0. 












SWIVEL TO MATCH 
-6CE 


CROCKER CHAIR COMPANY 
SHEBOYGAN, WISCONSIN 





OAKLAND | | 


y | 
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N. J.; LaMott Atwood, Equipment & Supply Company, Inc., New York, 
N 


A. V. R. Barnwall, National Busine ss Show Company, New va, N. ¥.; 
F. H. Bartemex, Pitts burgh, Penna. ; R. H. Baxter, New York ; D. Bills, 
Barr-Morse Corp., New York, N. Y "2 ¢ H. Blad, Suffern, N Y ; Merrill 
Blanck, New York, N. Y.; Albert P. Brasson, Postindex Company, Inc., 
Worcester, Mass.; Elimar Breuer, Breuer’s Rotafix, New York, N. Y.; 
H. R. Brewer, R. Orthwine, New York, N. Y.; Dwight N. Briggs, J. 8. 
Staedtler, Inc., New York, N. Y.; A B Brightman, Barr-Morse Corpo- 
ration, Ithaca, New York; B. L. Brown, New York, N. Y.; Harold McD. 
Brown, New York, N. Y.; I. S. Brown, New York, N. Y.; R. W. Brown, 
Visible Records Equipment Company, New York ; F. A. Burnham, Jr., 
Eveready Mfg. Co. of Boston, New York, N. Y.; Ethel Bushnell, Merion, 
Penna. ; Nelson Bushnell, Alvah Bushnell Company, Philadelphia, Penna. 

D. C. Cahalane, Hoge Mfg. Co., New York, N. Y.; Gordon Cameron, 
Stationers & Publishers Board of Trade, New York; Andrew Cerruti, 
Underwood Typewriter Co., New York, N. Y.; S. W. Church, Wagemaker 
Company, Detroit, Mich.; Benjamin Cohn, J. E. Albright & Company, 
New York; L. B. Cook, Acme Staple Company, Camden, N ; ve. me 
Coolidge, Thomas A Edison, Inc., East Orange, N. J.; E. C. Cudner, 
Varityper, Inc., New York, Y 

W. O. Davis, Remington Rand Business Service, Inc., New York, N. Y.; 
Charles H. Dill, East Orange, N. J.; A. L. Dixon, Peerless Key Company, 
New York, N. Y.; David W. Duffield, Yawman and Erbe Mfg. Co., 
Rochester, N. Y.; Estelle M. DuLac, Whitlock’s Bookstore, Inc., New 
Haven, Conn.; R. Durham, Electromatic Typewriters, Inc., New York. 

H. B. Elmer, Eberhard Faber Pencil Company, New York; N. Ericson, 
Remington Rand Business Service, Inc., New York, N. Y. 

Eberhard Faber, New York, N. Y.; R. M. Farmer, Monroe Calculating 
— hine Co., New York, N. Y ; B. Ferrar, Universal Slip-Sheeter, New 
York, N. Y¥.; L. Ferraro, Remington Rand Business Service, Inc., New 
York, N. Y.; William Franz, Royal Typewriter Company, New York, N. Y.; 
H. E. Frost, Speed Key Mfg. Co., Brooklyn, N. Y. 

David Gabe, New York; C. O ‘Gardner, Singer Sewing Machine Com- 
pany, East Orange, N I; D. Garfinkel, Berlin, Germany ; wo w. 
Gaskill, Underwood Typewriter Company, New York; Albert L. Gibbons, 
New York, N. Y.; Andrew Gibbons, A ag ef Newark, N. J.; 
R. B. Ginglande, Esterbrook Pen Company, New York, Y.; A. A. Gold- 
stein, C. E. Sheppard Company, New York, N. Y.; C mn Goodrich, Beck 
Duplicator Company, New York, N. Y.; W. R. Greenwood, Postage Meter 
Company, Stamford, Conn. 

E. G. Harrington, New York, N. Y.; Julius Hayman, Narcus Bros., 
Worcester, Mass.; E. B. Healy, Santa Fe Book & Stationery Company, 
Santa Fe, N. Mex.; P. R. Heaton, Pawtucket, R. I. ; George V. Heitmarck, 
Gestetner Corporation, New York; William Hoge, The General Fireproofing 
Company, Youngstown, Ohio. ; A. B. Holmes, Columbia Ribbon & Carbon 
Mfg. Co., Glen Cove, N 

D. L. Irvin, New York, N. Y. 

H. R. Jacobsen, New York, N. Y.; James T. Jemison, Stamford, Conn. ; 
Benjamin Josephson, Josephson Manufacturing Company, New York. 

M. Martin Kallman, New York, N. Y.; E. J. Kastner, L. E. Waterman 
Company, New York, N. Y.; R. P. Kennard, New York, N. Y.; O. Kretch- 
mar, Peerless Key Company, New York, N. Y.; ; Gilbert Kraubalkian, Crown 
Ribbon & Carbon Mfg. Co., Rochester, N. Y. 

George D. Lane, Felt & Tarrant Mfg. Company, Washington, D. C.; 
W. J. Langh, Eberhard Faber Pencil Company, New York; Alfred Larson, 
Arcade Typewriter Company, New York, N. Y.; C. H. Law, Visible 
Records Equipment Company, Chicago; Adams Lessack, Philadelphia ; 
I. M. Levy, Art Steel Company, New York, N. Y.; Charles W. Lipman, 
George B. Graff Company, New York, N. Y.; R. J. Ludlow, The Bircher 
Company, Inc., New York, N. Y.; Conrad Luttrop, Orange, N. J.; A. F. 
Lyons, Noiseless Folder Company, Boston, Mass. 

R. B. Macke, Rochester, N. Y.; P. F. Mayer, Ames Supply Company, 
New York; W. A. Metzger, Royal Typewriter Company, Inc., New York; 
John F. Molloy, Meriden, Conn. ; R. S. Moore, Columbia Ribbon & Carbon 
Company, Glen Cove, N. Y.; J. S. Morse, Morse Typewriter Company, 
New York, N. Y.; R. W. Mueller, Jr., Esterbrook Pen Company, New 
York, N. Y.; Ira H. Myers, Remington Rand Business Service, Inc., 
New York. 

J. A. Neahr, New York, N. Y.; E. Newton, American Writing Machine 
Company, New York; Peter Nicholson, Boston, Mass. ; George A. Nitschke, 
Automatic Pencil Sharpener Company, New York; E. C. Norrington, 
Postindex Company, New York, N. Y.; Arthur E. Noske, Prague, Cesko- 
slovenska. 

G. 8. Odell, Remington Rand Business Service, Inc., New York, N. Y.; 
R. L. Olsen, Remington Rand Business Service, Inc., New York, N. Y. 

D. R. Parker, Alma Furniture Company, High Point, N. C.; W. T. 
Powell, Myrtle Desk Company, High Point, N. C. 

R. U. Reed, The Bircher Company, Inc., Rochester, N. Y.; H. L. Riley, 
The General Fireproofing Company, Youngstown, Ohio; Frank J. Roderick, 
Barrett Adding Machine Division Lanston Monotype Co., Philadelphia, 
Penna. ; B. H. Roth, New York; G. Ruck, Columbia Steel Equipment Com- 
pany, Philadelphia, Penna.; G. C. Ruys, Ruys’ Handelsvereeniging, The 
Hague, Holland 

Robert B. Sainberg, Sainberg & Company, New York, N. Y.; A. W. 
Schlecht, Cleveland, Ohio; Philip E. Scott, Esterbrook Pen Company, 
Camden, N. J.; S. W. Sells, New York City; J. J. Shalvoy, Silverglo 
Lamps, Inc., Baltimore, Md.; V. R. Shattuck, Pittsburgh, Penna.; A. C. 
Shearman, Wilson-Jones Company, New York; J. J. Sheehan, Office 
Appliance Company, Providence, R. I.; T. R. Sills, Automatic File & 
Index Company, Chicago ; H. C. Smith, Typewriter Rental and Sales 
Bureau, New York, N. Y.; H. D. Snyder, American Clip Company, New 
York, N. Y.; 8S. Ralph Steinbe rg, Monarch Studios, New York, N. Y.; 
M. L. Stith, (formerly Burroughs) Del Rio, Tex 

James F. Tate, New York, N. Y.; W. H. Taylor, Royal Typewriter 
Company, New York; J. R. Teeter, Wholesale Typewriter Company, New 
York, N. Y.; Tim Thrift, American Sales Book Company, Elmira, N. Y. 
Cc. G. Tollefsen, Sengbusch Company, New York, N. Y.; H. A True, 
Springfield Typewriter Exchange, Springfield, Mass. ; Clarence D. Trussell, 
Trussell Manufacturing Company, Poughkeepsie, N. Y. ; Wardell F. Tupper, 
Upper Montclair, N. J.; William A. Tupper, Montclair, N. J. 

Cc. R. Underwood, American Writing Machine Company, New York. 

J. Milton Van Alst, Eberhard Faber Pencil Company, New York. 

Chester F. Wagner, American Clip Company, New York, N. Y.; H. 8. 
Walcott, The Walcott-Taylor Company, Inc., New York; C. B. Webb, D. L. 
Irvin Company, New York, N. Y.; M. Weingarten, New York, N. Y.; 
W. A. Wheeler, Elliott Addressing Machine Company, Baltimore; W. J 
White, Stevenson & Marsters, Brooklyn, N. Y.; G. 8S. Wilcox, Manifold 
Supplies Co., Brooklyn, N. Y.; L. S. Wilson, Remington Rand Business 
Service, Inc., New York, N. Y.; William Burton Wilson, New York; 
Robert N. Wood, Esterbrook Pen Company, Camden, N. J 

G. F. Yancey, Phillips Ribbon & Carbon Company, Rochester, N. Y. 
F. G. Zuber, Columbia Steel Equipment Company, Philadelphia, Penna. 
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Nowhere Else! 


There are TWO especially interesting lines, available 

through Shaw-Walker, which you can get nowhere 

else. Both are profitemakers; both distinguish you 
from the ordinary office equipment retailer. 


1. 


The new Skyscraper Desk is so entirely new that 
your customers will nearly always prefer it against any 
wood desk or ordinary steel desk. It is a steel-founda- 
tion, organized desk with a roll-edge top. A trial order 
will convince you that it sells! 











The Fire-File is the only safe-insulated filing cabinet available 
to the retail trade. It is a super-file, with all insert combinations, 
insulated exactly like the famous Shaw-Walker line of Executive 


Safes. 








Surely it is worth your while to investigate these 
two money-making lines, which you can get nowhere 
else in the industry. Write us, or send the coupon. 
We nill send you a complete explanation of the 
Shaw-Walker franchise,—how you can make money 
selling Shaw-Walker to the business public of your | 


GHAW-WALKER 


TO SHAW-WALKER COMPANY, 
Muskegon, Mich. 

Please send me complete information on the Shaw-Walker franchise, with no 
obligation to me. 
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LOOK FOR THE GILT TIP WITH THE 
LAVENDER BAND’ 


uals 


‘roundey 


There must be a reason why many of the 
[elgel-timeaclsle-lei BixeluRaolel tm oReolelimileh7- 
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office pencil... ls Semi 





Hex working for you? 
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GENERAL PENCIL COMPANY 
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SEMI-HI 


en y Wee) mere 4 a kegs! 
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Hall-Welter Chicago Office on the Job 
Although it has been in existence for only a little over a 
month, the Chicago office of the Hall-Welter Company, 
of Miss Belle Batkin, established a 
Such 


under the managership 
record sales volume that exceeded all expectations. 











MISS BELLE BATKIN 


a fine start during a period of business depression argues 
well for the future. 

On October 20 the Hall-Welter sales organization started 
a contest known as the Christmas Cash Bonus Contest. 
December 20 is the date set for the end of the contest, 
allowing the winners to receive their prizes in time to do 
their Christmas shopping. We have no doubt that some 
of the prize money will be spent in Chicago. 


2 
“G-F” on Production Basis with Chairs 
The General Fireproofing Company, Youngstown, Ohio, 
is on a production basis in the manufacture of its new line 
of aluminum chairs; one of two plants in the United 
States engaged in that line. A unit of the works at Youngs- 
was equipped especially for the manufacture of 
The personnel employed was increased 


town 
aluminum chairs. 
by 300 to carry on this work. 








WEDDING S 


Stevens-Morton 
Miss Gertrude Stevens, daughter of Mr. and Mrs. 
Charles A. Stevens, Chicago, was married October 14 to 
the Rev. Hugh Morton. The ceremony was performed 
at Burlington, Vt., by the Bishop of Vermont. The Rev. 
Morton is pastor of the church at Swanton, Vt., and re- 
Miss Stevens is a graduate of the University 





sides there. 
of Wisconsin. 

Mr. and Mrs. Charles Stevens, with their daughter, mo- 
tored to Burlington. After establishing their daughter in 
her new home Mr. and Mrs. Stevens made a motor trip 
into Canada. They spent twelve days on the round trip 
from Chicago, and traveled 2,500 miles. 


nica 
Anderson-Stephens 

John L. Stephens, advertising manager of the Shaw- 
Walker Company, Muskegon, Mich., and Viola F. Ander- 
son, daughter of Mr. and Mrs. G. L. Anderson, Hartford, 
Conn., were married at the First Congregational Church 
of Muskegon August 25, 1930. Mr. and Mrs. Stephens 
spent their honeymoon at Toronto, Montreal and Hart- 
ford and are now at home at the Hamilton Apartments, 
Muskegon. 


enecsiiialilnamiaas 
Hause- Johnson 

Miss Margie Stokes Hause, Oak Park, IIl., was married 

some weeks ago to Frank W. Johnson, of Chicago. Mr. 

Johnson conducts the Office Equipment Service Company 

at 1239 South Michigan avenue. He has been engaged in 
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SANITARY 


PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
artitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 








PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 




















No. 260F 


WESTERN recommends what 
DEALERS recommended __ | 


The success of the new Western Desks becomes 
assured as the year passes on, even in spite of gen- 
eral conditions. We are moved to invite dealers 
who have not heretofore handled this line, to repeat 
for themselves the accomplishment of those dealers 
whose recommendations caused the production 
of the new line and whose selling afterward resulted 
in so satisfactory a volume. 


The Western policy is a co-operative one. Deal- 
ers’ problems are of first importance and Western 
support is pledged to make the product better and 
more salable. We solicit your inquiry. 








WESTERN FURNITURE CO. 
BLAIR AVE. AND PALM ST. ST. LOUIS, MO. 
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Gunn 


Early Colonial 
in Genuine Walnut 


CHARACTER 
STYLE 
REAL DESK COMFORT 


Wood or Lino Tops 


THE GUNN FURNITURE CO. 


Grand Rapids Michigan 
Catalog on Request 














TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 





EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely built of steel, with a brass beam and poise 
Each half ounce is clearly cut in beam with deep “V" shape 
notch—attaining easy and accurate weight. 

Price moderate for FAST SELLING. Write your Jobber for 
Triner No. 9 Air Mail Scale 


TRINER SCALE & MEG. CO. 


2714 W. 21st Street Chicago, III. 








We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 

















OFFICE APPLIANCES 


the commercial furniture business a number of years at 


Chicago and on the Pacific coast. 


—————_>——_ — 
Brophy-Bone 
Miss Masie Brophy was married a short time ago to “Si” 
Bone, Chicago. Mr. Bone has been engaged in the office 
equipment field at Chicago about ten years, with the Wales 
Adding Machine Company, and later with the Chicago 
branch of the Yawman and Erbe Manufacturing Company. 


ommnttiaainnass 
New Orleans Stationer Weds 
Henri Petetin of Henri Petetin, Inc., was married on 
September 27. Mr. and Mrs. Petetin spent their honey- 
moon in New York City. 


a 
New Styles of Erado Packages for Germany 
John D. Cardinell, president of the Ink-Out Manufactur- 
ing Company of Montclair, N. J., whose visit to Europe 
was noted in a previous issue, is said to be accomplishing 
some definite and excellent results abroad. The company 
recently forwarded five pictures of new style packages 
gotten out for the German market. These packages are 
colorful and beautifully lettered. We present herewith 





— ~eeen _ — — 


NEW INK-OUT PACKAGES FOR DISTRIBUTION IN GERMANY 


three of the photos, which give a good idea of the styles 
adopted. The pictures represent the two-bottle eradicator 
sets as well as the single fluid. The Eradovial (pocket 
eradicator) is also represented among the new packages, 

The company states that large shipments of bulk ma- 
terial are going forward from the factory almost every 
week, the agencies which Mr. Cardinell is establishing in 
Europe, taking care of the packaging and distribution. 

cciaieidlliaiiasiaen 

Superior Office Specialty Expands Sales Staff 

The sales staff of the Superior Office Specialty Com- 
pany, 544 West Lake street, Chicago, Ill., was recently 
augmented by R. H. Lloyd of Dallas, Tex., who is now 
covering the states of Texas, Louisiana, Oklahoma, and 
Arkansas for the company. Charles E. Davis of Portland, 
Ore., also became a member of the company’s sales staff 
recently, covering the Pacific Coast states. Both men are 
well known in their respective territories where they have 
made fine sales records. Mr. Lloyd is back on the job 
again after a temporary absence due to illness. 

ae eae 
Individualized Lines for Stationers 

According to The South African Stationery Trades 
Journal a plan is afoot to regain control of stationery sales 
by the Transvaal Stationers’ Association. The stationers 
of South Africa have to contend with stocks carried by 
bazars, often of inferior quality, and sold at low prices. 
The association has sent a letter to manufacturers propos- 
ing new and better quality lines for sale exclusively 
through the retail stationers. Certain lines are to be sold 
with a distinctive brand or name, and the stationers are 
to be under obligation to push the sale of these goods to 


the exclusion of other lines. 
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Here’s the Most 


COMPLETE 
Line of Durable 


Filing Supplies s 
A Range of Style and Price that 

enables you to sell every prospect | 
at a worth while profit. 

From a one-piece file pocket for 


transfer or temporary use—to a 


five-piece cloth gusset file pocket Five-Piece Expanding Vertical File 
Expanding Vertical File Folder P 8 pm Pocket With Cloth Gussets 

for extra heavy duty—the 

FiberstoK line gives your cus- 


tomers the kind of service that 
keeps them your customers. 





Write today for details and prices. 
Feature the complete line backed by 


dealer sales assistance. 


NATIONAL FIBERSTOK 
ENVELOPE CO. 
General Offices and Factory 
427-447 Moyer St., Philadelphia, Pa. 


Chicago Warehouse: New York Office: 
54 West Lake St. 150 Nassau St. One-Piece payentins Vertical 
File 


ket 
Five-Piece Expanding Vertical File Pocket 
With FiberstoK Gussets BeFstak) 
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| No dealer will ever again rebuild 
his own typewriters once he has 
tried and sold the 


| Improved Mastergrade 


UNDERWOOD 


Used typewriters, adding, bookkeeping and calculating machines—all makes— 
unlimited supply—prompt service—finest quality—Delivery 
from Depots all over the U. S. 


THE WHOLESALE TYPEWRITER COMPANY 
AUTHORIZED REBUILDERS OF THE UNDERWOOD 


Factory and General Offices:—155 SIXTH AVE., NEW YORK, N. Y. 
Direct Branch for Pacific Coast Distribution:—528 MARKET ST., SAN FRANCISCO, CALIF, 
Cable:—‘“‘Saletype”’ 








GO. —~ D 
= 
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TIP-TOP 
MANUFACTURING 
CO., Ine. 


Paper Clips 
Fasteners 
Best on the Market 


Representation 
East of Denver 


GATCH BRUSH 
AND 
WIRE GOODS 


CO. 


Original Bar Bee 
Wire Letter 
Trays 
Waste Baskets 
Mail Baskets 
Ticker Baskets 


Representation 


East of Denver 


KING 
FILING SUPPLIES 
CORP. 


Folders 
Guides 
Index Cards 
Scratch Pads 
Legal Ruled Pads 
Red Fiber Folders 


Prong Binder Folders 





MFG. & SALES 
CORPORATION 


Up to Date Calendars 
Eyeleters, Eyelets 
Ticket Punches, 

Protractors, 

Compasses 
Clip Boards, Staples 

Ticket Hooks, 

Moisteners 

Paste & Typewriter 
Brushes, Shears, 

Thumb Tacks, Ete. 


ALL 


These Lines 


Represented by 


R. H. Baxter 
Sales 
Corporation 


52 FRANKLIN ST. 
N. Y. CITY 


For All of 
United States 
Except Where 

Specified 





CROW NOLO 
MFG. CO. 


Telephone 
Indexes 
Crownolo Fasteners 
Index Strips 
Reinforcements 
A Line That Will Pay 


Every Dealer to Handle 


A PERFECT LINE 


READY 
REFERENCE 
PUB. CO. 


Calendars 
Diaries 
Year Books 
Bridge Books 
A Line Every 
Stationer 


Should Carry 


CANISTEO 
RULER 
MFG. 
CO. 
Yard Sticks 
Rulers 
**Redi-Rede”’ 


**Kanisteo”’ 


**Boxwoodene” 


Representation 


East of Denver 


ATLAS 
EXPANDING 
ENVELOPE AND 
NOVELTY 
CO. 

RED ROPE 


EXPANDING ENVELOPES 
BOOK COVERS 
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Abyssinian Emperor Receives Typewriter Gift 

The coronation of Emperor Haile Selassi (Ras Tafari) 
at Abbis Ababa, Abyssinia, November 2, will be marked by 
gifts from various governments. 

The official gift from the United States will be an auto- 
graphed portrait of President Hoover, in a costly frame. 
Unofficially the potentate will receive, through the anon- 
ymous generosity of a private American citizen, material 
gifts, including a typewriter, a radio set, a refrigerator, 
three motion picture films and 500 rose bushes 

The typewriter was built especially for the coronation, 
finished in red. It was impossible to modify the keyboard 
and type basket to render the Amharic language, as that 
requires 240 characters. To give the typewriter permanent 
identity, the coat of arms of the new emperor is displayed 
on the machine. 

— 


Joins Globe-Wernicke Contract Division 


John F. 
Globe-Wernicke 
Contract 


Callanan, architect, has entered the service of 
actively 


The 


engaged in 


Company and will be 


their Division in the capacity of 








| Ra — 


JOHN F. CALLANAN 


He will also render field services where archi- 
Mr. Callanan is a native 


consultant. 
tectural experience is required. 
of Boston, but Cincinnati 
in the architectural field in New Orleans, La. 
a 
Ramsay Staff Man Back from Europe 

Ralph Fuller, of The Robert Ramsay Organization, Inc., 
19-25 West Forty-fourth street, New York, N. Y., is back 
five months 


comes to after several years 


at his drawing board after spending about 
abroad. He is associate on art and visualization with the 
Ramsay staff, and concentrated his art studies on France 
and Spain on this tour. Mr. Fuller returned to the United 
States as a fellow passenger with Sydney Franklin, the 
American bullfighter. He artist in 
Mexico formerly; so far there are no indications that Mr. 


was an advertising 
Fuller plans to emulate his ex-colleague. 
a a 
Rowley Now Chicago Manager for Automatic 
F. & I. Co. 

J. L. Rowley has become Chicago manager of the Auto- 
matic File & Index Company. 

Mr. has had a long experience in 
equipment industry. 
Bureau organization for the major portion of his career. 
He was on the staff of the Shaw-Walker Company for 
approximately four years just prior to the new connection 
formed with Automatic File & Index Company. Office 
Appliances wishes him much success in his new work. 


the office 


He was a member of the Library 


Rowley 
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“Pelouze” Postal Scales 


HEY tell automatically the exact amount 

of postage, in cents, required on all mail 
matter, including parcel post rates by zones. 
Warranted accurate. Beautifully finished in 
French gray or gold bronze enamel. 


Made in Several Styles 


Intended for 
individual 
desk, library, 
office or ship- 
ping room. 
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New “Standard” 


Dealers Supplied by 
Leading Jobbers 
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ASK FOR 
PELOUZE SCALES 


fax /ax vay 
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fax itvax 








National 


Pelouze Manufacturing Co. 
232-242 East Ohio Street, Chicago, Ill. 


Original Manufacturers Reliable Automatic Postal Sales 


“The Best Scales to Use Are Made by Pelouze”’ 
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ENVELOPE 
SEALER 


Retail in The 


PRICE $12. United States 


*“*“SAVES TIME WHEN MOST NEEDED” 


THE DANDY SEALER is a practical, efficient and 
economical machine which business houses, public 
offices, colleges, labor unions, fraternal organizations, 
letter shops and similar organizations buy readily 
when brought to their attention. 


We co-operate by furnishing free, attractive circulars 
and order blanks Which help to get the business. 


Liberal proposition to established dealers. 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 
(Sole Selling Agents Dandy Sealer Corp.) 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12% inch blade. 
No. 2. 81% inch blade. No. 5. 15 inch blade. 
No. 3. 10) inch blade. No. 5'4. 18 inch blade. 


24 inch blade. 


No. 6. 








Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 

















TAB-EDGE 


The Carbon Paper That 
Sells Itself 


The greatest innovation in the use of 
carbon since the Visible Typewriter. 


Every stenographer who appreciates efficiency 
age and desires this new Patented Carbon 
aper. 


Have you seen it? 


HAVE YOU TRIED IT? 


Send for samples and prices 


He who handles Philco Products builds 


for the future. 


PHILLIPS RIBBON 
& CARBON CO., Inc. 


Rochester, N.Y. 


61 Halstead St., 
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Schaefer of Flint Takes New Store 

Harold K. Schaefer, office equipment engineer, Flint, 
Mich., has recently moved to a new, larger and better store. 
The new address is 521 Harrison street. 

Mr. Schaefer is bringing his catalogue file up to date 
and would like to receive catalogues and price lists from 
any firms who may be interested. 

a 
New York Traveler in Dominican Storm 

Andrew Cuetara was in Santo Domingo during the Sep- 
tember hurricane. He escaped with his life, and some of 
his clothing. Mr. Cuetara is representative of the Frank 
A. Weeks Company in the West Indies. 
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DISPLAY OF DO/MORE CHAIRS AT THE NATIONAL INDE- 
PENDENT TELEPHONE ASSOCIATION CONVENTION HELD IN 
THE STEVENS HOTEL, CHICAGO, OCTOBER 14 TO 17, 1930 











Final Returns in Royal Sales Contest 

During the summer the Royal Typewriter Company con- 
ducted a sales contest among distributors of the Royal 
portable typewriter. The contest closed at the end of 
August and special efforts put forth during that month by 
a number of dealers made a number of changes in what had 
been the relative standings of the contestants up to the be- 
ginning of August. Below is the final list of winners and 
the cash prizes which they have received: 


1. E. A. Raphael Company, Boston, Mass........... $500 
2. District Typewriter Exchange, Washington, D. C. 350 
3. Morse Typewriter Company, New York, N. Y..... 250 
4. Taylor’s Inc., Grand Rapids, Mich............... 200 
5. J. E. Albright & Company, New York, N. Y...... 150 
6. Fort Pitt Typewriter Co., Pittsburgh, Pa......... 125 
7. Fletcher Typewriter Co., St. Louis, Mo........... 100 

8. Geo. N. Hammond Typewriter Co., Sacramento, 
RU cikthiiukdhunedan ae 6 ohn chaakes beedaivden > 90 
9. Detroit Office Equipment Co., Detroit, Mich..... 80 

10. Hudson Valley Typewriter Exchange, Yonkers, 
a renee co ee en eee 70 

11. Typewriter Clearing Association, Minneapolis, 
PE cS RMACKSEAdRKARDARE ERNE OD ERROR CARE ee KK 60 
12. Typewriter Exchange, Columbus, Ohio.......... 50 
13. Frost Office Appliance Co., Worchester, Mass.... 40 
«M. Baw. Bi. Gombe, BoOver, I. Fao. scccssccccscceces 30 
15. National Typewriter & Repair Co., Dayton, Ohio. 25 
25 


a ey SS, rere 
17. Arcade Typewriter Corporation, Boston, Mass.. 
18. Wynn Typewriter & Supply Co., Kansas City, Mo. 
19. General Typewriter Exchange, Des Moines, Iowa. 


NMYyNhdve 
manu 


20. Office Appliance Shop, Rochester, N. Y.......... : 
21. American Typewriter Exchange, Chicago, Iil.... 25 
22. Doster Typewriter Co., Oakland, Calif........... 25 
23. University Book Store, Seattle, Wash........... 25 
24. Typewriter Circle, New York, N. Y.............. 25 
25. Oregon Typewriter Co., Portland, Oregon....... 25 
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) nus dresses up jor CHRISTMAS 











to make more profits for you 


It’s a work-dress she dons — 























dollar gift to sell. Send the coupon, 


| ea E it is—the new Christmas 

wrapper that will earn real 
profits for every dealer who sells 
Venus Pencils. 

More profits than ever before 
because more people will buy adozen 
foradollarnow. They'll want the best 
pencils for a gift. Some will want 
several dozens—gifts to several 
friends. 

All because of this special 
Christmas package. 

They'll see this package adver- 
tised in full color in the Saturday 
Evening Post. And when they see 
it displayed in your window . . 


on your counters ... many will buy. 


THIS IN FIVE brilliant colors ... wrapped in Cellophane ... is the ideal 
Dealers are stocking up on this now. 


Not only Venus has a new dress. 
Unique thin lead colored pencils, 
too, are given added eye-appeal for 
Christmas by a sparkling transpar- 
ent Cellophane wrap. They make 


the ideal gift for anyone who draws. 


How you profit 


There's time for you to profit from 
the Venus and Unique special holi- 
day packages—if you start now. 
Send the coupon. We'll send you 
your stock. Plus a large free Satur- 
day Evening Post window paster in 
four colors. Plus a free counter dis- 
play stand for the Venus Package. 


Send the coupon, 


AMERICAN PENCIL CO., VENUS BUILDING, HOBOKEN, N. J. 
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AMERICAN Pencit Co., 
Special Christmas Dept., Hoboken, N. J. 

Please send me your special Christmas material immedi- 
ately. I can easily sell: 


gross Venus Pencils in Christmas dozen boxes. (Check 
degrees wanted—B, 2B, HB, H, 8H.) 
gross Unique Pencilsin assortments (No.1116, No.1117.) 


With these pencils send me the free Saturday Evening Post 
window paster and the free Venus Christmas Box counter 
display. 


a 


Address........ 


City and State 
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L.C. SMITH V4 } 
BLACK REC. | _ a 
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BLACK REC. 
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BLACK REC. 
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WOODSTOCK 
BLACK REC. 








ROYAL “10 
BLACK- RED REC. 
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L.C.SMITH 
HE correspondence di- ane necon® 


vision of Miller Line — 
inked ribbons includes for — BROWN REC. 
each typewriter: record ribbons, copy 
ribbons, hectograph ribbons, rapid roller 
ribbons. SMITH VISIBLE 
BLUE REC. 


It includes ribbons in standard color combination — a4 vis. OLIVER 


RPLE REC.| | GREEN REC. 
of all kinds, and several different degrees of inking. ae 
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Miller Line Carbon Paper— 


Made in a Variety of Grades, Weights and Finishes, 
in All Standard Colors, for All Uses. 


> 


. CS a r 
SD SS Zu 
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Prompt and Careful Attention Given to Special or Unusual 
Requirements by Our Research and Development Departments. 


“Tha Willer Kia io duperfina 


Manufactured Exclusively by 


THE MILLER-BRYANT-PIERCE CoO. 


Aurora, Illinois, U. S. A. Established 1896 Direct Branch Service Everywhere 
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TYPEWRIF € S&S 


The registration list at the convention of The National Stationers 

Association, Detroit, and Office Appliances Guest Book at the 

New York Business Show include the names of many men of this 
field who attended, 





Abilene, Texas.—C. E. Clark, who had been with the Underwood Type- 
writer Company at Wichita Falls, Texas, has been transferred to the local 
office, 11294 North Second street. é . 

Baltimore, Md.—R. W. Smith, formerly manager at Rochester, N. Y., 
for the Royal Typewriter Company, is now manager of the local branch 

Birmingham, Ala.—E. C. Hyde has joined the city sales staff of the 
Royal Typewriter Company, Inc His experience enabled him to make 
the M. A. D. club the first month. 

Boston, Mass.—W. H. Stanford has joined the sales staff of the Wood- 
stock Typewriter Company here, equipped with several years’ experience. 
Russell Reed, a newcomer to the typewriter fleld, is also selling Woodstocks 

Brooklyn, N. Y.—W. B. Faustmann has incorporated his typewriter 
business ; capital stock, $25,000; W. J. Trudden, charter representative, 
307 Washington street 

Buffalo, N. Y.—George F. Patterson has joined the local branch of the 
L. C. Smith & Corona Typewriters Inc., as a salesman. He came from 
Portsmouth, Ohio. 

Chatham, N. J.—A. S. Arnott is now local agent for the L. C. Smith 
& Corona Typewriters Inc 

Chicago, W1.—-Harold Graves, who had been a salesman for the L. C 
Smith & Corona Typewriters Inc., here, has rejoined the local branch 
C. de Crespigny, an experienced typewriter man, has been assigned a 
local territory Andy Foss, who had been dealer representative for the 
Smith and the Corona machines in the Chicago territory, is now selling 
machines in a north side territory 

Chicago, II!.—-W. S. Daniels, a salesman here for the Royal Typewriter 
Company, Inc., took his ‘‘third degree’’ in a fraternal order a short time 
ago. About half his fellow workers in the local branch participated in 
the ritual, and he was presented with a diamond studded emblem 

Chicago, tl!.—-H. N. Rice, of the Smith Typewriter Sales Company, ex- 
pressed gratification that retail orders in October showed a steady rise 
week by week. 

Chicago, I1!.—An influx of orders in October caused the Shipman-Ward 
Manufacturing Company to operate nights for a week in October, as well 
as one Sunday 

Chicago, ttl.—-Electromatic Typewriters, Inc., has opened a _ western 
sales office at 120 South LaSalle street, in charge of Robert E. Hanley 

Cleveland, Ohio.—W. H. Rickabaugh is now a salesman for the Wood- 
stock Typewriter Company in Cleveland 

Columbus, Ohio.—George B. Hunter, whe joined the local sales staff of 
the Royal Typewriter Company, Inc., a short time ago, got his stride 
shortly after his appointment. 

Columbus, Ohio.—W. H. Frank, manager of the Woodstock Typewriter 
Agency, 427 Clinton building, has assigned Mr. Walters to cover city 
territory. 

Dayton, Ohio.—R. C. Shumway has taken charge of the local branch 
of the Woodstock Typewriter Company. The store is completed, and is 
said to be one of the finest in the state. 

Detroit, Mich.—-Ralph Hartwig is traveling about in Royal style, having 
returned to the local sales organization of the Royal Typewriter Company, 
Inc., after a brief absence. 

Eugene, Ore.—The Valley Printing Company, Russell Evans, proprietor, 
has taken on the sale of the Woodstock typewriter. 

Fort Smith, Ark.—The Patterson-Matthews Company, Inc., formerly the 
Fort Smith Typewriter Company, office equipment dealer and dealer in 
Royal typewriters, is now permanently located at 19 North Sixth street 
The company has recovered from the disastrous fire which occurred several 
months ago 

Grand Rapids, Mich.—_-C. A. Langlotz is a newcomer to the local sales 
staff of the Royal Typewriter Company, Inc 

Hollywood, Calif.—-G. A. Fenno has been transferred by the Los Angeles 
branch of the Woodstock Typewriter Company to this territory. 

Houston, Texas.—James B. Gaston, who hails from Atlanta, has joined 
the sales staff of the Royal Typewriter Company, Inc., here. 

Indianapolis, Ind.—-The Royal Typewriter Company, Inc., a New York 
corporation, has filed an amendment to its articles of incorporation 

Indianapolis, Ind.—The Woodstock Typewriter Company, an Illinois 
corporation, has filed an affidavit with the secretary of state, designating 
H. A. Stryken, 317 North Pennsylvania street, as its Indiana agent. 

Johnstown, Pa.—The Service Typewriter Exchange has moved to a street 
location at 244 Market street. This business is conducted by Jack Bowen 
who had been salesman here for the Pittsburgh branch of the L. C. Smith 
& Corona Typewriters Inc 

Leonia, N. J.--The Stolle Gift Shop is now the local dealer for the 
L. C. Smith & Corona Typewriters Inc 

Long Beach, Calif.-R. B. Foster has been assigned this territory by 
the Los Angeles branch of the Woodstock Typewriter Company 

Los Angeles, Calif.—-The local branch of the Woodstock Typewriter 
Company has been moved from 117 South Ninth street to 815 South 
Hill street 

Maywood, Il!.—-Sam Stillman has become dealer in this Chicago suburb 
for the L. C. Smith & Corona Typewriters Inc 

Miami, Fla.—Mrs. Hendley has become a distributor here for the 
Woodstock Typewriter Company 

Milwaukee, Wis.—-N. A. Seidlitz has become a member of the Wood- 
stock Typewriter Company’s sales staff in this city. 

: Minneapolis, Minn.—-S. S. Smith has rejoined the Woodstock Typewriter 
Company, and is working a city territory. 

New Castie, Penna.—The Service Typewriter Exchange has moved to 
12 East street This concern is representative of the L. C. Smith & 
Corona Typewriters Inc. This business is operated by F. J. McLaughlin 
and Charles Bedel, who had been members of the “‘Elsie’”’ organization 

New Orleans, La._John Duvieilh & Brother have moved from 304 Camp 
street to 222 Camp street 

New Orleans, La. New salesmen here for the Royal Typewriter Com- 
pany, Inc., include Melville Dearie, Gordon Heffron and Mark H. Sullivan 
_ New York, N. Y.- Harold McD. Brown, advertising manager for the 
Corona Typew riter Company, Inc., and later occupying the same position 
with the L. ¢ Smith & Corona Typewriters Inc., has become vice-president 
= treasurer of Charles A. Weeks & Company, Inc., a local advertising 
age wy 
‘ Red Bank, N. J.—The Miller Hardware Company has taken on the 
Smith-Corona dealership 

Ridgewood, N. J.—The local dealership for the L. C. Smith & Corona 


(Continued on Page 279) 
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CHECK WRITER 
MENS 


Have you seen SPEEDRITE? 


Anyway, it’s just the figure, set-up ma- 
chine you have been waiting for. In- 
deed, it makes the whole world VIR- 
GIN territory again! 


Striking colors—unquestionably the 
most beautiful device in whole ap- 
pliance field. Two color imprint with 


ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 
quiet action. 

AND, for all its quality, beauty and 
value, SPEEDRITE carries the LOW- 
EST distributor cost! 

A collect wire from any REAL check 
writer man will bring mighty interest- 
ing details. 


HALL-WELTER COMPANY 


INCORPORATED 
180 St. Paul St. Rochester, N. Y. 











MH 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is anomie valuable 


in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 
6816-6824 Arsenal St. ST. LOUIS, MO. 
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Letter Trays 
Letter Baskets 
Waste Baskets 

Mail Baskets 


Filing Hooks 





No. 62 Letter Tray 


Worcester Wire Novelty Co., Inc. 
540 Hearst Tower Bldg., 


Baltimore, Md. 


Baskets and 
Trays retinned 
after making. 


All Trays come 
with rubber 
feet attached. 


Write 
for Catalogue 




































“KILIAN” 


Unground Ball ‘Bearings for the 
Metal Office Furniture Industry 
(PATENTS PENDING) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian”? unground bear- 
ings. 

Samples made to your specifications. 

KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 


























FURNITURE 


The registration list at the convention of The National Stationers 

Association, Detroit, and Office Appliances Guest Book at the 

New York Business Show include the names of many men of this 
field whe attended. 





Abilene, Texas.—The Abilene Printing & Stationery Company is oper- 
ating in its remodeled building at 1083 North Second street 

Albany, N. Y.—G. A. Winegard acquired the plain pin of the 100 Per 
Cent Plus club in his third quota period, as salesman for the Yawman 
and Erbe Manufacturing Company. 

Atlanta, Ga.—W. D. Thomas, president of the Newell-Thomas Office 
Equipment Company, has retired from that organization. He was one of 
the founders of this business. 

Bedford, Ohio.—An alliance has been effected between The Taylor Chair 
Company and the Horrocks Desk Company, Herkimer, N. Y. The inter- 
locking of the executive personnel permits co-ordinating the styling, manu- 
facturing and marketing of these allied lines. 

Birmingham, Ala.—Charies R. Garrett has been appointed southeastern 
manager by The Shaw-Walker Company, with headquarters here 

Brooklyn, N. Y.—The showrooms and offices of Salmon-Clunie & Walker, 
Inc., have been moved to 50 Court street. 

Brooklyn, N. Y.—The Cole Steel Equipment Company has assigned sales 
in the new England states and New York state—outside the metropolitan 
district—to C. F. Rowell, 1559 East Eighteenth street. 

Brooklyn, N. Y.—The Oxford Filing Supply Company has acquired the 
Western Envelope Corporation, Brooklyn. The Oxford line will be ampli- 
fied through the addition of items produced in the past by the Western 
Envelope Company. 

Chicago, tl.--The In-A-Floor Safe Distributors, Inc., Room 225, 160 
North LaSalle street, has been chartered to deal in safes, etc. ; capital 
stock, 2,000 shares non par value; incorporators—Commie L. Gambille, 
John W. Creekmur and Chester A. Gordon. 

Chicago, tt!.—S. A. Williams, a member of the Office Equipment Com- 
pany, has become representative of the Colonial Chair Company, covering 
the United States east of the Indiana-Ohio line. This assignment also 
includes the state of Michigan. 

Chicago, t!!.—-The Mosler Lock Company has established an office here 
with The Mosler Safe Company, to render service, inspections, etc., on 
all types of locks used on safes, vaults and other protective devices. Ray 
Clarkson is in charge of the work at Chicago 

Chicago, W1.—-The 100 Per Cent club of the Yawman and Erbe Manu- 
facturing Company has presented awards to three local salesmen B 
Fetters has received the diamond pin in his second quota period; C. 
Mathieu got the plain pin in his second quota period; J. Underwood the 
plain pin in his first quota period. 

Chicago, tl1.—J. L. Rowley has become manager of the Chicago branch 
of The Automatic File & Index Company. He had been with the Library 
Bureau many years—T. R. Sills has joined the general office staff of the 
Automatic File & Index Company as manager of the advertising and sales 
promotion departments. He had been with the Clinton Carpet Company, 
Chicago. 

Evansville, Iind.—A. L. Haley has been given charge of sales work by 
the Evansville Desk Company. 

Montgomery, Ala.—Edward V. Bogart, 805 Bell building, is handling 
sales for the Cole Steel Equipment Company in North and South Carolina, 
Arkansas, Oklahoma, Texas, Georgia, Florida, Tennessee, Alabama, 
Mississippi and Louisiana. 

New York, N. Y.—F. L. Crocker, of the Yawman and Erbe Manu- 
facturing Company’s local sales staff, has received the plain pin of the 
100 Per Cent Plus club in his third quota period. R. C. Dean has acquired 
the plain pin in his first quota period 

Philadelphia, Penna.—-The new store of William F. Murphy's Sons Com- 
pany at 23 South Seventh street was opened in October 

Philadelphia, Penna.—B. Marcy, salesman here for the Yawman and 
Erbe Manufacturing Company, has been awarded the plain pin of the 
company’s 100 Per Cent Plus club. 

Pittsburgh, Penna.—E. G. Saller is now displaying the diamond pin of 
the Yawman and Erbe Manufacturing Company’s 100 Per Cent Plus club 

Richmond, Va.—-Cole, Harding & James, Inc., has been chartered to con- 
duct a commercial furniture, stationery and office supply business ; capital 
stock, $15,000; Charles R. Purdy, president 

Rochester, N. Y.—F. Sigl, a salesman in the local branch of the Yaw- 
man and Erbe Manufacturing Company, received the diamond pin of the 
100 Per Cent Plus club in his second quota period. W. H. Potts, traveler, 
qualified for the plain pin in his first quota period 

St. Paul, Minn.—Fire October 3 in the plant of the Eugene Smith Mon- 
ufacturing Company, 1462 University avenue, caused a loss of $5,000 
The company manufactures office furniture, cabinets, etc 

San Francisco, Calif.—The Remington-Rand Business Service is moving 
their San Francisco warehouse to Portland, Ore. Seventy-five thousand 
dollars is being spent there in revamping the Lowengart Building at 11 
North Broadway. The new display quarters are also being made larger 
A local manufacturer of office furniture has contracted to market the 
product under the Remington-Rand brand As a result the Remington- 
Rand Business Service becomes distributing agent for the factory, and 
will enlarge the scope of its local offices With a wide frontage and 
eighty feet depth, the new quarters will occupy two floors and the base- 
ment The fronts are of marble, with plate glass for the second story, 
and splendidly arranged offices. The installation includes quite a number 
of ideal office suites, to serve as samples 

Troy, N. Y¥.—W. H. Lester, formerly with The Berger Manufacturing 
Company, and The Van Dorn Iron Works Company, has been placed in 


charge of office equipment sales by the Air-Don Company. 
——— 
House Organ Philosophy 
Remember John the Baptist—Don’t lose your head.—The Office Cat 
(The Richmond & Backus Company). 


>. > J 
The more a man talks about a thing, the less he knows.—Bramwords 


(The Bramwood Press). 
> * > 


I call my bank roll Georgette—-because it’s so thin.—Smith-Corona Sales 
News (L. C. Smith & Corona Typewriters, Inc.) 
. . . 
Setbacks stiffen your backbone if it’s made of the right stuff.—The “‘Y 
and E’’ Idea (Yawman and Erbe Manufacturing Company) 
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ROBARCO 


VERTICAL FILE FOLDERS 


STOCK FOLDERS—Four distinct qualities, in weights 


ir 





ranging from light to extra heavy—to meet practically all 
filing requirements. 

Letter size—cap size—guide height; straight cut, or tab 
cut in any arrangement of positions. 


SPECIAL FOLDERS—For all special purposes. We 
are equipped to furnish Folders in special grades or colors 
—special sizes or tab-cuts—printed folders—re-enforced 
folders—and folders fitted with prongs. 


SEND Us YOUR SPECIAL FOLDER INQUIRIES. 


Price list F-829 and complete set of samples 
showing grades and weights regularly stocked 


will help build up your FOLDER business 
LET US SEND THEM TO YOU NOW 


ROCKWELL-BARNES COMPANY 


1511 WEST 38th STREET 


CHICAGO, ILLINOIS 


















Complete 


CO-OPERATION 


With the establishment of the Imperial line more 
than a quarter of a century ago, a policy of com- 
plete co-operation was formulated. It remains un 
changed to this day. 

Imperial built-in steel furniture for banks, court 
houses, public utility offices, stores, buildings of all 
kinds is one line that offers a full margin of 
profit on every sale. No losses occur from bad 
stock because no stock is carried. For the same 
reason there are no sacrifices because of special 
sales. Every bit of equipment sold is on special 
order and carries a full margin of profit. 

Imperial installations are not high priced—the price 
is comparable to stock units. For full details write 
us today. 


Imperial 


Steel Cabinet 


Company 


2130-2152 Fulton Street, Chicago, Ill. 
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New | Ideas at this Model Store 


ie To Chicago’s new Mer- 
chandise Mart, the world 
; throngs for ideas. In goods, 
in service, in equipment you 
find here the newest and the 
best. This new Horder’s 
stationery store in the Mer- 
chandise Mart is a model of 
modern progress in methods 
of display, of stock and of 
selling. From floor to ceil- 
ing, except the cash regis- 
ter, every detail is De Luxe 
Service Steel equipment. 




















In the view shown here you see typical Service Steel display Wall panelling, doors, wainscotting are included in Service 
units. Arranged not only to fit size or shape of aisles, but Steel plans. These are adaptable to any floor layout and 
to show goods in full or part depth display, and to stock match the display cases in construction and finish. A Serv- 
those goods in front of case in any desired combination of _ ice Steel installation cuts your investment in space and in 
drawer sizes. All standard, interchangeable units, saving stock, enabling you to do more business with less space, 
space, time and motion. with smaller inventory and reduced overhead. 


Specialists and Pioneers in De Luxe Steel Store Equipment. 


SERVICE STEEL PRODUCTS CORP. 914-18 W. North Ave., CHICAGO, ILL. 

















E ficiency 


Correct office furniture stimulates efficiency. 
Imperial creations are correct—in desigjn—in workman- 
ship—and in price. They have been built to conform in the 
most practical way to the day-by-day needs of business. 


IMPERIAL FURNITURE COMPANY 


GRAND RAPIDS MICHIGAN 
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(Typewriters—Continued from Page 275) 
Typewriters Inc. has been acquired by the Murray Office Equipment 
Company 

St. Cioud, Minn.—The Typewriter Shop, operated by M. J. Daboll has 
opened a store at 828 St. Germain street. The business celebrated its 
twenty-fifth anniversary in September 

St. Louis, Mo.—Frank J. Haas has rejoined the Royal Typewriter Com- 
pany, Inc., and is a thriving member of the local sales staff 

St. Louis, Mo.—F. W. Bauer has returned to his sales duties with the 
Royal Typewriter Company, Inc., after a two-months’ tour of Europe 

St. Paul, Minn.—E. J. Smith, who had been with the Underwood Type- 
writer Company here, has been transferred to the company’s branch at 
Erie, Penna 

Salt Lake City, Utah.—The Woodstock Typewriter Sales Company has 
added two salesmen to help cover this territory. 

San Francisco, Calif.—Jack Wolle, sales manager of the portable divi- 
sion of the Underwood Typewriter Company, spent a few of the closing 
days of September visiting old acquaintances in San Francisco, and calling 
on as many of the portable dealers as time would permit. At the Palace 
Hotel on the thirtieth, he staged a luncheon for the portable dealers 
His return to New York was made by way of Los Angeles. 

San Francisco, Calif.—C. J. Harris, manager of the Los Angeles branch 
of the L. C. Smith & Corona Typewriters Inc., took occasion recently to 
celebrate the winning of the president’s cup for July and August by a 
handsome dinner to all the sales force given at the Orange Grove cafe. 
Words of appreciation from the manager were seconded with words of 
appreciation of the banquet and a purpose to keep the cup in Southern 
California. This cup has been going to the branch each month doing the 
best sales work for the month 

Short Hills, N. J.—Johnson’s, Inc., has become a dealer for the L. C. 
Smith & Corona Typewriters Inc 

Sidney, Ohio.—The Sidney Office Supply Company has been established 
at Room 222, Journal building The company deals in typewriters, and 
contemplates expanding to include filing cabinets, office furniture, bookkeep- 
ing systems and stationery. This concern will operate for the present in 
conjunction with the Business Extension Service, which is located in the 
same office 

Toronto, Ontario, Canada.—-The Imperial Typewriter Company (Canada), 
Ltd., has been incorporated at Ottawa ; capital stock, 1,900 shares ‘‘Class 
A’ and 100 shares ‘‘Class B.”’ 

Tulsa, Okla._-The Noel Boulware Company has moved from 12 West 
Third street to 226 East Fourth street 

Wichita, Kans.—-The Wichita Typewriter Exchange has been established 
at 140 North Market street by W. O. Synnamon, who had been manager 
here for the L. C. Smith & Corona Typewriters Inc., the past three years. 
He is the official dealer here for the Smith-Corona machines. 








ACCOUNTING MACHINES 


The registration list at the convention of The National Stationers 

Association, Detroit, and Office Appliances Guest Book at the 

New York Business Show include the names of many men of this 
field who attended. 





Chicago, I!!..-The Sundstrand division of the General Office Equipment 
Corporation, has moved from 864 North Wabash avenue to 155 East 
Superior street. The new location is on the fifth floor of the Sargeant 


building 
———__—_<——_— 


Auditors Examined for Federal Service 


The United States Civil Service Commission will receive applications 
until November 18 for assistant accountant and auditor (annual salary, 
$2,600), and for principal accounting and auditing assistant (annual salary 
$2,300), to fill vacancies in the Interstate Commerce Commission and in 
positions requiring similar qualifications. 

Competitors will be rated on a special noncompetitive general qualifying 
test to be given to all competitors, on theory of accounts (as applied to 
steam railroads), on practical accounting problems (as applied to steam 
railroads), and on their education and experience. 

Certain specified training and experience is required 

Full information may be obtained from the United States Civil Service 
Commission, Washington, D. C., or from the secretary of the United States 
Civil Service Board of Examiners at the post office or customhouse in 
any city 








ADDING MACHINES 


Chicago, ttl._-Frederick Kinney, who had directed sales promotion for 





the Victor Adding Machine Company, has undertaken similar work for 
the Johnson Motor Company, Waukegan, 

Indianapolis, ind.—The Allen-Wales Corporation, a Delaware charter, 
has filed papers with the secretary of state, withdrawing from the state 
of Indiana 

Richmond, Va.—-The Allen-Wales Corporation, a New Jersey charter, 
has filed a certificate of domestication indicating that its principal office 
in Virginia is at Richmond, in charge of William Crump ; maximum capital 
in the state, $5,000. 











OTHER MACHINES 


Chicago, !1|.—The Automatic Pencil Sharpener Company has moved its 
suite of offices from the thirteenth to the eighteenth floor of the Garland 
building, 58 East Washington street. 

Chicago, I!!.-The Real Letter Opener Corporation, 24 Quincy street, has 
been chartered to deal in patented devices ; capital stock, $25,000 preferred 
and $25,000 common ; Incorporators—Vincent Brown, Henry H. Crose and 
Oscar J. Smith; John S. Hill, charter representative, 310 Metropolitan 
building 

Cleveland, Ohio.—The Victor Office Machine Company, Inc., has opened 
a new store at 517 Euclid avenue. 

Philadelphia, Penna.—The Mail Room Equipment Bureau, 2026 North 
Park avenue, has been registered in the common pleas court as a com- 
mercial title by E. R. G. Roesler, 2026 South Park avenue 

Rochester, N. Y.—The Todd Company has appointed Frederick D. 
Scandling manager of its banking supply division. He will have charge 
of the Todd advertising service for banks and trust companies. 





279 








DAVIDS’ 


STAMP PADS 


INKED WITH DAVIDS’ EXCELSIOR 
STAMPING INKS 











THESE PADS YIELD SHARP AND 
CLEAR IMPRESSIONS 


MANUFACTURED IN ALL THE 
STANDARD SIZES AND COLORS 


Write for Catalogue and Prices 


Thaddeus Davids Ink Co., Inc. 
Makers of Fine Sealing Wax—Inks—Adhesives 
95-97 VANDAM ST. NEW YORK, U. S. A. 
ESTABLISHED IN 1825 














TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 


for Stationers 


One of the functions marking a leadin 
stationer is the exclusive merchandising o 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty years—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 
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OFFICE APPLIANCES 








_Te”,r”rr”rvrrrre-errrrrrererrrrrrrrrrrerrrrerrrrereeeeemeeeh 


WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


‘~eeryreeeeeeweee SS 











TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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RIBBONS AND CARBONS 





The registration list at the convention of The National Stationers 

Association, Detroit, and Ofice Spguensee Guest Book at the 

New York Business Show include the names of many men of this 
field who attended. 


Burlington, N. J.—The Neidich Process Company has completed an 
addition to its plant here. 

Chicago, tl1.—Frank S. Cooper, of the Cooper Carbon Coated Paper 
Company, made a trip into Iowa in October. 

Chicago, !I1.—George R. Steele, export manager for the Kee Lox Manu- 
facturing Company, visited the Chicago branch in October. He was on 
his way home from a trip around the world, having established a new 
branch in Australia before sailing for the United States 

Miami, Fla.—The Florida Copy-Writing Corporation, 500-01 Professional 
building, has been established to manufacture and sell the ‘‘Copygraph,’’ 
a typewriter attachment which permits manifolding without the use of 
carbon paper. John H. Barton is president of the corporation. 

Seattle, Wash.—Albert V. Prior has joined the local service station of 
The Miller-Bryant-Pierce Company. 








PENS AND PENCILS 





Chicago, !11.—R. J. Scally, assistant secretary of The Conklin Pen Com- 
pany, Toledo, Ohio, was a visitor at the local branch October 16. 

Chicago, I!1!.—A. A. Herschler has been appointed general sales manager 
by The Wahl Company. He had been in charge of export sales. E. H. 
Gorton has been advanced to the post of sales manager; he had been 
assistant sales manager 

Chicago, t11.—C. E. Johr, district sales manager for the W. A. Sheaffer 
Pen Company, returned in October from a trip to the northwest states 
and Canada. He found the state of business very encouraging and an 
increasing spirit of optimism in retail circles. 

San Francisco, Calif.—Oliver Pierce, Pacific coast manager for The 
Conklin Pen Company at 101 Post street, has been calling on the trade 
in the Pacific Northwest. He reports that business has been showing a 
steady increase, and he has hopes of a very lively holiday trade. 

San Francisco, Calif.—The McCoy Pen-Pencil service at 313 Phelan 
building, is now official service station for The Moore Pen Company, 
Boston, and for the LeBoeuf Fountain Pen Company, Springfield, Mass 
L. 0. McCoy, the manager, states that he now has on hand all the parts 
necessary for the repair of these lines. 
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Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your trade will appreciate the extra quality in 
Victory Stamp Pads. Made of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 
inches. 








YOUR OWN BRAND 


be used to play up your rubber stamp de - 
cuamb andl Gp eatestien yous enti business. All our 
items can be put up under your imprint. Our 
price-list (sent om request) includes many sta- 


tionery items: 
INKS MUCILAGE 


STAMP PADS 
PASTE SEALING WAX 


Luther Ink and Stamp Pad Co. 


55-57 EAST PARK ST. NEWARK, NEW JERSEY 





























Indianapolis, Ind.—The Premier Corporation, Murphy building, has 
elected George C. Burkert president and manager. Mr. Burkert had been 
formerly with The Baker-Vawter Company, and the successor company, 
Remington Rand Business Service Inc. He was Indiana state manager 
for The Baker-Vawter Company seven years. The Premier Corporation 
was formerly the Premier Printing Company. It manufactures a complete 
line of mechanical posting supplies, accounting forms, binders and cards. 

New York, N. Y.—-Arthur C. Shearman has been appointed sales man- 
ager of the eastern division by the Wilson-Jones Company. He had been 
New England representative of the company many years. He makes head- 
quarters at the eastern office, 233 Spring street. This new assignment will 
not conflict with the work of Benjamin Okin, sales manager of the metro- 
politan district. 








MARKING DEVICE §S 


The registration list at the convention of The National Stationers 

Association, Detroit, and Office aegenees Guest Book at the 

New York Business Show include the names of many men of this 
field who attended. 





Chicago, I1!..-W. Farr, western manager for Wm. A. Force & Company, 
Inc., returned in October from a western trip which included Nebraska 
and North Dakota points. 

Newark, N. J.—The International Safety Number Plate Corporation has 
been chartered in New Jersey to manufacture markers for automobiles; 
capital stock, $100,000; Baldwin, Hutchins & Todd, charter representa- 
tives, New York, N. Y. 

New York, N. Y.—S. M. Babson, vice-president and sales manager of 
The Bates Manufacturing Company, traveled the Pacific coast states in 
October. 








EXPORT S 


Writing Instrument Exports 


United States exports of writing instruments during July, by the Divi- 
sion of Statistics, United States Department of Commerce. 





Refillable 
pencils and Pencils, Metallic pens, 
pencil Fountain pens. except metal. except gold. 
Countries leads. Number. Dozen. jross. 

BEER ccccccecese se odve jean sles suee 122 $1,708 
PEED oecccecece 1,446 Sees eawe teen — 6 77 
Czechoslovakia .... 65 cent sia e cone Sane 15 265 
DIES. cocececcce 1,527 168 $ 35 
Finland ........... sobs 220 . Merry — cone seas 
WEED ccococeencce 2,553 an -+» 1,306 $2,286 523 5,128 
Germany .......... 375 osée sess 50 25 5 102 
GE ods cacosctes 397 60 23 avon 10 278 


(Continued on Page 284) 
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| your Transfer Case business with 


No. 24-L 
Made of Wood with Steel Cover 


Letter Legal and Bill Sizes 
The Cheapest and Best 


Send for samples and quotation 


Imperial Methods Co. 


FOREST PARK ILLINOIS 


: Western Wholesale Stationers, Ltd. Gerard D. White Earl H. Prentzel 
228 S. Los Angeles St. 580 Market St. 1859 Greenwood Ave. 123 S. Broad St. 

Los Angeles San Francisco Far Rockaway, N.Y. Philadelphia 
] 
’ 








Woldon Rotents Sabo 


Wor-op’s QUALITY STANDARD “88 STYLES” 


WELDON ROBERTS RUBBER CO. NEWARK, NEW JERSEY, U.S.A. 
—————— — a 
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OFFICE APPLIANCES 








Chair Profits You Can Take 


Y continuously creating and improving this line of office 

chairs we have developed in our designs, a superior quality 
at lowered costs that present unusual opportunities for a profit 
able office chair business under present conditions. 





Swivel Chair 


No. 6110 WALNUT 
FINISH ON AMER. 
ICAN PECAN 

No. 6120 MAHOG- 
ANY FINISH ON 
HARD MAPLE 
Height of back above seat 
16". Depth of seat 1734". 

Weight crated, 50 lbs 


Arm Chair 


No. 6111 WALNUT 
FINISH ON AMER- 
ICAN PECAN 

No. 6121 MAHOG 
ANY FINISH ON 
HARD MAPLI 
Height of back above seat 
16°. Depth of seat 1734" 

Weight crated, 40 lbs 


Siler City North Carolina 


























Write for our catalog showing a 
complete line in grades and finishes. 


igh Point Bending & Chair Company 























Style No. 5401 
All cabinets 28” deep 


AURORA METAL 


435 WOODLAWN AVE., AURORA, ILLINOIS 







The Aurora 5400 Line 


ACE 


Heads them all for 


Beauty — Strength — Quality 
and Profits ! 


The 5400 line ACE covers a complete line of two, three and 
four drawer files, with all possible inserts. There is the combina- 
tion in these cabinets, of every modern convenience demanded in 
present day office equipment requirements. 


A catalog supplement is now available picturing and describing the 


ACE in detail. 


Order a cabinet for your show room—Our complete stocks will 
allow prompt shipment to you. 


Write for Details and Prices 


CABINET COMPANY 





~ 4 
AURORA JLL USA 
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The registration list at the convention of The National Stationers 

Association, Detroit, and Office Appliances Guest Book at the 

New York Business Show include the names of many men of this 
field who attended. 


Belleville, 11.—The Leuschner Stationery Store, 125 East Main street, 
has been purchased by Mr. and Mrs. John Lance Jones. This business 
was established by Joseph Weismann, who was succeeded by Ernest P. 
Leuschner ; he operated the store the past twelve years 

Chicago, !!!.—The Commercial Stationery Company, 173 West Madison 
Street, has bought the business of the Baldwin Stationery Company, 331 
South Wells street 

Chicago, ti.—-C. E. Tipton has been placed in charge of the stationery 
sales department by the Western News Company. He had been with 
the company in other capacities. 

Chicago, t1.—The Ideal School Supply Company plans the erection of 
a one-story addition to its factory at 8342-44 Brinkhoff street, 60x120 
feet; the cost is estimated at $20,000. 

Cleveland, Ohio.-The Marie S. Kohn Company, 272-74 Rockefeller 
building, has been purchased by N. T. Bonnema and Thomas Phillips, 
and will be conducted by The General Office Supply & Printing Company. 
Miss Marie Kohn, who established the business, was married recently. 

Cuyahoga Falls, Ohio.—The Akron Stationery Company, Inc., has been 
chartered ; capital stock, 350 shares no par value; incorporators—F. Ray- 
mond Hale, Fred R. Hale and H. M. Hagelbarger. 

Framingham, Mass..-W. H. Leahy has been advanced from assistant 
advertising manager by the Dennison Manufacturing Company to ad- 
vertising manager Cc. E. Wright has been appointed manager of the 
sales promotion department, advancing from the post of assistant ad- 
vertising manager 

La Crosse, Wis.—Spicer & Bushman, Inc., has been chartered to con- 
duct the business operated the past forty years as Spicer & Bushman. 
In addition to stationery and bookselling, the company does a printing, 
lithographing, engraving and bookbinding business. 

Little Falis, N. Y.—The stationery store of B. E. Chapman, which 
has been operated forty-seven years, has been taken over by Mackley 
Allen He has been connected with the store twenty-three years. 

Los Angeles, Calif.—The Velzer Stationery Company, conducted by 
Mildred S. Pierce, has gone into bankruptcy; assets, $3,300; liabilities, 
$2,733.33 ; exempt, $300 

Louisville, Ky.—-Howard C. Wedekemper, treasurer of the George 
G. Fetter Company, attended the annual convention of the Employing 
Printers of America at Chicago September 14-16. Mr. Wedekemper is 
a past president of the printers’ organization. 

Medford, Ore.—-The Coke-Chapman Company of Eugene, Ore., has 
purchased the Medford Book Store The Coke-Chapman Company is 
well known for its high grade commercial printing and office equipment. 
To concentrate on these the company is discontinuing the lines of novel- 
ties, favors, books, etc., formerly carried by the Medford Book Store 
The former owner remains as manager of the new branch, having taken 
an interest in the company. 

New York, N. Y.—The Commercial Stationery Company has leased space 
in the subway arcade of the Chrysler building. This is the third unit 
of the chain, the parent store being at 100 Greenwich street, and an- 
other branch at 33 Whitehall street 

Ottawa, t1.—Frank Thornber, formerly with the Illinois Office Supply 
Company, has established Frank Thornber & Company, specializing in 
the production of blank books, election and office supplies for county and 
municipal offices. The printing and binding work will be done for Mr. 
Thornber by P. F. Pettibone & Company. 

Redwood City, Calif.—The stationery and print shop of Milton R. Hinds 
has been moved to 2517 Broadway, the San Mateo County Bank building; 
the former location was in the Sequoia Theater building. 

St. Paul, Minn.—The Travers Ink Company, 510 Prior avenue, has been 
purchased by A. L. Hogan, Raymond E. Eddy and George N. Roberts. 
The business will be continued under the old name, operating as a cor- 
poration. J. E. Travers, founder of the business, plans entering chemical 
research work. The company manufactures inks and adhesives 

San Diego, Calif.—Ira Rowe Conger has bought from Herbert G. Stewart 
the stocks of stationery and books at 529 University avenue. 

San Francisco, Calif.—D. 0. McMillin, of the Zellerbach Paper Com- 
pany, 534 Battery street, returned from a business trip to Canada, re- 
ports that conditions are none too good there, but improving. During 
his return trip he took occasion up in the forest country to try out the 
royal sport of the west, a deer hunt, and succeeded in bringing into camp 
a couple of fine bucks 

San Francisco, Calif.—The Sengbusch Self-Closing Inkstand Company 
of Milwaukee, Wis., is now represented directly on the Pacific coast by 
Ward H. Silliman and Tom H. Montgomery. The company has been 
represented the past eighteen years by the A. L. Jones Company, of San 
Francisco. The change is made to effect more direct contact with the 
dealers and facilitate sales promotion work. 

San Francisco, Calif.—Blake, Moffatt & Towne, 41 First street, are 
making good use among the trade of an attractive little Pacific coast 
football schedule for the 1930 season. The advertising tie-up calls atten- 
tion to the fact that just as you need good strong material for a football 
team, so you need good strong paper for the wear and tear of the modern 
business world. That endurance is found in Waverly Ledger paper on 
which the pamphlet is printed, and which is distributed by Blake, Mof- 
fatt, & Towne. 

San Francisco, Calif.—-It was an interesting demonstration that Eaton, 
Crane & Pike, headquarters at 770 Mission street, placed in the White 
House, showing all the processes by which rags become paper. The dis- 
play takes the rags, removes buttons, hooks and eyes, cleans them in cold 
and in steaming water, reduces them to pulp, drains them to separate the 
fibre, drys, colors, treats with alum and resin. The pulp then passes to 
the couch rolls to dry, and on through a labyrinth of rolls into the 
‘“‘animal tub.”” Then comes the steam drying and the glossing under tre- 
mendous pressure. After studying the process, people conclude that all 
paper is cheap in price. 

South Orange, N. J.—-The commercial stationery store of Albert Voss 
has been moved from Vose and South Orange avenues to the Flatiron 
building, 23 Vose avenue. The store handles commercial stationery, office 
equipment, social stationery, greeting cards, toys, and operates a circu- 
lating library. 

Tampa, Fla. 
ida Office Supply Company. J 
marshal, was appointed receiver 

Traverse City, Mich.—The City Book Store has been chartered to con- 
duct a stationery, furniture, book and printing business; capital stock, 
$10,000 ; incorporators—Henry L. Day, M. J. Holmes and Sylvia Wonzer. 


An involuntary bankruptcy has been entered by the Flor- 
Law, formerly deputy United States 
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CURMANCO 
LETTER RACKS 


NO POSTS TO DODGE 


Save Time, Clear Your Desk for Action. Handle, 
Sort, Classify and Distribute the papers of your 
daily work. They save time and labor, relieving 
you from shuffling and reshuffling papers many times 
every day. They provide a place for every paper 
and each paper in its place. They are needed on 
every desk from manager to office boy. Check size. 
Order today. 


CAP SIZE 
—__.. A Tray at $3 
Size 15x9x4 1-2 Inches 
i _._ 2 Tray at $4 
Size 15x9x8 Inches 
: $5 


—— 5 at 
Size 15x9x10 is Inches 


omen Te Ge oe 
Size 15x9x13 Inches 


LETTER SIZE ‘ 
ee Te 2 
Size 12x9x4 1-2 Inches | 
“ = 2 Tray at $3 | 
Size 12x9x8 Inches | 
neake aa Tray at $4 
Size 12x9x10 1-2 Inches 
as —_. 4 Tray at $5 
Size 12x9x13 Inches 


Currier Manufacturing Company 
N. W. Terminal Minneapolis, Minn. 


Western Wholesale Stationers, Lid. 


228 Se. Los Angeles St. 580 Market Street 
Los Angeles, Cal. San Francisco, Cal. 


ee 


‘‘A TIMELY SALES TIP’’ 


Long, Narrow Tables 





No. 2560 











Our line embraces 6 distinct patterns. Dealers 
who are using these tables are enjoying profitable 
sales and adding new accounts from sales of these 
style tables. 

The table illustrated is a very popular number as 
it's used with suites, in reception rooms and 
where there is need of the long narrow table. 
Manufactured in 4, 5 and 6 foot sizes. 


The Quigley Furniture Company 


WHITESBORO, NEW YORK 
New York City Office, 130 W. 42nd, Room 414 























The CARD... 
THE that demands an interview 


“BIG”’ || MANHATTAN 


THREE 4 
The GUIDE... 


to bigger business 
LIFETIME STEEL TABS 
¢ 


The FOLDERS... 
that repeat and satisfy 


|  KRAFTEX 


LONG LIFE 


® 
OUR OFFER 


Let us help you to bigger profits 
and more satisfied customers. Write 
-- NOW -- for a catalog and samples. 


THE DUNLEAVY COMPANY 
167 OLIVER STREET BOSTON, MASS. 























Have you seen 
the “improved” 
MUN-KEE Pad? 


If not, send for sample today. The 
latest improvement on this high-grade 
stamp pad now makes it possible for the 
user to re-ink the pad in 10 seconds— 
with no waste of ink—no soiling of 
fingers. 

A big national advertising campaign 
is now introducing the ‘‘improved’’ Mun- 
Kee Pad to hundreds of thousands of 
executives all over the country. 


Be prepared to meet the new demand 
—send for your supply of ‘‘improved”’ 
Mun-Kee Pads now. We will include 
in your shipment, advertising and dis- 
play material free of charge. 


MUN-KEE PRODUCTS 
CORPORATION 


Newark, N. J. 
































OFFICE APPLIANCES 


(Writing Instrument Exports—Continued from Page 280) 


Refillable 
pencils and Pencils, Metallic pens, 
pencil Fountain pens. except metal except gold. 
Countries leads. Number. Dozen. Gross 
Ty scossneces 50 sone ater 
i csoneueh6 @irke 49 150 55 
Malta, Gozo, and 

SGD ccocceses 36 sees eee bees sen econ ees 
Netherlands ....... 238 eeee eece 242 121 47 851 
TE cseseesbas 181 weer been oon éeee 32 799 
PEED -soccossec< 219 ases —— eee e6ee 36 909 
SD oneeceeeceuce 175 72 134 eens ones 23 928 
Tn stececeunee 218 596 219 125 75 4 135 
Switzerland ....... 1,707 408 150 175 67 445 9,026 
United Kingdom.... 21,690 29,727 GGRS cnce eos 1,879 22,004 
Yugoslavia and Al- 

BED oscccececee 167 iach ead bone sbas 13 216 
CER actcenenees 6,965 146,412 29,029 1,834 1,059 162 639 
British Honduras... 12 nabs rrr ‘a eam 3 96 
Costa RicB...cceses 232 1,512 405 230 138 23 649 
Guatemala ........ 129 601 140 éens seen 95 676 
BPOMGMERS cccccccce 167 3,905 1,103 60 48 jaa eer 
NICAFASUB 2c ccccs oees 840 183 5 - ates eatitee 
DE concuseetes 159 4,974 1,816 163 96 i8 709 
DEED saceadceece 57 950 a «shee ee 4 144 
DT os ssakedeee 2,741 56,462 4,192 563 405 2,085 9,874 
Newfoundland and 

Labrador ....... 196 7,932 1,328 72 56 127 450 
Bermudas ......... 1 enn or Sa l 27 
GED ccceosacese 762 252 36 21 2 25 
Trinidad and To- 

DE sseveasavee 39 9.543 692 deities nase mie noes 
Sh. ~cttenndenes 184 30,699 3,633 905 917 53 509 
Dominican Republic .... 397 7 wens sate 34 125 
Netherland West 

BED  cepeaéones 88 anes aces ature er deans er 
Haiti, Republic of.. Swen aeak anne nen — 5 207 
Argentina ......... 971 1,674 664 170 504 390 9,126 
EE eseeacences 99 3,599 522 ecee eese 7 146 
eer 939 540 235 449 380 473 5.417 
CN 8266540066008 1,894 4,624 784 293 202 147 3,963 
COSENRER ccccccese 508 5,425 707 81 63 307 1.391 
DE, ésceseteve 193 6,905 1,163 60 57 13 72 
DEED sccecccece ees 4 3 aeen oeee 1 23 
DU 60é¢eec0ee0ee6 988 1,780 367 106 54 163 4,340 
CO eer 114 4,875 904 12 69 17 259 
Venezuela ......... 392 10,599 2,270 50 30 53 1,511 
British India....... 755 2,616 ae tees awe 118 3,336 
British Malaya..... 418 144 37 — ~_— 57 577 
GED esvccnsecsoce 49 er eens énas shes 66 1,437 
GED nncndscecccce 280 64,782 6,282 Sees osve 273 4,893 
Java and Madura... 972 12,500 1,250 75 2,830 
Other Netherland 

East Indies...... 109 24 11 seen sees 19 678 
French Indo-China.. 61 ones nae een seas 5 151 
Hong Kong........ oad 7,380 1,063 ans an 117 1,386 
BOE sedeedecvcoces 157 —— nee 1 71 
St eésvcusucess 57§ 7,524 3,269 109 2,785 
Philippine Islands. . 191 46,416 7,72 sees éex 596 6,432 
Du pateeceneetea 14 iat cane Kina seo 10 499 
DEK: Cicteancee 4,202 5,948 1,227 .... oe 754 14,296 
French Oceania.... eye vane ‘one ones pees 1 34 
New Zealand....... 486 624 247 tin 25 645 
Belgian Congo..... 147 eens — 13 310 
British E. Africa... 2,762 ewes eees oses snes 21 662 
Union of 8. Africa. 277 1,626 1,016 260 204 9 228 
Other British South 

MEE Geeceesees 76 éuen bene seee éees 2 23 
MES esavaceteses 119 ey ea ent inte ws canes 
Other Portuguese 

BETTE. coccsccces 84 ee noes wees —— 2 27 
Canary Islands..... sew won a seen bee Te 5 264 

Total ...........$59,907 486,647 $80,421 7,247 $6,882 9,671 $124,468 


Shipments from the United States to: 


EE nosnnavedes $325 16,839 $5,521 54 $ 39 29 $480 
Porto Rico......... 223 21,588 2,287 264 168 75 1,023 


Adding—Calculating—Billing—Tabulating 
Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in July, 1930. In exports under this classi- 
fication where the machine is driven by an electric motor the value of 
the motor is included with the machine. Parts of adding and calculating 
machines are not shown separately. They are included under a general 
classification, ‘‘Other machinery and parts of,’’ which is not segregated 
for publication. By the Division of Statistics, U. S. Department of 
Commerce. 


Listing- Typewriter, 

adding bookkeeping Non-listing Listing 

bookkeeping billing adding adding 
machines. machines. machines. machines, 

Countries. No. No No. No 

DEE ace cee jane 1 ) i i. eee 28 $2,360 
DORIUMR ccccccesces 13 8,654 10 6,401 ... er 52 4,198 
Czechoslovakia ° cece 7 1,839 ... nese 34 1,978 
DOMMAFE .cccccccss eens 2 B50 ... ooee 14 1,072 
PURSE ccccccccccs 1 Bae ess chew wee er in) 325 
PROMO cccccccccess 49 25,158 63 38,828 ... chee 98 9,493 
GeeMGRP .ccccccces 6 7,185 74 42,878 ... ewes 117 8,897 
SED ncvecnceeees 1 1,041 ... bers ene noes 6 636 
PE? si cocceses 1 981 1 514 ... eda 7 585 
BE bcc ccsesces wees 4 oees 3 184 
Irish F. State...... 3 eee sas pee 260 usec 2 150 
BEE ccccuscceceses 5 4,382 25 10,262 42 $4,105 111 11,182 
Netherlands ....... 6 6,860 14 S.BTE woe seer 96 10.747 
DOTMRT ccccccccces 2 1,047 12 3,199 ... pees 17 1,872 
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TYPEWRITER RIBBONS 
CARBON PAPERS 














7o Get Best Results from This 
CARBON 


use 





“Impressions that Last!” 






Manufacturers of a complete line. 
Inked Ribbons for a Variety of Purposes 
Carbon in Rolls to Suit Every Requirement 


A distinct achievement in uniformity of 


quality. 


QUEEN RIBBON & CARBON CO.,, inc. 


360 FURMAN STREET 
BROOKLYN, N. Y. 
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APlaythin 
hat Helps 


Develop Jalen 
——- 14 Diflerent Designs In Showy Colors 











© dor Stationers and Tlovelty Shops 


Qhildren's 


COLORED 


Drawing Pencils 






Fine Jor The 
Christmas 


Sto coking 





Ki Dozen Colored Pencils mABox 










n ' atava'y 
Is Jhey Sell OnSight 4 1} Novel,Pretty; Useful IN 
| “tor Prices it BeAmongtheTirst \Ay ian 
Wire or Write ‘| JoShowThem Be 
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! I | AW. / si am 
i | FABER Inc. 4 __VBERS A.W. ht a 
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Lackawanna Leather 


Inasmuch as leather is the most conspicuous part of office furniture, it is essential 
that your salesmen are familiar with the various grades and finishes. We have 
prepared an illustrated booklet showing the manufacture of upholstery leather 
from the raw hide to the finished state. This booklet will be sent upon request 
and will be found to be of great educational value. 


The Lackawanna Leather Company is the world’s 
largest producer of full Top Grain upholstery 
leather. Our leathers are now adopted as standard Va 
by the highest grade office chair manufacturers. 







Na aeeted d 
SCKETTS TOWNS 


Samples sent upon request. 





The Lackawanna Leather Company 
850 Grand Avenue Hackettstown, New Jersey 


‘Look for the haircell—It is your guarantee of full Top Grain Leather” 









































W; have made chair Note 6 points of attachment to seat 
actions of steel and semi-steel 
for over 50 years. We are the 
only manufacturers who furnish 
ground screw with patented plain 
terminal so there will be no 
wobbling when chair has been in 
use. Various styles of hubs, 
stamped steel or cast semi-steel. 
We can furnish iron, steel, and Patented plain terminal screw 
semi-steel fittings for hundreds | Sa 
of kinds of stools, tables and 
chairs. Catalogue and prices on 
request. 








GILSON-BOLENS MANUFACTURING COMPANY 


PORT WASHINGTON, WISCONSIN, U.S. A. 





THE BUSINESS WORLD REVOLVES ON GILSON CHATR ACTIONS 
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Listing- Typewriter, 
adding bookkeeping Non-listing 
bookkeeping billing adding 
machines machines. machines. 
Countries No No No. No. 

Poland & Danzig... , 1 a 24 
ee : in soon 16 
Pree wae ‘ ‘2 stat ean 2 
Sov. Rus. in Europe ... cehae 1 _, BOP 5 
SD. coxgenteannns 4 3,864 10 2,000 ... 32 
DL eneaneewnne 2 1,968 14 ) 99 
Switzerland ....... i) 10,224 21 18,402 ... 30 
United Kingdom.... 18 16,290 26 30,742 ... 127 
Yugo. & Albania... : tee oi onan 4 
GE, cr ences 7 6,628 21 10,659 4 300 33 
B. Honduras....... ‘ 8 eeee ese eee 3 
 »  —eaaree oe “n 7 
Guatemala ......... -_ - 2 
DE gnwcciese : as 3 
NICAPFASUB 2... cccs . oe - 1 
WEEE ccéccsccese 2 LSS a<< . 20 
CEE cavccesnce Tr pista abel san sb sane 7 
DE ceseene . 4 8,172 s 8,994 25 1,679 51 
Newf. & Labrador.. 1 e+ ree on cane 6 
pT er 1 996 ... chee ane 1 
SN Su cedaseuewe 2 1,473 1 160 ... 34 
Dom. Republic...... Se seus eee ands . 1 
Neth. W. Indies.... av - nee 7 
a a. ~~ os eee 4 
BORE 600102000 : ee eens 92 
REE wgeedes0seee ‘ Monk wus 2s 1 24 — 
Dn vcnaghtenbad 5 2,388 1 1,570 . aon 16 
. eer. . 2 2,152 eee 129 

GE. ecesewases ‘s ‘a ae 7 
REE scvecuaans os TT 4 
DUTEEOER cccccccses . oe 2 
oe , ine 4 
ere ; 1 53 4 
Vemesuela@ ......00. 1 1,515 —_— 40 
iy ees seenne cute ¢ 7 
SED caclsacatece acti biaiine 2 
CD: ccctecssadess 3 771 7 510 4 
Java & Madura.... 7 3,946 6 570 58 
F. Indo-China...... , esas eves 2 
Hong Kong......... 2 865 
errs : — 2 
Philippine Islands.. ; ; oes 18 
UE wed beccceece it: wae es 6 
RAREEEEEE. 6046060001 ie 6,315 12 
New Zealand....... o* 1 237 4 
Belgian Congo...... an Wats one 12 
B. B. Africa....... baa tent , nk. eh 2 
Union of So. Africa. 8 7,358 9 7,093 ... 29 
DEED évéchiccene ve ieee “ewe 3 
BEE cectdanenncetes 1 ee 3 
Other P. Africa.... - eens ° ° 2 

DEED accocscsecs 151 $122,187 362 $217,172 86 $7,241 1,574 

Shipments from the United States to: 

re 32 
Porto Rico......... 9 








Card 
punching, sorting 


Calculating and tabulating 
machines, machines. 
Countries. No. No. 
EE ch cantsnewiadecdsein 15 $1,215 3 $2,880 
I 800 0866s cdonseesoun 21 2,809 1 290 
Czechoslovakia ...........+. 08 eons 10 12,618 
DOE occcncescccvcocees 12 it ee cone 
DEE edeceeetesscewnadeee 29 3,022 o< — 
DE, Chae gcenegeee abt 113 43,121 4 2,423 
SP s02006006saeanneens 7s 14,010 55 35,139 
SEY 606600608 6nsnoenaee 6 885 es ones 
DEE a6066064068606s00s0006 184 24,671 ooce 
DED iscectecdeensees 36 2,969 7 4,400 
PIE cco dsasgesesconccene 34 6,119 ° ecee 
Poland & Danzig........... 9 1,497 ‘ 
UOTE dnh wagccenencecsecse 4 975 . 
Sov. Rus. in Europe........ 21 4,550 na sees 
eee ee 10 850 2 1,140 
EY ceaneuresecseveccnee ose ‘ks “wad sen 
EE ewcewcaccocccces 23 2,238 2 1,300 
United Kingdom seeseeaee 55 15,269 “ need 
Bee. GB B..n. cccccccces can aes - ah 
GR ch coeeedcountecuasete 32 7,798 6 5,121 
DED oct cecuceceaseene 1 50 ne ° 
DOMME caccicccccscceesios 1 480 3 4, 700 
DD trtescbedesdeuneanes 9 1,488 10 8, 610 
SUE. GB DOPOD. cc ccccccecss 3 135 “2 
GEE, Teas cecccccccvee 1 150 
Pe, We Bn cccccceccece 3 780 
BEES. 10064860 +e cdsdnne 55 14,831 ... ee 
DD ényh0cess obsoseeeanee 12 3,060 3 2.760 
Ce. p0nbeenesedecnnceedeee 38 11,593 18 26,000 
CREEED ccccasetescesonees 16 2,955 - ‘sue 
DED se00secesconcunenes 1 219 
BUD .cea80scccccsccesnseces 12 750 
rrr Ty 15 2,370 
VOROMMEED. cccccesccccoccess 6 822 
Ph; PGA62e6bGandeeenens 12 2,400 
i, Be ocesueseucnewesen 7 917 
er er 20 3,252 
Other Neth. E. Indies....... 9 tt ae “pe 
SUE cancsecaceccccosesoes 9 1,935 1 1,809 
Dice scunenkeoeee 1 398 oe oene 
Union of So. Africa......... 1 153 
SVR ccccccccccccccccccces 5 853 
BORE cccocccsesncencceess 914 $185,054 125 $109,190 
Shipments from the United States to: 
EEE. ne descicuceeneduceene . 
UU eer “2 $715 ee 


Listing 
adding 
machines. 


"180 
2,792 
525 
1,698 
397 
1,044 
180 
2,814 
186 
315 
250 


$157,372 


$3,641 
940 


Other 


including used 
and rebuilt. 


No. 


"20 


3 


$345 
809 
100 
95 
140 
1,854 
8,780 


“647 
360 
80 


397 


te. . . 


1,950 
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Specify “Halco” 


 ——————— 


Carbon Begee 
Multigraph Ink 
Duplicator Ink 

lue Stencils 
Molkigraph Ribbons 
pewriter Ribbons 

Addo ressograph Ribbons 

Shallcross Mimeo Bond 

Stencil Correction Fluid 

Ss Ribbons and 


<n? 
for Quality 


FFFICIENT first-class results from mod- 
ern business machines depends entirely 
on the quality of inks, ribbons and carbons 
used. Each item in the Halco line has 
proven its ability to give excellent results 
under the most trying conditions. Many 
large concerns d on us to solve their 
problems. Why not write us today? Maybe 
we can help you. 
To Wide-awake Dealers we offer a fully-protected territory and 
complete factory co-operation on all special sales problems. 
Write us today. 


The: SHALLCROSS COMPANY 


Manufacturers of 


inks: Ribbon-- Stendis-Pasen 


FORTY GIGHTH and GRAVS FERRY ROAD 
PIHILRDELPHIA,U.S.M. 

















TODAY IT’S 
QUICK PROFITS 


THE *“*TWENTY (20) REASONS 
WHY” SIMPLEX 









and 
nothing’s 
quicker 
than 
Simplex 
stamping 


Gold and colored stamping on fountain pens and pen- 
cils, books, leather, imitation leather, celluloid, paper, silk, 
wood, etc., is the new way to quick profits. The handsome 
return from a small investment seems too good to be true, 
but it’s the same story everywhere. Dealers are finding 
the Simplex Model R a gold mine. Some do all such stamp- 
ing in their territory. 

The Simplex Wonder Model R occupies a small space 
16”x7” that could not be devoted to better advantage. 
Anyone of normal intelligence can operate it easily after 
carefully reading intructions and when once installed, 
profit soon follows. 


Write our service department for full details 


Simplex Gold Stamping Press Co., Inc. 


425 Fourth Avenue, New York 
Cables: Mildoheil, N. Y. 


Tel.: Caledonia 4056 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


Ty! 


Self - Inking Numbering 
Rubber Stamps Machines 





Rotsn Dater 





NAME PLATES 





BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 











Point 
Out 


The 
Money 
Saving 

Features 












a FIL a 


No waste of space. One of the 90 stock sizes 
fits exactly the transferred matter. Smooth 
surfaces inside and out. No projections nor 
anything to impede filing or finding. Sag- 
roof, bulgeproof and moisture resisting; 
fight in weight and unusually durable. 
Dropping the lid locks it automatically, which 
prevents spilling. 

Show QUIK-LOKS in your display—feature 
the low cost and extra conveniences. A ware- 
house with complete stock of all sizes is 
located near you. Write for literature and 
discounts. 


THE KAY-DEE COMPANY 


3644-3664 S. 36th St. Lincoln, Nebr. 
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Growing Market for Metal Furniture in Denmark 

Commerce Reports] The Danish market for steel office furniture is 
relatively important and worth while. Industry and, especially, trade oc- 
cupy important places in Danish economic life and nearly all major lines 
are maintaining a fairly satisfactory volume of production, while the com- 
mercial turnover is, generally speaking, satisfactory. The average pur- 
chasing power of the population is high and business organization is quite 
up-to-date. 

Current sales conditions are now characterized for the first time in years 
as fully satisfactory by those in the trade. Normal selling within the 
office furniture line was affected adversely during the immediate post-war 
years by the many business liquidations and bankruptcies of many of those 
firms which were a direct outgrowth of and dependent upon the war. 
Owing to these failures, the market was naturally glutted for a time with 
used furniture. Following this disturbance to the demand, the post-war 
depression period came to hamper further sales of office furniture by 
throwing additional quantities of second hand furniture on the market, 
and causing a further contraction in the demand for new equipment. In 
addition, the inherent conservatism of the Danish business man, who gives 
due time for consideration of all changes in methods, has slowed up sales 
During the last few years, however, the market has registered a remarkable 
increase in demand. 

The office furniture at present sold in Denmark is chiefly of wood— 
tradesmen estimating the proportion as ninety per cent. Very little wooden 
furniture is imported, however, as the sales are chiefly those of domestic 
manufacture. Denmark has a relatively highly developed wooden office 
furniture industry. Imports are principally confined to small quantities 
of low priced equipment—chiefly chairs—from Germany, Austria and 
Czechoslovakia. The high priced wooden office furniture is supplied al- 
most exclusively by the domestic industry. 

It is readily evident that the demand for steel office furniture is rather 
poorly developed. For many years steel office furniture was not used in 
Denmark, as there seemed to be a prejudice against this type of furniture, 
and wooden furniture could be obtained from local manufacturers at a 
low price. However, when steel furniture was finally installed in a few 
offices, a gradual but promising growth in demand followed; and during 
the past few years the demand for steel office furniture has developed even 
more rapidly than that for office furniture made of wood 

Sources of Metal Furniture 

The metal office furniture, in contrast to the wooden, is controlled by 
foreign manufacturers. The bulk of the steel office furniture sold in Den- 
mark is supplied by the United States. Of secondary importance in point 
of sales are British firms. A leading British manufacturer distributes 
through a local house organized more or less as a branch of the mother 
company. German and Danish firms furnish the rest of the requirements 

The American equipment sold locally has obtained a strong foothold 
and enjoys an excellent reputation for quality. The quality, attractive and 
varied designs of the American equipment enables it to better satisfy the 
purchaser's idea of what style is the best suited to create a pleasing and 
inviting atmosphere in which to conduct his business. This fact, and the 
fortunate circumstance that the American companies are represented in 
Denmark by the best local firms, are the chief reasons why American ex- 
porters control the Danish market in this line. 

The keenest competition is at present offered by furniture of British 
origin. British manufacturers are taking full advantage of the prevailing 
pro-British trade propaganda in Denmark. 

Local dealers are, however, of the opinion that the keenest competition 
in the long run will be offered by the German manufacturers, who are 
making strong efforts to enter the Danish market with steel office furniture 
which has of late noticeably improved in quality. The German terms are 
fully as flexible as the British and the American, and the prices quoted 
are said to be low. German manufacturers, furthermore, as a natural 
consequence of their geographical position consider Denmark as an integral 
part of the domestic market and cover it accordingly. 

The manufacture of steel furniture in Denmark is of recent date, and 
has not as yet progressed very far beyond the craftman’s stage. It is 
doubtful if the number of workers embraced by the industry at present 
is much over twelve. However, a future expansion in the industry is 
anticipated, as it is generally considered to be in an excellent position to 
meet the demand from foreign quarters. The greater part of the Danish 
manufactured steel office furniture is made to order. 

Governmental Purchases 


Purchases of metal and wooden office furniture by the various Danish 
governmental departments are made by them individually, usually from 
Danish retailers of this type. Bids are in general not extended to foreign 
firms. 

Filing cabinets and visible indices find greatest demand locally in the 
steel office furniture line. Desks are sold to a lesser extent, and chairs 
—chiefly typewriter chairs—are marketed only in limited numbers. It is 
more or less impossible to speak of general types within each of the lines 
because of the great variety of designs in demand. As a result of this pro- 
nounced individualism, prices also naturally vary considerably. Among the 
more popular equipment seems to be the four drawer filing cabinet, which 
retails for about 200 crowns (the crown equals $0.268) for cap size and 
240 crowns for legal size. There is uniformity of color, however, all of 
the furniture being finished olive green. This standardization has been 
dictated not so much by the prevailing taste as by the regulations of the 
Danish tariff law, which prescribe that the import duty levied on steel 
office furniture of only one color shall be 0.20 crown per kilo, whereas 
steel office furniture finished with more than one color, or nickel plated, 
shall pay 0.50 crown per kilo. 

From an American point of view, Denmark offers an attractive market 
for steel office furniture. The demand, although rather undeveloped, is 
increasing steadily. American metal furniture was the first to be intro- 
duced and has an enviable reputation and position, as it is favorably 
known for its quality and excellent finish. 

The volume of business which can be expected during the first two years 
by new firms entering the market is of no great size; and the number of 
local firms equipped and able from a financial and distribution point of 
view to handle the agency for an American line of steel furniture is ex- 
tremely limited. Suitable distribution is difficult to secure. 

High forwarding expenses, which to some extent can be overcome by 
forwarding the goods in knocked down condition, also demand attention. 
Danish dealers in American steel office furniture estimated the forwarding 
expenses from New York to Copenhagen approximately thirty-three per 
cent of the f. a. s. price New York. Thus, American firms manufacturing 
and distributing from nearby countries are naturally in a favorable posi- 
tion as regards sales in Denmark. The time of delivery averages ten 
weeks. This seems to be more or less unavoidable, inasmuch as it is 
more or less impossible to carry sufficient stocks locally to comply with 
the wide variety of orders received; a certain stock of cabinets, desks, 
chairs, etc., chiefly for demonstration purposes, is, of course, necessary for 
success. 
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salet_\ STANDARD B & P 


Figuring or 
= Cash Sale 
Books 










Ov 


No. 1402 


ECAUSE of their manifold uses, Stand- are practically unlimited. Sizes range from 

ard B & P Figuring or Cash Sale Books 103%” x 8” to 14” x 104%", and from 30 
are always in demand. Although primarily leaves to 120 leaves. Stiff Covers, High 
intended for keeping account of retail sales Grade Ledger Paper. For details consult 
stock records, etc., the uses of these books Page 102 of our catalog No. 47. 


BOORUM & PEASE COMPANY 


P. O. Box 272, City Hall Station, New York City 
NEW YORK CITY . ST. LOUIS, MO. 
349 Broadway CHICAGO, ILL. 212-214 So. 7th Street 
BROOKLYN, NEW YORK 500-532 So. Throop Street BOSTON, MASS. 


84 Hudson Avenue at Harrison 29 Otis Street 




























The line broad enough to 
meet every need, of out- 
standing merit, obtainable 
at low price will do it. 


Your ribbon and carbon 
business can be increased. 











Users are eager for the best. 


“THE COMPLETE LINE” 


Clean-Cut Impressions, Neater Work 


Storms’ Ribbons and Carbons are being sold throughout the world; increas- 
ing sales prove their ability to meet all competition. 


Storms’ Carbon Rolls for all machines are made with greatest care and in 
such variety as to meet every demand. 


It may be difficult to create a new use for Carbon and Ribbons but the 
right goods for the desired result will increase your sales. Ask for samples. 


Hi. 4. Storms Company 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 Grand Avenue, 
Brooklyn, N. Y. 
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The [ine of Lowest Ultimate Cost 

























An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 





Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U. S. A. 
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23 YEARS’ 
EXPERIENCE IN THE MANUFACTURE OF 


SPECIAL BUILT STEEL EQUIPMENT FOR 


BANKS, LIBRARIES 
AND COURT HOUSES 





% 


- = 


Enable us to give 
QUICKEST DELIVERY 
HIGHEST QUALITY 
and LOWEST PRICES 
To be had on this class of 

equipment. 





We help you by furnishing BLUE 
PRINTS and ESTIMATES. Increase your 
profit and improve your service by 
writing us on all Special Work. 


THE STEEL FIXTURE MFG. CO. 
TOPEKA, KANSAS 
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CATAL Oo Bees 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer 

The Stationers Specialty Corporation, 147 Lafayette street, New York, 
N. Y., has issued a catalogue of its desk accessories—No. 12. 

The Joseph Dixon Crucible Company, Jersey City, N. J., has issued a 
new catalogue of pencils for school work, including writing and drawing. 

The Wilson-Jones Company, 3300 Franklin boulevard, Chicago, Ill., has 
distributed to the trade a new catalogue on ‘‘Machine Bookkeeping 
Equipment.’”’ 

The Ross-Gould Company, 309 North Tenth street, St. Louis, Mo., has 
prepared a combination demonstrator and catalogue of its ‘‘Handifax’’ 
visible records 

From the Art Steel Company, Inc., 306 East 145th street, New York, 
N. Y., comes its new Catalogue No. 16. This is a complete exposition 
of the company’s lines of office and bank equipment, including staple 
cabinets for cards and correspondence, storage cabinets and a variety 
of metal utilities that find place in every office. Steel shelving is an 
important element in the ‘‘Asco’’ line. 

From Lyon Metal Products, Incorporated, Aurora, Ill., come two bulle- 
tins in color descriptive of the company’s new ‘‘300’’ line storage cabi- 
nets. One bulletin is devoted to the cabinets, giving details of dimen- 
sions, and showing some representative arrangements of inserts. The 
other bulletin gives full particulars about inserts, which provide storage 
and classification facilities for a wide variety of office forms and supplies. 

The Hoosier Desk Company, Jasper, Ind., has distributed its Catalogue 
No. 30, a sparkling exposition of the company’s line of office desks, 
tables and accessories. Each suite is shown and described in a six-page, 
fanfold sheet, many items being reproduced in natural colors. The 
Hoosier line now embraces four complete lines of matched suites, and four 
grades of commercial straight line tables and desks. This catalogue 
enables dealers to provide their customers with a complete range of 
equipment for all offices of modern business. 

From the L. C. Smith & Corona Typewriters Inc., 51 Madison avenue, 
New York, N. Y., comes a new catalogue of the Smith and the Corona 
typewriters. The catalogue is 8% x11 inches, and illustrated with half 
tones of generous size, permitting the smallest details to show up clearly. 
Each page is devoted to a specific detail of Smith construction. Two 
pages are devoted to special platens and attachments. Other pages show 
the type styles available, ‘“‘Typebar” and ‘‘Pigeon’’ ribbons and ‘‘Type- 
bar’’ carbon papers; the Corona typewriter is given a page of its own. 
This catalogue was printed in the company’s shop at Cortland. 

Direct Mail.—Manufacturer 

The Office Specialty Manufacturing Company, Ltd., Newmarket, Canada, 
distributes inspirational broadsides to aid Canadian business men to attain 
that mental attitude which makes business better for every one. 

Accessory Advertising Matter 

The Royal Typewriter Company, Inc., is providing its dealers with two 
types of electric signs featuring the Royal portable typewriter, on liberal 
terms. 

Dealers of the Yawman and Erbe Manufacturing Company have had 
prepared for their use two attractive display cards advertising ‘“‘Y and 
E’’ desks of steel. 

The L. C. Smith & Corona Typewriters Inc. issues a handsome poster 
in process colors and silver, showing winners in 1930 state championship 
contests who used the ‘‘Elsie’’ machine. 

Absorbing Advertising 

The Lester Book & Stationery Company, 70 Broad street, N. W., At- 
lanta, Ga., distributed a blotter emphasizing blank books and loose leaf 
forms for the fall season. 

The Wallace Stationery Company, Chicago, Ill., used a small blotter, 
distributed to customers, inviting them to get in on the world series base- 
ball games, listening to the play-by-play account broadcast from the field 
to the Wallace store. 

A blotter by Stromberg-Allen & Company, Chicago, shows the silhouette 
of a square rigged ship, with the legend, ‘‘The sailing is always smooth- 
est for men who link with their commercial energy the printed power 
of direct advertising.’’ 





0 — ———— 
“Selling the Remington Portable” 


The Remington Rand Business Service Inc., typewriter division, Buffalo, 
N. Y., has published a sales manual on selling the Remington portable 
typewriter. ‘‘Selling the Remington Portable’’ gives the typewriter dealer 
live information and sales talks which will enable him to find prospects 
and sell them the portable. 


HOUSE ORGANS 


Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer 

The Elbe News (The Elbe File & Binder Company) asked and answered 
the query, ‘“‘Why the Brilliant Fail.”’ 

The ‘‘Cavalier’’ suite was illustrated fully in The Leopold News (The 
Leopold Company). The present showing reveals the character of this 
suite in oak. 

Loose Leaf Entries (Wilson-Jones Company) disserted on direct mail 
lists, and how not to use them. Some obvious mistakes in undertaking 
a direct mail campaign were considered. 

The Royal Standard (Royal Typewriter Company, Inc.) printed views 
in the typewriter classrooms of a Pacific coast business school, in which 
several hundred Royal typewriters are operating. 

A page in The Lyon Standard (Lyon Metal Products, Incorporated) 
tells about the revival of the backgammon game, which is crowding bridge 
for popularity. Lyon has a backgammon table in its ‘‘Steelart’’ line 
of folding tables 

“The Fastest Growing Branch of the Industry’’ is machine accounting, 
according to the “‘Y and E”’ Idea (Yawman and Erbe Manufacturing 
Company) The article presents the conclusions of G. A. Winegard, 
“YY and E”’ traveler. 

Graphite (Joseph Dixon Crucible Company) published a facsimile in 
reduced size of a testimonial from the Byrd Antarctic expedition, indicating 
the co-operation of the company in providing necessary supplies for the 
long trip. 

Woodstock, The Typewriter (Woodstock Typewriter Company) printed 
a number of persuasive approaches, which were contributed by field men 














REGAL REBUILT 
ROYALS 


Trade-marked Nationally Advertised 


Approved by the Manufacturer 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Makes All Models 
All Series All Types 


Lowest Prices 


Write for the Re gal Plan 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 12-14 So. Jefferson St., 
New York, N. Y. Chicago, Illinois 


Cable Address: REGALTYPE, N.Y 
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Christmas 


Greeting, Cards 


Social and Business 
Personal Greetings 
Our Sample Book of Personal greetings 


show over one hundred samples, these sam- 
ples with price list covering your name en- 


graved on card if desired will be gladly sent 
postpaid. 
Commercial Greetings 


we show a large variety of cards, Folders 


and Calendars for 1931. Samples with price 
list sent postpaid promptly 


Order early while stock is complete 
December delivery if desired 


The American Embossin, Co. 


192-96 Seneca St. Buffalo, N. Y. 
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éé 99 Non-Inflammable 
NUTYPE” “sears 

TYPE CLEANSER 

No brush or cloth required. Just apply dauber and type are clean. 

Dries instantly. Dealers sell ‘‘Nutype.'" 50c and $1.00 sizes. Unusual 


liberal discount on small orders. Every bottle guaranteed against 
evaporation 


Build yourself a repeat business with “NUTYPE.” W® Sie 
will imprint your name on the labels in orders of one gros®* 


or more if desired 


Walter G. Gies 
Company 
3 Commerce St. 


BALTIMORE 
MARYLAND 

















UICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union, Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and al! data. 





Meilicke Systems meet every need. and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke Systems, 


INCORPORATED 


3471 No. Clark St. Chicago, Illinois 




















AT LAST! THE PERFECT 
STAMP PAD 


Ink dries immedi- 
ately on paper, 
but pad remains 
moist indefinitely. 
The only pad 
suited for use in 
tropical countries. 





ORI-AWZT 


STAAL’ 


Rubber Stamp Ink 
Daters 
Numberers 
Rubber Type 
Toy Printers 


FULTON SPECIALTY COMPANY 


ELIZABETH, N. J. 























OFFICE APPLIANCES 


during a contest. There’s much good sales material in the series printed 
by The Woodstock 

The Scovill Standard (Scovill Manufacturing Company) published 
“‘Salesmanship in Business.’’ This was contributed by E. 8S. Sanderson, 
sales manager of the company, and reflected his many years of experience 
in developing salesmanship in his associates. 

Rem Rand Notes is the successor to Remington Notes, published here- 
tofore by the Remington Typewriter Company It is the representative 
with users of Remington the typewriter division, Remington Rand Inc., 
and publication was resumed after a brief intermission 

An unusual assembly of typewriter ribbon spools was shown in Typing 
Tips (The Miller-Bryant-Pierce Company) This illustrated in colors the 
ribbons furnished for the current models of various typewriters, and 
shows the spools typical for each make of typewriter 

A sales letter that reopened a closed account was published in Smith- 
Corona Sales News (L. C. Smith & Corona Typewriters Inc.) Ww. 8S 
Talbert, of the Talbert Typewriter Exchange, Caspar, Wyoming, runs 
through his books frequently to learn what accounts are inactive. <A 
short letter, artfully worded, brings business in many instances 

The Skyscraper (The Shaw-Walker Company) reported the remodeling 
of a banking structure to accommodate the personnel of two banks which 
merged, and provided suitable equipment and accommodations without 
remodeling the old building, or erecting a new one. Standard Shaw- 
Walker equipment was employed for many of the cages and also for 
routine workers, making a handsome and practical installation. 

Important advances have been made in the production of motion pic- 
ture screens, according to The Du Pont Magazine (E. I. du Pont de 
Nemours & Company). A fire resistant ‘‘Fabrikoid’’ has been developed, 
which is proof against ignition, even in the flame of a Bunsen burner. 
**Fabrikoid’’ for upholstery work is now produced in a number of attrac- 
tive designs, showing color and pattern, permitting novel effects in the 
production of loose leaf and bound memorandum books, and similar 
utilities. 

The mainspring of ‘‘the silent watches of the night,’’ according to 
the Mouthpiece (Dictaphone Sales Corporation) is a Dictaphone. Charlie 
Chaplin has a Dictaphone at his bedside, and if an idea comes to him 
during the night, he loads it on the willing shoulders of his dictating 
machine, and continues with his slumber. He is secure in the knowledge 
that the thoughts will be presented to him in the morning, after the 
cylinder has been transcribed. 

Weston’s Record (Byron Weston Company) showed the Visitors’ Book 
in the Lookout Mountain Museum near Chattanooga. The book was made 
by the Chattanooga Printing & Binding Company, and weighs 400 pounds. 
There are 300 pages, thirty inches wide, and opens to eight feet length 
A whole cowhide was required for the binding. This register cost $425, 
and was placed in service April, 1922. Already 50,000 names have been 
signed in this register 

“The Touch System in the Store’’ was printed in The Coach (published 
co-operatively by the Boorum & Pease Company, Eberhard Faber Pencil 
Company, C. Howard Hunt Pen Company and Sanford Manufacturing 
Company), to show the importance of deft familiarity with all the 
merchandise in the store, or the department in which the salesman 
operates. This plan is likened to the touch system in typewriting, per 
mitting the clerk to put his hands on any item in stock without hunting 
in several places It follows naturally that stocks are kept orderly and 
fresh. And how effective it is in a rush! 

Association 

Rags in Paper (Rag Content Paper Manufacturers) said ‘‘The man 
who thinks of his letterhead as he would a bit cf interior decorating, 
or an etching, or a set of hand wrought iron lanterns along his private 
driveway, will almost certainly come out right. With a mind so attuned, 
he may some day hit upon a masterpiece of business stationery.’’ 

Dealer 

Stationery Suggestions (Graham-Chisholm Company) gave merchandis- 
ing emphasis to Triner air mail scales. 

Phunnygrams (Lester Book & Stationery Company) published the foot- 
ball schedule of the Southern Conference. 

Office Topics (Baker Printing Company) quoted the Booz survey on 
the savings accomplished through the use of Parker desk sets, showing 
illustrations of two types 

The Office Co-efficient (Chas. G. Stott & Company, Inc.) imparted im- 
portant information regarding the ‘‘Mongol’’ photographic coloring kit, 
made by the Eberhard Faber Pencil Company 

Bramwords (The Bramwood Press) reminded readers that sheets of 
various rulings for ring books could be obtained at the stationery store 
Sample rulings were shown in the advertisement. 

Referring to ‘‘Old Times’’ The Honolulu Item (Mercantile Printing 
Company, Ltd.) said: ‘“‘Do you remember the time, when, if a neighbor 
told you how many quarts she had put up, you know she meant fruit?” 

The Paragraf (Pacific Coast Stamp Works) reported on the vast num- 
ber of shipments which go astray because of errors in marking, and sug- 
gested a remedy that will work 100 per cent—use stencils. 

An exposition of pen ruling was given in The Blank Book News (The 
Columbus Blank Book Manufacturing Company). The descriptive matter 
said that ‘‘Pen ruled lines are to the bookbinder’s art what copperplate 
engraving is to the printer’s art.’’ An excellent argument for the use 
of pen ruied forms in accounting work. 

The Office Cat (The Richmond & Backus Company) called for frank- 
ness In every day dealings. Many customers, when disappointed in serv- 
ice or merchandise, accept the inevitable, and then resolve never again 
to trade in the offending store. Constructive criticism will enable the 
management to remedy those elements of store operation which are not 
right, and thus serve all customers better. 

Internal 

The Strathmorean (Strathmore Paper Company) reports that ‘‘Scotty’’ 
Calder had been hanging around the diver who was fixing the mill dam. 
He tried to borrow the diving suit, for ‘‘Scotty’’ lost a dime near the 
dam a few years ago. 

The importance of telephone manners was stressed in The Gill-O-Gram 
(The J. K. Gill Company), citing the instance of an unusual operator in 
Portland. She has a remarkable memory for voices, and once she has 
heard a customer talk, and learns who he is, she greets him by name 
whenever he calls that line. 

——— 
Forest Products Bibliography 

The United States Forest Products Laboratory, Madison, Wis., has 
issued a list of articles on various phases of wood production and utiliza- 
tion covering the period January 1 to June 1, 1930. This is sent free on 
request by those interested. 

SS 
Proposed Australian Tariff Changes 

Commerce Reports] The Australian Tariff Board has been requested 
to investigate the advisability of increasing or imposing import duties on 
a number of articles. The list proposed includes badges and celluloid- 
set squares and protractors. 
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The Business Card Way to Make Printing Pay 








edge of card 
when detached 


Wey xP 





















Printers everywhere have found printing 
and selling Wiggins Patent Scored Cards 
put up in Wearwell Lever Binder Cases 
a dependable way to lower overhead and 
increase profits. 


Business men recognize at a glance the 


advantages you can print and sell these at 

a saving to your customers and still make 

about 50% poets for yourself. 

Send for one of our three sample orders today and try 

these scored cards out with some of the firms to whom 
you are now supplying ordinary loose cards. 


Stubsof cardsheld firm- 


ralue is ne e of putti 
Seabee carseat value of this new method of putting up 


cards. Cardsalways neatand clean—easily 
detached with straight, smooth edge; no 
waste from spoilage. With such apparent 








WIGGINS 
Estes CARDS 


THE JOHN B. WIGGINS CO. 


1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bidg. 


Wiggins Patent Scored Cards * Wearwell Lever Binder Cases 








Trial Assortment Order ‘vei! 


Price 
No. 1— 200 cards, 2 styles, and 2 Cases, 2styles, $1.00 
No.2—1200 “ 4 “ . = & > 5.00 
No.3—2500 “ 4 “ Ss *- €¢” ee 


Order today anyone of these sample orders. 











INCREASED SALES & PROFITS IN RIBBONS & CARBONS 


Expand your ribbon and carbon business with 
meritorious products at small investment. 

A business built with TYBON RIBBONS 
and CARBONS is built 
on the solid foun- 
dation of quality. 








Our latest booklet, 
Send for a copy and our new special offer NOW 


“HIGH QUALITY” 
TYPEWRITER RIBBONS AND CARBON PAPERS 


“YOUR OPPORTUNITY,” shows the way. 


TYBON CORPORATION 


1026 FILBERT STREET PHILADELPHIA, PA 











c OMMANDER— the leader of them all 


x SWAN PENGILCO. Ri ' 





Sell your customers the best pencil money can buy. 


If you don’t, someone else will. 
SWAN PENCILS 


SWAN PENCIL CO., Inc. 
221 FOURTH AVE., N. Y. C. 


A pencil of superior quality that you can be proud to handle 
and that will bring customers back to your store. Made of 
finest Southern Red Cedar wood with perfectly graded leads in 
5 degrees of hardness. Commanders are hexagon shaped, 
finished in yellow with long HEXAGON gilt tips and red 
erasers. Packed 1 dozen to a box; % gross to a carton. 
Moderately priced; big sellers; big profit makers. 























BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED BLUE - ORANGE - GREEN BLACK 


Your Name Can be Stamped in the Metal Tab 





WRITE FOR 112-114 S. Calvert St., 
PARTICULARS Baltimore, Md. 
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U.S. TYPEWRITER GIReON MFG. Co. 






RIBBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


Philadelphia, Penna. 


CARBONS 





Templar — 


The Aristocrat of Pencils 
OF EN | IHERN RED CEDAR 


[he popular leader of the 


RELIANCE LINE 


I ENCII PEN HE I AND ERASERS 


RELIANCE PENCIL CO. 











NEW AUTOMATIC PENCILS 
One a Combination Pencil 
(Beautiful Colors) and Letter Opener 





pg 


Pens — Renieahiiees <= Giugl Ink Erasers 


MILLER BROS. PEN CO. 


305 Broadway, NEW YORK CITY 


~~? 





MERIDEN, CONN. 























H. H. COLLINS 
INK ERADICATOR 





The Original 
Best By Test 


Small size retails for 25 cents Large size retails for 35 cents 
Attractive display cards with every dozen. 
At all Jobbers or 


H. H. COLLINS INK ERADICATOR CO. 
1325 GRAND STREET HOBOKEN, N. J. 


Send 15 cents for Sample. ‘ 
“A little drop of ink 
of makes millions think” 


Collins Ink Eradicator 


AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 

ing typewriting easier for thousands | 
of users. Sales, both new and re- 
placement, are large. Write for prices 


and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 





PAT. DECEMBER 21, 1915 























Elliott-Fisher 


Flat Surface Accounting-Writing Machines 


Product of Underwood Elliott Fisher Company 
Distributed by 


General Office Equipment Corporation 


342 Madison Avenue, New York City 


“Underwood, Elliott-Fisher, Sundstrand 
Speed ‘he World's Business” 








BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 
use it to build up their 
volume on business and 
personal cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean. Holds 

one as securely as a 


full case Imported morocco binding—metal parts highly 


nickeled—28 different sizes. 


We manufacture leather novelties only—we do not 


with engravers or printers. 
for prices. 


1 an 1 Fox Street 


Address, Department OA, 


mproved Boehner Binder Co. 







compete 
Please mention size in asking 


Aurora, Illinois 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 





NONE A UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 











Manufacturers 


PATENTED 

METAL TIP GUIDES 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Somes and 
ers’ Discount 


122 S. Michigan sat Chicago 













Thousands 
Use Harvey's 
AUTOMOBILE EXPENSE 
BOOK 
Big Profits 
Get Your Share 
It Repeats 
SEND FOR A SAMPLE 


FRED W. HARVEY CoO, 


206 E.Genesee Syracuse, N. Y. 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 


Ribbons and Carbons are in the front ranks, 


creating profitable business for 
Do you wish to meet the 
Write us. 


continually 
Union dealers. 
demand—profitably? 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 


<1on aon o STRigy 
ie. 7, 
s 


Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 


















Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 





Quick Sellers— Big Money Makers 


“Instant’”’ Desk 

Pocket pages keep papers in or- 
der but instantly © seunite. in- 
dexed A t 





o Z, 1 to 31, or specially 
Glauaified’ by celluloid covered re- 
movable index tabs. 
Idea Books 
with pasteless pock 
news clippings. 
etc., instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, 4 Record, Greeting 


Card, Memory. Address . 
Handsomely illustrated School 
Girl Diaries. 

Backgammon Scrap Books, 





Games, Double Somune Bridge 
Boards 
Write for Prices and Special Discounts. 


W. C. Horn Bro. & Co., ists 200 5th Ave., New York 




















| Loose Leaf Rings 


No Large Brass 

Joint to Tear Nickel Plated 
Paper FIVE SIZES 

Inside Diameters 
. %"—1.35 Per 100 
OPCleee Toes 
ose ge y “ o 
Securely d se wy o 3 





For loose leaf books, binding reports, blueprints, etc. 
Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Ce. 
Bridgeport, Conn. 





























BEACH’S 
“Common Sense”’ 
TRAVELERS’ 
EXPENSE BOOKS 
now contain calendars 
for the last half of 1930 
and all of 1931. 


Send in your orders! 












































Beach Publishing Co., 1351 Book Bldg., Detroit 
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From A to Z 
Each character of AIGNER’S “PAT- 


ENT CUT” Index Tabs are identical 
in color and texture. Made in strips, 
gummed and slitted to narrow edge. 


Characters integral. 


Quickly and Easily Attached 


Obtainable in A-Z, Geographical, Months, 
Numerical and Subdivided. In Leather, Can- 
vas, Celluloid and Paper. 

Refer to our catalog No. 119, pages, 6, 7, 8 


and 9. 
G. J. AIGNER CO. 
Index Manufacturer 
503 S. Jefferson, Canal Station, Chicago, III. 








, Merchandising 


‘Ta ble Gumpasuments 
$11.50 LIST 
Liberal discounts to Office 
Supply Dealers on this and 
other 
ie: TYLER STEEL 
STORE FIXTURES 
including Shelving, Counters, Por- 
table Display Stands, etc. 





t Model “nN” 
‘8 Table 
COLORS: 


TYLER SALES Red Mahogany 


FIx TURE co. aoe au sreei ROLLING DISPL oe 
Muskegon Heights, Olive Green SALES RACKS 
Jade Green 








Mich. Gray Blue 














Rapid Service 


Tyr, 
wows (TINNY 


DESK RACK 


Holds all city telephone direct- 
ories; numerous other uses 

books, folders, catalogs, sheet 
music, ete Lacquered wood 
base, seven bronze finished 
steel supports. Price in olive 
green, $1.50; in mahogany or 


walnut $1.75. Dealers; Write 
for discounts . 


IMPROVED 
FILE & RACK 


COMPANY 
86 Park Pl., New York 


) 
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A Distinctive Line 
that will hold your trade 
TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 


Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Established 1876 
PHILADELPHIA, PA. 


IMPRINT PENS A SPECIALTY 
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TYPEWRITERS 


ROUGH and REBUILT 


Adding—Calculating—Bookkeeping Machines 
Large Stocks—Prompt Shipments 
COMPARE OUR PRICES 


Send for our latest price list 


ORSE TYPEWRITER CO. 


305 Canal Street, New York, U.S. A. 
Cable—"’ Morsetypco” 
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Gardner’s Pull Tab Leather Lines 











Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER'S HOT 
GOLD LETTERING 
MACHINES 


Write for Samples and 
rices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 
709 Pine St. St. Louis, Mo. 


CELLULOID 
ENVELOPES 


have the welded 
reinforced flexible 
edge seams. Ex- 
tra strong and 
finished in appear- 
‘ance. (Patented 
processes.) 























MARKILO Envelo are made in all ring-book sizes. 
MARKILO INDEXER Strip (blank-label) ready-to-cut. 
Transparent signals, card cases, etc. Sample on request. 

The Dozen System vs. Decimals, Booklet Mathamerica 25c 


Markilo Co., Mfts., 936c W. 63d St., Chicago, U.S.A. 











Ph TAR CARD LAS 





Better Protection 


EILIN 


Generally acknowledged as the 
mark of Quality Protection. 





Universally recognized as Better 
Protection. 


The Meilink Steel Safe Co. 


Toledo, Ohio 
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Nationalize 
and Standardize 


| \pennee BRAND, running straight through every item of 
record-keeping equipment, saves time in selling, in buy- 
ing, in overhead. National covers everything from Loose Leaf 


Ledgers to Pocket Memos; from Visible Records to Engage- 
ment Books: from Machine Bookkeeping Trays to Analysis 
Pads—all backed by National advertising. 


loam’ 
(\NATIONAL) 


NATIONAL BLANK BOOK COMPANY 
HOLYOKE, MASS. 

















“CARTON-PAKT” 
GUMMED SEALING TAPE 


—is our very distinct and favorable method of packaging 
and marketing Gummed Tape. 


It constitutes three (3) bundles of KRAFT or COLORED Tape, either 
plain or printed, 35 Ib. 500’ to roll or 60 Ib. 350’ to roll, wound gummed 
side out, in either 44", 4", 1", 144", or 144” width rolls 


All bundles of course are packed 30” high. 
$14.40 per CARTON of KRAFT TAPE 
$18.00 per CARTON of COLORED TAPE 
(Assorted widths if desired) 
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173-177 LAFAYETTE ST. N. Y¥. C. 





REBUILT 
MIMEOGRAPHS 


Every Mimeograph we rebuild is 

absolutely guaranteed. In our 

twenty-six years of experience we 

have learned how. All models 

completely rebuilt. Investigate 
now! 


MIMEO SERVICE BUREAU 


132 Nassau Street NEW YORK, N. Y. 











STOP evertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 
hen ordering state make of machine. 
Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy. 
he typewriter is quickly and automatically attached and 
as quickly removed, without tools, from the desk. 
Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 
Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 
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1155 Mission Street 









THE COLYTT “REDI-ROLL’”’ 


TELEPHONE MEMO 


A neat, compact writing shelf, 
with paper roll, for attaching 7, 
to the telephone stand—for fy 
memorandums. sf 


4 
Yi 









Has continuous writing sur- 


face for standard paper roll 
Sharp cutting edge for tear- 

ing off. 

Takes up small space (= £e«, 
leaving room for % 
hand grip on tele- 

phone. 

Easily attached. PRICE 


Nickel and black $1.00 
finish. 


Dealers Write for Discounts 
THE COLYTT LABORATORIES s¢6s5 
(Engineering) 





W. Washington St. 
Chicago, Ill. 








Pronounced 0, K. 


Py. 















Cleans typewriter type like magic and adds a sure 
grip to the rubber roller. Pleasant odor, non-inflam- 
mable, will not harm hands, clothes or enamel, 


O. K. A. COMPANY 


San Francisco, Calif. 
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., Recommend SOLO for perfect rubber same impressions at . 
" all times. Cannot become flooded—insures first-class service 
j from rubber stamps under any atmospheric conditions, Not Pal 
§, a felt pad—the secret is in the self-inking ribbon. . 
-) PEERLESS CARBON & RIBBON MFG. CO. . 
2 476-478 Broome Street, N. Y, 5 

a NE AS 

ss Beeaaeeaeaeeeeeeeeaeeeeeaeeeeee eee eee eS 


2). 5). 2) 


Hl 


Bb nmin.) 


SILICATE BLACK BOARDS 


Madc of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years. 


CORK BULLETIN BOARDS 


Sizes 18x 24 inches 


Framed or Unframed 
to 4x6 feet 


Frames are Oak Finished 
Dealers write for catalogue 
N. Y. SILICATE BOOK SLATE CoO. 
20 VESEY STREET NEW YORK CITY 
ff) ee 
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Bonds. Stock Certifieates and Securities 


overprinted on these steel engraved blanks have a quality look and feel equal to that of United 
States Bank Notes because they are produced in exactly the same manner. Consequently they 
are the preferential choice of dealers and investors and prove an unusually profitable source of 


income to the printer. 


SAMPLES SENT ON REQUEST 
KIHN BROTHERS BANK NOTE ENGRAVERS, 205-209 WEST 19TH ST., NEW YORK CITY 


“(FOR ALL PAPERS OF VALUE” 








“PRINTS 
THE 
TICKETS” 





Third copy rewinds for checking and is under lock and key. 
Gives an itemized record of each sale, cash or charge. 
Using rolls of blank paper saves printing costs. 


Let us quote you on our attractive agency proposition. 


MULTI-PRINT SYSTEM CO., INC. 


1l West 42nd St., New York, N. Y. 
Cables: ““Multiprint”’ 























_Top Cushions 


| 


| 
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For Quality in Felt 


Esco is the original in felt top chair 

cushions and pads. From the begin- 

ning, it has been noted for the qualitv 

of materials used. And that quality 

has been consistently maintained. 
Price list on request. 


Economy Products Corp. 
Chicago 




















LISTO Choice of a Million Users 
..+. The Friendly BUSINESS PENCIL 
for Every Pocket—for Every Desk 


[IN the Listo exclusive center-turn with the locked-in mech- 
anism—hAere is perfect balance. Its slender, aristocratic 
barrel of non-metallic material, such as fine fountain pens are 
made of, gives—light weight. The “‘easy-grip” of its knurled 
lower barre! completes positive assurance of the ut- 
most comfort and relaxation—greater writing ease PRICED 
than can be obtained in any other mechanical pencil. LOWAT 
Made in a variety of colors and color combinations. 50c 
Leads all colors. Address Dept. G. 


LISTO PENCIL CORPORATION 
ALAMEDA, CALIFORNIA 


Eastern Distributor: C. P. Willems, 202 S. State St., 
Chicago, Ill, 


EASY-GRIP - - - - CENTER-TURN 











The Vis-A-Memo 
Desk Pad 





every one at 
a desk a user 
—face to face 
with facts. 


Ravenswood Office Specialties Co. 
1800 Newport Ave., Chicago 





ROSCO Desk Necessities 
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LOOK (35 Trape-MaRK 


FOR THE 








TRA0E CMARN 3sizeg 






—the guide to qual- 
ity in paper clips 
: : : made of brcss 
or steel. 


NO.O 


Sample display 
carton for Sta- 
tioners. 





NO.2 


THE TIP TOP MFG. CO., Ine., Syracuse, N. Y. 
Canadian Agents: Brown Bros., Ltd., Toronto 
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YOUR QUESTIONS 
ANSWERED FREE 








Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 











— 





| The Office Appliance Company, 417 South 
| Dearborn Street, Chicago, U.S. A. :: 2:3: 


—— 
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ROCHESTER Brand 
ECONOMY Brand 


38 Browns Race 





Manufacturers of 


UNIFORM QUALITY CARBON PAPER 


BLACK DIAMOND Brand — The Peak of Perfection 
— Quality at Medium Price 
— The Best for the Money 


| We Solicit Your Inquiry 


Rochester Ribbon & Carbon Co., Inc. 





Rochester, N. Y., U. S. A. 














XTRA—Just out! 


CONFIDENTIAL WHOLESALE 
CATALOGUE No. 650 


24 pages full of information. . . . Information and Prices 


on all makes of Typewriters, Adding Machines, Calculating 
Machines, Duplicating-Addressing-Folding Machines, etc. 


Write, Phone or Wire for your copy today! 


PELIABLE 


Typewriter & Adding Machine Corp. 
"All That the Name Implies" 
303 W. Monroe Street, Chicago, Ill. 











ly is not merely chance that the trade looks 
to us for the latest and best in loose leaf, 
magazine, catalog and periodical binders. It 
is because our many years have been devoted 
to the development of the best. 


You are welcome to our catalog that you may observe 
for yourself. 


ENDLOK PARTS COMPANY, INC. 
200 Hudson Street, New York 








“*Make Your Show Windows 
Pay Your Rent’’ 
“Don't Forget! Many Sales 
Are Made on the Sidewalk.” 
ONKEN TOWER Merchandise Dis- 
players make Window Trimmings 

Effective and Easy 
ONKEN TOWERS are Wonderful 
for making quick changes in your 





window, 

ONKEN TOWERS have inter- 
changeable Features, Two-in-one. 
ONKEN TOWER Merchandise Win- 
dow ato are made in 5 sizes 
for oS to 48’’ high and 12’ to 


ONKEN "TOWERS range in price 
from $6.00 up and made like a 
Write for Description Matter No. 24 
THE OSCAR ONKEN CO. 
624 W. 4th St., Cincinnati, O. 








egy exclusively 


Write for Catalog cnt Selomanatatinmeie Gain 
The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 


**Steel-Strong”’ 


The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 


Coin Bag Seals Seal Presses 
Manual Coin Counters 
Currency Racks— Tellers Moisteners 
Handy Wrapper Cabinets 


in Leading Bank Journals. 
y through dealers 















i ~ 


| N we } SINGLE FLUID 


ERADICATOR 


Semovet> ONE APPLICATION 
FROM 1 BOTTLE 











een ONLY 
D. | Sradd, Hundreds of thousands in 
ont fiw i daily use round the world 


< | Fradicater) ; I 


Send 25¢ for One Large 50c Size 


TRIAL BOTTLE 


INK-OUT MFG. CO., INC. 
: MONTCLAIR, N. J. 
4. Gradually Displacing Old Style Two-Bottle Eradicators oi 




















DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key Rentones "te 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N, TF. 


> 
a a 
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The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 






“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 


Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 
Germany 

















OFFICE APPLIANCES 


THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE = POST FREE 


The most valuable money- 
making voiume ever placed 
before the Stationer Trade— 
Contains nearly 200 hints in 
connection with every depart- 
ment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
The subjects run all the way from 


interested in at the time. 
dressing and are written in such a 


account boo ks to window 
way that the volume is an excellent reference book. 
—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

The Newsagent, Bookseller’s Review and 


Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
should meet with a warm 


of approved ideas, and the volume 
| Ihe British Printer. 


wveicome. 


1 good idea in itself and admirably carried out. 
The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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More Business for You 
In the British Empire 


An executive subscription circulation amongst similar firms in the British 
covering a large percentage of the up- Dominions and Colonies (except Can- 
to-date firms in the United Kingdom, ada), including high spots in European 
plus a valuable subscription circulation business centres. 


BUSINESS 
THE JOURNAL OF MODERN METHODS & MANAGEMENT 
(Estab. in England in 1907 as SYSTEM, The Magazine of Business) 





AN IDEAL MEDIUM FOR 


A Testing the Britishand RR Backing up a British (€ Direct Mail Order re- 
Imperial Market Branch or Agency sults 


A report on general business conditions or specifically on opportunities for specific equipment or services 
will be sent free without obligation on application to:— 


‘ 6, Carmelite Street, London, 
Advertisement Manager E. C. 4 
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a) | a 99 To us “M. B” stands for “MON BUREAU” 


To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for ne 
American goods are extremely popular in France and much needed, too. ‘This 


especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication ‘par 

MON : excellence.” As a matter of fact, M. B. was the first to 
BURE AU advocate highly efficient business methods in France and 
LE MAGAZINE DE ORGANISATION was the pioneer of modern office equipment in this country. 
COMMERCIALE & INDUSTRIELLE | So it is no wonder that it is read all over France, Belgium, 

ee Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 


interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


MON BUREAU,” 186, Faubourg St-Martin, PARIS, Xeme Arrt. (FRANCE) 
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The Buyers Viewpoint 


Good business people, 
users of quality products, 
know by long experience 
that they can get depend- 
able information, from 
dependable people, about 
dependable office methods 
and equipment in “Open 
Public’? demonstrations 
—at the 


NATIONAL BUSINESS SHOW 


Chicago At the Stevens Hotel 
November 10th to 15th, 1930, inclusive 


“Tt’s the personal contact that counts” 


corporat 


Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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on Good 


Good dealers everywhere are 
experiencing the pleasure of a 
steadily growing business on Terrell Counter 
Height Cabinets. 


Big storage capacity plus a practical, econom- 
ical counter—that’s what Terrell Counter 
Height Cabinets mean to your customers. 
They do double duty and pay for them- 
selves over and over. And that means good 
business for you. 


Assembled from stock, Terrell Counter 
Height Cabinets are attractive and dignified, 
yet capable of instant rearrangement or ex- 





Business 


pansion. These cabinets with 
the advantages of steel con- 
struction, adjustability, security, etc., actually 
cost less than wood. At a slight additional 
charge any Terrell Cabinet can be fitted with 
a green 4-inch battleship linoleum 
top. These have enameled steel binding 
edges and spring in place without 


screws. 


Take this tip: get the details of this Terrell 
Counter Height Cabinet proposition. It 
means good business—steady, profitable turn- 
over. Write for a copy of our latest catalog— 
it tells the whole interesting story. 


TERRELL’S EQUIPMENT 
COMPANY 


Grand Rapids Michigan 





Bburrou 


NEW BOOKKEEPING 
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MACHINE 






































Faster and easier to operate, as it combines the 


speed of cylindrical platen posting with 








FRONT FEED 
CARRIAGE 

















the speed and convenience of front-feed inser- 


tion, alignment and removal of forms. 


Posts two or more records in combination in 
handling any kind of accounting work such as 
accounts receivable, accounts payable, payroll, 


general ledger, distribution and stock records. 


Also provides full-width proof journal contain- 


ing a complete transcript of all postings. 


Call the local Burroughs office for a demonstration on 
your own work, or write for special descriptive folder. 


Time required for operations in 
inserting, aligning and removing 
forms reduced to the minimum. The 
operator, seated at the machine, uses 
only one hand to insert, align and 
remove forms. Front insertion also 
eliminates the inconvenience of turn- 
ing forms around platen. The journal, 
remaining around the platen, auto- 


matically spaces up for each posting. 


BURROUGHS ADDING MACHINE COMPANY, 6351 SECOND BLVD., DETROIT, MICH. 


BACKED BY WORLDWIDE BURROUGHS SERVICE 











Now You Can Offer 

Your Customers 

High Serial Number 
Model “N”’ 








PRICES ARE LOW— 
PROFITS ARE HIGH 


Quick Turnover—Full Profit 


These machines are completely rebuilt in the Woodstock factory, 
not merely repaired. They look and operate like new. Your 
profit is all clear—machines are ready to sell—no cleaning, no 
servicing—no overhauling of any kind. 


Ideal for Rentals 


Thousands of new Woodstocks were sold to schools this year. 
This is making a big demand for Woodstock Rebuilts. Use Re- 
built Woodstocks for your rental business. 


Many dealers are stocking these machines to meet the demand 
of buyers who want a standard machine at low cost. You make 
a good profit selling Factory Rebuilts. 





Our latest broadside on 
Woodstock Factory Re- 
builts is now ready for 
mailing. 


Write for it . . . . note 
particularly the attrac- 
tive prices quoted and 
the reasons why we can 
offer these outstanding 
values. 


Mail your request today 
—there is no obligation. 


WOODSTOCK TYPEWRITER COMPANY 


35 East Wacker Drive 


CHICAGO, ILLINOIS 
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CONCENTRATION 


tT is possible to concentrate—to think straight and undisturbed 
when the typewriter is busy just a few feet away, IF—the machine 
is a smooth-running Noiseless Underwood Typewriter. 

The Noiseless Underwood cuts down office noises. Quiet ty pe- 
writers bring quieter voices. No more harsh, resounding dictation; 
no more “broadcasting” of telephone conversations. Concentration, 
less nerve strain and a smooth-running quiet office are the result. 

The stenographer is especially pleased with the Noiseless 
Underwood—a visible-writing machine; strong and well-balanced; 
easily operated; and Ql IET. 


And it’s more than a noiseless—it’s an Underwood! 


UNDERWOOD TYPEWRITER COMPANY 
342 Madison Avenue, New York, N. Y. 


Distributors of Underwood Standard, Noiseless and Portable Typewriters 


and Bookkee ping Machines. Products of Underwood blliot Fisher Company. 





“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND—SPEED THE WORLD'S BUSINESS” 


Th NOISELESS UNDERWOOD 
Re eae 





